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“They Builded 
‘Better Than They Knew” 


This is an era of specialization for 
the manufacturer, for the wholesaler 
and for the retailer. 

Elimination, concentration, stand- 
ardization and simplification are top- 
ics heard on every side. The tenden- 

v of the future indicates a rapid de- 
velopment in that direction. 

The Lilly Policy, governing the 
production and distribution of Lilly 
Products, meets the modern economic 
need. It supplies the answer to the 
problem of duplicate lines and invest- 
ments in prescription-department 
merchandise. 

The Lilly Label has achieved dis- 
tinction among medical men. The 
name commands unusual respect. It 
is a symbol of progressive ideals; it is 
associated with scientific research and 
unswerving honesty of product. 

In strict adherence to a definite, 
protective sales policy through many, 
many years of business activity, Eli 
Lilly and Company have given ample 
evidence of their abiding faith in the 
service wholesaler and individual re- 
tailer as absolutely essential links in 

the chain of distribution from 
producer to consumer. 
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Fifty- Third Regular Meeting 


National W holesale Drussists A\ssociation 


Atlantic City, New Jersey, September 26 to 29, 1927 


The desire for a better understanding, 
which had been manifested by many mem- 
bers of the National Wholesale Druggists’ 
Association in informal sectional and group 
conferences during the preceding year, was 
much in evidence in the deliberations of the 
association at its fifty-third regular meeting, 
held at Atlantic City, September 26 to 29. 
This desire had to do, not only with the 
attending affecting the 
wholesaler’s part in the distribution of drug- 
but 
which obtain in the manufacturing and re- 
tailing divisions and exert, of necessity, a 
potent influence on the affairs of the inter- 
mediate member of the distribution group. 


conditions and 


store merchandise, also with those 


In the address of the president, C. F. 
Michaels, in the reports of the committees 
on services and relations, in the discussions 
on the floor, and in addresses delivered by 
the invited speakers, the necessity for full 
knowledge of the interworkings ofall mem- 
bers of the trade was emphasized. The 
association took action, in connection with 
several phases of the inter-relationships of 
distribution, with a view to the thorough 
study of conditions and the formulation of 
a policy which would be conducive to all 
It will 
be the endeavor of the association to de- 


possible harmony and improvement. 


velop a platform of business principles, 
the the 


That these functions are 


which will embrace functions of 
entire drug trade. 
interdependent for their success was recog- 
nized. That the functioning of one division 
the 


ness without due consideration being given 


cannot be assured necessary smooth- 





Sewall 
Wholesale 
the Eastern 


Cutler, the 
Druggists’ 


new president 
Association, is 
Drug Company, Boston, 

Mr. Cutler was born in Brookline, 
1881, and has lived there ever since, Brookline is a 
suburb of Boston. In his boyhood, Mr. Cutler went to 
school in the latter city, attending the Noble & Green- 


of the National 
the secretary of 


Mass., June 11, 


ough private school, He entered Harvard College in 
1899, and was graduated after three and one-half 
years as a bachelor of arts with the class of 1903. 


During his college years, he was active in athletics and 
in several of the leading fraternities, 

A short time after his graduation, Mr. Cutler entered 
the service of the Eastern Drug Company. His work 
there covered all the departments of the business, and 
he later was made a director. 





to the contacts which it presents was, like- 
wise, accepted as fundamental. 


In its participation in the creation and 


development of the Druggists’ Research 
Bureau, the wholesalers’ association had 


gone a long way on the road to understand- 
ing in the year closed by the convention. 
The results which had followed even this 


largely preliminary work were obvious. The 





Sewall Cutler 
The New President 


In 1915, Mr. Cutler entered the officers’ training 
camp at Plattsburgh, N. Y. When the United States 
entered the World War, he went into the service and 


was assigned to the aviation division. Having won his 
wings, he was sent to Washington, with the commis- 
sion of first lieutenant, to examine candidates for the 


air force He served in this capacity from January to 


June, 1918, when he went to France for training in the 
service. As an 
was in 
was declared, 

return to 


the first 
until the 


officer in 
the front 


chemical warfare 
gas regiment, he 
armistice 

On his 


service at 


the United States, Mr. Cutler re- 








the convention that affiliation 
with this movement be continued with in- 
creased activity was a reasonable sequence. 

Simplification of the stock of the retail 
druggist is the first step undertaken in the 
Naturally, any degree 
of success which may attend the efforts put 
forth in this direction will be reflected in 
the inventory of the wholesaler, and doubt- 
less to his advantage. Promotion of phar- 
macal publicity has been undertaken coinci- 
dentally with the simplification program. 
And this work of universal benefit to the 
drug trade will be pushed with vigor by the 
wholesale division. A further complemental 
program will be undertaken in the collect- 
ing and disseminating of sound selling in- 


decision of 


research movement. 


formation. The wholesalers are fully awake 


to the importance of the economic truth that 
their work is not done when they have 
sold the retailer a satisfactory bill of goods. 
They know that the outgoing channels of 
their business: will soon become filled with 
dead water and debris if the goods they sell 
to the retailer do but pile up on his shelves. 
Study of the economics of drug trade dis- 
tribution, decided upon by the wholesalers’ 
association in the construction of a program 
for the new year, will embrace still other 
phases of this troublesome problem. The 
number and distribution of distributors, as 
well as the satisfactoriness of their opera- 
tions, will be studied with a view of deter- 
mining wherein and in what manner it may 
be possible for the wholesaler to change his 
policies and methods for the betterment of 
conditions in the drug trade at large. 


turned to the Eastern Drug Company. He was elected 
secretary of the company April 9, 1921. 

Mr. Cutler has been active in the affairs of the Na- 
tional Wholesale Druggists’ Association for some seven 
years. He was a member of the board of control from 
1921 to 1924 and was serving his second term, to 
which he had been elected in 1925, at the time of his 
election to the presidency of the association. He was 
a vice-president in 1919-1920. 

Mr. Cutler is a member of the Harvard Club of Bos- 
ton, the Harvard Club of New York, and the Brookline 
Country Club. He has been president of the New Eng- 
land Drug Exchange and is a member of the ex- 
ecutive committee of the Druggists’ Supply Corporation. 
He plays golf. He is not married, and lives with a 
sister in Brookline, 
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The association will continue the practice 
of having the secretary, E. L. Newcomb, at- 
tend meetings of retailers’ organizations, the 
this 
having proved of undoubted benefit. 


extension of work in the past year 
Not 
the least notable of the results which may 
well be accepted as consequences, of this 
practice was the official representation of 
the National Retail 


gists at this year’s N. W. D. A. convention. 


Association of Drug- 
The secretary of the retailers’ association, 
Samuel C. Henry, who addressed the whole- 
salers, gave a very clear exposition of the 
understanding to 


value of interdivisional 


the druy trade. 

Directly in line with its purpose of culti- 
vating trade relations was the action of the 
wholesalers’ association in going on record 
with an assertion of the belief that Federal 
legislation is necessary, which will legalize 
the right of a manufacturer of identified 
goods to contract with distributors for the 
protection of designated resale prices on his 


own war»res,. 


Relations which extend in another direc- 
tion, those which the wholesale drug trade 
has with the Federal government, were also 
consideration 

Administra- 


important subjects of the 
given during the convention. 
tion of the prohibition laws received par- 
ticular attention, and the application and 
operation of the caustic poisons act and the 
food and drugs act were variously discussed. 
The part which the association had played 
in connection with the changes made in the 
administration of the prohibition laws was 
referred to with pride, especial mention be- 
ing made of the defense of the denaturing 
of alcohol for industrial use against the at- 
tacks of “poisoned alcohol” reformers. Grati- 
fication was expressed on many sides over 
the selection of J. M. Doran as Commissioner 
of Prohibition. In a resolution, the conven- 
tion congratulated the government on this 
choice and pledged to the commissioner its 
continued earnest support. 


From an internal point of view, the most 
important action of the convention was the 
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establish 
office an ably staffed 
Uniform cost accounting has long 


decision to at the headquarters 


bureau of costs re- 


search. 








| The New Officers 


| Elected 


I President 


|| Sewall Cutler, of the Eastern Drug Com- 
| pany, Boston, Mass. 
| 


I First Vice-President 


Andrew J. Geer, of the Geer Drug Com- 
pany, Charlesten, S. C. 


Second Vice-President 


| Sydney Lyman, of Lymans, Ltd., Mon-_ || 
treal, Que. 

Third Vice-President 

| W. J. Montgomery, jr.. of the Parker- 


Blake Company, Ltd., New Orleans, La. 


Fourth Vice-President 


H. W. Williams, of H. W. Williams & Co, 
Inc., Fort Worth, Texas. 


] Fifth Vice-President 
Jean E. Speckel, of C. S. Littell & Co., 
Inc., New York, N. Y. | 
Members of the Board of Control 
(Three-Year Terms) i| 
Harry I. Fox, of the Fox-Vleit Drug Com- 
pany, Wichita, Kan. 
|| H. J. Frank, of the Blumauer-Frank Drug 
Company, Portland, Ore. 
J. C. O'Dell, of Doster-Northington, Inc., 
3irmingham, Ala. 
D. W. Ramsaur, of the Groover-Stewart 
Drug Company, Jacksonville, Fla. | 
(One-Year Term to Succeed Sewall 
Cutler) 
|| William W. Gibson, of the Gibson-Snow _ || 
\| Company, Inc., Albany, N. Y. 











} Appointed 
Secretary 

E. L. Newcomb, New York, N. Y. 
Treasurer 

Title Guarantee & Trust Company, New 


York, N. Y. 
Chairman of Board of Control 


C. Mahlon Kline, of the Smith, Kline & 
French Company, Philadelphia. 


General Representative 
Frank E. Holliday, New York, N. Y. 
Washington Representative 
Crounse, Washington, D. C. 
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been an important part of the association’s 


work. It is expected that, through the cen- 
tralization of study of costs and through be- 
ing able to extend expert service to the 
members in the solution of their individual 
problems, the association will be able to 
bring about such a degree of uniformity in 
practice as will assure the availability of 
reliable, intelligible statistical information 
as a basis of its general research into the 
economics of drug-trade operations. 


The work which had been done by the 
several committees during the year was gen- 
erously praised in the convention. Par- 
ticular gratification was expressed with re- 
spect to the custom, inaugurated last year, 
of issuing timely reports from the various 
interval between 


committees during the 


annual meetings. This custom will be con- 
tinued on an extended scale. 


able comment was made on the innovation 


Much favor- 


in the report on special lines, the committee 
having devoted its consideration to a single 
line, stationery. 


was unfortunate in the 
enforced absence of its president, C. F. 
Michaels, because of ill health. The offi- 
ciating of Harry I. Fox, first vice-president, 


The association 


as presiding officer, earned for him a deal of 
praise. 

For the second time in two years, sadness 
was brought to the N. W. D. A. convention 
by death. 
vention party died, but there was general 
sorrow because of the death, early in the 
week, of Charles Gibson, a former president, 


This year, no member of the con- 


at his home in the Adirondacks. 


The weather man was in a gracious mood 
And the golf tournament and 
other outdoor numbers on the entertain- 
ment program were well attended and 
thoroughly enjoyed. In whole, the enter- 
tainment side of the meeting was of con- 
tinuous pleasure. 


this year. 


Atlanta was selected as the place of the 
1928 meeting which will be held in the third 
week in October. 


Recommendations by the Board of Control 


After deliberate study of the report of the 
secretary and the reports of the several com- 
mittees, together with resolutions referred by the 
convention, the board of control presented to the 
association, and had approved thereby, the fol- 
lowing comment and recommendations respect- 
ing the matters to which the supervising body 
had been asked to give consideration :— 


That members having experience in losses cov- 
ered by insurance in reciprocal and mutual 
agencies send accounts thereof to headquarters 
so that they might be published. for general in- 
formation. 

That members look carefully into policies of 
occupancy insurance and that this phase of 
the insurance question be considered by the in- 
coming committee. 

That careful consideration be given to the mat- 
ter of insurance against damages claimed for 
errors made by employees. 

That members having group insurance report 
their experience for publication in the bulletin. 


That members be urged to keep the insurance 
committee informed of details of fires and settle- 
ments of losses. 

That the insurance committee study and report 
on the question of pensions and allowances for 
sickness. 

That a bureau of statistical analysis be estab- 
lished in the headquarters office to study costs 
and particularly to study the possibilities of a 
further breakdown of expense and merchandising 
items 





That the chairman of the committee on uniform 
accounting be authorized to raise the funds 
needed for the contemplated work of costs re- 
search and that the members give it all possible 
support. 


That affiliation the. Harvard Bureau of 


with 


Business Research be suspended for the time 
being. 

That the continued, definite, constructive 
progress co-operation between the wholesale 


trade and a number of manufacturers of proprie- 
taries was gratifying. 

That, as the understanding of specific problems 
affecting each branch of the trade becomes 
greater, it is inevitable that beneficial results will 
follow. 

That congratulations be extended to the Fed- 
eral administration for the appointment of J. M. 
Doran as Commissioner of Prohibition. 

That the continued, united support of the mem- 
bers of the association be pledged to the strict 
enforcement of the prohibition laws and reg- 
ulations. 

That the incoming committee on salesmen and 
selling methods issue information in its field to 
the members throughout the year. 

That the members continue to extend whole- 
hearted co-operation to the Druggists’ Research 
Bureau and give it financial support. 


That the members co-operate wholeheartedly 
in the promotion of “Pharmacy Week,” the pro- 
posed Christmas publicity program and the gen- 
eral movement for publicity for pharmacy. 


That distribution be continued of information 
that will be helpful in promoting a better under- 
standing of the mutual problems of the trade. 


That continued voluntary co-operation by 
members with retail druggists in promoting their 
interests is most desirable and essential. 


That self-insurance be not recommended. 


That a spirit of fair play and human under- 
standing should exist between executives and all 
employees of any well-directed organization. 

That it is mainly through mutual respect and 
co-operation between employer and employee that 
the best of service can be maintained. 

That each house have its member who is in 
charge of adherence to government regulations 
study the report of the legislative committee with 
care. 

That consideration be given to the enlisting 
of the services of members’ credit managers to 
assist the committee on credits. 

That credit and sales activities should be equit- 
ably co-ordinated and that the interchange of 
information between credit and sales departments 
should be prompt and full. 

That the secretary continue his good work of 
visiting association meetings in other branches of 
the trade. 

That the work of the various committees, of 
the secretary and of the Washington representa- 
tive be strongly indorsed. 

That the members read and ‘study all reports 
made to the convention. 
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eport of the 1927 Convention Proceedings 
Monday, September 26, 1927 


First Session, Monday Forenoon 


(The the 
tion was 


City, N. 


meeting of 
the 


fifty-third 
called to order in 


National 
Venetian 
J., by the first vice-president, Harry I. Fox, at 


Wholesale Druggists’ Associa- 
the Ambassador Hotel, Atlantic 
10:15 a. m., September 26. 


room of 


Chairman Fox :—I am pleased to call to order the fifty-third meeting of the 


National Wholesale 

Our Lady Star of the 
teverend Father 

Amen. 
“Our 


Druggists’ 
Sez 
Reed :—In the 


Father Who art 


Association. 
Church, this city, will give the invocation, 
name 


The Reverend Father FE. E. Reed, of 


of the Father and Son and Holy Ghost. 


in Heaven, hallowed be Thy Name; Thy kingdom come ; 


Thy will be done on earth as it is in Heaven; give us this day our daily bread and 


forgive us our trespasses as we forgive those who trespass against us. 


Lead us not 


into temptation and deliver us from evil. Amen.” 
We beseech Thee, O Lord, that every word and act of the National Wholesale 
Druggists’ Association now going into session may commence with Thee and end 


in Thee, (Christ, the Lord. In 
Amen, 

Chairman Fox :—We will now listen 
assistant to the mayor of Atlantic City. 
Address of Welcome 
Mr. Harcourt:—We have come, or 
rather, 1 have come here to welcome you 


in the name of the Mayor of Atlantic City, 


who could not be here personally. He 
would much rather have come here than 
send me because he knows from experi- 


ence and Atlantic City knows from expe- 
rience that the National Wholesale Drug- 
gists’ Association is one of the most im- 
portant conventions which comes to At- 
lantic City, not perhaps in numbers or 
size, but because the wholesale drug in- 
dustry is recognized as one of the most 
important industries in the country today 
and we realize that you men represent an 
industry which is perhaps closer in a 
great many ways, more directly in con- 
tact with the public through your re- 
tailers than a great many other industries 


which are called important. 
Your deliberations here will no doubt 
affect, through your retailers, all of the 


people in the country. There is just one 
thing which I am going to say which I 
will ask you to pardon me for saying be- 
cause it may sound like somewhat of an 
attempt to get into your business, which 
we do not want to do. We are here to 
welcome you, not to tell you what to do, 
not to tell you what not to do. We are 
here to say to you, do anything you 
please, but there is just one thing—if you 
can use your great influence through your 
retailers to stop making rumshops out of 
the drug stores. We look upon that, if it 
can be accomplished, as a wonderful, won- 


derful thing. The old-time confidence of 
the public in the corner drug store, that 
old institution which was respected and 
looked up to by the general public, they 
had confidence in the old corner drug 
store, the apothecary and chemist who 
ran it. They looked upon him very much 


as they looked upon their physician, their 
family physician. That confidence has 
been destroyed somewhat by the thing 
which has come into the drug business, 
that is, I don’t mean it has come into the 
drug business, I should not say that, but 
that thing which has been sailing along 
camouflaged as drug business, but to the 


public it is part of the drug business be- 
cause it is permitted to 





exist under that 
name, the sale of liquor, illegitimate traf- 
fic in rum. That thing is looked upon 
here even in Atlantic City as dangerous. 

Now you will pardon me if I have made 
any suggestion which is a part of your 
business, and we Know that you men can 
handle a subject like that in your own 
way and handle it properly. 

Now after you get through with all 
your deliberations and when you are not 
in session, when you are going about the 
city, it is necessary that you have an 
entree or some authority to enjoy your- 
selves. We understand that the last time 
vou were here somebody gave you the 
city, the mayor, I believe, just handed 
the city over to you and then charged you 
a lot of money for it after he gave it to 
you, and it cost you plenty. Now we are 


to an 


the name of the Father and Son and Holy Ghost. 


address of welcome by R. Harcourt, 


Mr. Harcourt, 

that has happened to you in the past and 
we are going to say to you this morning: 
We are going to present the city to you 
and it is absolutely gratis. You simply 
take anything you want and take it away 
with you, and I am going to give the key 
to your president and he has that key. 
It gives him absolute authority to do any- 
thing he pleases, and you can get your 
instructions from him and if you want to 
do anything all you have to do is to 
get a note from him and if anything hap- 
pens to you, you bring the note down to 
us and we will discount it. 

Mr. President, I want you to accept 
key from the city of Atlantic City, 
I don’t have to tell you or caution you 
how to use it. I am quite sure that you 
will be well able to take care of your- 


this 
and 


self and take care of this crowd that you 
got 


have here. In addition to that, I 





Harry I. Fox 
The Presiding Officer 


want to say to you that you may possibly 
have some trouble, and if you do, I have 


a little card here which creates you, 
makes you, a deputy sheriff, and if you 
have any difficulty at all, you now have 


plenty of authority in which to cover up 


going to try to make up for this thing and protect yourself. 

Chairman Fox:—Mr. Harcourt, we wish to thank you for your remarks. 
Later, response will be made to them. In regard to this deputy sheriff matter, I 
would like to ask if I have authority over any sheriffs that come here. We have 
some in our midst. ; 

Mr. Harcourt :—Any sheriffs from out of town you mean. The sheriffs from 
out of town must take due notice right here and now that the vice-president now 
acting as president has absolute authority; he supersedes any action Or actions 
which they may attempt to do or carry out, and his word is absolutely the last 


word, and we will back him up down at city hall, 


Reception of Delegates 


:—We next come to 
from other ia- 


Chairman Fox re- 
ception of delegates ) 
tions. First, we would like to hear from 
Dr. A. R. L. Dohme of the American 


Pharmaceutical Association. Dr. Dohme. 





ass¢ 


American Pharmaceutical Association 


Dr. A. R. L. Dohme :—I deem it a great 
honor and an unusual honor to be asked 
by the president of the American Phar- 


maceutical Association to represent it on 


this very interesting and enjoyable occa- 
sion here at Atlantic City. I say this 
advisedly because this year the associa- 
tion which I have the honor to represent 
has just celebrated in St. Louis a month 
ago its diamond jubilee, its seventy-fifht 


vear of continuous existence in this coun- 


try, having been founded in 1852. 

With your kind indulgence I should 
like to enumerate very briefly what this 
wonderful association in its long life has 


accomplished for the pharmacists and the 
druggists of this country. We often for- 
get and we don’t recall the existence of 
these associations and their work because 
of their number and of the fact we so 
often come in contact with them 


I think this which 
with the highest ideals that any associla- 
tion could start with in the early days, 
not only maintained those high ideals dur- 
ing the long period, but has really ac- 
complished wonders for the men who are 


started 


association, 


in the profession of pharmacy. It has 
been the foundation in the first place of 
all the education in pharmacy in the 


country. All the colleges and schools that 
exist and existed had their fountainhead 
and got their enthusiasm and got their 
information and got their plans from this 


association. A great deal of legislation 
that had to do primarily with the carry- 
ing on of this very important industry 
and profession in this country emanated 
from that association, particularly those 
that had to do with the scientific side of 
it. Almost all of the advances that have 


been made in the science of pharmacy 
emanated from there. 

We overlook, we forget, in that long 
period what we represent. I won't at- 
tempt to enumerate them, their number 
is legion, but the fact remains that prac- 
tically all the great advances that the 
manufacturers, the jobbers and the re- 
tailers made, had their inception in the 
meetings of this association. 

We also feel that whatever comes from 
that source can be depended upon one 
hundred percent. This has never failed 
and it has always been found to be the 
case, and as such it deserves our worthy 
consideration and our great respect. 

In addition to this, this association has 
done much to keep up the standard 
which was started for the men to enter 
its portals and become pharmacists and 
druggists in this country. There was a 
zreat temptation on Many occasions to 
lower these standards. Men came into 
the profession who didn’t quite live up 
to and encourage and support the high 
ideals. The records show during these 
seventy-five years that many a member 
has been expelled from that association. 
That sounds very unusual, but that was 
the case, because they did some act or 


said something or did something in their 
business that was considered to be wrong. 
They were unhesitatingly expelled. 
After this long period of looking back 
in retrospect into that, it seems strange 
that this was the case, but it was neces- 


sary and the men who were the victims 
appreciated it. Many entered later when 
they changed their methods and became 
members again. 

This association at its annual meeting 
in St. Louis accomplished something that 
has been in the minds of all of you, all 
of the members, all of the retailers, for 
many, many years. You all know to what 
extent the medical profession is a unit 
in its deliberations, in its legislative ac- 
tivities, in its support of the various 
branches of that profession, that the med- 
ical men stand together and they get 
pretty nearly what they want in the way 
of legislation and in the way of accom- 
plishment in their schools and in their 
profession. Unfortunately, the drug busi- 
hasn't been carried on quite that 
The interests have been more or 
less diverse, in some cases antagonistic, 
and the result is that the proper recog- 
nition of the profession, the legislative 


ness 





enactments and accomplishments, have 
not been carried through to the same 
extent and with the same success as 


has been the case in the medical profes- 
sion. 

After many efforts in which I took part, 
one time when I was president of that 
association, to get the groups of the 
drug business together, a different attack 
was made on the problem and it was 
proposed to have a headquarters building 
in Washington where all these branches 
of this industry could have their common 
center, have their offices, do their work 
and where laboratories would be provided 
for doing the scientific work or the eco- 
nomic work, the same as chemistry and 
pharmacy, and where the co-operation 
of these various organizations could pos- 
sibly be accomplished by proximity to 
one another and by being at the head- 
quarters of our national government in 
Washington. 


After quite a period of work this has 
been put through successfully at this 
meeting. The amount of money has been 


raised by big effort to this head- 
quarters building. ‘ 

After voting on this question—they had 
four votes on it by all the membership 
all over the country—Washington was 
finally settled upon as the city where this 
was to be located. I am here to extend 
to you an invitation, and your president 
and officers will later officially receive 
an invitation to meet probably in Wash- 
ington to discuss and pass upon and 
consider the plans of that building so 
that whatever your needs may be, wkat- 
ever your requirements may be, they can 
be fully met when the plans are drawn 
and completed. 

I think, ladies and gentlemen, that this 
move to officially have in Washington a 
beautiful building is a great step. It is 
going to be a beautiful building to which 
the visitors from all over the world and 
from all over this great country of ours 
“an come as they so frequently come to 
Washington, and have it pointed out to 
them by the guides and the people as 
“Here is where pharmacy and the drug 
business has its headquarters.”’ That 
will be something that will do much to 
educate our people to the fact, and to 
the very important fact that after all 
their lives and their happiness to a great 
extent depend upon this pharmacy, and 
the fact that this has a reputable and 
beautiful place in the capital of our 
mation is some evidence to that effect. 


l am sure that when this message goes 
out to all these associations, the State 
association of every State, the national 
association in every branch, and the glad, 
glad hand of fellowship and co-operation 
is extended, the first step that will be 
taken will bring together and try to sum 
up mutually some of your very intricate 


get 


problems and solve the problems of the 
retailer and the problems of the manu- 
facturers in pharmacy and in the drug 


business. 
I feel quite sure that the future in that 
respect holds out much for such a success- 


ful co-operation. I feel sure that when 
you begin to appreciate what that may 
mean to your industry and for your 
branch of business, you will not hesitate 
to co-operate in the spirit in which this 
hand will be extended because, as you 
will all recall, the American Pharmaceu- 
tical Association has always from its in- 


ception had such a broad policy that on 
the floors of its conventions and its meet- 
ings, the wholesaler, the manufacturer, 
the retailers, the professor, the councillor, 


the legislator, any man who had any in- 
terest in the business had as much op- 
portunity, had as much occasion to ex- 
press himself as anyone else. It has 
broadly represented the entire industry 
with all its collateral branches. It has 


been a broad view; it took a broad view 
in the beginning in 1852, and it has never 
been deviated from. The fact that today 
it is recognized the world over as a rep- 
resentative organization, not only on ac- 
count of its great age, but in point of its 
accomplishments, bespeaks its accomplish- 


ments. I want to say, incidentally, dur- 
ing that period it has published 18,000 
pages of proceedings and records which 
today are on shelves of all the great na- 
tional libraries and institutions of learn- 
ing all over Europe as well as in this 
country. 

Therefore, it is with great pleasure, 
ladies and gentlemen, that on behalf of 
the American Pharmaceutical Association 
and by the instruction of its president, I 


extend to you the hearty greetings of that 


association and the wishes and the hope 
that your meeting will be successful here, 
that you will be able to accomplish suc- 


cessfully and smoothly and harmoniously 
all the great problems that are before you 


and that are up for solution. Thank you. 

Chairman Fox :—Next on the order we 
have the N. A. R. D. I understand that 
Secretary Henry has not yet arrived. He 
is to appear on our program later in’ the 
week, but if there are any other persons 


who would like to speak for the N. A. R. 
D. at this meeting, we will be glad to 
hear from them. 

The next is the American 
facturers’ Association. We 
hear from the _ president, 
Merrell. 


Drug Manu- 
would like to 
Charles G. 


° ’ 
American Drug Manufacturers’ Asso- 
ciation 
G. Merrell :—The 
Drug Manufacturers’ Association think 
so much cf the meeting here and of the 
wholesale druggists’ association that they 
are represented not only by the president 
and the secretary, but by the entire board 
of directors. I am simply speaking for 

them. 


Charles American 


We, as manufacturers, feel that we have 
in the last decade or accomplished 
considerable in the way of production. It 
has been said that in industry in general 
a production has accomplished a great 
deal in this country. 


so 


We by no means feel that we have 
reached the limit, otherwise we would 
have reached the limit in the sense of 
being at our end. 

: We are, however, very much interested 
in the matter of distribution. Our pro- 
duction has no great value until the 


products of production can be distributed 
to the ultimate consumer. Therefore, we 


are all vitally interested in the problems 
which concern you gentlemen here. We 
wish, therefore, that you may have a 
most successful meeting, one that. will 
redound to your benefit, that you may 
solve the problems that come before you 


(and I know there are many) and I wish 
to express the feeling that you will solve 
these problems and that while there are 
dark days for all of us at different periods 


of our individual lives and the lives of 
associations, that there are brighter days 
ahead for you and for all of us and I 


wish they may speedily come. 
_ Chairman Fox :—The next 
is the Proprietary Association. 
like to hear from Frank Blair. 


association 


We would 


Proprietary Association 

Frank A. Blair :—I 
remember a story 
talking. Governor Smith, just a few 
days before he was recently taken ill, 
was spending some time in New York, and 
two or three members of his official family 


couldn't 
while Dr. Dohme 


but 
was 


help 


went for an automobile ride one day. 
They drove up through Westchester 
county and suddenly found themselves 
approaching Sing Sing. .The governor 
had a great many appointees and some 
political friends in Sing Sing and he 
thought it would be a good time to visit 


them. He dropped in at the close of the 
lunch hour. The warden being surprised 
and not knowing what to do with the 
situation, thought he must entertain the 
governor somehow. He sounded the call 
and had the people gather in the big mess 
hall and presented the governor. The 
governor was wondering how to begin 
the talk. He thought of “fellow citizens,” 
that usually went over well with the 
voters, ‘but then that wouldn't do because 
a lot of these men had lost their citizen- 
ship. How about “fellow convicts’? 
That wouldn't do because that hit him. 
So he said, “It gives me great pleasure 
to see so many of you here today.” And 
notwithstanding that inauspicious begin- 
ning, the record said none of the crowd 
walked out on him. 

I thought it was a splendid thing for 
Dr Dohme to tell of the work of their 
organization. I would like to tell you of 
some of the accomplishments of our or- 
zanization, but I am afraid you would 
all walk out because I haven’t the same 
hold on you that Governor Smith had on 
nis people. 


I am going to simply bring what L 
Was sent here to bring, the greeting of 
the Proprietary Association. I do want 


to continue that by saying that it would 
be well, I think, if in some way we could 
tell more and more to the rank and file 
of the membership of our organization of 
the accomplishment of those organizations. 
I wish our people knew more and more of 
what the sacrifices of these gentlemen 
who do your work for you, whom you 
elect year after year, what sacrifices they 
make in time and money and effort and, 
gentlemen, sometimes in life. 


We had a very sad duty Friday a week, 


placing on board the “Montcalm’”’ and 
shipping to England the remains of Sir 
William Glyn-Jones. I believe that when 
we lost Sir William Glyn-Jones we lost 


. one of the ablest men retail pharmacy has 


ever raised. I know we lost the greatest 
man in retail pharmacy today. I know 
we have lost the man who has given most 
of any 


one because, gentlemen, he gave 
his life, just as truly as any of the 
Christian martyrs. He gave his life to 


the cause which had been his religion for 
all these year He has gone home now to 





his family in a box. He made the trip 
to the coast, which was probably re- 
sponsible for the final end, against the 
advice of all his business advisers and 
most of his medical advisers It was the 
thing he felt must be done and he did it 
and we have lost him. Just what it is 
going to mean to the organization up 
there it is difficult for us to say. We feel 
it must go on. The work this man gave 
his life for must not be dropped at this 
time. I think all of the men who have 
been working in connection with this man 
have pledged themselves to see that it 


does go through. 


I wanted to give you that message, the 


message that organization work some- 
times demands the supreme sacrifice and 
in all cases I believe where a man gives 
his whole life to it it. means at least a 
shortening of life. You do not know, 
most of you, how much you do owe these 


officers whom you elect to take care of the 
business for another year. 

The work of this organization 
impresses me. The program is a 
ful thing because you do the things. 
a wonderful organization of which 
of us in the drug trade are very, 
proud. 

Again I leave you the greetings of the 
Proprietary Association and I thank you 
for not running out on me. 

Chairman Fox:—We will next hear 
from the American Pharmaceutical Manu- 
facturers’ Association, Ralph Patch, 


always 
wonder- 
It is 
all 
very 
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American Pharmaceutical Manufac- 
turers Association 


Ralph Patch:—I don’t know why I 
should be called on. I have not been 
delegated by the president to speak for 


him, so I cannot speak with any authority 
for our association. I.have heard so 
much and read so much during the past 
year about the poor, down-trodden whole- 
sale druggist that I suppose it would be 
in order for the delegates of your associa- 
tion to tell you something about how you 
should run your business. I have been 
studying a few of the golf scores since I 
arrived, and the indications are that some 
of your members have their businesses 
running so nicely that they don’t need 
to have anybody running it for you and 
some of the other scores I have seen 
would indicate the men ought to give 
more attention to business. 

But as a matter of fact, our 
tion is so busy trying to solve its own 
problems, that even though you might 
want somebody to give you a little bit of 
advice, we have no time to try to tell 
you how to solve your problems and of 
course we know you don’t want anybody 


associa- 


to try to tell you. We know you are 
trying to solve your own problems. We 
may have some part in that program by 
co-operating with you in some way. So I 


want to tell you the American Pharma- 
ceutical Manufacturers’ Association will 
be very glad to co-operate with you at 
any time, whenever you want us to co- 
operate with you. I want to extend the 
best wishes of the association for a very 
successful meeting at this time. 

Chairman Fox :—i would like to hear 


from Fred W. Warnicke, of the New Jer- 
sey Pharmaceutical Association. 


New Jersey Pharmaceutical Associa- 
tion 
_ When I was told that I ought to say a 
few words of welcome to you, I of course 
felt much pleased but thought little about 
it, because I had expected to say some- 
thing short and extemporaneously, until 
last evening, when I picked up my local 
paper and read: “Governor Moore and 
General Lord to speak at Convention of 
National Wholesale Druggists, Ambassa- 
dor Hotel, Atlantic City, Thursday. Sep- 
tember 29.” After reading it twice, I 
noticed a peculiar feeling running up my 
spine. I asked myself if that was the 
convention I was expected to attend. 
Naturally I swelled out with pride to 
realize that I was getting in a class with 


governors and generals, but something 
kept Saying, “Boy, tread lightly, cau- 
tiously; ithey are the people who will 


give you stage fright.” So let the orators 
speak extemporaneously. A retail drug- 
gist better jot down any little thing he 
has to say or he might forget it, or he 
may give it the wrong twist, like the shoe 
salesman, who had a young lady come 
in to purchase a pair of shoes. He re- 
marked that he noticed one of her feet 
was a little bigger than the other. She 
became indignant and left the store, not 
liking his remark. In the next shoe store 
the salesman told her he noticed one foot 
was a little smaller than the other, and 
this so pleased her that of course she 
bought from him. So I fear lest I give 
my rebarks the wrong twist. 

Of this I am sure, the retail druggists 


of New Jersey feel highly honored that 
you have selected our State in which to 


hold your convention this year. To me, 
as president of the New Jersey Pharma- 
ceutical Association, fallS8 the very pleas- 
ant duty of bidding you a hearty wel- 
come. We know you will find plenty of 
enjoyment here, and if any druggist can 
do anything to add to your comfort, all 
you need do is to command him. 

Everyday will be sunshine here: for it 
never rains in Atlantic City, according to 
the local booster. To me it is a great 
pleasure to look this company in the face 
with the full realization that your inter- 
ests are our interests, and that the sub- 
jects and problems that will here be dis- 


cussed are as vital to the retailers as 
they are to you. And yet, we are com- 
pelled to realize that every rose must 
have its thorn, when we know that one 
face is missing at this convention, which 
we would so much like to see, your 
worthy president, who no doubt has an- 
ticipated this gathering, ill, far away 
from here, where he would so much like 
to be. It is indeed very sad, but his 
thoughts and his heart are undoubtedly 
with us, nevertheless, I want to express 
the sympathy and sorrow of the New 
Jersey pharmacists, and hope he will be 
spared to you and have a speedy re- 


covery. 

The retailers look upon the wholesalers 
and jobbers as their elder brethren, from 
whom they have much to learn. They, 
therefore, expect me, when I return, to 
present them with new thoughts and 
ideas that will be of benefit. To mingle at 
a convention of such importance attended 


by most of the highly respected influen- 
tial people in the drug trade, is a privilege 
for me, and I am sure to pick up bene- 
ficial thoughts and use them to our 
mutual advantage. 

The druggists are not unmindful of the 
helps they do receive, and in this con- 
nection, I want to voice our apprecia- 
tion of “Pharmacy Week,”’ and the very 


considerable amount of publicity given to 
pharmacy. This is of great benefit to 
the retailer. It is bound to be profitable 
to him from a money basis, but better 
than that, it is of lasting benefit because 
it brings out the ethical side of his busi- 
ness, which is so frequently forgotten, 
which he so often neglects to keep before 
the public. This feature of your assist- 
ance to the retail trade is thoroughly 
liked and appreciated by all, and I hope 
the publicity given to “Pharmacy Week” 
will long be continued. 

The wholesalers and jobbers, we real- 
ize. all have their troubles, but retail 
druggists have a way of thinking only of 
their own troubles, and the more stores 
they have, the more their troubles mul- 
tiply, like the little woman in talking to 
her friend about the children, said :— 
“When you have little children, you have 
little troubles, and when you have big 


children, you have big troubles. 

The individual retailer is having a hard 
time to remain on the band wagon. 
gets 


Com- 


petition keener, especially in 





thea 


Metropolitan zone of our State, and nat- 
urally, this well applies to all large cities. 
The chain stores, department stores, mail- 
order houses, all take a share of the busi- 
ness which we feel rightfully belongs to 
us. Why does the retailer have to lose 
this business? You might think if he 
was on his toes and diligently on his job, 
the business would not slip from him. 
That is not the answer. I will say for the 
retail druggist, that he is constantly, 
diligently endeavoring to improve his 
business. Not always enthusiastically be- 
cause he sometimes tires with the hours, 
8 a.m.to1l1p.m. He loses the business 
because he cannot meet the competitive 
prices, and before long he gets into a bad 





class. Like the story :— 

The business man had been making his 
last will and testament. He had made 
provision for the distribution of his prop- 
erty. He then addressed his lawyer, with 
“There is just one other {mportant matter, 
and that is, | wish to name my pall bear- 
ers.” He then proceeded to mention six 
names. “This,”’ said the attorney, “is a 
peculiar, request, and I am interested to 
know if these men are all particular 
friends.” The business man told the at- 
torney that they were not. In fact, that 
some were not even friendly. “Why, 
then, do you name them as pall bearers?” 
He answered, “You see, it is like this. 
The men I have mentioned are all whole- 
salers, and they have been carrying me 


all my life, and I want them to carry me 
to the end.” 

The drug store is 
more an emergency 


becoming more and 
store, the kind where 
orders come in for a bottle of citrate of 
magnesia, or a hairnet, or ten cents’ 
worth of tincture of iodine, or one tube of 


tooth paste. All small things. The quan- 
tity purchases are given to the stores I 
have just mentioned. Why? Because they 
can sell at a lower price and still make 
more money in lots of instances than the 
retail druggist. Why? Because they can 


buy cheaper. Before I go any farther, let 


me assure you it is not my intention to 
stir up a hornets’ nest on this subject. 
You are here for business deliberation, 


and this subject that I am touching on is 
so vital to all of us that I mention it only 


in the hope that at this meeting it will 
receive your attention. Thousands of re- 
tail druggists are affected, but from 
your angle this great channel of distri- 


bution must be guarded. The individual 
druggist must not be too severely handi- 


capped, or he will not be able to survive. 
And then this artery of distribution will 


be out of existence. I appeal for a better 





break for the thousands of little fellows. 
It ought to be possible to permit him to 
buy merchandise at similar prices as the 
big fellows. You might say that my idea 


of political economy is all wrong, and that 
I will admit, as judged from present ideas 
and conditions, but my thought is. Let us 
have something new in order to permit 
the small man to compete with his much 
bigger rival. 

Stop a moment to 
quences if the small 
tected to this extent. 
be in the hands of these big competitors 
just mentioned. Subsequently, I predict 
these competitors will absorb one another 
until finally the trade will be in the hands 


think of the conse- 
man cannot be pro- 
The retail trade will 


of a very few large corporations. About 
that time the public will wake up; per- 
haps they will notice a considerable in- 
crease in price; about that time they may 
regret that so many retailers are out of 
business. We are not yet ready for any 
of Bellamy’s ideas such as municipally 


owned stores, but we all ought to use our 


heads and give and take and co-operate 
a little. 

I am hoping, and I guess we are all 
hoping, for much assistance along these 


lines from the Druggists’ Research Bu- 
reau. They are only just getting a fair 
start, but I have confidence that some real 
good work is going to be accomplished by 


the bureau. So when you get down to 
your serious deliberations and you are 
trying, with our best wishes, to bring 
about changes which may serve to open 


up arteries of prosperity, please remember 
my appeal for the little fellow. 

Chairman Fox :—We have a member of 
our own association here, who is also a 
New Jersey man. We would like to hear 
from Mr. Littell. 

Charles S. Littell:—-My remarks will be 
very short. I wish to simply state that 
the New Jersey Pharmaceutical Associa- 
tion welcomes you to the State of New 
Jersey and to Atlantic City, the Play 
Ground of America. I hope your delibera- 





tions will be pleasant and beneficial in 
"y respect. 
airman Fox:—Are there any other 
allied associations that would like to be 
heard from? 
We are pleased to know that C., W. 


Tingling, who is president and general 
manager of the National Drug & Chemical 
(ompany, Ltd., Montreal, is here at our 
meeting and we would like very much to 
hear from our good neighbor on the 
north. 


Greetings from Canada 


C. W. Tingling :—It is very kind indeed 
of you to welcome me to your association 


meeting. I think I may say that I am 
the baby member of your association. 
Last year my company became a_ full 
member of the National Wholesale Drug- 


gists’ Association. I have been trying for 
many years to come down to these meet- 
ings because I know a man can only get 
properly educated by widening his ex- 
periences. I have always felt if I could 
get down here, I would get a lot of 
knowledge. This time I managed to get 
here. I am a very busy man and it is 
hard sometimes to get away. 


The chairman has been good enough to 
speak about my company. We have a 
wholesale house self-contained in each 
distributing city in Canada. In other words, 
we have a chain of wholesale houses be- 
ginning at Halifax on the Atlantic Ocean 
and ending at Vancouver and Victoria on 
the Pacific Coast. We spread over about 
3,500 miles. We have our own company 
and subsidiary companies. We have out 
eighty-two travelers all the time. Gentle- 
men, we have a tremendous business and 
you understand it keeps one busy looking 


after it. All the same I realized that to 
get down to this association I might get 
lot of pointers that would be helpful. 





IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


Perhaps I may be of some service to you 


gentlemen, because we have been going 
through, and are still going through, 


many of the troubles that you have gone 
through, 


I heard the deputy mayor speak of the 


drug stores selling liquor. We are in a 
very happy condition in Quebec. The 
government owns the liquor stores and 
everybody can go in and buy what he 
Wants, without any permit or anything 
else, but he can't buy more than one 
bottle at a time. 


I remember in Ottawa they said every 


little movement has its meaning. Now, 
then, Why are these retail drug stores 
selling liquor? There must be a reason 
for it. Is it because you allowed prices 
to be cut so much in this country that 
there is no profit to the retailer? If that 
is the case, how about the wholesaler? 
LGecause if the retailer is not making 
profits, the wholesaler cannot make 
profits, 

That brings me to a very good French 
Canadian story that I heard the other 
day It is told about a very prominent 
lawyer in Montreal who was called upon 
by a Frenchman. He said, ‘‘Mr. Mitchell, 
I want you to tell me what to do.” 


Francois and Baptiste went 


into part- 
nership to buy a cow. 


He said :—*“Although 


Wwe put in equal amounts of money, Bap- 
tiste claims he owns the hind part of the 
cow and he is taking all the milk. He 
claims I own the front part of the cow, 
and I have to feed it.” 


Is that a parallel story. gentlemen, of 
the condition here? Are the manufactur- 
ers making all the trouble? Are the man- 
ufacturers holding the hind part of the 
cow and taking all the milk, and are the 
retailers and wholesalers feeding the 
front part? 

Mr. Mitchell said: “I don't know, Fran- 
cois. The best thing you can do is go and 
argue the point with Baptiste.” 

He said :—*“I am not going to argue with 


Baptiste. It will do no good; he won't 
ao anything.” 

So some weeks afterward Mitchell met 
Francois again and said:—‘“How about 
the cow?” 

He said :—‘It is all settled.” 


Mr. Mitchell said:—‘How did you set- 
tle it?” 

He said :—‘I cut the throat 
of the cow, and 
his own milk.” 

Isn't that the _ position 
can’t have a partnership, gentlemen, un- 
less each party is making money. That 
partnersh p won't last otherwise. We real- 
ize that in Canada. For that reason we 
were able to get Sir William Glyn-Jones, 
of whom Mr. Blair spoke, to come out 
to Canada. He was a remarkable man; 
some of you may have heard him. We 
got this organization formed That or- 
ganization has been working for twelve 
months, or since a year ago last August. 
When it was first formed what happened? 
Some of the big cutters said :—*We won't 
observe your prices. We will go on the 
stop list.” 

The biggest cutter in Canada was on 
the stop list for three days and he came 
into line then. The second biggest cutter 
of Canada was on the stop list longer, 
but he is in line. The third biggest cut- 
ter was on the stop list one day and he 
came into line. 

What is the result? Today there is not 
a single retail druggist in Canada on the 
stop list. They are all observing the 
prices. There is not a single wholesale 
druggist in Canada on the stop list! 


of 
Baptiste had to 


my part 
provide 


today? You 


Chairman Fox 
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They are observing the price. I, believe 
the manufacturers have benefited by it. 
I know—and I am speaking from_knowl- 
edge—that since the death of Sir William 
Glyn-Jones I have had letters coming in 
to me from all parts of Canada from re- 
tailers with this one story—-they are 
pushing P. A. T. A. goods; they are dis- 
playing P. A. T. A. goods. They are not 
displaying and pushing goods not on the 
Pe As 2. Me De 
Gentlemen, perhaps I will be 

tell you something about this 
answer any question because I 
be chairman of the wholesale 
the P. A. T. A. On the otner hand, I 
know I am going to get a lot of knowl- 
edge around here. I thank you very much, 
sir. 


Chairman 


able to 
idea and 
happen to 
section of 


Fox :—I wish to express our 


appreciation, Mr. Tingling, and I hope 
you will attend all of our sessions. There 
is no doubt we will want to k you some 





questions and get some pointers from you 


as to the way we might induce our gov- 
ernment to give us some chance to work 
along your lines. Thank you. 

It has come to the point where we want 
to say “thank you” to the city of At- 
lantic City, and there is no one in our 
association that I know who knows how 
to do it any better, and with that South- 
ern accent of his that we all like to hear. 
than Mr. Groover. I am going to ask 


Mr. Groover to respond to the address of 
welcome. 


Response to Welcome 


F. C. Groover:—It affords me _ great 
pleasure to represent this association in 
response to his honor, representing the 
city in which we are today. We all love 
to come here and be presented with the 
city of Atlantic City, even if we have to 





pay for it, Mr. Mayor. It is splendid 
to be here on such a day as this, and 
also on such a day as was the beautiful 
Sunday of yesterday. It is like our cli- 
mate in Florida, and it couldn't be better 
if it was made to order. . 
Mr. Mayor, we thank you for presenting 
us with the key to your city. The Na- 
tional Wholesale Druggists’ Association 


will take good care of it. We will polish 
it up and return it to you in good shape. 
If perchance we should be put in jail we 
will polish that up also. . 

I am sure that our president, with a 
deputy sheriff's badge in his possession, 
will see that we do nothing to the city 
jail. We thank you for presenting us 
with this mythical key, and when we are 
through with it we will return it to you 
in good shape because we are ethical 
people and we stand for the things that 
are right and just. : 

Mr. Mayor, may I ask you just one 
thing, or suggest to you one thing?—that 
you get in touch with the gentleman who 


represents the pharmaceutical associa- 
tion in your State and do what we have 
done in our State, and make it a law 


that no retail druggist can handle liquor. 
To the president of the association I want 
to say, if you will do that, you will elimi- 
nate a great portion of your competition 
and you will be better off. You will raise 
the standard of the retail business in 
your State, Mr. President, and in your 
city, Mr. Mayor. 

In conclusion, we want to thank you 
for this beautiful weather and to say to 
you we make another suggestion that in- 
stead of giving them the city of Atlantic 
City you give them all of the atmosphere 
that they can consume and take away 
with them. I thank you for this oppor- 
tunity. 


:—We should like to have a report from the committee on ar- 


rangements and entertainment, Harry J. Schnell, chairman. 


Report of Committee on Entertainment 


Harry J. Schnell :—It 
necessary for me to take up the 
of the convention to make a detailed 
port. Everyone has a copy of 
printed program in which the details 


searecely seems 
time 
re- 
the 


of 


THE WHITE HOUSE 


WASHINGTON 


My dear Mr. Schnell: 


the entertainment features are given. It 
has been a great joy for me to serve the 
association as chairman of this important 
committee. Those of you who attended 
the golden jubilee convention’ three 


September 15, 1927. 


I hope you will be good enough to ex- 
tend my greetings and best wishes to the members of 
The National Wholesale Druggists Association on the 
occasion of your fifty-third annual convention in 
Atlantic City the last week in September. 


Trade organizations inspired by high 
motives and properly managed can be of great benefit 
not only to their members but to the public as well. 


I trust your meeting will be productive of much good. 


Very truly yours, 


mh 


ntette7 


Mr. H. J. Schnell, 


General Chairman, Convention Committee, 


Druggists Association, 
Paint & Drug Reporter, Inc., 


The National Wholesale 
c/o 011, 


12 Gold Street, 
New York, BH. Y. 
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J OBBER—(Job’ber) Middleman. 
One who buys from importers 
and manufacturers in quantities 
and sells to retailers in smaller 
quantities. 

New Century-Standard Dictionary 


F that definition covered all 

the Wholesale Druggist does 

to earn your consideration, 

and your orders, it would be 

scant justification for his ex- 

istence. The worthy Wholesale 

Druggist is a far more important 

factor in your business than a mere 
buyer and seller of merchandise. 


He is the one factor, outside your own 
store, most interested in your progress 
and concerned in your success. His is the 
organization best able, and most willing, 
to contribute in large measure to your 
success. His entire organization is built up 
around the basic idea of service to the re- 
tail trade. Of course his interest is selfish. 
He wants to sell you more merchandise. 
But the only way he can sell more is by 
helping you sell more; he succeeds only 
thru the success of those he serves, 
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“Why the Wholesaler?” 
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OIL, PAINT AND DRUG REPORTER: 


OUR Wholesale Druggist isa middle- 
man; he is in the middle between 
your source of supply and your point of 
sale. But right there lies his greatest value 
to you. He enables you to have on hand 
at all times the thousands of pharmaceu- 
ticals, chemicals, drugs and proprietary 
and medicinal items which are absolutely 
necessary to your business; and to get 
them in small quantities advantageous to 
quick turnover. In this respect, he renders 
a service you could not duplicate for 
yourself; without this service of distri- 
bution, theaverage, present-day drug store 
could not exist. He invests large capital 
that you and other druggists may have 
your goods when, where and as you need 
them. He sells merchandise, but he invests 
dollars. He is a banker—in merchandise! 


E is also a specialist in your business. 

He understands the requirements of 
the retail druggist, better probably, than 
anyone else. You could have no safer 
counsellor than your Wholesale Druggist. 
His representatives are your friends; they 
are in and out of your store all the time; 
know your individual problems; know 
what will and will not sell to your trade. 
They do business with you right where 
you live; not miles away. They bring 
you sound advice on the merchandise 
you depend upon for profit; practical 
suggestions for the betterment of your 
business; valuable information that saves 
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An Answer to 





























you time, trouble and inconvenience. 
They make your Wholesale Druggist’s 
service a personal service to you. 


OUR Wholesale Druggist is more 

than ajobber! He is your friend; your 
counsellor; your helper; your banker; 
your service station of supply; your most 
reliable means to quick turnover, lower 
selling cost and larger profit. His service 
to you increases in proportion to your use 
of his facilities. Help him serve you 
better— 


Give your Orders to 


Your 
Wholesale 
Druggist! 


PUBLISHED BY MYERS MANUFACTURING COMPANY, CAMDEN, N. J. 





- BELSTIK Tin Boxes 


e om Paper-Labeled Ointment Boxes 


N the belief that the worthy Wholesale Druggist is an 
indispensible factor in the distribution of drug store 
merchandise; indispensable alike to manufacturer and 
retailer; and that a presentation of the essential reasons 
will lead to a better understanding and greater apprecia- 
tion of the Wholesale Druggist’s many services, we are 
publishing a series of pages in several drug trade publica- 
tions, of which the above, appearing in the October issues, 


is the first. 
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Camden 
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years ago may expect a program of en- r Se sll: 2 iti , 
tertainment as ambitious > the one we aoe $i hnell :—Recognition of the work board of control for the preparation of economically sound and to represent fair 
then had. That was a special occasion of our association by the President of the Such resolutions as they, in their judg- trade practices. We are not prohibited 
and under instructions from the then United States and by the Secretary of ment, think should be prepared to be by law, however, from agreeing upon 
president, my friend, Barret Moxley, the Commerce is a splendid tribute t the sent to the President of the United States what we hold to be fair trade practices 
committee of which I had the honor to work our erxantintien a aos . . and to the Secretary of Commerce so and sound economics. 
be chairman provided a program of en- like to Seine siemens fens is doing. shoulc that they might know that we appreciate For a number of years it seems that 
tertainment befitting the golden jubilee 7 se letters referred to the their interest. 1 thank you. et ah ge eect into an increas- 
of our great organization. Chairman Fox :—The next order of business is . ingly chaotic condition, not only of prac- 
This year your committee has built its P@St Manner of handling this to accept che requeteation. it there b a ain, is RO brabenes y= oe dina naesey. The 
program around the ladies, having their ‘&t procedure will be followed. ; : oe clouds are now clearing as more. facts 
ae ae oe mind, feeling that jh 4 Guat outer te of the minutes of the fifty-second annual meeting. It is @md figures become available. 
i li aS & ve L taken care of, our Ga aaa ] o accept the printed proceedings. A motion to that effect would Recent supreme court decisions have 
—— be satisfied and well pleased. "a _ r. Mox! clarified the ‘atmoaphere on what‘ we cal 
n consi¢ ering the program for this con- re sarret Moxley :—I so move you, Mr. President a ea gee ge ioetion es mpeuis bhi 5 
vention, I have kept in mind the fact (The motion was seconded by several members, and carried. ) in the field of distribution M ufactur- 
that this is a business organization le : hairman Fox : The next matter on the program is the reading of the presi- ers, wholesalers and Tetailera ‘now iaare 
whose meetings are held for the con- dent ‘wens fam going to ask Vice-President Brunswig to take the chair. clearly understand what can be done 
sideration of serious business problems vj rn M. Brunswig, fifth vice-president, took the chair.) There is an evident desire on the part otf 
es . Senn “arene y 1 a to be asked to send ; = é ar ae ere with us Later on, you are going ®n economicall) sound platform of bus 
business session The program as ten- I ae a tke a message of sympathy and good wishes to them ness principles, consisting of planks deal 
tatively prepared was submitted by me whe gig vice-president, was called upon just recently. I happened to be away /"8 specifically with what constitutes fair 
to the board of control for their approval. . _ Was first notified of Mr. Michaels’s sickness So it becomes my duty sd trade practice in the conduct of the drug 
The approval was given, and speaking rea¢ his addr ss ; - : industry. Uniformity of thought must 
for my associates as well as for myself. (Vice-President Fox read the following president's address) precede more economic and uniform con- 
: ‘ ditions of practice. Already some thirty 
Add S t e State pharmaceutical associations and a 
Tess of he President number of our leading national drug or- 
ganizations ave, : e suggest.o ot 
One of the major duties of your presi- almost witl t warni . ae ane, on ated commtn tter son pI n- 
dent is to prepare an annual report co: a’most without warning. he was forced to Ginles of business practice 1 pledged 
hr 2 a _an 3 al report con- undergo a surgical operation which made {P’©S 0 usiness practice and pledse 
s a summary of the work of the any further consideration of the work i themselves to actively co-operate with 
: ; , te work In other drug interests in developing a plat- 
form of business principles, as herein in- 
dicated. Such a platform may serve as 
a guide for the entire drug industry. 
When it is completed through joint con- 
ferences all groups may properly urge 
individual firms to seriously consider 
adoption of the principles set forth The 
suggested plan is economically sound and 
is in line with the recommendations otf 
the United States Department of Com- 
merce, the Chamber of Commerce of the 
United States and the Federal Trade 
Commission, It is a method which is al- 
ready being successfully employed by a 
number of other industries. The prob- 
lems of distribution, especially in the pro- 
prietary field, are not confined alone to 
the wholesaler. They are equally the 
problems of the manufacturer and the 
retailer. We must all work together for 
their solution. This plan is approved by 
our board of control, 
Your president therefore recommends 
that the National Wholesale Druggists’ 
Association place itself on record to-assist 
in developing a platform of business prin- 
ciples which may serve as a guidé to the 
entire drug industry and to co-operate 
with all other groups concerned, in so 
doing. 7 
Wholesaler as a Selling Agenty 
Statistics which have been compiled 
indicate that the profits from the whole- 
Harry J. Schnell — ao ee — eS ae 
. Vv an o are engagec 1 e ier le 
Chairman on Arrangements and En- manufacturing or the retailing end of the 
tertainment and on Memorials business Elimination of unfair trade 
practices and the adoption of more eco- 
nomically sound methods of operation 
I want to express the hope that our part may improve this situation. This method 
of the convention program will have the of procedure, while fundamentally sound, 
hearty approval of everyone in at- will require time. We, as wholesale drug- 
tendance here. gists, are in immediate need of meeting 
(Mr. Schnell then spoke of the golf the present situation with increased net 
tournament that would be held in the SrOnEs. Te Seperacnes oF eee pate 
alternoon and of the reception in the =e indicates that this may be done 
evening. Speaking of the reception, Mr even unt er unsatisfactory operating con- 
Schnell said that it had been a custom Stone. Toe Week Whe Be Sees 
of the association for many vears t Ing expended in the conduct of unprofit- 
tender a reception to the ‘president a able parts of our business. The whole- 
his wife on the evening of the fir : ds ae sale druggist is a powerful and potent 
the conventi : St Se St Gay OF factor, not only in distribution, but also 
! nvention and that while the recep- : he actual selling of drug store mer- 
tion could not be tendered to Preside in the a ual sé Hing o! c us s Ba 
. ee . . sident chandise. If our efforts at selling are 
and Mrs. Michaels because of the en- ‘ back of 2g Is hict re handled 
forced absence of Mr. Michaels i; hed placed bac K o goods w ric , are landlec 
been decided to give the recepti pee at a loss, our net profit it lessened. On 
honor of our president ’ ‘ee a the other hand, if our efforts are Con- 
wife.) , an lis good centrated on things which yield profit to 
Ir. s j us as well as to the retailer, increased 
(Mr. Schnell said that he had received . ‘rofit will show at the end of the year 
og cg > va he should like to read C. ¥. Michaels The work of our committee on account- 
o the convention, one from the Presi- iri : ing during the last few months has dem- 
dent of the I nited States, and the other Retiring President onstrated conclusively that very few 
then nae ae cea ge serch He wholesale druggists know in more than 
e rea 1e accompanying letter fr mi mth enn ‘ vener: ‘ thie ‘par nts are 
President Coolidge. ) MOnTINS ISeer Tom organization, conditions concerning our hand entirely impossible. He sub a + See a — h Raggy renee ony eras 
: Ss ‘ ; elfare and suggestions for future ac- ; arti Se eae s mittec profitable and which 4are operating at 
(Mr. Schnell then read the following tivity. Your president was gi red i te — oe a what he had in mind loss. Our members have been supplied 
letter from Secretary Hoover.) the ‘preparation of such . pauet wt = iP “a secretary, with the request that by our committee on accounting with 
: 7 ; —_ Se noe ne ta nan, eee ene a fairly concrete and definite method of 
matesial to ahem — a other ascertaining the actual operating cost 
consideration nbers should give of each department in the wholesale drug 
\ Star th : ' ; : business. We be lg it be: a a 
0 é e€ e report was completed it ras requirement for 1e making of adequate 
P THE SECRETARY OF COMMERCE a = your president, and it is in nadie. that every house ascertain actual 
sented at this time w-th his full approval costs in its different departments. This 
SF WASHINGTON and endorsement. No one regrets Sore can and should be done. It must be done 
- than your president the circumstances if profits in most instances are to be 
—— make it impossible for him to be increased. When it is done, the next 
us. roblem is that of placing intensified 
September 20, 1927. iia effort back of those departments 
General Business Conditions which are profit-making. ian 
Most of our members have ~ inn Our committee on salesmen and selling 
ably surprised to find that a ree methods will submit a pay pads pi oe 
proee of 1926 has extended well into — sees — i a. hee rey suet 
927. Tith but few excepti 3 . wm. increase efficiency e se 7 
Mr. H. J. Schnell, bers sda cos pork - ae tee ae itable merchandise. Every | wholesale 
President & General Manager, satisfactory year. Conditions of opera- Grugsist should follow a definite and in- 
Oil, Paint & Drug Reporter, Inc., aon are ” by any means what we most sey ne = Bae ae a 
desire. ntensified effor as reyer, Chandise. *requen e¢ gs of sales- 
12 Gold Street, produced emai came Mont a men should be held in order that these 
New York City. dustries report similar conditions. It is plans may be thoroughly understood by 
anticipated that the country as a whole Our Selling organizations. Joint meet- 
will show a somewhat lesser volume of oan oS a eee different _—— 
susiness for the latter months of 997 shoul re ielé or ie purpose oO ex- 
My dear Mr. Schnell: than it did in 1926. If this be oo ate changing ideas on methods of selling and 
nereased effort will enable us to maintain expanding the serv a of the eo 
and bui up our volur i . 2 druggist. Where such services are highly 
I regret very much that it is impossible eae tome eumine tal ba lesen } bern sal manufacturers have, in mans 
for me to attend the meeting of the National Whole- in this report for attaining this desired instances, expressed their appreciation 
sale Druggists Association. My duties in connection end. through adequate compensation The 
with the forthcoming International Radio Treaty O ing Conditi fundamental principle of fair remunera- 
Conference k perating Conditions tion for fair service rendered is eco- 
» my wor on the Mississippi flood relief > nomically sound and must stand W hole- 
and my regular duties in the Department of Commerce t rere ae en — to eentietnn- sale drt sts are in a position to render 
ry conditions of operation. 1ese are ‘ j . sing , able service to mnu- 
make it impossible for me to attend. so well known that it seems unnecessary ee Py , ae Se Prog ot 
to dwell at length upon the numerous ee an teen emmiae there are stil 
As you know, I have always been interested variations in practice in the field of dis- <ome who seem to feel that their chief 
in the National Wholesale Druggists Association. a ee Seem a function is to merety serve as a Ware- 
That organization has been of outstanding benefit considerable degree of variation is justi- house and distributing point Such pomeee 
to the industry. I congratulate those who are fied on account of variation in geographic Se a Ss eee or Pepa a 
Cc seas ‘ ee : y . ‘ ors lO ¢ plo i Ss Ss ’ t 
guiding the destinies of the Association upon the eee nanpnneteanms Goes 204 no credit, but they should not expect the 
splendid work they are doing. study of practices ae Ghai aiden faa remuneration which houses rendering a 
wide variation in practices where con- real aching ae SOS oe 
ditions are nearly identical. Undue vari- ®#lone does not require cn bra pa 
; Yours faithfully, ation in such cases must result in uneco- and remuneration for this service Is to- 
nomic practices on the part of some. Such ay small. Sct ntific selling requires an 
i undue variation also results in unfair exercise of keen ability and is corre- 
am trade practices. spondingly remunerative. ( , 
Uneconomic and unfair trade practices It is recommended that this associa- 
tend to direct emphasis on price rather tion prepare specific outlines of modern 
HH-M. than on service. We are prohibited by scientific selling methods for wholesale 
law from collectively putting into effect druggists applicable to various classes 
price schedules which we believe to be of merchandise, and that such material 
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Pure Ethyl Alcohol 


(U.S. P.—Tax Paid) Available in 1-gallon and 5-gallon 
cans, or in 50- and 100- gallon drums 


Nationaity pepuiee (Completely Denatured Alcohol 


as a rubbing alcohol 
and skin lotion 





Specially Denatured Alcohol 
Alcorub 7 Methanol 


(wood alcohol) 


U.S. INDUSTRIAL ALCOHOL CoO. 


Executive Offices: 110 East 42nd Street, New York 
Sales Offices and Warehouse Stores in all principal cities 


Sole Manufacturers of PYRO Anti-freeze 


Procter & Gamble Products 


for the wholesale drug trade 


Chemically Pure GLYCERINE (U.S. P.) 
Yellow Distilled Glycerine 
High Gravity Glycerine 
“IVO” Distilled Radiator Glycerine 


“Ivory” Brand—Triple Pressed Stearic Acid 
Single and Double Pressed Distilled Stearic Acid 


“Ruby Oleine” Brand Repressed Distilled Red Oil 
“Star” Brand Saponified Red Oil 


ee Stocks in all principal cities 
e. G 


Main Office — Gwynne Building, CINCINNATI, OHIO 



























be placed in the hands of our wholesale 
druggist members at intervals during the 
coming year. 


Druggists’ Research Bureau 


The Druggists’ Research Bureau, sug- 
gested by our committee on education 
and research in its report last year, has 


been organized and is beginning to func- 


tion in splendid fashion. Our committee 
will report fully upon the bureau at this 
convention. There is an opportunity for 
this new organization, which is being 


composed 
Associa- 
American 


committee 
the National 


directed by a joint 
of delegates from 
tion of Retail Druggists, the 
Association of Colleges of Pharmacy and 
the N. W. D. A., to render a most val- 
uable service to all branches of the drug 


industry. It is applying the principles 
of scientific research to our business 
problems We must ascertain facts if 
Wwe are to improve conditions in the field 
of distribution. A majority of our whole- 
sale and manufacturing members_ are 
giving full support to the bureau. Those 
who have not done so are urged to take 
an active part in the bureau work during 


the coming 
The 


year. 

Bureau is al- 
of direct 
of the drug in- 


Research 
information 


Druggists’ 
ready supplying 
value to all branches 7 
dustry. It should also determine many 
facts which will be necessary to develop 
an economically sound platform of busi- 


ness principles The president recotn- 
mends that the N. W. D. A. pledge its 
full support to the program which the 
Druggists’ Research Bureau has in han. 


Publicity for Pharmacy 





In addition to giv.ng active co-opera- 
tion to the organization of the Druggists 
Research Bureau, our committee on edu- 


cation and research, with the approvil of 
engaged in a 


the board of control, has rec 

limited amount of general publicity for 
pharmacy Many industries at the pres- 
ent time are spending large sume of 
money for the purpose of more firmly es- 
tablishing themselves in the public mind. 
Retail pharmacy for a number of years 
has been engaged in work of this kind. 
With the exception of a few outstanding 


eases, manufacturers and wholesale aS 
1e 


gists have heretofore done little. > 
time has come when all branches of 
pharmacy should unite in more intensive 
publicity and propaganda work for the 
benefit of the entire drug industry. 

It is, therefore. recommended that the 
work of our committee on education and 
research on publicity for pharmacy be 


approved and that this work be continued. 
It would seem best that the decision as 
to what each wholesaler and manufacturer 
should do in taking part in such work be 
left as a voluntary matter with each 
member. Each. however, should be urged 
to enter into the work just so far as cir- 
cumstances will permit. 


Interim Reporis of Committees 


Reference has already been made to the 








work of a number of our committees 
which has been placed before our mem- 
bers during the year. Other committees 
have carried on their work in a _ similar 
manner, Special reference should be made 
to bulletins issued by our committee on 
quality of medicinal products, committee 
on special lines and our insurance com- 
mittee. There is every reason why each 
of our committees should be a continu- 
ously functioning body. The results of 
their work should be distr.buted to all 
members just as soon as completed. Such 
a procedure enables the men rship to 
utilize such reports far mere intensively 
than is possible when the entire accumu- 
lation of a year’s study is submitted to 
the membership at the time of our annual 


convention 


The president. therefore, recommends 
that the incoming committees be urged 
to give prompt cons.deration to the prob- 
lems placed in their hands and that the 
association issue interim reports of all 
committees just as rapid.y as they may b 
made available. Such rej ts may be in- 
cluded in our official bu'letins or in spe- 
cial bulletins if desired. It should be 
further pointed out that ths procedure 
will enable each committee chairman at 
our annual convention to condense his re- 
port into a summary of the year’s work. 
This wil! afford us more opportunity for 
discussions and addresses during our con- 
vention, each of the latter being very 
much desired 


Relations with Retailers 


The prosperity of the manufacturer and 
the wholesaler in the drug business is in- 
timately involved with that of the re- 
tailer. During the past year our asso- 
ciation has, through numerous avenues, 
co-operated with the organized retail 
pharmacy more effectively and actively 
than for many years past. There is every 
reason why close co-operation should con- 
tinue along this line, and such a policy is 
recommended. 

The undue increase in 
retail drug stores has in many instances 
been detrimental the public and also 
to manufacturers. wholesalers and_ re- 
tailers. It is believed that wholesale 
druggists are exercising extreme care in 
giving undue assistance and are discour- 
aging the opening of new drug 
where there is no need for them. 
association should go on record 
opposed to the increase in the 
of drug stores where they are not 
by the community. 


the number of 


to 


stores 
Our 
being 
number 
needed 


as 


Governmental Relations 


Our relations w.th the 
and prohibition departments 
last year have. on the whole, been most 
satisfactory. It is believed that every 
member of this association has given full 
support to local and Federal officers whose 
duty it is to enforce prohibition and nar- 


narcotic 
the 


Federal 
during 





cotic laws. Our appreciation is hereby 
expressed to Secretary Mellon, General 
Andrews and Dr. Doran for the efficient 
and prompt manner in which all cases 
involving our members have been han- 
dled. We should give the same active 


support and co-operation to Director Low- 


The Drug Trade Press 


Mention should be made of the splendid 
co-operation given to our association dur- 
ing the past year by the drug trade jour- 
nals 


of the country. In addition to the 
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publication of much material issued from 
our New York office, many have prepared 
and published thoughtful editorials on the 
problems of distribution in the drug in- 
dustry. Attention is especially called to 
the editorials in recent issues of the ‘‘Oil, 
Paint and Drug Reporter,’’ and members 
who have not done so are urged to read 
same carefully. 

It recommended that this association 
express its appreciation to the drug trade 
press of the country for its services in 
their effort to bring about better trade 
conditions. 


Fair Trade Legislation 


During the past year our association 
has continued its efforts for the enactment 


is 


of fair trade legislation. It is believed 
that real progress has been made We 
have maintained our affiliation with the 


American Fair Trade Association and our 
legislative committee has co-operated with 
other groups. Our New York office has, 
at the instigation of the committee on 
education and research, distributed a 
large amount of literature in support of 
this legislation. Particular mention should 


be made of the distribution of over one 
hundred thousand reprints of an article 
written by Secretary Henry of the N. A. 
pS ae +P 

It is recommended that the National 


should 
legis- 


proper 


Wholesale Druge 
reaffirm its position 
lation through 
resolution, 


ists’ Association 
on fair trade 


the adoption of a 


Drug Trade Conference 
Our delegates have taken an active part 
in the National Drug Trade Conference. 
The by-laws of the conference were changed 


at its last meeting and a full report of 
this will be made at a later session of 
this convention. It is believed that the 


drug trade conference may become a more 
potent factor than at present and of in- 
creased value to the entire drug industry. 


Chairman Brunswig :— 


our 
with 


It is recommended that we continue 
affiliation and co-operative efforts 
this group. 


Harvard Survey 


On the first of January the Bureau of 
3usiness Research of Harvard University 
will, in accordance with arrangements 
made with our association, call upon mem- 
bers for reports on operating costs, Our 
special committee on accounting has al- 
ready supplied members with specimen re- 
port blank pages similar to those our 
wholesale druggists will be expected to 
use in reporting to Harvard. 

In each of the preceding operating costs 


studies which we have conducted, an in- 
creased number of our members have 
taken part. It is our hope that at least 


two hundred wholesale druggists will sub- 
mit reports to Harvard covering operat- 
ing costs during 1927. The results of this 
study are of infinite value to all members 
and it recommended that the associa- 
tion. by resolution, urge wholesale drug- 
gists to submit their operating costs 
figures to the Bureau of Business 
search of Harvard University when 
quested to do so, 


is 


2e- 
re- 


Closing 


president desires to express his 
appreciation and thanks to the board of 
control, all committeemen and those con- 
nected with the New York office for their 
active and hearty co-operation during the 
past year. It has been a genuine pleasure 
to serve the association and my only re- 
gret is the fact that unavoidable 
stacles have made it impossible for me to 
be in attendance at the convention. It 
has been one of the highest honors ever 
bestowed upon me to serve as your presi- 
dent. The association shall always have 
my continued and loyal support and it is 
my hope, as the years go by, that it may 
become more powerful and beneficial to 
the entire membership. 


Your 


ob- 


You have all heard the marvelous address of our presi- 


dent. It is a tremendously constructive address and I would like to know your will 
with respect to this address. If any one has any suggestions, I would be glad to 
hear from him. . ; 

F. E. Bogart:—I move to submit the report to a special committee to be ap- 
pointed by the chair, for consideration. 5 

(The motion was seconded by F. C. Groover, put to a vote, and carried.) 

C i President’s Add 
,ommiuttee on residents ress 

Chairman Brunswig:—The following committee has been appointed :—W. E. 
Greiner. Sewall Cutler, C. Mahlon Kline. George Moehle, Arthur Parker. 

(Vice-President Fox resumed the chair.) 

Chairman Fox :—The next on the order of business is the treasurer’s report, to 

















be made by Dr. Newcomb. 
(Secretary Newcomb read the report of the treasurer.) 
(General Fund) 
Balance on hand per last statement........ $3,554.68 
Receipts 
Entrance fee.......... Peat Rasen ees o beeen ae $330.00 
Annual dues from active members... 700.00 
Annual dues from associate members 18,500.00 
Contribution from non-members........ 1.00 
RRCETORE GR. WOR oo cisccsessiwesereeasgeeesens : 91 
Sale of booklets and maps ST ee niwee bs bas é ne wus 103.00 
Oil, Paint & Drug Reporter, Inc., share of expense for reporting 
innual onvention cniseeeess vas : ; as 146.22 
Refund from legal defense fund pursuant to instructions of letter 
9 7/27 f amounts advanced 12/9 and 12/21/25 450.00 
- 47,683.13 
NII icra int SERIE De Ton pain ek 5 oom a tte $51,237.81 
Disbursements 
General expense Sake ae eescees . ° 
Office expense, including rent, stenographer and postage 
Expense treasurer eo 
Committee on legislation... 
Education and research.... 
Rates and routes......... 
Se ree Pree ere cree eee 
“ _ 46,795.61 
Balance now on hand......... ” $4. 442.20 
Chairman Fox If there is no objection to this report, it will be referred 





to 


the auditing committee. Hearing no objection, it is so ordered. 

We will now hear Dr. Newcomb’s report. 

(Dr. Newcomb 1ead the report of the secretary as follows.) 

Report of the Secretary 

At our last convention an innovation Bids for the printing of the proceedings 
was introduced in > handling of our of this convention were solicited some six 
proceedin aS. Dt ite cop of the weeks ago, and the contract has already 
transeript of im, omptu remarks and dis- been awarded at a price which will effect 
cussions on he f Vv YT pers were a saving of approximatelv rer 
prepared and placed in the hands of al rate paid last = 7 Fane Seer ae 
who took part with a hours. Each fe arpa 5 
member was requested to edit his re- ur geographic membership list will be 





E. L. Newcomb 


Reappointed Secretary 


marks and return to the secretary before 
leaving the convention. 

As a result of this procedure, it was 
possible for us to issue the complete bound 
volume within five weeks after the meet- 
ing was held. The method of handling 
the editing and correcting of discussions 
by members has been heartily approved, 
and will be continued for this meeting. 
Your full co-operation in this matter is 
urgently requested. Our board of control 
is anxious that the printed proceedings be 
issued as quickly as possible following the 
meeting. 





published in the same condensed form in 
which it now appears, but the names of 
the firms have been slightly leaded so as 
to make them stand out more conspic- 
uousiy. This section of the book is al- 
ready completed, as well as certain other 


portions, changes in which are not de- 
pende ot upon any action taken at this 
meeting 


Of last year’s proceedings 1,072 copies 


were printed, of which all but 52 copies 
were mailed out. Our mailing list has 


remained practically the same as hereto- 


fore. 
Other Publications 


The inclusion in our last year’s pro- 
ceedings of a list of all publications of 
the National Wholesale Druggists’ Asso- 
ciation available for distribution, resulted 
in an increased demand for this literature. 
One of our most popular pamphlets con- 
tinnes to he the census of wholesale drug- 
gists, the last edition of which was issued 
in 1925. It is recommended that a new 
edition of this booklet be issued and that 
data therein be brought up to date. 


Among the special publications issued 
from your secretary’s office during the 
year may be mentioned a survey of the 


sundries department, two surveys of the 
proprietary department, and instructions 
on the study by Harvard covering op- 
erating costs in the wholesale drug busi- 
ness for the year 1927. This material has 
thus far only been released to our whole- 
sale druggist members. 

Following approval of our board of:con- 
trol, we have issued a standardized invoice 


form to an extended list of some 1,300 
manufacturers selling to the wholesale 
druggist. To these same manufacturers 


we have sent copies of our standardized 
catalog page and of our suggested stand- 
ard price card. This material has been 
very cordially received by the manufac- 





October 6, 1927 


13 





turers, A questionnaire was submitted to 
each manufacturer, requesting him to use 
the standardized form if he was not al- 
ready doing so. The replies showed that 
about 50 percent were already using the 
standardized forms, and about 90 percent 
of those who were not using them pledged 


themselves to do so in the near future. 
Indexed cards of all these manufacturers 
have been prepared in your New York 
office, and a follow-up system is being 


used to promote this part of our program 
of simplification 
In this connection attention is called to 


the fact that some manufacturers have 
asked for information on the, extent to 
Which wholesale druggists are using the 


standardized catalog pages which they are 


supplying or are willing to supply. It is 
believed that it would be desirable to de- 
termine the actual extent of the use of 
these pages on the part of our wholesale 
druggist members 

Our standardized invoice form is prac- 
tically identical with the national stand- 


ard invoice form, differing only in that it 


is not quite so elaborate or complicated. 
The Wholesale Stationers’ Association of 
the U. S. A. has adopted an abridged 
form identical with ours. 


Other Simplification Work 


During the for 
plification in the packaging of 
blades, carried out through the 
eration between mnufacturers, 
salers and the Department 
has been completed 


sim- 
razor 
co-0oDp- 
whole- 
of Commerce, 
Practically all razor 


year the program 


blades, after July, 1928, will be packed 
according to the decimal system. We 
have not succeeded in securing as small 


a unit shelf package as some wholesalers 
believe desirable, but it is believed that 
the new system of packaging will facili- 
tate billing, invoicing, and_ stock-taking, 
and result in many economic savings. 

At the present time is being 
made on simplification in the 
flashlight battery and goods in- 
dustry. 


progress 
problems 
rubber 


Bulletins 


issued nineteen regular bul- 
letins during the year. These bulletins, 
in addition to carrying the usual reports 
from our Washington representative, have 
contained many interim reports from our 
standing committees. It is believed that 
the publication of these interim reports 
is a most desirable procedure, and that 
such reports should be published by all 
committees during the coming year. By 
issuing these reports from time to time 
during the year they undoubtedly receive 
more careful consideration than when 
all are presented at one time at our an- 
nul convention. 


We have 


Many news items have been included 
in our bulletin on the activities of of- 
ficers and committeemen, and it is be- 
lieved that this feature should also be 
extended. Only by keeping every mem- 
ber well informed on our various ac- 
tivities may we build a most active and 
valuable organization. , 

Our bulletins are now printed in 10- 
point type instead of 8-point. This has 


been done at the suggestion of a number 
of our members, and the change has been 
heartily commended. 


Publicity Work 


Your New York office 
through the chairman of 
on education and research, and with the 
approval of our board of control, two 
suggestions for publicity communications. 
This material has been designed for the 
purpose of bringing to the attention of 
the public the importance of the services 


has issued. 
our committee 


of the retail druggist. Hundreds of let- 
ters from local, State and national drug 
organizations, our educational institu- 


tions and other interests have commended 
us most highly for engaging in this work. 


There can be no doubt but that money 
spent for this purpose is exceedingly ben- 
eficial to wholesalers and manufacturers. 

The two series of publicity material 
thus far issued covered “First Aid Week” 
during March and “Pharmacy Week,” 
which is October 9 to 16. It is recom- 


mended that material of a similar charac- 
ter be made available for the use of all 
of our members in the future, and that 
at least four such series be provided 
each year. Two of these should relate 
to the more professional services of phar- 
macists and two to merchandising or the 
more commercis] activities. 


Co-operation of Drug Journals 


Your New York office has continued its 
active co-operation with the editors of 
various drug journals throughout the 


country. We have a mailing list of some 


sixty publications. Each of these pub- 
lications is supplied with frequent items 
concerning the activities of our organ- 


ization, and these have been liberally pub- 
lished. A complete file of these journals 
maintained at your New York office. 
We owe a vote of thanks to the pharma- 
ceutical press for the splendid co-opera- 
tion which they have extended to us dur- 
ing the past Year. 


Other Drug Associations 
New York 
ecard index 
national 
States. 


Is 


office nearly com- 
of all local, county, 
drug organizations in 
Nearly two hundred 


Your has 
pleted a 
State and 


the United 


. such organizaitons are represented in this 


file. The list includes the name of the 
president and secretary of each organiza- 
tion, together with complete address. This 
list being used for the issue of items 
concerning the activities of our associa- 
tion which are of interest and valuable 
to the members of these organizations. 
It is believed that it is the only such 
complete list of drug association officers 
available in this coutnry. 


Drug Trade Bureau on Public 


Information 


and your general rep- 
F. E. Holliday, attended the 
Bureau of Public Informa- 
tion annual meeting held at Washington 
in December. This organization continues 
to give us splendid support and an amaz- 
ingly large amount of favorable newspa- 
per publicity in proportion to the amount 





is 


Your 
resentative, 
Drug Trade 


secretary 
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20 Mule Team Brand 


The Brand That Always Gives Satisfaction 


Borax Borax Glass Boric Acid Ammonium Borate 
Borate of Manganese Borosoap 
Borax — — Refined and U.S. P. — _ Boric Acid 
Crystals, Granulated, Powdered, Crystals, Granulated, Powdered, 
' Impalpable, Calcined ——_—__—_—- Impalpable, Anhydrous 
20 Mule Team Brand 
~~ Package Products a 
For 
Household 
Uses 





Sulphur Refined and Crude — All forms 


Pacific Coast Borax Company 


CHICAGO 100 WILLIAM STREET, NEW YORK LOS ANGELES 








3,000 — 6,000 — 10,000 


PEPSIN-STEARNS 


ODORLESS— TASTELESS 
GRANULES and POWDERED 











Our improved process permits us to offer a product that is of 
fine appearance, odorless and tasteless. For the making of 
essences and solutions it is different from ordinary Pepsins, as 
tests for solubility will prove. 


PODOPHYLLIN—CHLOROPHYLL— CAFFEINE 















WRITE FOR PRICES 










Special Prices 


Special bulk prices 


Fresh Stocks 


Fresh stocks car- 
















ried in Detroit and 


for spot or contract. 
New York. 







Frederick Stearns & Company 


DETROIT, MICHIGAN 






We invite contracts 
for 3, 6 and 12 
months’ require- 


Immediate ship- 






ments. 












Daily service. 







Kansas City San Francisco 
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which we pay for the service. It is cee- 
ommended that our affiliation be con 
tinued, 


National Conference on Pharma- 
ceutical Research 


The National Wholesale Druggists’ As- 
sociation, with the approval of the board 
of control, is now a member of the Na- 
tional Conference of Pharmaceutical Re- 
search. This group is an organization 
composed of representatives of all of the 
different drug organizatinos. It is inter- 
ested in promoting scientific research 
along professional and commercial lines. 
Our increased activity in scientific re- 
search and our commercial problems made 


it seem desirable that we become one of 
the affiliated associations composing this 
research conference. Your secretary at- 
tended their annual meeting in St. Louis, 
and took an active part in the work of 
the conference, 


Routine Work 


Your New York office continues to serve 
as a clearing house for all sorts of in- 
formation. Inquiries vary greatly in 
character. Some involve’ considerable 
work and investigation in order to sup- 
ply the facts desired. These questions 
range from a request for the formula used 


fer the grease applied to English Chan- 
nel swimmers and the identification of 
one of the lower forms of animal life 


found in a well 150 feet deep to the most 
complex questions concerning distribu- 
tion. It is the effort of your New York 
office to supply accurate information to 
our members on all of these questions. 


Druggists’ Research Bureau 


Your secretary also serves as secretary 


of the Druggists’ Research Bureau. Dur- 
ing the organization of the bureau con- 


siderable time has been required, particu- 
larly in carrying on the membership 
campaign. This added work has been a 
pleasure, and it is believed that the con- 


nection is of great value to your asso- 
ciation. Some extra help has been em- 
ployed in the New York office to assist 


with this added work. 


Membership 


The status of our membership at 
present time is follows: 
Active members..... 
members. .....+.++ 


the 


as 
Associate members......-.-0cee seen enee 
members... 





Honorary and complimentary 
SD oi.n 65 occ Os6 wesc Niwa eebS64 1.6 6d edb See 
There is an increase of six active mem- 

bers over 1926 and a decrease of eleven 


Chairman Fox :— 
tion this will 


go to the board of control, as is usual. 
of 


associate and two honorary and compli- 
mentary. Our loss in the honorary mem- 
bersh.p was due to the deaths of two for- 
mer presidents, John M. Carey and Fred 


L. Carter. 

Field Work 
last year your secretary 
has entered actively into field work as 
directed by the association. He has at- 
tended, upon invitation, and addressed 
some thirty-five local, State, and national 


During the 





drug organizations and a number of 
groups in related lines. He has, upon 
invitation, attended local meetings ol 


Wholesalers throughout the Central, 
Southern, and Eastern part of the United 
States. At these meetings your secretar, 
has endeavored to outline the general 
policies of our organization, as approved 


by our board of control, relating to (a) 
the need for our studying in a basic way 
the problems of distribution and formu- 
lating principles of business conduct 
based on sound economics and fair trade 
practice; (b) the purposes and functions 
of the Druggists’ Research Bureau; (c) 
the need for our engaging actively in 
proper publicity work for the drug in- 
dustry; and (d) (before groups of 


wholesalers) the need for more active and 


frequent meetings of sales managers ol 
wholesale druggists. 
This field work has, it is believed, been 


valuable to our association. Many re- 
quests have been made upon your secre- 
tary to take part in meetings which he 
has been unable to fulfill, This type of 
work should be continued during the 
coming year. 
General 

The many numerous activities earried 

on in your New York office can not be 


covered in a brief summary of this char- 
acter, Your general representative, F. E. 
Holliday, who is in good health, is in the 
office practically every day, and assists 
in various phases of the work especially 
during periods when your secretary Is In 
the field doing outside work. A limited 
amount of new equipment has been pur- 
chased, and it appears that if our work 
continues to expand and develop. addi- 
tional space and added stenographic help 
will be needed within a year or two. 

The reports of our various committee 
which are to be presented at this meet- 
ing cover many of the details of the 
work of the New York office and will not 
commented upon at this time further 
say that it has been a pleasure 
New York office to work with our 
chairmen and officers. The 
office is anxious at all times to hear con- 
structive suggestions from our members 
on the work of the association. 


be 
than to 
for the 
committee 





—You have heard the secretary’s report, and if there is no objec- 


our nationa] councillor to the Chamber 


Robinson 


We would like to hear the report 
of Commerce of the United States, H. H. 
(Mr. Robinson read his report as follqws.) 


Report of National Councillor in the Chamber of 
Commerce of the United States 


This association was represented at the 





fifteenth annual meeting of the chamber 
held in Washington, D. C., May 3 to 5, 
1927. by its councillor The attendance 
numbering 2,235, exceeds last year by 
about 500. Six hundred and ninety-five 
organizations took part, coming from 


every State in the Union and from eleven 
foreign 

Seventeen directors were elected, twelve 
served. Robert 
served 


countries. 


of which had previously 
R. Ellis, of our association, has ; 
with distinction for several years as vice- 
president, and we hoped it would be pos- 
sible to elect as a director another mem- 
ber from the N. W. D. A., but were not 
successful. 

We do not think it necessary to embody 
in this report a review of the work of 
the chamber, as our members have no 
doubt read and filed the data which is 
of interest to them, but, as a matter of 
record, the board’s annual report and 
resolutions are attached hereto. 

Considering the wide scope of its activ- 
ities and its nationwide influence on mat- 
ters pertaining to business, it seems ad- 


Chairman Fox:—If there is 
board of control. 


We have received some telegrams from our president, 
radiogram from 


and Mr. Schiff, and a 


read. 


Sale, 
Newcomb to 


Mr. 
Dr. 


no objection, 


visable that our association continue its 


membership and support. 





H. H. Robinson 
Councillor in C. of C. of U. S. 


this report will be referred to the 


and from 
ask 


Mr. Michaels, 


Mr. Morrisson, that I will 


(Secretary Newcomb read the telegrams as follows. ) 


Telegram from C. F. Michaels 


It is a matter of deep regret that I am 
unable to attend the convention this year, 
and I wish to extend to all the members 


my best wishes for a very successful 
meeting. In these times of rapid changes 
in conditions surrounding the wholesale 


drug trade it seems to me that our prin- 
cipal efforts should be to ascertain all the 
facts concerning our operations, and that 
we utilize these facts in plac ng our busi- 
ness in more profitable condition. I would 
like to suggest that the various commit- 
tees be instructed to amplify the work al- 
ready started along these lines and that 
funds be provided for the necessary eX- 
penses. 


Chairman — ? 
there is no objection, 


Telegram from Mr. Sale and 
Mr. Schiff 


We join in sending cordial greetings to 
the members of the National Wholesale 
Druggists’ Association. You have our 


best wishes for a most happy and suc- 
cessful meeting as well as our assurance 
of loyal support of the work of the asso- 
ciation. Regret we cannot be with you. 


Radiogram from Mr. Morrisson 


Congratulations on your successful ad- 
ministration. Affectionate greetings to 


friends. 


Fox :—These communications will be incorporated in the minutes if 
and turned over to the board of control for answer. 


The next order of business is the report of the delegates to the National Drug 


Trade Conference, Clarence Kline. 


Secretary Newcomb :—Mr. 
the usual custom. I move you 
control. 

(The motion was seconded.) 





Kline has submitted his report 
it be read by 


in accordance with 


title and referred to the board of 


Chairman Fox :—If there is no objection, it is so ordered. 


(The report was as follows.) 


Report of Delegates to National Drug Trade 
Conference 


The annual meeting of the National 
Drug Trade Conference was held at the 
Hotel Washington, Washington, D. C., 
December 8, 1926. 


President Henry called the meeting to 
order at 10:30 a. m. 

The attendance was as follows :—Amer- 
ican Pharmaceutical Associations—J. H. 





R. L. Dohme; 
Retail Drug- 


Beal, S. L. Hilton and A. 
National Association of 
gists—S. C. Henry, Ambrose Hunsberger 
and J. F. Finneran; National Wholesale 
Druggists’ Association—C. Mahlon Kline, 
Cc. W. Whittlesey and W. L. Crounse; 
American Drug Manufacturers’ Associa- 
tion—C. P. Frailey, H. P. Bigelow and A. 
Homer Smith; American Pharmaceuti- 
‘al Manufacturers’ Association — Harry 
Noonan, J. H. Foy and C. D. Smith; The 
Proprietary Association—F. A, Blair, H. 
B. Thompson and Philip Héuisler; Na- 








tional Association Boards of Pharmacy— 
W. T. Kerfoot, Jr., R. L. Swain and H. C. 
Christensen; American Association Col- 
leges of Pharmacy—E. F. Kelly, W. F. 
Rudd and E. F. Cook (proxy), A. G. 
Du Mez. 

On motion of J. H. Beal, seconded by 
H. C. Christensen, and carried, Messrs. 
F. C. Hailiday, E. L. Newcomb, A. L. I. 


Winne, C. A. Bunting, E. F. Kemp, E. C. 


Brokmeyer, R. P. Fischelis, A. G. DuMez 
and A. C. Taylor were invited to attend 
the meeting of the conference and were 


extended the privilege of the floor. 

The president stated that the usual pro- 
cedure was to take up the report of the 
executive committee as the first order of 
business and called attention to the fact 
that the revision of the rules had been 
made the first order of business by act 
of the previous meeting of the conference. 
He also stated that the executive com- 
mittee had given careful consideration to 
the revision of the rules and was pre- 
pared to submit a draft of a code, in 
addition to the code submitted at the last 
meeting. 

On motion of C. M. 
Harry Noonan, and 
cided to proceed with 
rules. 

After a_ general 


Kline, seconded by 
carried, it was de- 
the revision of the 


discussion and _ the 
adoption of numerous amendments, the 
following code of rules and regulations 
was unanimously approved :— 


Code of Rules and Regulations 





Section One.—(a) Name—This organization 
shall be known as the National Drug Trade 
Conference. 

(b) Objects—The objects of the conference 
shall be to consider matters of national and 

ere interest to pharmacy and the drug 
trade, but the conference will not assume to 
bind its respective constituent organizations 
except insofar as it may be authorized so to 
do by such constituent organizations 

Section Two—(a) Members—The conference 


shall consist of the following organizations and 


such other organizations as may be unani- 
mously elected to membership at any annual 
meeting of the conference when all member 


organizations represented: 
American Pharmaceutical Association. 
National Association of Retail Druggists. 
American Drug Manufacturers’ Association. 


are 








American Association of Colleges of Phar- 
macy. 

National Wholesale Druggists’ Association. 
The Proprietary Association. 

American Pharmaceutical Manvfacturers’ As- 
sociation 

National Association Boards of Pharmacy 
(b>) Delegates—Each member organization 
shall be represented at all meetings of the 
conference by not more than three delegates 
r their alternates, to be selected each year 
s such member organization may determine. 
Such delegates shail serve for the annual meet- 
ng following their selection, and until the 
next annual meeting; or until their successors 
ire selected. The presence of nine delegates 
epresenting not less than two-thirds of the 
member organizations, shall be necessery for 
a quorum at any meeting of the conference 
Duly appointed representatives of medica! or 
pharmaceutical organizations, not members of 
the conference, or other persons, may be 


granted the privilege of the floor by vote 
‘c) Assessments—The expenses of the confer- 


ence shall be met by assessments against the 
member organizations, the amount of such 
issessments to be fixed at the annual meeting 
nt the conference and paid to the secretary- 
treasurer on or before ninety days after the 
date of such meeting. . : 

Section Three.—(a) Officers—The officers of 
the conference shall consist of a president, a 
vice president and a secretary-treasurer, who 
shall be elected at the annual meeting and 


serve for the ensuing year, or until their suc- 
cessors are duly elected and installed; pro- 
ided, however, that the president, vice presi- 
ient and secretary-treasurer shall be delegates 





from different member organizations. 

(b) Duties of president—The president shall 
preside at all meetings of the conference 

(c) Duties of the vice president—The vice 


president shall perform the duties of the presi- 
dent in his absence. 

(4d) Duties of secretary-treasurer—The 
tary-treasurer shall keep the records of the 
conference and shall be the custodian of its 
funds which he shall deposit in some depository 
to be designated by the executive committee, 
subject to withdrawal upon his order. 

(e) Executive committee—Three shall be a 
standing committee to be known as the execu- 
tive committee, which shall consist of the 
president, the vice president, the secretary- 
treasurer and one member from each delega- 
tion except the delegations of which the presi- 
dent, the vice president and the secretary- 
treasurer are members; each such member to 
be elected by the delegates from the organiza- 
tion which he represents on the committee. 


The executive committee shall act as a com- 
mittee on credentials, and shall have charge 
of the ‘business of the conference during inter- 
vals between meetings, all of its actions being 
subject to review by the conference. 

The actual traveling, hotel and incidental 
expenses of the members of the executive com- 
mittee in attending any meeting of the com- 
mittee not held during the week of any meet- 
ing of the conference may be paid out of the 
funds of the conference. 

Special committees shall be appointed by the 
president unless otherwise provided for by 
motion. 

Section Four.—(a) Meetings of the conference 
~The conference shall hold an annual meeting 
at such hour and place, and on such day be- 
tween the first day of November and the fif- 


secre- 


teenth day of December of each Year as the 
president may designate. Special meetings 
may be called by the president at any time, 


be called when so ordered by the 
executive committee, or when so requested in 
writing by five duly selected delegates. Ex- 
cept in case of emergency, not less than fifteen 


and _ shall 


days’ notice in writing shall be given of the 
time and place of all regular or called meet- 
ings. 

(b) Meetings of the executive committee— 


The executive committee shall hold a meeting 
in advance of the annual meeting of the con- 
ference for the purpose of preparing the pro- 
gram of the annual meeting, and shall report 
to the member organizations its actions and 
such resolutions as will be recommended to 
the conference, not less than thirty days in 
advance of the annual meeting of the con- 
ference. Provided, however, that the confer- 
ence shall not be limited to the consideration 
of matters submitted in the program arranged 
by the executive committee 
Section Five.—(a) Transaction 
During the intervals between 


of business— 
meetings the 


October 6, 1927 15 


business of the conference and of the executive 
committee may be transacted by mail. A mo- 
tion put by mail shall not require a second, 
and a majority vote of the delegates or of the 
members of the executive committee, shall be 
required for the adoption of any motion or 
resolution. 

(b)—Resolutions declaring 
conference on matters of national 
interest to pharmacy and the drug 
require the unanimous vote of the 
members for adoption. 

(c)—Rules of orders—Except as herein other- 
wise provided, the generally accepted rules 
of parliamentary law shall govern the delibera- 


the policy of the 
and general 
trade, shall 
constituent 


tions of the conference. 

(d) Amendments—Proposals to amend these 
rules and regulations shall be submitted in 
writing to the annual meeting of the executive 
committee and shall be voted upon at the 
annual meeting of the conference, and shall 
require the vote of the majority of the dc'>- 
gates present for adoption. 


Committee on Nominations 


president announced the appoint- 
ment of the following nominating com- 
mittee, to report at the afternoon ses- 
sion:—J. H. Beal, C. M. Kline, C. P. 
Frailey. J. H. Foy, F. A. Blair, W. F. 
Rudd, W. T. Kerfoot, Jr.. Ambrose Huns- 
berger, and designated J. H. Beal as the 
chairman of the committee. 

WwW. F. Rudd requested the conference to 
consider the desirability of broadening its 
scope of action which had heretofore been 
restricted almost entirely to legislation 
of a national character, and urged that 
the splendid opportunity which the meet- 
ings of the conference offered for the 
interchange of views and experience on 
many other questions of equal, if not of a 
greater, importance among the repre- 
sentatives of every branch of pharmacy 
and the drug trade should be utilized to 
the greatest possible extent. 

_After a general discussion of the possi- 
bilities and on motion of A. R. L. Dohme, 
seconded by J. H. Beal, and carried, the 
president was directed to appoint a com- 
mittee of three, which shall be known as 
“the committee on the general status of 
pharmacy and the drug trade,” and which 
shall report at the next annual meeting 
of the executive committee. 

On motion of C. P. Frailey, seconded 
by W. L. Crounse, and earried, the ses- 
sion then adjourned to meet at 2:30 p.m. 

The afternoon session of the conference 
was called to order at 2:30 p.m. by Presi- 
dent Henry. , 

The minutes of the meeting of the ex- 
ecutive committee held on December 7, 
1926, were read. It was moved by C. M. 
Kline that the report of the executive 
committee be received and that the items 
therein be taken up seriatim and acted 


The 


upon. The motion was seconded by A. L. 
Dohme, and carried. 
It was moved by J. F. Finneran that 


the annual report of the treasurer cover- 
ing the period to December 6, 1926, be 
approved. The motion was seconded by 
A. Homer Smith, and carried. 


Capper-Kelly Bill 


On motion of J. F. Finneran, seconded 
by J. O. Foy, and carried, the following 
resolution was adopted :— 

Whereas, all branches of the drug trade are 
a unit in the opinion that legislation by Con- 


gress is necessary to provide an adequate 
—w for the evil of predatory price cutting; 
anc 

Whereas, the bill, H. R. 11, introduced in 


the House of Representatives by Congressman 
Kelly of Pennsylvania on December 7, 1925, 
has been accepted by the authors of all similar 
measures pending in recent Congresses as a 
satisfactory substitute therefor and has been 
indorsed by a large number of trade associa- 
tions, including constituent members of the 





conference; therefore be it 

Resolved:—That the National Drug Trade 
Conference, in annual meeting assembled, 
hereby indorses the Kelly bill on the ground 
that it leg: voluntary contracts between 
manufacturers and their distributors of trade- 
marked or otherwise identified merchandise, 
and recommends to the constituent members 


of the conference their hearty co-operation in 
bringing to the attention of Congress the 
ow for the early enactment of this legis- 
ation. 


Prohibition Enforcement Service 


On motion of C. M. Kline, seconded by 
Harry Noonan, and carried, the following 
resolution was adopted :— 


Whereas, the bill, H. R. 10729, creating a 
bureau of prohibition in the Treasury Depart- 
ment, as passed the House of Representatives 
in a form satisfactory to the alcohol-using 
industries, but has been so amended by the 
Senate finance committee that the office of 
prohibition commissioner created by the 
measure instead of being filled by direct ap- 
pointment by the Secretary of the Treasury 
as provided in the draft of the bill as passed 
by the House, shall be filled by Presidential 
appointment, subject to confirmation by the 
Senate; and 


Whereas, the effect of this amendment if 
adopted would be to bring the office of pro- 
hibition commissioner into the category of 
political patronage and subject the President 
to undue pressure in selecting the incumbent 
thereof instead of permitting the Secretary 
of the Treasury to select for the post the most 
competent person available; therefore be it 


Resolved:—That the National Drug Trade 
Conference, in annual meeting assembled, 
hereby indorses the bill, H. R. 10729, in the 
form as passed by the House and protests 
against the amendment added by the Senate 
finance committee. and urges the committee 
to recede from the amendment to the end 
that the measure as originally framed by the 
ways and means committee shall speedily be- 
come a law. 


Narcotic Matters 


On motion of J. F. Finneran, seconded 
by H. C. Christensen, and carried, the 
following resolution was adopted :— 


Resolved:—That the National Drug Trade 
Conference go on record as opposed to the 
enactment of H. R. 11612 (S. B. 4085) amend- 
ing the Federal <Anti-narcotic law or a bill 
containing provisions unnecessarily burdensome 
to the drug trade, inequitable in their effects, 
uncertain in meaning and dangerous in that 
they would have the effect of making physi- 
cians and pharmacists criminally responsible 
for acts of which they had no knowledge, and 
committed by other persons not under their 
control. 

On motion of A. R. L. Dohme, seconded 
by J. F. Finneran, and carried, the fol- 
lowing resolution as adopted at the pre- 
ceding meeting, was readopted:— 


Whereas. the National Drug Trade CGon- 
ference, representing all branches of the drug 
trade, in the United States, co-operated with 
Congress to the fullest extent in the enact- 
ment of the Harrison anti-narcotic law, ap- 
proved December 17, 1914, to the end that 
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brought 


narcotic addiction be 
control; and 

Whereas, the several branches of the trade, 
speaking by and through the conference, read- 
ily agreed to the imposition of the tax of one 
dollar per annum assessed against all regis- 
trants under the law in order thaitt the law 
being thus administered as a revenue measure 
might the more effectually accomplish its pur- 
pose; and 

Whereas, 
or license 
Practitioners, 
sale dealers, $12; 


might 


during the this tax 
fee was 


$3; 


stress of war, 
increased as_ follows:— 
retail dealers, $6; whole- 
manufacturers or producers, 
$24, the foregoing increases being cheerfully 
accepted by the several classes of registrants 
as a patriotic duty; and 


Whereas, tne condition of the public treasury 
has so greatly improved since the termination 





of the war as to lead Congress to repeal out- 
right or largely reduce most of the taxes 
ee for war purposes; now, therefore, 
ye it 

Resolved, by the National Drug Trade Con- 
ference in annual meeting assembled:—That 
Congress ‘be petitioned and urged to re-estab- 
lish by suitable legislation the tax as orig- 
inally applied to all classes of registrants under 
the act of December 17, 1914, to wit:—$1 per 


annum; and be it further 


Resolved:—That copies of this resolution be 
forwarded to the Ways and Means Committee 
of the House of Representatives and Finance 
Committee of the United States Senate 


Miscellaneous Matters 


On motion of C. M. Kline, seconded by 
H. C. Christensen, and carried, the presi- 
dent was instructed to appoint a com- 
mittee to confer with representatives of 
the American Medical Association in ref- 
erence to_ the elimination of non habit- 
forming derivatives of opium from the 
provisions of the Harrison act, and in 
reference to other matters of mutual in- 
terest to physicians and pharmacists. 


On motion of J. H. Beal, seconded by 
A. R. L. Dohme, and carried, the con- 
ference went on record as being opposed 
to the federal caustic acid bill in its 
present form, and requested the com- 
mittee to confer with representatives of 
the American Medical Association to also 
consider this legislation. 


After general discussion and on motion 
of J. H. Beal, seconded by A. R. L. 
Dohme, and carried, the conference ap- 
proved of H. R. 3991 upon the under- 
standing that the wording will be so mod- 
hoor as to make clear the intent of the 
ill. - 
It was moved by W. L. Crounse that 
the officers of the conference be instructed 
to study any proposed legislation with 
reference to the suggested medicinal 
spirits corporation and that they be 
authorized to call a special meeting of 
the executive committee or of the con- 
ference if this be found necessary, as 
recommended by the executive committee. 


The motion was seconded by A. R. L. 
Dohme, and carried. 
On motion of J. F. Finneran, seconded 


by C. D. Smith, and carried, the follow- 

ing resolution, recommended by the ex- 

ecutive committee, was adopted:— 
Resolved:—That affiliation with the Chamber 


under 


items recommended in the report of the 
executive committee. 

S. L. Hilton presented a verbal report 
as councilor to the Chamber of Commerce 
of the United States of America which 
was received on motion of H. P. Bigelow, 
seconded by R. L. Swain, and carried. 

S. L. Hilton was elected as councilor 
from the conference to the Chamber of 
Commerce of the United States of Amer- 
ica on motion of C. M. Kline, seconded 
by W. T.. Kerfoot. Jr., and carried. 

On motion of F. A. Blair, seconded by 
A. Homer Smith, and carried, a vote of 
thanks was tendered to the retiring of- 
ficers of the conference for their efficient 


services. 
Election of Officers 


On behalf of the committee on 


nomina- 


tions, Chairman J. H. Beal presented 
the following nominees: 
For president, S. C. Henry. 


For vice president, H. C. 

For secretary-treasurer, E. F. Kelly. 

It was moved by J. F. Finneran that 
the nominations be closed and that Chair- 
man Beal be authorized to cast the ballot 
of the conference for the election of these 
nominees to the respective offices for the 


Christensen. 


ensuing year. The motion was seconded 
by W. L. Crounse, and carried. Chair- 
man Beal cast the ballot of the con- 


ference and declared the nominees elected. 


The delegates from the constituent or- 
ganizations appointed the following to 
serve with the officers, S. C. Henry, Na- 
tional Association of Retail Druggists; 
H. C. Christensen, National Association 
Boards of Pharmacy, and E.'F. Kelly, 
American Association of Colleges of Phar- 
macy, as members of the executive com- 
mittee for the coming year:—J. H. Beal, 
American Pharmaceutical Association; C. 
Mahlon Kline, National Wholesale Drug- 
gists’ Association; Harry Noonan, Amer- 
ican Pharmaceutical Manufacturers’ As- 
sociation; C. P. Frailey, American Drug 
Manufacturers’ Association, and H. B. 
Thompson, Proprietary Association. 


W. L. Crounse moved that the persons 
recommended to the conference be duly 
elected. The motion was seconded by 
P. I. Heuisler, and carried. 


H. B. Thompson moved the 
of the following resolution:— 

Resolved:—That the incoming president 
the conference be authorized to appoint 
mittees to speak fer the conference 
legislative or departmental bodies or upon 
other proper occasions in matters of emer- 
gency not controversial among constituent 
members. 

The secretary called attention to the 
printing of the minutes of the preceding 
meeting and moved that a vote of thanks 
be extended to the National Association 
of Retail Druggists for its co-operation 
in again printing, without charge, these 
minutes. The motion was seconded by 
A. G. DuMez, and carried. 


There being no further business, on 
motion of S. L. Hilton, seconded by Am- 


adoption 


of 
com- 
before 


of Commerce of the United States of America brose Hunsberger, and carried, the con- 
be continued for the ensuing year. ference adjourned at 4:10 p. m., subject 
This completed the consideration of the to the call of the president. 
Chairman Fox :—Next is the report of the committee on rates and routes. This 
report will be made by R. A. Whidden. 
Secretary Newcomb:—I suggest that we defer this report until tomorrow’s 
meeting. Mr. Whidden apparently has been called out of the room. 


Chairman Fox :—Next is the report of the drug market, Charles L. Huisking. 


Charles L 
chairman of 


Huisking: 
the 





committee, 


suggestion 
fee] that it 
year to year. 


is that the reports on 
is a time-worn 


In connection with this report on drug market, and as 
I have attached a memorandum to the report itself 
in which I make a suggestion for the consideration of your board of control. 
drug market be discontinued for the future. I 
and honored 
The condition itself in the wholesale drug trade has changed to such 


That 


custom of making these reports from 


an extent, consideration of market conditions, price tendencies, etc., haven’t the same 


hold on the jobbers it had in the past. 


bulk form is something of the past and 


The distribution of drugs and chemicals in 


has been substituted by package goods 


which requires perhaps better selling methods and salesmanship so that perhaps 


could be 
the 


greater attention 
sideration than in 
is as follows :— 


given to 


consideration of 


these 
market 


and the time better spent in such con- 
tendencies themselves. The report 


Report of Committee on Drug Market 


The drug market during the past year 
has presented no features of importance 
out of the ordinary. Those of us who 
make a close study of that now important 
and far-reaching trade in drugs and 
chemicals cannot help but be impressed 
with the commanding position that our 
country now holds throughout the world 
and also in the stability that prevails 
generally throughout our line. 

Like all staples, drugs and chemicals 
are subject to wide fluctuations. Unlike 
many other commodities that lend them- 
selves to wide speculative movement, the 
articles of our trade, when subject to 
wide fluctuations in price, we find due in 
most instances to the natural element of 
supply and demand. When I have occa- 
sion to prepare these yearly reports I get 
a thrill out of comparisons. Even though 
in close and intimate contact with the 
market, one is not apt to draw these com- 
parisons that a preparation of a report of 
this sort more or less demands. On tak- 
ing 115 of the leading articles of the line 
and comparing the aggregate prices of 
August 1 of this year with those of Au- 
gust 1, 1926, we find a remarkably small 
difference in the grand total. As a mat- 
ter of fact, the aggregate price change 
shows this year’s total to be about 2% 
percent less than that of a year ago. 
Whether this be a mere coincidence on 
the articles selected for comparison, or 
whether it might be taken as the actual 
range throughout the entire line as ap- 
plied to crude materials and manufac- 
tured products, we do not know. There 
is no denying the fact that it is an indi- 
cator of the stabilized level that our mar- 
kets have come to, and the interest that 
these articles still hold for the wholesale 
druggist may well make him feel that 
the buying of drugs and chemicals under 
the rather normal conditions now pre- 
vailing is not a precarious undertaking. 


Price Changes 


However, it is quite natural that one’s 
interest is more naturally centered in and 
is influenced by abnormal or_ sharp 
changes occurring in individual items. 
For instance, notwithstanding the close 
proximity in the grand total, our market 
has not by any means been a humdrum 
one during this vear. We see, for in- 


stance, an upward swing of about 25 per- 








cent in the tartar preparations: dena- 
tured alcohol advanced from 29 cents to 
43 cents per gallon; mercurials went up 


about 20 percent, and arnica flowers ad- 


, 





Charles L. Huisking 


Chairman on Drug Market 


vanced from 17 to 50 
gum benzoin from 29 to 70 cents per 
pound; shellac doubled in value from 28 
cents to 56 cents; manna enhanced from 
40 cents to 55 cents per pound; cod liver 
oil jumped from $28 to $44 per barrel; 
olive oil from $1.85 to $2.40 per gallon; 
quicksilver from $90 per flask to $120; 


cents per pound; 


‘of the medical 





IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 





senega root from 65 cents to $1.10 per 
pound; vanillin from $6.40 to $7.20; but, 
as an offset, we find a drop in the price 
of vanilla beans from $7.50 to $4 per 
pound; bismuth preparations 35 percent 
lower ; camphor reduced from 72 cents to 
64 cents per pound; glycerin from 31 
cents to 24 cents per pound; lycopodium 
dropped from 95 cents to 78 cents; men- 


thol from $4.75 to $4.25; peppermint oil 
from $13.25 per pound down to $3.65; 
spearmint oil from $7.25 to $3.40, and 


wormseed oil from $4.75 to $3.75; iodides 
showed a reduction of 10 percent; golden- 


seal root from $5.1) to $4.40; ipecac root 
from $4.50 to $2.75; Spanish saffron from 
$22 to $16: turpentine from 93 cents per 


gallon down to 60 cents, and witch hazel 


from $1.05 to 50 cents per gallon. So that 
it is reasonably safe to state that at most 
periods throughout the year there has 
heen a_ sufficient number of articles 


changing in price enough to keep specula- 
tive interest centered therein. 

Viewing separateiy the chemical end of 
the drug market, we must necessarily be 
impressed with the steady progress and 
development that this industry is making 
in the United States. There were mis- 
givings when the war ended as to whether 
this country would be able to maintain 
its position as against foreign competi- 


tion. We have not only held our place. 
but are rapidly pressing to the fore, and 
today this country stands as one of the 


foremost chemical manufacturing nations 
of the world. With the trade now estab- 
lished on such a solid foundation, com- 
petitive nations abroad no longer concern 
themselves with trying to compete over 
here, but interest themselves more espe- 
cially with combatting our competition in 
other foreign markets. It must be said 
in favor of our chemical manufacturers 
that they have during the past year elim- 
inated much of the reckless competition 
that existed prior thereto, and that they 
are now obtaining a more sensible benefit 
of the tariff protection that favors them. 
There has also been a greater interchange 
of ideas with foreign interests, which has 
also contributed to the upbuilding and 
success of our home industry. 


Looking through the list of articles that 
go to make up the drug market in gen- 
eral, and to try to determine therefrom 
which articles, if any, have been subject 
to particular development. we find that 
chemicals, as a whole, have shown a 
steady growth in consumption, some even 
to the point of abnormalcy. From the 
standpoint of a purely drug product, we 
think we are safe in saying that cod liver 
oil has perhaps been the outstanding fea- 
ture in this respect. Up to a few years 
ago a good normal consumption through- 
out the world was considered to be some- 
thing in the neighborhood of 50,000 bar- 
rels. Last year Norway alone produced 
over 100,000 barrels, and practically all 
of this was consumed. This year’s pro- 
duction in Norway, some 40 percent that 
of last year. makes this article one of 
the outstanding features of the market. 
The recognition of the efficacy of vita- 
mines in which cod liver oil is particu- 
larly strong has commanded the attention 
world. The knowledge 
gained that this product is of inestimable 
value in the raising of poultry and its 
general application to animals has added 
tremendously to the consumption thereof. 


Viewing the drug business as a whole, 
we are pleased to say that the year since 
our last meeting has been a successful 
one. We regularly hear diversified opin- 
ions as to the outlook for the future, but 
a careful analysis seems to indicate a 
continuance of the progress that has been 
manifest for several years past. Perhaps 
next year, due to uncertainty surrounding 
political changes, may provide a psycho- 
logical effect on business in general. Con- 
sumption of goods in our line is not likely 
to fall off to any great extent. We see 
slow but steady improvement going on in 
foreign nations, practically all of which 
are showine signs of greater stabiliza- 
tion, and through this are affording in- 
creased outlets for the products that our 
manufacturers offer. 


Discontinuance Recommended 


In connection with this report on drug 
market and as chairman of that commit- 
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tee, I beg to suggest that these reports on 
drug market be discontinued as a time- 


taking and useless institution. It is a 
time-worn and honored custom of mak- 
ing these reports from year to year, but 
the character of the wholesale drug busi- 
ness having changed to such an extent 
that price changes, market tendency, etc., 
no longer have the same interest for the 
wholesale drug trade that they formerly 
held, and as the actual distribution of 
drugs and chemicals in bulk form is con- 
stantly diminishing and is being replaced 
by package goods and finished products, 


and in the distribution of which sales- 
manship and better selling methods are 
necessary, it would seem to me that the 
time could be more profitably spent in 
closer study and consideration of these 
features rather than in the consideration 
of market conditions themselves. I sug- 
gest this for the consideration of our 
Board of Control. 

Chairman Fox:—You have heard this 
report and in the past there has beon @ 
desire to discuss it Is there any one 
here who wishes to do so? Perhaps one 
of the wholesale druggists would like to 
discuss it. Mr. Moxley, you work hard, 
a’ways buying, perhaps you would like 


to ask some questions. 


Discussion by Mr. Moxley 


Mr. Moxley :—I don’t know much about 


the drug market. If I want to know 
about it, I normally turn to the report 
of the chairman of this committee to see 
what the tendency has been in the past 
year and I imagine a great many of our 
buyers at their desks during the course 
of the year refer, when they want sta- 
tistics and some data, to the printed re- 
port as given in our proceedings from 
this committee. It is generally my ob- 
servation that if any one disagrees with 


Charley Huisking in the drug market they 
are liable to be wrong. I note his rec- 
ommendation to abandon this committee, 
Coming from him, it is entitled to very 
serious consideration on the part of our 
board of control, but it just occurs to me, 
thinking as I talk, that perhaps this com- 
mittee work might be turned slightly and 
directed to a particular study of a par- 
ticular two or three items that represent 
considerable volume, with advice from the 
committee, with the history perhaps of 
the item through the year and the advice 
from the committee directed as to what 
is the best time of year for the druggist 
to lay in supplies of that item. I suspect 
Charley Huisking has some advice on that 
specific point. I would like to hear from 
him. addressing himself to that specific 
point in the preparation of some of the 
future reports. Sorry I can't add any- 
thing really constructive. 


Discussion by Mr. Huisking 


Cc. L. Huisking :—Answering Mr. Moxley 
on that point, I might say before making 
this suggestion I gave it consideration 
and naturally submitted it to the members 
of the committtee. That committee is 
composed of men actually in the whole- 
sale drug business, and the majority of 
them replied that they were heartily in 
sympathy with the suggestion itself. 

Another thing in connection with it is 
that these reports submitted from year 
to year really deal with the past and that 
brings it to the point raised by Mr. 
Moxley. There might possibly be some 
consideration given to different items. 
There again the question is whether these 
individual items are of sufficient im- 
portance to any one wholesale druggist or 
even to the jobbers as a body. If they 
have interests in market conditions them- 
selves, they get these reports on markets 
up to date, either issued by the brokers 
or the trade journals. I feel that in that 
way they can keep in better touch with the 
market. 


In making this suggestion that I did 
make, I did it merely in the interest of 
saving time. The jobber today is beset 
by so many problems that I think he 


needs here at these meetings all the time 
that possibly can be given to the consid- 
eration of reports that have more interest 
and are more far-reaching as far as the 
jobbers themselves are concerned. 


Chairman Fox :—Is there any other discussion desired on this report? 
The next report is that of the committee on trade-marks, which is submitted 
by E. E. Corbett. 
Secretary Newcomb:—Mr. Corbett has handed in his report. I move you it 
take the usual course and be read by title and referred to the board of control. 
Chairman Fox :—If there is no objection, it will be so ordered. 
(The report was as follows.) 
~ e “8 
Report of Committee on Trade Marks 
Although the submission year after be given the greatest possible value by 
year of the report of the committee on. the production of an article which, 
through quality, is capable of maintain- 


trade marks is ample proof of the value 
and importance attached to this phase of 


the work of our association, the question 
has occurred to your committee as to how 
many of our members have exhausted the 
trade mark possibilities of their business, 
and how many are able to correctly ap- 
praise how much their trade marks mean 
to them and how important they are, both 
as an asset and as a powerful selling 
force in their business. In this connec- 
tion it may, therefore, be not out of place 
to preface our annual report by a few 
remarks on the importance of trade 
marks in the drug industry. 
Manufacturers without trade marks 
open the door to illegitimate competition 
by wholesalers, jobbers and _ retailers, 
while manufacturers whose trade marks 
are well known are patronized and the 
consumer comes to know their products 
by the trade mark. Goods without a 
trade mark are to the purchaser some- 
what of a “trial order,” and the best 
way to secure permanent contracts for 
your product is to sell through and by a 
trade mark showing that your standard 
of quality will meet the expected re- 
quirements. Retailers are more favorably 
inclined toward the handling of goods 
which have become standardized, and the 
manufacturer can find no better way of 


bringing the quality of his products to 
the attention of the purchaser than by 
and through a distinctive trade mark. 


Thus it becomes necessary for a person, 
firm or corporation that is manufactur- 
ing vendible articles and who intends to 
continue such manufacture to adopt some 
good trade mark, which should thereafter 


ing the reputation of the manufacturer. 
It is necessary also to select such suit- 
able advertising mediums in the way of 
trade marks as will aid’ the manufacturer 
as well as appeal to the customer. The 
future success of your business is entirely 
dependent ‘upon results from the present 
methods you employ to bring your prod- 
uct to the attention of the buying public. 
If you are not getting results from your 


advertising the use of a trade mark in 
connection with the output and sale of 
your product will not only emphasize to 


the purchaser a standard of quality alone 
possessed by your particular goods, but 
will also educate the consuming public so 
that in the course of time, they will de- 
mand your article by calling for it under 
its trade name. The trade mark is thus 
given wide publicity and becomes one of 
the amazing selling aids to modern busi- 


ness. Use of a trade mark does away 
with the “hit-or-miss” style of putting 
your goods before the purchasing public. 
No company can well afford to bear for 
a long time the expense of an extensive 
advertising campaign unless there is cre- 
ated with the purchasing public an in- 


creasing demand for its particular prod- 
uct. If your article of manufacture pos- 
sesses merit, that merit causes the public 
to greet it favorably, and the favor cre- 
ates the demand which makes the market, 
the latter determining whether your prof- 
its are large or small. No better way ex- 
ists to create such a demand than by sell- 
ing your product through and by a regis- 
tered trade mark so that the necessity 
always exists that your particular goods 
will be identified and called for by rea- 
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The Product Behind 


the Institution 


EVERY Institution is based on some definite 
fact or need. Horlick’s Malted Milk is based 
on humanity’s need for a food embodying the 
essential nutritive elements of fresh, full-cream 
milk and malted grains. The Horlick institu- 
tion is based on the successful use of its 
product over the better part of half a century. 


A SLEND of HoRLICKS 
orginal macreo - 
Sweer cHoco* 
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The Institution 


Behind the Product 


AND the product itself — Horlick’s Malted 
Milk (natural or chocolate flavor) — owes its 
long continued leadership to the institution 
that produces it. Complete in every respect, 
the laboratories, malt houses and plants at 
lifetime’s 


Racine, Wisconsin, represent a 


patient effort. 


BUT the Horlick 


only the acres of laboratories, factory build- 
ings and dairies. 


institution involves not 


It involves a world-wide 
relationship with wholesalers, retailers, profes- 
sional people and consumers. Its foundation is 
the almost universal acceptance of Horlick’s 
Malted Milk as standard and leader in its 


class. 








OIL, PAINT AND 


BOUCHER 





DRUG REPORTER: MARKET AUTHORITY SINCE 1871 


CORKS 





Use BOUCHER Corks 
to Seal Their Products Safely 


MONG our customers you will find the names of many 
national advertisers like ZemMo. These different 
manufacturers of widely known products do not take 
chances when it comes to sealing their products safely. 
To make sure that the contents are protected they use 
the safest seal—a BoucHER Cork. 

BoucHeEr Corks come to you from Spain, home of cork, 
where they are made by our manufacturing associates, 
Manufacturas de Corcho, S. A. BoucHER Corks are ac- 
curately cut, smoothly tapered, and carefully graded. You 
are assured a guaranteed standard of quality in each grad- 
ing. Perhaps you, like other manufacturers, will find 
Boucuer Corks fit your requirements best. We shall 
welcome a request for more information and a copy of 
our latest Price List. 


BOUCHER Druggist Corks 











you on request. 
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Corks Are Safest — Boucher Corks Protect the Contents 


Non-Plus 4 ok 
Ultra XXX 
Quality Quality 


‘CORK IMPORT CORPORATION 


345-349 West 40th Street 
NEW YORK 





Your retail customers will readily appreciate the fine 
quality of BOUCHER Druggist Corks. They come 
packed in paper-lined bags of 500 corks, each bag 
plainly marked as to quality, size, and length 
We have a special Price List covering 

BOUCHER Druggist Corks which 
3 we shall be glad to send 
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of their the trade 


Protec- 


son 
mark 
tion of your trade mark used in connec- 


" association with 
which you place thereon. 


t.on with your display “ads” is thereby 
rendered necessary. In other words, you 
really buy a trade mark and use it on ac- 
count of the trade it brings in; as to the 
purchasing public, buying through a trade 
mark is just like buying a high standard 
of your product. 

Turning now to the record of the past 
year in this field, we find fresh evidences 
of the importance attached to trade marks 
by legislators, both here and abroad, in 
the fact that iin several foreign countries 
new laws have been enacted or are in 
prospect relating to trade marks, while 
in our own country renewed interest in 
this subject is being taken by manufac- 
turers and dealers, as well as by Con- 
gress. 


Domestic Legislation Proposed 


The 
to the 
session, 
was at 


situation in Congress with respect 
Vestal bill, intrdouced at the last 
remains substantially where it 

the time*of our last report. Sev- 
eral hearings were had on the bill, at 
which arguments were advanced by oppo- 
nents of the measure against certain of 
its provisions, some of which were later 
modified. Due, however, to pressure of 
more urgent matters, no decisive act:on 
was taken on the bill. This or a similar 
blil will undoubtedly be introduced at the 
next session of Congress, in December, 
1927, and we advise our members to care- 
fully study its provisions with a view to 





express.ng their opinions for or against 
the measure. 
The same holds true also of the so- 


called Capper-Kelly bill, introduced at the 
last Congress by the sponsors of a regu- 


lative price maintenance law, in which 
many members of this association are 
keenly interested. Inasmuch as the .n- 
terest of manufacturers of trade-marked 
goods in obtaining legislation whereby 
they may be protected from the ind.s- 


criminate and destructive price cutting of 
their products continues unabated, it is a 
foregone conclusion that a modified form 
of the Capper-Kelly bill will be again in- 


treduced this fail. In this connection it 
is interesting to note that the Federal 
Trade Commission has lately announced 
its intention of making a thorough inves- 
tigation of the subject of price mainte- 
nance, the reasons therefor, limitations 
and advantages, with a view to advising 
Congress in the matter. This move by 


the Federal Trade Commission, while it 
may possibly postpone somewhat the pas- 
sage of any law on the subject, will, when 
completed, undoubtedly insure thorough- 
going action by Congress in the interests 


of trade mark owners. 
Foreign Legislation Enacted 
In several foreign countries dur-ng the 


past year changes have been made in the 
trade mark and related statutes, some of 
which are of special interest to American 
exporters. 

Of particular importance to our Mem- 
bers is the government regulation relating 
to pharmaceutical specialties recently an- 
nounced in Colombia. Beginning with 
December 31, 1927; the sale of all phar- 
maceutical products is prohibited without 
a license from the national pharmaceuti- 
cal commission. With regard to foreign 
manufacturers, however, this regulation 


does not become operative until July 1, 
1928. Colombian custom-house officers, 
postmasters and other officials are re- 


quired to prevent the introduction of un- 
licensed products into the country. All 
licensed products must bear on their con- 
tainers a notice displaying the number 
of the license and bearing the prescribed 
wording in Spanish. Somewhat heavy 
penalties are prescribed for introducing 
pharmaceutical products without a license, 
the penalties running from $50 to $80 for 


each infraction, together with the con- 
fiscation of the goods. Licenses may be 
obtained by the -producer, direct or 
through an agent provided with a power 
of attorney, by submitting two samples 
of each product with its formula, uses, 
doses, etc. Exporting members con- 


cerned should take prompt steps to comply 
with the new regulation. 





As stated in our report of that year, 
trade mark registrations are being made 
undér the new Chinese trade mark law 
of 1923. Since that date the Chinese 
authorities have granted several periods 
of delay for the benefit of foreign trade 
mark owners in which to register under 
the law marks which were before on file 
in the custom house in Shanghai or 
Tientsin. The period under which such 
registrations can be made expired on 
June 30, 1927, no further extension priv- 
ileges being allowed. Thus, although 
marks newly used in China can, it is 
understood, be still registered under the 
new iaw marks, already in use there, 
at the time of its promulgation and not 
since registered, must depend for their 


protection on the extra territoriality laws 
and treaties between China and _ the 
Treaty Powers. The Chinese situation 
has been further complicated by the re- 
cent civil war, due to which the nation- 
alist government at Canton has decreed 
a law providing for the separate registra- 
tion of trade marks used in Canton and 
the Kwangtung Province only. 


On May 27, 1927, the Irish Free State 
passed a law providing for the registra- 
tion of designs and trade marks, which 
in its general provisions resembles the 
various British trade mark acts. Of par- 
ticular importance to American trade 
mark owners is the fact that the Irish 
Free State, like the United States, is a 
member of the international convention, 
which permits a delay of four months 
from the date of filing in the home 
country in which to file an application 
in the Free State. The law becomes ef- 
fective on October 1, 1927. 

More important commercially is the 
new merchandise marks act that became 
operative in Great Britain on June 15, 
last. 

It is reported that the new 
ments are being enforced with increased 
strictness, several recent shipments of 
American goods having been held by the 
customs Officials, due to the failure of the 
shippers to affix the mark of origin, which 
all trade marked goods exported to the 
United Kingdom should bear. 

A new Mexican law, effective January 
1, 1927, requires the payment of a tax 
on all patent medicines, preparations and 


require- 


IN CHEMICALS, DYESTUFFS, 








DRUGS, PAINTS, OILS, FERTILIZERS 


toilet and beautifying articles, the term 


preparation meaning ‘every chemical 
product, natural drug or pharmaceutical 
formula, having a _ scientific or special 


name to distinguish it, and which is pro- 
tected by a trade name or trade mark.” 
The tax is five cents for each 100 to 500 
srams of weight, varying with the prod- 
uct. Substantial 


Su ; fines are provided for 
each infraction of the law. 
New trade mark statutes or amend- 


ments to existing laws are reported also 
from the Philippines, Portugal, Nicaragua, 
Salvador, Turkey and Uruguay. Of these 
perhaps the most important to our mem- 
bers is the new law in the Philippines. 
Under the former statute, right to the 
use of a mark in the Islands was gained 


through prior use, registration being 
merely declarative of such right. The 
new law, however, makes registration 
absolutely essential to protection and 


provides that no suit for infringement 
shall be maintained unless the mark shall 
first have been registered under the law. 
Whether this provision disregarding as 
it does the common law relating to trade 
marks in force in the United States, will 
be upheld by the courts, may be ques- 
tioned. It is advisabie, nevertheless, to 
register any+ marks used in the Philip- 
pines under the new law, as this seems 
to be at present the surest safeguard. 


Pan-American Conventions 


n our last report, we_ stated 
owing to failure of a sufficient number 
otf tne signatory states to ratify the 
Santiago Trade Mark Convention of 1923, 
the Buenos Aires convention of 1910 was 
continued in force. 


Although efforts have been made during 
the past year in official circles to secure 
additional ratifications of the former con- 
vention, thus far only Brazil, Cuba, the 
Dominican Republic, Guatemala, Haiti, 
Paraguay and the United States have 
ratified—less than the one-third, required 
to make it effective. Registrations are 
still being made in the northern group 
through the Havana Bureau, although it 
is by many considered safer to register 
trade marks separately in the several 
countries of the group. 


In that, 





Important Decisions 


_ Of considerable Importance is the deci- 
sion of the United States Supreme Court 


in the case of Beech-Nut Packing Com- 
pany Vv. P. Lorillard Company, concern- 
ing the right to the use of the word 


“Beechnut.” This mark was first used by 
the plaintiff during or shortly before the 
year 1900 to distinguish its ham and 
bacon, its use being later extended to a 
large variety of other food products, on 


which it was featured in the slogan 
*Beech-Nut Quality.” At about the same 
time defendant’s assignor began to use 
the word “Beechnut” in Kentucky as a 
trade-mark for chewing tobacco, but the 


demand for this brand had by 1910 dwin- 
dled to such an extent that the mark 
was left dormant till after the business 
of defendant’s predecessor was taken over 
by the Lorillard company in 1911. Later 
(in 1915) defendant, on casting about for 
a good name for a new brand of chewing 
tobacco, decided upon “Beechnut,” and 
the tobacco so designated won a wide and 
enviable reputation. Six years later plain- 
tiff brought suit for infringement of its 
registered trade-mark and for unfair 
competition, basing its action largely on 
the ground that the Lorillard company, 
by non-use of the mark for six years, had 
virtually abandoned it The courts, how- 
ever, held otherwise. The Supreme Court, 
in affirming the decision of two lower 
courts, said that “the act that the good 
will once associated with a mark has van- 
ished does not end at once the preferen- 
tial right of the proprietor to try it again 
upon goods of the same class.” Unfor- 
tunately, the court expressed no opinion 
on the larger question of whether, even 
though no right had been lost by aban- 
donment, the trade repute gained by ex- 
tensive advertising of plaintiff's ‘‘Beech- 
Nut” food products did not, nevertheless, 
justify an injunction against a less widely 
known use on a product like chewing 
tobacco. 

The case of Oakland Chemical 
pany v. The Peroxogen Company of 
America, decided on May 14, 1927, by the 
United States District Court for the 
Southern District of New York, is fur- 
ther proof of the unwisdom of choosing 
descriptive words as trade-marks. The 
plaintiff had for many years put out 
peroxide of hydrogen under the name 
“Dioxogen,”” and had spent more than a 
million dollars in advertising trade-mark 
and product. The defendant. a recent 
entrant into the drug field, adopted as a 
trade-mark for the same article the word 
“Peroxogen.” Although the rival prepa- 
rations were not sold in similar contain- 
ers, the court found the plaintiff entitled 
to relief on the question of unfair trade, 
due to the similarity in trade-marks. 
However, on the charge of infringement, 
notwithstanding such similarity, no re- 
lief could be granted, inasmuch as plain- 
tiff’s mark “Dioxogen" was clearly ae- 
scriptive of a preparation composed of 
two atoms of oxygen and two of hydrogen 
(He O, 12v.), and therefore not a valid 


Com- 


trade-mark, a mere misspelling of a de- 
scriptive term not making it a technical 
trade-mark. The complaint was, accord- 


ingly dismissed. 

The question whether a cartoonist can 
control the use as a trade-mark the copy- 
righted name of a newspaper character, 
as against its prior use by another, re- 
ceived an affirmative answer in the de- 
cision of the Circuit Court of Cook 
County, Illinois, in the case of Curtiss 
Candy Company v. Charles W. Cannar, 
et al., decided Apri! 8, 1927. 

The defendants and their predecessors 
in business were the first to adopt and 
use the word “‘Skeezix” and the picture of 
a child, as a trade-mark for candy, the 
name and picture having been taken from 


a cartoon-strip appearing in a Chicago 
newspaper, the work of one Frank O. 
King. Some time after the adoption of 


the Skeezix mark by the defendants, King 
gave his consent to the use of the mark 
by the plaintiff company on candy, which 
was widely sold throughout the United 
States under the mark. 

In due course, the plaintiff filed suit 
against the defendants for an injunction 


on the ground that it alone was author- 
ized to use the word “Skeezix”’ as a trade- 
mark for candy. This view was adopted 
by the court, which held that it was not 
lawful for the defendants to adopt the 
trade-mark at that time, because the use 
thereof had been granted the complain- 
ant by Cartoonist King, its sole owner. 

It will be noted that this decision is at 
variance with the common law principle 
of trade-mark ownership, which grants 
the right of use to the first user; and it 
is doubtful whether it would be upheld 
by_a Federal court if appealed. 

The growing emphasis that is being laid 
upon psychology in determining the ques- 
tion of trade-mark infringement was 
shown in a recent patent office case, 
wherein the Standard Oil company, owner 
of the trade-mark “Red Hat” for motor 
oils, opposed the registration of the words 
“Red Crown” on similar goods. A fea- 
ture of the hearing was the testimony 
given by Edward Robinson, professor of 
psychology in the University of Chicago, 
said testimony consisting of the results 
of several experiments with students made 
Fox :—The report 


Chairman next 


J. M. Penland, 
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to ascertain the degree of resemblance 
between the two trade-marks concerned, 
and others, as viewed respectively by pur- 
chasers and non-purchasers of motor oil. 
The case was first brought before the 
Examiner of Interferences, who held with 
the opposer that the “Red Crown” mark 
was confusingly similar to the words 
“Red Hat.” Oy appeal to the Assistant 
Commissioner of Patents, however, this 
decision was reversed, on the ground that, 
since red was a color commonty used on 
gasoline containers and accessories, the 
average purchaser of oil would readily 
distinguish between the two marks. The 
assistant commissioner, nevertheless, gave 
due weight to the psychological experi- 
ments, which, it is reasonable to predict, 
will in the future play a still more im- 
portant part in deciding questions of 
trade-mark infringement. 

As in former years, your committee is 
indebted to Arthur Wm. Barber, secre- 
tary of the United States Trade-Mark As- 
sociation, for his assistance in preparing 
this report. 
committee local associations, 


is the on 


Secretary Newcomb:—Mr. Penland has requested me to read his report, which 


is brief, and as follows :— 


Report of Committee 


Your chairman visited a number of the 
local associations during the past year. 
He has to report that these groups of 
wholesalers in different sections of the 
country are, for the most part, doing 


J. M. Penland 


Chairman on Local Associations 


good, constructive work on the local prob- 





on Local Associations 


The intensity of competition in certain 
sections has given rise to some discussion 


abovt discontinuing the _ clubs. More 
thoughtful deliberation in each instance, 


however, has resulted in every club being 


maintained. In fact, discussions along 
this line tend to make all realize that 
wholesalers in different sections would 
be worse off without these clubs than 
fhey are at the present time. Improve- 
ment can only come through close co- 
operation and working with each other. 
The local clubs, while in no way con- 
nected with the N. W. D. A., have been 


actively at work during the past year in 
carrying out studies which will assist the 
N. W. D. A. in its national program. The 
clubs afford a means of developing a uni- 
form consensus of opinion in the dif- 
ferent districts relative to sound eco- 
nomics and fair trade practice. Reports 
to the N. W. D. A. from different sections 
on these fundamentals will enable us to 
outline sound policies and distribute same 
to all. Individuals may then study these 
in order to determine whether or not they 
desire to make any changes in the present 
methods of operating their houses. 

The local clubs have been active in 
supporting the Druggists’ Research Bu- 
reau and they are at work producing 
splendid results along this line. 

Proper publicity on the_ services of 
wholesale druggists and also publicity 
for the retail pharmacist has been given 
consideration by the clubs during the 
past year. In the Southeast, Southwest, 
Northwest and Northeast, wholesalers are 


engaged in co-operative advertising in 
drug journals reaching retailers. In the 


Central West and Texas, wholesalers are 
co-operating with retailers in the presen- 


tation of publicity on pharmacy to the 
public. ‘ 
In closing, the thought is expressed 





that local groups of wholesalers are grad- 


ually developing lines of activity which 
will cause them to be of greater value 
to individual members, to the .wholesale 


drug trade in its entirety, and to retailers 


iems in the different districts. as well as manufacturers. 

Secretary Newcomb :—I move this be referred to the board of control, whieh 
is the usual procedure. 

Chairman Fox :—If there is no objection, it will be so ordered. 

The next committee is the committee on memorials of deceased members, 
Harry J. Schnell, chairman. 


Secretary Newcomb :—Mr. Schnell is 





so busily engaged serving as chairman of 


the committee on arrangements that he has asked me to present this report in 
the usual manner in which it is handled, which is to present it by title and to 
ask that all members in attendance stand for a moment in silence in memory ef 
those who have passed beyond during the year. 
(The audience arose and stood in silence a moment.) 
(The report was as follows.) 
R fC i N ials of 
> 
eport oO ommiuttee on | femoria S$ O 
Deceased Members 
Long years ago the poet Bryant pointed attempted to give only a few of the out- 
out that the accusers of death were the standing facts about the departed mem- 
living who had never felt his power and bers, and has arranged these sketches 
knew him not, while no upbraiding came in the order of the passing of these sub- 
from those who had been dismissed in jects:— 
peace, whose fetters had been removed 


and whose prison cells and been unbarred 
by death’s kind hand. We who gather 
at these meetings year after year are 
disposed to feel that it is tragic that this 
committee is never without material for 
a report. We have no means of knowing 
how those who have flown away from all 


earthly pains and cares would express 
themselves if they could speak. 
As we increase in years we grow more 


philosophical toward the inevitable. Many 
of us have seen the founders of our asso- 
ciation pass away and witnessed the 
progressive thinning of the ranks of their 


immediate successors, and perhaps are 
disposed to feel that not entirely unkind 
is the fate of those for whose memories 
we set aside this solemn hour at each of 
our meetings. We may even say with 
Henry Head: 

That valient spirit has not passed away, 

But lives and grows 
Within us, as a penetrating ray 


Of sunshine on a crystal surface glows 
With many-hued refraction. He has fied 
Into the unknown silence of the night, 
But cannot die until human hearts are dead. 


During the past twelve months our 
ranks have been depleted by twenty-two 
deaths. Of the deceased nine were in the 


active class, while thirteen were associate 
members. It is a beautiful thing to know 
that their good deeds live on in the mem- 
ories of those who knew and loved them, 
and it is even of more importance that 
we carry on our association’s good work 
in which they were so recently active to 
the end that we may pass on to our suc- 
cessors an organization as helpful and as 
worthy of support as it was when it came 
into our hands. 


In its endeavor to keep its report within 
bounds your 


reasonable committee has 


Frederic G. Achelis 


American Hard Rubber Company, 
New York 
1885-1926 
Frederic G. Achelis, who succeeded his 
father, the late Fritz Achelis, as president 
of the American Hard Rubber Company 
upon the death of the older man in 1924, 
died at his home at Greenwich, Conn., 
September 18, 1926. He was only forty- 
one years of age, having been born in 
Brooklyn, March 14, 1885. After his early 


schooling he attended Yale University, 
by which he was graduated in the class 
of ‘07. 

Almost immediately after finishing his 
college course Mr. Achelis entered the 
employ of the American Hard Rubber 
Company and spent much of his time 
studying the technical phases of hard 
rubber manufacture ar industrial man- 
agement. Through his’ early efforts a 


complete reorganization of the business 
was brought about. Soon he became as- 
sistant secretary and a director of the 
company, which he served as general 
manager from 1918 to 1925. 

Many of the progressive policies adopted 
by the company during the past fifteen 
years were the direct result of Mr. 
Achelis’s plans and management. Notable 
among these were the adoption of a gen- 
eral trade mark followed by extensive 
advertising for the company’s hard rub- 
ber combs. Mr. Achelis was a close 
student of the economic side of business 
and devoted his abilities and experience 





to the hard rubber business exclusive of 
any outside interests. 
The deceased was married in 19138 to 


Miss Helen Bruff, who survives him with 
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The Bottle is an Important Factor in Sales 


HE appearance of your bottles 
is a paramount factor in sales. 


Your product is good, but if it is 
not contained in an attractive, spark- 
ling, eye-pleasing bottle, sales will 
be affected. Today—the recognized 
standard of high quality in bottles 
is Owens—it is to your advantage 
to use them. 


THE Owens BotrrLeE CoMPpANY—TOLEDO 


Owens Bottles 


Owens Machine Made -by Owens 









What a small word for the important duty it is expected to perform. Have you ever stopped to consider that while 
this article may be the smallest item of your purchases, it is perhaps the most important ? When you have the liquid 
contents put in your bottles or containers, are you satisfied that the job is done before you have sealed it or are you 
careful enough to realize that the smallest but probably the most important feature of your product may lose its value 
to the buyer or consumer if not “‘ corked properly’? To do this you must have good corks, not the hard or wormy 
kind that will allow evaporation and break the first time they are uncorked. 


We are large manufacturers and can give you the quality of corks that will satisfy your customers instead of 
arousing their anger. In other words, we are in business to give you the service that you should render your trade if 
you want their continued patronage, therefore you want a stopper to protect the contents of your product. 


Do you realize that no matter how exactly your bottles are made, there is always some difference between one and 
the other ? It may only be one-thousandth of an inch or it may be one-sixteenth. (You can convince yourself of this 
by getting a dozen bottles taken at random and trying one cork on all the bottles and noting how easily the cork will 
go into some bottles while it will not go in nearly as much in others). The only way you can overcome this variation 
of bottles is by having a cork that has the elastic qualities to adapt itself to the neck of the bottle and make up for 
the variation. (Just as a good man will adapt himself to his job). 


We have had 18 years of progressive manufacturing experience, during which time we were obliged to make 5 moves 
through lack of space. 


We have now finally located our plant in Morristown, N. J. where we have unlimited space, railroad siding, up-to- 
date buildings and are prepared to handle more business than ever before. 


We have accomplished this only because it has been our policy to give our customers low prices, better qualities and 
prompt service. Therefore, if you use Corks for any purpose, don’t forget to: 


“GET OUR QUOTATION BEFORE PLACING YOUR ORDER’ 


INDEPENDENT CORK CO. Inc., Morristown, N.J. 


OIL, PAINT AND DRUG REPORTER: MARKET AUTHORITY SINCE 1871 


IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


three children, Audrey, Frederic and Ger- 
trude Achelis. 


Lawrence F. Eberbach 


Fort Wayne Drug Company, Fort Wayne, 


Ind. 
1881-1926 
Lawrence Frederick Eberbach, secre- 
tary of the Fort Wayne Drug Company, 
of Fort Wayne, Ind., died September 24, 


1926, at his home in that city, aged 
forty-five. 
Our deceased member was born at 


Washington, PD. C., April 18, 1881, the 
son of Mr. and Mrs. Zachary Eberbach. 
He was a graduate of the Central High 
School at Washington. In 1912 he re- 
moved to Fort Wayne, and early in 19138 


associated himself with the Fort Wayne 
Drug Company in the capacity of man- 
ager of the druggists’ sundries depart- 
ment. He manifested unusual sales 
ability in this work and built a large 


business. In 1918 he was 
secretary of the 
capacity 


volume of new 
elected a director and 
company, and served in this 
until his death. 

Mr. Eberbach was also secretary of the 
Fort Wayne and Decatur Traction Com- 
pany and a director in the. Fort Wayne 
Engineering and Manufacturing Company, 
and a charter member of the Potomac 
Canoe Club and Orchard Ridge Golf Club. 
He was active in advancing the cause of 
music, and was a great lover of good 
books. He was an official member of the 
Trinity English Lutheran Church, and 
was also a member of the Young Men's 
Christian Association, the Rotary Club, 
and the Fortnightly Club. 

In 1911 Mr. Eberbach married Miss 
Esther Paul, who survives him with two 
children, Charlotte and Lawrence. 


George Merck 
Merck & Co., New York 
1867 - 1926 
George Merck, a direct descendant of 
the E. Merck whose chemical works at 
Darmstadt date their origin back to 1668, 
died at his home in West Orange, i 
October 21, at the age of fifty-nine years. 


Mr. Merck was porn at Darmstadt, 
Germany, August 15, 1867, the son of 
Wilhelm Merck. Before coming to this 


country he had been engaged in the home 
office of his father’s house, as well as in 
its London branch. That house then had 
an agency in New York, to take charge 
of which Mr. Merck reached this country 
in 1891. vater the agency was succeeded 
by the independent house of Merck & Co., 
which was incorporated in 1901 with its 
founder, the deceased, as president. He 
remained at its head until 1925, when ill 
health caused him to turn over to his son, 
George W. Merck, the presidency of the 
company, while he became chairman of 
its board of directors. He then sought 
relaxation on his New Jersey farm. | 

On the death of their former president 
the staff of Merck & Co. issued an an- 
nouncement in which they said:—‘‘We, 
who have been associated with him, know 
that in his death there has passed away 
a true and. loyal friend and wise coun- 
sellor, a nfan with the finest sense of 
honor and high ideals, whose memory 
will be cherished by all who knew him.” 

Mr. Merck married Friedericke Schenck, 
of Antwerp. She survives. with the son 
mentioned and four daughters, namely, 
Mrs. Snowden Henry, of Philadelphia; 
Mr. George W. Perkins, of Riverdale, 
N. Y¥.: Mrs. Henry Wheeler, Jr., of Man- 
chester, N. H., and Miss Magda Merck, 
of Liewellyn Park, West Orange, N. J. 


George B. Hubbard 


Charles Hubbard, Son & Co., Syracuse, 
Ms Os 
1858-1926 

George Bradley Hubbard, sole owner of 
the business at Syracuse. N. Y., conducted 
under the name of Charles Hubbar1, Son 
& Co., died at the Syracuse Memorial 
Hospital. October 31, 1926, at the age of 
sixty-eight years. im 

Mr. Hubbard was born at Phoenix, N. 
Y., in May, 1858. one of four children of 
Daniel and Harriet Hubbard. He attended 
the public school at his native town, and 
when a boy went to Syracuse and began 
to work in the wholesale drug house ol 
Moore & Hubbard This business had 
been founded by Jerome B. Moore. In 
1874 Charles Hubbard, who had been in 
the retail] drug business at Syracuse with 
his brother, J. B., bought a half interest 
in it. In 1886 Moore & Hubbard opened 
a branch at Buffalo, which in 1897 was 
consolidated with the Syracuse store. Mr. 
Moore having died in 1891, Charles Hub- 
bard. Son & Co. became sole owners of 
the business through purchase. On the 
death of Charles Hubbard, Charles Henry 
Hubbard, his son, and George B. Hub- 
bard, his cousin, became owners of the 
business. Charles Henry Hubbard died in 
1907, since which time the subject of the 
present sketch had conducted the busi- 
ness as sole owner. 


Mr. Hubbard never married, but ex- 
tended ‘to various charities the help that 
naturally would have gone to his chil- 
dren. He never lost his love for his na- 
tive town, which was often the beneficiary 
of his kindness. In his will Mr. Hubbard 
made it easy for some of his older em- 
ployes to acquire his business. He was 
a member of the Onondaga Golf and 
Country Club, the Bellevue Country Club 
and the Citizens’ Club, all of Syracuse, 
and of the New York Drug and Chemical 
Club. His nearest surviving relatives are 
cousins. 


J. W. Graves 
Houston Drug Company, Houston, Texas 
1856-1926 


J. W. Graves. who for more than thirty 
years had been associated with the Hous- 
ton Drug Company, of Houston, Texas, 
latterly as one of its vice-presidents, died 
November 1, 1926. at the age of three 
score years and ten. 

Mr. Graves was born at 
Tenn., June 11, 1856 
father, Rev. H. A. 
the early days. 
business at 


Spring Hill, 
and went with his 
Graves, te Texas, in 
He was in the retail drug 
Seguin for many years, but 


finally left it because he thought the long 
hours of confinement were inimical to his 
health. 


While not a college man, Mr. Graves 
Was well educated. He inherited a taste 
for the finer things in life, and his early 
home training developed his inheritance 
until he became a writer of more than 
local fame and a man who, whatever his 
contacts, was rated as a gentleman and 
a scholar. 

In speaking of Mr. Graves’ life one who 
had made a study of it said:—*‘There was 
about him that quietness and beautiful 
calm belong.ng to those rare natures 
which have found the meaning of life and 
are not afraid. He impressed one with 
the thought that he was in touch with 
the infin.te.”’ 


In 1882 Mr. Graves married Miss Mary 
Frances Ireland, daughter of Hon. John 
Ireland, at one time governor of Texas, 
who preceded him to the beyond. 


August M. Sartorius 
Reed & Carnrick, Jersey City, N. J. 
1888 - 1926 


Dr. August Matern Sartorius, president 
of Reed & Carnrick, Jersey City, N. J., 
died at the early age of thirty-eight years 
November 2, 1926. He was one of the 
medical officers in the front line trenches 
in France in the spring of 1918, and the 
hardships and exposure he underwent 
during the heavy fighting of that cam- 
paign materially weakened him, and his 
early demise is directly traceable to an 
iliness contracted at that time. 

Dr. Sartorius was born in Brooklyn, 
the second son of Mr. and Mrs. Otto Sar- 
tor.us, June 11, 1888. After attending 
the Polytechnic Preparatory School he 
took his.degree as Bachelor of Science in 
Chemistry with honors from the Brook- 
lyn Polytechnic Institute in 1908, and 
was graduated in medicine by Yale Uni- 
versity at the head of the class of ‘12. 
After studying abroad a year he entered 
the laboratories of Reed & Carnrick, in 
which house his father was financially 
interested. He soon became vice-president 
of the company, and in 1915 president. 
From that year, with the exception of his 
twenty months in the army, he gave his 
time uninterruptedly to the business of 
his house. 


The deceased was not only a brilliant 
student but an indefatigable worker, for 
whom glandular therapy had a distinct 
appeal. He also was a man of remarkable 
business acumen. He was a fellow of the 
New York Academy of Medicine, and a 
member of Phi Kappa Psi and Alpha 
Kappa Kappa fraternities, and many pro- 
fessional and social organizations. 

Shortly before sailing for France to 
take part in the World War Dr. Sartorius 
was marred to Miss Jessie R. Hopkins, 
daughter of Jesse L. Hopkins, a member 


of our . association. She survives him. 
with one daughter and two sons. His 


parents and two brothers, Otto W. and 
Herman U. Sartorius, also survive. 


Samuel E. Strong 


Strong, Cobb & Co., Cleveland, Ohio 


1866 - 1926 
Samuel E. Strong, of Strong, Cobb & 
Co., Cleveland, Ohio, died Decmeber 5, 


1926. at his home in that city. He was 
apparently in good health the day before. 
The deceased was sixty years old. 

Mr. Strong was born at Cleveland No- 
vember 2, 1866, and after completing his 
education at Andover Academy joined the 
firm which had been founded by his 
father, Samuel M. Strong, in 1858. He 
was prominent in the councils of our as- 
sociation and had served us as treasurer 
from 1898 to 1916, his father having filled 
that office from the time of the organiza- 
tion of our body in 1876 until h.is death 
in 1895, and his brother, E. L. Strong, 
from 1895 to 1898. It will thus be seen 
that the Strong family held this impor- 
tant office in our association for thirty- 
nine years. 

He was a director of the Dow Chem- 
ical Company and the Union Trust Com- 
pany and a member of the Hermit, Mid- 
Day, Union and Chagrin Valley Hynt 
clubs. Mrs. Strong, who was Mrs. Ruth 
Strong McMillan, survives, as does a sis- 
ter, Mrs. Louise Strong Brown, and a 
brother, Edwin Lee Strong. 


Benjamin Franklin Fritts 


Fritts & Wiehl Company, 


Tenn. 
1855-1926 

senjamin Franklin Fritts, president of 
the Fritts & Wiehl Company, Nashville, 
Tenn., died at his home in that city De- 
cember 10, 1926, after having been a 
semi-invalid for about four years. For 
a long time he was one of the most force- 
ful and outstanding business men’ of 
Chattanooga. Starting in the oil busi- 
ness in 1882, he became associated with 
the late F. F. Wiehl in 1883, and founded 
and developed the business of Fritts & 
Wiehl, now the Fritts & Wiehl Company, 
which for more than forty years was one 
of the best known wholesale drug houses 
in eastern Tennessee. 

Mr. Fritts was born at Kingston, Tenn., 
March 10, 1855, and so was seventy-two 
years of age at the time of his demise. 
Most of his business life had been spent 
at Chattanooga, where he was prominent 
in civic and religious as well as in busi- 
ness circles. For thirty-five years he was 
a member and much of the time chairman 
of the board of stewards of the Centenary 
Methodist Episcopal Church, South, and 
one of the most earnest and effective sup- 
porters of all the benevolent work of that 
church. He earried his.moral and religious 
principles into his business, and refused 
to handle a number of articles often car- 
ried by such houses as his because he 
considered them not conducive to the 
moral welfare of the people. 

In 1887 Mr. Fritts married Miss Inez 
King, whose father, John King, was one 
of Chattanooga’s pioneers. She survives, 
with their two sons, King C. Fritts and 
William F. Fritts. One son, Frank Shan- 
non Fritts, died in infancy, and another, 
Fred Wiehl Fritts, became a captain in 
the World War and died at Brest, France, 
in October, 1918. 


Chattanooga, 


Paul Plessner 


The Paul Plessner Company, 
Detroit, Mich. 


1848 - 1926 


Dr. Paul Plessner, founder and presi- 
dent of the Paul Plessner Compahy, De- 
troit, died December 14, 1926, at his home 
in that city, at the age of seventy-eight 
years, 

Dr. Plessner was born at Stettin, Ger- 
many, April 14, 1848, and was brought to 
this country when an infant by his 
parents, who settled at Saginaw, Mich. 
Here the father practiced medicine, and 
the lad grew up and attended public 
school. He also went to school at Toledo, 
ind was graduated by Columbia Uni- 
versity in 1868. He then took a medical 
course at the University of Michigan and 
received his diploma as a physician. 

In 1876 the young doctor went to De- 
troit, where he did chemical work for 
Farrand, Williams & Co. Then years 
later he relinquished this. work to become 
vice-president of the Trommer Company, 
of Fremont, Ohio. In 1908 he accepted 
the presidency of‘ the “Marcey Company, 
ot Boston, but in two years returned to 
Detroit to organize the Paul Plessner 
Company. 

Dr. Plessner was a Mason of high de- 
gree .and a member of the Protestant 
Episcopal Church. In a quiet way he 
did many charitable deeds. Surviving 
him are his widow, Mrs. Marion Zoeller 
Plessner; a son and a daughter, Norman 
C. Plessner, of Detroit, and Mrs. E. E. 
Clark, of Kansas City; two brothers, 
Walter Plessner, of Toledo, and Fred 
Plessner, of Philadelphia; three sisters, 
Mrs. Bertha Voepel, of Sebewaing, Mich. ; 
Mrs. Emma Zoeller, of Detroit, and Miss 
Julia Plessner, of Toledo, and two grand- 


children, Edgar E. Clark and Violet L. 
Clark. 


Dr. Rudolph Schiffmann 


R. Schiffmann Company, 
Los Angeles, Cal. 


1845-1926 


One of the oldest members of our as- 
sociation passed away December 23, 1926, 
when Dr. Rudolph Schiffmann, president 
of the R. Schiffmann Company, of Los 
Angeles, Cal., died. He was born at St. 
Louis, Mo., August 1, 1845, and joined our 
organization in 1879, when it was still 
known as the Western Wholesale Drug- 
gists’ Association. Notwithstanding his 
eighty-one years of age, he was robust 
in health and active in business until his 
fatal sickness. His parents, John and 
Matilda Schiffmann, came to this country 
from Durkheim, Germany, in 1839, and 
the father was one of the leading mer- 
chants of St. Louis in the early days. 


Dr. Schiffmann’s professional education, 
begun in 1859 at the St. Louis Medical 
College, was interrupted by the Civil War. 
in which he became a hospital steward 
on the Union side. In an engagement the 
regimental surgeon was killed and the 
young medical student for forty-eight 
hours carried on the duties of that office, 
performing major surgical operations with 
the confidence of a veteran. This gained 
for him a commission as first lieutenant 
in the regular army. After the war he 
went back to St. Louis and received his 
diploma. 

A full account of the life of Dr. Schiff- 
mann would read like a romance. He 
was in several Indian battles and many 
times came near losing his scalp. Tiring 
of army life, he resigned from the army 
and moved to St. Paul, Minn., where he 
practiced medicine and in 1877 put on the 
market one of his specialties which his 
company continues to market. 


In St. Paul Dr. Schiffmann, although 
he did not seek political honors, was a 
presidential elector, a member of the 
board of education, a park commissioner, 
an alderman and a member of the upper 
branch of the city council. He refused 
a nomination for Congress, which would 
have been equivalent to election, and sev- 
eral times received the complimentary 
vote of the minority party in the Minne- 
sota Legislature for United States sen- 
ator. 


In 1905 Dr. Schiffmann moved to Cali- 
fornia, where he owned a beautiful estate 
on which he raised a profusion of rare 
flowers. He was a most charitable man, 
having started many settlers on his Cali- 
fornia properties by selling them land for 
a small payment down, and then supply- 
ing them with houses and live stock. Dr. 
Schiffmann was a great traveler, having 
circumnavigated the globe three times. 

Surviving our deceased member are his 
widow, who was Miss Isabella Johnson, 
of St. Louis; two sons, Rudolph J., who 
succeeded him as president of the com- 
pany, and Fred C., the company’s secre- 
tary and treasurer; two daughters, Mrs. 
J. A. MacLeod and Mrs. H. C. Hagerty, 
of Pasadena, Cal., and eleven grand- 
children. 


Lester A. Cobb 


Strong, Cobb & Co., Cleveland, Ohio 
1850-1926 
Lester A. Cobb, whose_ father, Ahira 
Cobb, was instrumental in changing the 


name of the old wholesale drug house of 
Strong & Armstrong to Strong, Cobb & 


Co., died at Cleveland, December 26, 1926, 
He was seventy-six years old. Ahira 


Cobb was a western pioneer from Con- 
necticut and conducted a grist mill at 
Birmingham, Ohio, where. the subject of 
this sketch was born February 22, 1850. 
The father moved to Cleveland when the 
lad, whom he took with him, was only 
eight years of age. The family lived on 
a farm at what is now Euclid Avenue 
and East Sixty-third Street, and the son 
went through school and was graduated 
by Western Reserve College at Hudson 
in 1868. The father bought an interest 
in the business of Strong & Armstrong 
and the son went into that business. It 
was then that the style of the firm 
changed. The subject of this sketch re- 
mained actively associated with the house 
until his death. His father died in 1882. 


Mr. Cobb was fond of young people and 
refused to grow old. He liked to go to 
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places of amusement that appealed to 
his young friends. His cheerful outlook 
on life, walking and abstemious living 
combined to keep him in good physical 
condition until a sudden heart attack car- 
ried him off. He was a member of the 
Roadside, Union and Country clubs and 
of the Cleveland Chamber of Commerce, 


Mr Cobb married Miss Anna Norton, 
of Cleveland. She died ten years ago. 
It was this committee’s sad duty to bring 
in a memorial to his son, Lester Norton 
Cobb, at our 1917 meeting. The surviving 
children are Mrs. Benedict Crowell, Mrs. 
Bascom Little and Richard H. Cobb. 


Ellsworth L. Olcott 


Kiefer-Stewart Company, 
Indianapolis, Ind 


1855 - 1927 


_ Ellsworth L. Olcott, a director of the 
Kiefer-Stewart Company, of Indianapolis, 
Ind., died January 1, 1927, of apoplexy. 
Before leaving his office on New Year’s 
eve he wished his business associates a 
happy New Year and remarked that he 
himself expected to enjoy many more. 


Mr. Olcott was porn near Aurora, Ind., 
June 10, 1855, so was in his seventy- 
second year at the time of his demise. 
As a youth he attended the public schools, 
and after completing the course in high 
school attended old Asbury College, now 
De Pauw University. Upon leaving col- 
lege, Mr. Olcott went to Indianapolis in 
1878 and for several years was connected 
with Eli Lilly & Co. Later he traveled 
for the Daniel Stewart Company for a 
while, after which he was made buyer of 
proprietaries for and secretary of that 
company. When theh Stewart and Kiefer 
interests were consolidated in 1915 he be- 
came a director of the new organization, 
and in this capacity he served until his 
death. 

The deceased was a Mason, and while 
not a member of the church, he was 
always Sympathetic with its teachings 
and ideals and gave liberally to its sup- 
port. He read much and was a great 
lover of nature. One of his hobbies was 


walking in the woods and field 
birds and flowers. Ss, studying 


Surviving are his widow, Mrs. Elizabeth 
Olcott; a son, Ellsworth L. Oleott, Jr.; 


two grandchildren, and a bro 
jae ther and two 


Edwin W. Grove 


Paris Medicine Company, St. 
1850-1927 


Edwin W. Grove. who demonstrated 
the possibilities for ambitious youths in 
this country by rising from farm boy to 
drug clerk, from drug clerk to proprietor 
of a drug store, and from that on up to 
the headship of a _ profitable medicine 
business and the ownership of vast quan- 
tities of valuable real estate, died at 
Asheville, N. C., January 27, 1927. He 
Was seventy-seven years of age, having 
been born on a plantation in Hardeman 
county, Tennessee, December 16, 1850. He 


received his early education at Bolivar 
in that State. 


When old enough to leave the farm Mr. 
Grove went to Paris, Tenn... wheie he 
clerked in the drug store of Dr. Caldwell 
until he was of age. Then he bought the 
store, which thereupon became Grove’s 
Pharmacy. He had an investigating turn 
of mind, and soon after purchasing the 
store began the manufacture of starch 
and other chemicals. Later he devised 
family remedies which were largely ad- 
vertised and sold. Expansion of his busi- 
ness caused him to move from Paris to St. 
Louis. Although retaining the active 
presidency of his company, which was in- 
corporated in 1889, Mr. Grove located at 
Asheville in 1897 for his health. He made 
that city his home until his death and 
did much to develop its resources as an 
all-the-year-round health and pleasure re- 
sort. In addition to much property at 
Asheville, St. Louis and St. Petersburg, 
Fla., in all of which cities he owned 
homes, Mr. Grove was a director of the 
St. Louis Union Trust Company and of 
the First National Bank of St. Louis. 

Surviving the deceased are his widow, 
Mrs. Gertrude Grove; one son, E. W. 
Grove. who was associated with his father 
in business at St. Louis, and Mrs. F. L. 
Seely, of Asheville. 


Richard H. Bond 


McCormick & Co., Inc., Baltimore, Md, 
1865-1927 


Richard Hewitt Bond, vice-president 
and sales manager of McCormick & Co., 
Inc., of Baltimore, Md., died at his home 
at Halethorpe, Md., March 9, 1927, in the 
sixty-second year of his age. Thus passed 
a man who was generally regarded by 
his friends and acquaintances as not only 
a big asset and an ornament to our trade, 
but a persoality of distinction in any cir- 
cle in which he might be thrown. 


Mr. Bond was born at Portsmouth, Va., 
November 19, 1865, son of Richard and 
India Frances Hudgins Bond. The fami- 
lies of both parents were among the ear- 
lier Virginia settlers. His boyhood was 
spent in eastern Virginia, where he re- 
ceived a good education, privately. He 
then taught school for a while and later 
practiced law in his native State. Many 
years ago he moved to Maryland, and in 
September, 1907, threw his lot wtih the 
McCormick house, whose principal line is 
spices, flavoring extracts and teas. 


When a young man Mr. Bond was a 
famous oarsman. As captain of the Ariel 
towing Club crew he won a number of 
races in the early nineties. In later life 
he was more marked by his learning, his 
business acumen, his interest in public, 
patriotic and trade affairs, his eloquence 
as a public speaker, his liberality to 
worthy objects of charity, and his per; 
sistent and effective work as chairman of 
the legislative committee of the Flavoring 
Extract Manufacturers’ Association. 


Surviving our deceased member are his 
widow, Mrs. Lillian Ross Furness Bond; 
an only son, Richard Furness Bond, of 
Salt Lake City; two daughters, Mrs. Roy 
Kehlor Jones, and Mrs. Arthur Lyman 
Kinne; six grandchildren, and a sister, 
Mrs. Josephine Rose. 


Louis, Mo. 
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GEORGE LUEDERS & CO. 


427 Washington Street New York 


Branches: Chicago, San Francisco, Montreal Factory: Brooklyn 


- = We specialize in - - 


ESSENTIAL OILS 


of our own distillation or imported from primary sources 


OLIVE OILS--grown and selected in France 


we_handle only high qualities 


VANILLA BEANS, VANILLIN 


and full assortment of 


BALSAMS, FLORAL WATERS, ETC. 


- - Reliable Goods at the right price -° - 


MAGNUS 


Our congratulations and best wishes are extended to the members 
of the National Wholesale Druggists Association on the occasion 
of the 53rd Annual Convention. 


Since the inception of the M. M. & R. Organization in 1895 we 
have supplied a larger number of wholesale druggists with their 
requirements of Essential Oils, Balsams, Infused Oils, Olive Oils 
and kindred products, in all size packages. 


With purchasing of raw materials international in scope and a plant 
devoted exclusively to a highly specialized field, we hope to further 
an important part of your business. 


M. M. & R. ESSENTIAL OILS 
ORIGINAL PACKAGES 
OUNCES — 4 LBS.— 4 LBS.— POUNDS 
AND LARGER SIZE CONTAINERS AS DESIRED 


MAGNUS, MABEE & REYNARD 1c. 
MAIN SALES OFFICES - 32 CLIFF STREET, NEW YORK 


Representatives in Principal Cities of United States 





ae 6 eS er my mt mee pet 6 me te oe Ses oe be ee oe ets ee is a ms cs 











Alphonse Major 
Major Manufacturing Company, New York 
1848-1927 


Alphonse Major, founder of the Major 
Manufacturing Company, of New York, 
and president of the company at the time 
of his death, d.ed at his home at Hunting- 
ton, Long Island, March 9, 1927, lacking 
a year of having reached the ripe old age 
of four score years. 

Mr. Major was born at St. Polycarpe, 
Quebec, March 23, 1848, and came to this 
country in 1868. After having engaged 
in various lines of work, including tin- 
smithing, painting and paper-hanging at 
various points in the West, in 1876 he 
traded a hand-bag to a street fakir for 
a cement formula. He improved the for- 
mula and marketed the cement at Balti- 
more for a while, and then went to New 
York in 1877, where he remained, engaged 
in the cement business. until his death. 

Mr. Major was a pioneer in many re- 
form movements and aided in the support 
of numerous educational and welfare or- 
ganizations. He was of a most genial 
disposition and had many friends among 
the members of the various druggists’ 
associations whose meetings he attended 
and in the trade generally. 


Surviving him are his widow, a mar- 
ried daughter. Mrs. Geoffrey Bare, and 
three grandchildren. 

Gustav T. Bauer 
Bauer & Black, Chicago, Ill. 
1868-1927 

Gustav T. Bauer, treasurer of Bauer & 
Black, Chicago, died May 18, 1927, after 
suffering six days with pneumonia. He 
was born at Chatfield, Minn., July 10, 


1868, and so was in his fifty-eighth year. 
His parents were Louis and _ Auguste 
Bauer. They gave him a good prelim- 
inary education in the public schools and 
in the Shattuck Military Academy at Far- 
ibault, Minn. 


In the comparatively early years of 
that industry T. W. Heineman was en- 
gaged in a small way in the surgical 
dressing business at Chicago. In 1887 


Louis Bauer and his son, Aleck, the latter 


now president of Bauer & Black, seeing 
a future for the industry, assisted in 
forming the T. W. Heineman Company. 


The following: year the Bauer family 
moved to Chicago, and the subject of this 
sketch began his connection with the cor- 
poration. In 1894 Stephen H. Black, for- 
mer retail druggist, who had been con- 
nected with the business of Johnson & 
Johnson, joined the Bauers in forming 
Bauer & Black, successors to the Heine- 
man Company, with Louis Bauer as pres- 
ident and Mr. Black as secretary. 

worked 


Our recently deceased member : 
in various capacities in the house, ta- 
miliarizing himself with every detail of 
the business in both the manufacturing 
and financial departments. He soon rose 
to the treasuryship of the company, an 
office he filled until his death. 

During the World War, when the 
United States government and its allies 


were in pressing need of surgical dress- 
materials 


ings, manufacturers of these 
were organized and put their output at 
the disposal of the government. In this 


Zauer took a leading part. For 
his great service to the office of the sur- 
geon-general of the United States army 
at that critical time he received written 
vognition. 

rene deceased was a member of the Ma- 
sonic Fraternity, the Independent Order 
of B’nai B'rith, the Standard Club, the 
Northmoor Country Club, Ravisloe Coun- 
trv Club, Westchester-Biltmore Club and 
of Sinai Congregation. He was married 
in 1897 to Miss Marion Hahn, who sur- 
vives with three children; Laurence H. 
Bauer, who is connected with Bauer & 
Black: Mrs. Mortimer A. Cohen of Mont- 
gomery, Ala., and Marion H. Bauer II. 


work Mr. 


Richard V. Mattison, Jr. 


The Keasbey & Mattison Company, 
Ambler, Pa. 


1879-1927 


Richard V. Mattison, Jr., son of the 
president, and himself vice-president and 
general manager, of the Keasbey & Mat- 
tison Company. Ambler, Pa., died sud- 
denly May 23, 1927, of heart failure. He 
was a comparatively young man, having 
been born at Philadelphia September 16, 

79. 
77: a lad Mr. Mattison went through 
the Penn Charter School, and in 1899 was 
graduated by the Philadelphia College of 

as a Pharmaceu- 


Pharmacy and Science 2 
tical Chemist. His father had taken his 
Ph.G. degree from the same institution 
in 1873. The son was also a student in 


e Department of Medicine of the Uni- 
eats" of Pennsylvania, by which his 
father was graduated, but gave up his 
studies there to take the place of a then 
recently deceasd city salesman for the 
Keasbey & Mattison Company. 

Although by nature a student, Mr. Mat- 
tison threw his whole heart into his new 
work. He was soon called to the Ambler 
office where he became general director 
of salesmen. His studious habits, how- 
ever, drew him to the laboratory and 
manufacturing departments of the busi- 
ness, in which he devoted much time to 
the improvement of processes. By degrees 
he worked up to the position he held at 
the time of his demise. ‘ 

Among Mr. Mattison’s fads, if so it 
may be termed, was reading. He collected 
a large library of the best works on his- 
tory, philosophy, economics and world 
politics, of which subjects he had a most 
unusual knowledge. He also found time 
to cultivate his natural taste for art. , 

The deceased was a member of the 
Tnion League and of the Manufacturers 
Club of Philadelphia, was president of the 
Ambler Trust Company, and a member 
of the Protestant Episcopal Church. His 
widow survives. 


William D. Philips 


Berry, Demoville & Co., Nashville, Tenn. 
1875-1927 


William Duncan Philips, secretary and 
treasurer of Berry, Demoville & Co., of 
Nashville, Tenn., died June 5, 1927, at the 
age of fifty-two. He was a son of Daniel 
D. 


and Mary Finn Philips and was born 


at 1875. His 


Nashville, 
education Was received at private schools 
in his native city, at Franklin, Ky., and at 


February 20, 


Vanderbilt University. 

Upon completion of his schooling Mr. 
Philips became associated with gerry, 
Demoville & Co., as assistant to his father, 
who for many years was general manager 
of this concern. Following the death of 
the elder man his son, the subject of this 
sketch, succeeded him as a member of the 
firm and upon its incorporation, some four 
years ago, became secretary and treas- 
urer, in which capacity he was serving 
at the time of his death. 

Mr. Philips is survived by his wife, who 
was Miss Helen Dennedy, and_ three 
children, Helen, Margaret and William 
D., jr., and also by a sister, Mrs. Percy 
Williams. 


Caesar A. Grasselli 

Grasselli Chemical 

Cleveland, Ohio 
1850-1927 


Caesar Augustin Grasselli, chairman of 


The Company, 


the board of directors of the Grasselli 
Chemical Company, Cleveland. Ohio, died 
July 28, 1927, in a hospital in that city 
following an operation. He had been ill 
two months, and was in his seventy- 
seventh year. 

Mr. Grasselli was born at Cincinnati, 


November 7, 1850. After his early edu- 
cation he joined the company founded in 
1839 by his father, Eugene R. Grasselli. 
Upon the incorporation of the house in 
1885 he was elected its president and con- 
tinued in that office until 1916, when he 
relinquished the office to his son, Thomas 
S., and retired to the office he held at the 
time of his death. He had many other 
business interests, having been an officer 
and director of Cleveland banks and rail- 
roads until 1921 when he gave up his 
more active work and retained his direc- 
toships. 

The deceased was a member of the 
American Chemical Society, of the Ameri- 
can Institute of Mining and Metallurgical 


engineers, of the American Institute of 
Banking, of the American Academy of 
Political and Social Science, of the Na- 


tional Civic Federation, of the Western Re- 
serve Historical Society. of the American 
Museum of Natural History, of the Ohio 
Society of New York, of the Chamber of 
Commerce of the United States, and the 
Chamber of Commerce of Cleveland, of 
which latter he was one of the founders. 
In 1910, he was made a Knight of the 
Order of the Golden Crown of Italy by 
King Victor Emmanuel, and in 1921 was 
made a Commander of the Order. He 
received the honorary degree of Sc.D. 
from St. Mary’s College in 1904. 

Charitable work interested Mr. Grasselli 
and he was the founder of Grasselli House 
for the Blind, at Cleveland, and of the 
Johanna Grasselli Home for Crippled 
Children, named in honor of his wife, who 
was Johanna Ireland before their mar- 
riage in 1871, 


Henry Doerr 


Minneapolis Drug Company, Minneapolis, 
Minn. 


1853-1927 

Henry Doerr, president of the Minne- 
apolis Drug Company, Minneapolis Minn., 
died August 10 1927, at his home in that 
city after an illness of several weeks. 
He was seventy-four years old. 

Mr. Doerr was born at Milwaukee. 
Wis., September 15, 1853, and received 
his early education at the Milwaukee 
Academy. In 1868 he moved, with his 
father, Valentine Doerr, and family, to La 
Crosse, Wis. There he married, in 1882, 
Sarah Louise Scharpf. They had three 
children, Clara Louiseg( Mrs. John Rogers) 
who died July 21, 1921; George V. and 
Henry, jr. 

Mr. Doerr remained at La Crosse until 
1870, when he moved to Red Wing, Minn., 
and worked for Theodore Gross as a 
cigar maker and seller. In 1871 the busi- 
ness was movea from Red Wing to Minne- 
apolis. Mr. Doerr went with it and con- 
tinued his work until 1873. when he and 
Henry Winecke, one of his fellow workers, 
formed the firm of Winecke & Doerr, and 
established a cigar factory. 

Henry Winecke retired from the busi- 
ness in 1895 and died in 1900. In 1907, 
the wholesale branch of Winecke & Doerr 
was merged with the Eliel-Jerman Drug 
Company, successor to the Lyman-Eliel 
Drug Company, and the Kennedy-Andrews 
Drug Company, and Mr Doerr eventually 
became the head of the consolidated com- 
panies. 

Mr. Doerr was interested in and gave 
service in the management of a number 
of other business enterprises. Among 
these was the Minneapolis Plow Works, 
of which he was the president. He was 
also one of the organizers and the treas- 
urer of the Salzer Lumber Company. He 
was a director of the Twin City Rapid 
Transit Company for many years. For 
nearly fifty years he was officially con- 
nected with one or more of the financial 
institutions of Minneapolis. He helped to 
organize the German-American Bank of 
Minneapolis, which, after some changes, 
was merged with the Northwestern Na- 
tional Bank, of which he became a di- 
rector. 


Our deceased member is survived by his 
widow and two sons. 


Austen Colgate 


Colgate & Co., Inc., New York 
1863-1927 


Austen Colgate, vice-president of Col- 
gate & Co., died September 5, 1927, at 
his summer home at Barnegat, N. J., 
after a sudden attack of heart disease. 
He was sixty-four years old. 


Mr. Colgate was born at Orange, N. J., 
August 12, 1863, of Colonial ancestry, and 
was educated at the Orange High School, 
the Norwich (Conn.) Academy and Yale 
University, by which latter he was grad- 
uated in 1886 with an A.B. degree. Leav- 
ing college, he immediately began the 
work of mastering the business of Col- 
gate & Co., which had been founded by 
his grandfather, William Colgate, in 1806. 
In 1896 he was admitted to partnership 
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and upon the incorporation of the 
pany became vice-president. 

Mr. Colgate was a progressive leader in 
politics, and had served several terms in 
both the lower and the upper houses of 
the New Jersey legislature. He had been 
a personal aide and chief of staff to Gov- 
ernor Fort, was president of the Taft 
League of New Jersey and a member of 
the national advisory board and deputy 
adjutant general of the National Guard. 

As a member of the board of trustees 
of Colgate University, at Hamilton, N. Y., 
named for his family, Mr. Colgate mani- 


com- 


fested a keen interest in the affairs of 
the institution and contributed liberally 
toward its development. Last June the 
university made him a doctor of laws. 
He was a liberal contributor to many 
local charities, giving both cf his time 
and his money. He was a Mason and a 


member of Yale University and the Rail- 
road Club of New York, the Downtown 
Club of New Jersey, the Essex Country 
Club and many other social and fraternal 
organizations in different parts of the 
country. 

Mr. Colgate, who was a bachelor, lived 
with a brother, Sidney Colgate. Two 
other brothers, Gilbert, of New York, and 
Russell, of West Orange, survive. 


John D. Owen 
Geer Drug Company, Charleston, S. C. 
1873-1927 

John D. Owen, vice-president of 
Geer Drug Company, Charleston, S. “ 
died at Spartanburg, that State, Septem- 
ber 8, 1927. He was born at Clarksville, 
Tenn., November 14, 1873, and was 
fifty-four years of age. 

Mr. Owen was graduated by South- 
western University and began his business 
career with the Owen & Moore Drug 
Company, Clarksville, Tenn., with which 
he was connected until 1910, when he 
went to the Geer house. He had charge 
of the branch of the Geer Drug Com- 
pany, at Spartanburg, from 1910 until 
the time of his death. During the latter 


the 
C 


so 


part of this period, he also managed its 
branch at Greenville, S. C., of which he 
took charge when it was opened. As a 
younger man he helped to organize the 
house of Askew, Coulter & Owen. 

Our deceased fellow-member was active 
in civie affairs at Spartanburg and also 
took a prominent part in the affairs of 
the city’s commercial organizations. He 
was one of the most libera!t contributors 


to and diligent workers for the Spartan- 


burg Baby Hospital, at Saluda, and a 

leader in all charitable movements. 
Charles Gibson 

Gibson-Snow Company, Albany, N. Y. 


1855-1927 


Charles Gibson, chairman of the 

directors of the Gibson-Snow 
pany, Albany. N. Y., died September 
1927, at his summer home in Keene Val- 
ley. in the Adirondacks. He was seventy- 
two years old. In 1915-16 he served 
with distinction as president of our asso- 
ciation. 

Born 


board 
Com- 


97 


of 


at Charlotteville, Schoharie 


Chairman Fox :—lIf there is 


board of control. 


no objection, 
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1855, the son 
Mrs. Caro- 


County, N. Y., January 26, 
of the Rev. David Gibson and 
line Mattice Gibson, Mr. Gibson went to 
Albany in 1870 to become clerk in the 
wholesale drug house of A. McClure & 
Thirteen years later he was made 
a member of the firm, and in 1904 became 


Co 


sole owner. In 1916 the firm was merged 
with the C. W. Snow Company, Syra- 
cuse, and the Gibson Drug Company, 
Rochester, as the Gibson-Snow Com- 
pany, Ine., with Mr. Gibson as presi- 
dent. He later became chairman of the 
board. 

For many years Mr. Gibson took an 
active part in the work of our organiza- 
tion. In 1905 he was elected a member 
of the board of control and served until 


his election as president in 1915 at Santa 


Barbara From 1910 to 1915 he was the 
board’s chairman. At the time of his 
death, he was a member of the senior 
council of the organization, exofficio as 


a former 
In 
Snow 


president. 


addition to 
Company, 


Gibson- 
interests 


those of the 
other business 


occupied Mr. Gibson's attention. He was 
a director of the New York State Na- 
tional Bank, the Commérce’_ Insurance 
Company and the Municipal Gas Com- 
pany, and vice-president and trustee of 
the National Savings Bank. He was a 
member and trustee of Trinity Metho- 
dist Episcopal Church, and gave freely 
of his time and money to it. He was 
active also as treasurer of the Troy 
Methodist Episcopal Conference, and a 


trustee of the Troy Conference Academy 


and of Wesleyan University. He was 
president of the Albany Hospital, a 
trustee of the Home for Aged Men, man- 
ager and vice-president of the Albany 
City Mission, president of the Federa- 
tion of Churches in Albany, president of 
the Methodist Social Union, and presi- 
dent of the trustees of the Albany Col- 
lege of Pharmacy. He was also director 
of the Albany Chamber of Commerce for 
many years. In the second Red Cross 
drive he was director for his district, in 
which the drive netted nearly $2 000,000, 


He was chairman of the Near East Relief, 
which raised a quota of $35,000. He was 
also active in promoting the Albany War 
Chest and the more recent Community 
Chest. 
July 
Anna 
ing 
Clara 
Henrietta. 
Mr. Gibson 
unmarried 
Mr. Gibson 


Gibson married 
Walker. She died in 1911, leav- 
four children—William W., Mary, 
(Mrs. Charles B. Heisler), and 
After the death of his wife, 
made his home with his two 
daughters in Albany. 
was fond of the 
life and was a great traveler. 
two trips around the world and 
trips to the Orient, where he had 


ests. 


12, 1883, Mr. 
E. 


outdoor 
He made 
several 
inter- 


Your committee recommends that a 
memorial page be set apart in the report 
of the proceedings of this convention on 
which the names of our departed mem- 
bers shall be inscribed, and that when 
this report is printed in the proceedings 
a picture of each deceased member ac- 
company the same. 

We also recommend 
be set apart for the 
the portrait Charles 
president. 


that a full page 
reproduction of 


of Gibson, former 


this report will be referred to the 


We next have the invitations for the fifty-fourth convention. 


Invitations for 1928 Convention 


Secretary Newcomb:—The New 
our fifty-fourth convention 
and the claims of each 


York office 
— some forty 
city afte contained 


invitations for 
communications 
that 


receipt of 
The 
I move you 


in 
cities. 


file. 


is 
different 
in this small 


the materials be referred to a special committee on time and place to report upon 


this at a later session. 


It is also likely that there may be some present at this 


time who would like to extend additional invitations from the floor. 


Chairman Fox :—If there are any present, we shall be glad to hear from them. 
Lynn Fort:—I wish to present the invitation signed by the jobbers and mem- 


bers in the city of Atlanta. 


We have ample hotel accommodations for the conven- 


tion, and as golf seems to be one of the very important features, I might remind 
you that we have nine golf courses which would be at the disposal of the mem- 


bership. I might also remind you 


that we have 


a few golfers down there such 


as Bobby Jones and Watts Gunn and a few of the other boys who might give you 


some dots on your game. 


It has been seven or eight years since the association met in a Southern city. 


We of the Southeast feel that we are really entitled to it at this time. 


Should 


you see fit to come to Atlanta, we can show you a most pleasant visit as we have 


many things that will interest you there, and certainly a cordial welcome. 


I should 


be glad to go into the details with the committee on time and place. 
Chairman Fox :—Are there any other invitations from the floor? 


G. 


Barret Moxley :—Mr. Fort’s invitation with the report of nine golf courses at 


Atlanta sounds as though we ought to have a nine-day convention. 

I am only up, Mr. chairman, to tell you that our host of last year, Senator Taggart, 
was so delighted with his guests and enjoyed your visit at French Lick so much that 
he wished me to say to this convention that he would be happy to have you come 


back whenever you wish. 


He would take 


great pleasure in trying to provide the 


things that will make your convention pleasant and profitable. 


, Chairman Fox :—aAre there any other invitations? 
tions to be presented, we will refer this to the committee on time and place. 


If there other invita- 


If there 


are no 


is no objection, after the naming of that committee, it will be referred to them. 


Next is announcements and communications, 


the present time? 


Have you any of those to make at 


Secretary Newcomb :—There are none at this time. 


Convention Committees Named 


Chairmn Fox:—The next in order is appointment of special committees. 


That 


seems to be my duty, and the first committee I will appoint is the auditing committee 


to audit the treasurer’s report :— 


Auditing Committee :—I. S. White, chairman; A. R. Waite, E. A. Morrison. 


Committee on Nominations :—F, E. Bogart, chairman: F. C. 


Moxley, H. J. Frank, W. J. Schieffelin, jr. 


iroover, G. Barret 


Committee on Time and Place:—J. G. Smith, R. T. Gibbs, W. G. Best, Warren 


Churchill, A. G. MePike. 


We are now down to new business. 


him. 


If there is anyone who wishes to report a 
message or who has any new business to discuss, 


we will be glad to hear from 


F. E. Bogart :—Since I have been sitting here, I have been moved to say some- 
thing, not especially under the head of new business, but to put myself on recor@ 
and to say that I am going to make like recommendation to the board of control. 

To give point to what I have to say, I want you each one to remember how many 


men were in this room 


at twelve o’clock. 
encroachment of the golf tournament upon our business. 


For some time I have watched the 


The time seems to have 


come when golf is compelling us to subordinate our business to the game of golf. 
I very much love a game of golf and I live through my weeks pretty largely looking 
forward to a pleasant Saturday afternoon or any other afternoon that I may find it 


possible to play golf. 


So I have nothing against that. 
But I am interested in the business of the N. W. D. A. 


ani I want to put myself 


on record as being opposed from now on to any game of golf or any tournament 
being set up in connection with this convention that is going to subordinate our 


business to that. 


their consideration. I wanted to put the 


I purpose to put that same objection to the board of control for 


message in here because this seemed to 


be a very appropriate time, when I watched them drifting out of here at twelve 
o’clock and noted the few that were left to listen to the reports of the committees. 
By the way, did you not note that some of the committeemen themselves had gone? 


I leave that here as a proposal. 
Chairman Fox: 








I quite agree with Mr. Bogart. 


I know that it takes all day for 
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To the Members of 


THE NATIONAL WHOLESALE 
DRUGGISTS’ ASSOCIATION 


Assembled in Convention at Atlantic City, 
We Extend Most Cordial 


GREETINGS 


FRITZSCHE BROTHERS, ING. 


IMPORTERS MANUFACTURERS 


HIGHEST QUALITY ESSENTIAL OILS AND ALLIED MATERIALS 
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THE BAKER CASTOR OIL COMPANY 


9 CRYSTA 
BAKER'S «4 
No. 3 
CASTOR OIL 
Largest Producers of Castor Oil in the United States 
120 BROADWAY NEW YORK 


Odorless and 
Tasteless 











ESTABLISHED 1857 


Bee Brand Insect Powder or LIQUID 


—it kills them! 
BEE BRAND LIQUID ovor SPRAY POWDER 


‘ effective 
A worthy companion product of INSECT POWDER—BEE 


its kind. 
BRAND LIQUID SPRAY kills INSECTS like a ham- - ' : : : . 
mer’s blow. Its pleasant Cedar odor causes it to be a BEE BRAND LIQUID SPRAY—will be nationally 


doubly effective insecticide. advertised during 1 28. This advertising will appear in 
or stain, newspapers, farm papers, trade papers and county 
papers. Forceful advertising of this caliber will make 
a tremendous impression on the buying public and 
swell the sales volume wherever BEE BRAND 
LIQUID SPRAY is on sale. 
: PRICES 
'¢ pt. cans—$45.00 gross 1 qt. cans $120.00 gross 
1 pt. cans— 72.00 gross 1 gal. cans 33.00 doz. 
Also packed in 5-gallon tins and drums. 


Write for broadside showing Special Discounts and Free 
Deals— Advertising Cooperation and Helps. 


CEDAR now they have prepared one that is equally as 


in fact each is the most effective ingecticide of 











Easy to use—on’t Spot 
harmless to mankind and animals. 
For years, our laboratories have been perfecting a 


SPRAY as good as our BEE BRAND INSECT 


McCORMICK & CO., INC. 
MANUFACTURING CHEMISTS 
BALTIMORE, MARYLAND 


SPRAY 


INITIAL LINE 


DRUGS wie: 


THE MODERN WHOLESALE DRUGGIST IS DIS- 
CARDING THE BULK CONTAINER AS THE 
GROCER HAS DISCARDED THE FLOUR AND 
CRACKER BARREL. 


ORIGINAL 
(BOTANICAL) in PACKAGES 


COSTS ARE LOWER THAN BULK—PLUS PACKAGING 
PROFITS ARE DEFINITE—NOT PROBLEMATICAL 

ONE HUNDRED WHOLESALERS ARE ALREADY 
CONVINCED—AND THEIR SALES HAVE INCREASED 


A SMALLER INVESTMENT IS REQUIRED 
LESS SPACE IS NECESSARY 

WASTE AND RISK IS ELIMINATED 
QUALITY AND ACCURACY IS ASSURED 


. : = . — ee fie 
INITIAL LINE PACKAGES OF LOOSE PRESSED HERBS 


‘INDIFFERENT MATERIAL CAN BE HARD PRESSED — BUT LOOSE PRESSED PACKAGES REQUIRE THE BEST QUALITIES” 


OUR TWO-COLOR ATTRACTIVE DESCRIPTIVE PACKAGE HAS BEEN FREELY IMITATED—RARELY EQUALLED—BUT NEVER EXCELLED 
WE HAVE A FREE GOODS, FREIGHT ALLOWANCE, SPECIAL TRADE DISCOUNT, QUANTITY PURCHASE PROVISION—LET US EXPLAIN AND SEND SAMPLE 


OUR PRICE LIST & MANUAL IS THE MOST COMPLETE, COMPREHENSIVE AND SERVICEABLE OF ALL CRUDE DRUG LISTS PUBLISHED 


S. B. PENICK & COMPANY 


CRUDE DRUG IMPORTERS, COLLECTORS, MILLERS AND SPECIALISTS 
115-117 FULTON STREET, NEW YORK CITY 


COLLECTION DEPOT AND MILLS 
AT ASHEVILLE, N. C. 


FACTORY AND MILLS AT 
WEEHAWKEN, N. J. 


Sales Representatives in all Principal Cities of the United States and Canada 
Branches in the Principal Foreign Centers of the World 


OIL, PAINT AND DRUG REPORTER: MARKET AUTHORITY SINCE 1871 
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the name and quantity of the article or articles 























sold, and shall not appear on the label or 
package A guaranty, if worded substantially 
according to the folowing form, wiil comply 
with all the requirements of the act 
we) the undersigned, do hereby guarantee 
tha the articles of food ‘or drugs) Lsted 
herel (or specifying the same) are not adui- 
terated or misbranded within the meaning of 
the ral food and drugs act."’ 
Signature and address of guarantor.) 
87 n l.eu of a particular guaranty for each 
consignment jot. or article of food or drugs, 
# weneral continuing guaranty may De fur- 
nished by the guarantor to actual or prospe 
tive purchasers. Such general guaranty sha 
onform tuo the requirements of paragraph 35 
3s. It having been detei mined that the 
egends muxranteed under tue food and drugs 
act June 30, 1906," and ‘“Guaranteed by (name 
of guarantor), under the food and drugs act 
du 30, 1th vorne on the labels or pack- 
aves f foods and drugs ire ¢€ h misleading 
and deceptive n that the public ix induce 
by such legend to believe that the articles 
to Ww nh they relate have been examined and 
apy ved by the government and that the gov- 
ernment guarantees that they comply w.th the 
use f elther legen or any similar 
or thers or packages is prohibited 
lealer in food o lrug products will 
! te ible to prosecution if e can establish 
at the articles were sold him unde 
Kuaranty given in compliance with this 1 





Requests for Information on Products 


+t The 





bureau is authorized to give out 
informatior oncerning the quality and com- 
besition of preparations upon the market only 
ir he form of notices of judgment published 
atter vurt action Requests fo information 
conce neg specific products in be rmplied 
Ww in those instance vhere notices of 
Judger ire available 
Requests for Analysis 
e examination of samples of 
yp tions is limited to those of an 
t collected ” uthorized ‘ 
th of Agriculture Reque 
ar e complied vi s t neo 
AUTHOTiCs or ippropriati sists for uch 
work 


Statement of Weight, Measure or Count 
13 lhe it loes not equire h the la 





















e 
‘ ugs ir statement of the we ght 
n ur numerical cou mntents 
of he puckage ut iny statement of this 
nature should e correct nd compete 
Toilet Preparations 
4 ‘he pure food and drugs ac leals with 
fw sand irugs, the term lrug ng define 
ir ragraph below A toilet preparation that 
is not intended o1 represen (edt firectly or I 
a t tou be useful for the cure, mi 
ol eve ion of disease is not subje 
aw at) 6the|«6manufacturer) = should 
t Te Nea t hoes not contain in t 
th ght be injurious t health 
Definition of Drug 
44 term drug’’ as define " he pure 
drugs act includes medicines anid 
s recognized in tl United , 
macopeia or National Formulary fcr in- 
ternal external use, and any substance o 
mixture of substances intended to be used for 
the u mitigation, or prevention of disease 
of ther man or ther animals 
Testimonials 
i No statement relative to the thet ipeutic 
efte fa preparation should be made in the 
form of a testimonial for which the manufa 
tur * not willing to bear he fu responsi- 
bi Representations of curatiy or bene 
ficial effect onveyed by testimonials are u 
je { the same requirements as other t - 
peutic tims. When a manufacture? publishe 
4 testimonia to the effect that his med t 
has produced certain results e ” > t 
al h nveys , 
others the promise of a Simiila venetit and lhe 
Must &éssume the responsi ity f hera 
peutic aims mice ir this manne t lie 
same extent that h loes r promises « 
e made in his own words That the testi 
monial may be bona fide and accurately quoted 
does not relieve him of this ré ons ty 


Collateral Advertising 

4 oOllateral 
e@.sewhere 
mine the 
Stateme 
The w 


advertising in news 

ind claims made by agents de 
meaning of any indefinite or obscure 
nts or representations in the labeling 
rding of collateral advertising shou.d 
instance exceed, in the impressions pro- 
ed, the te s of the No interpre- 
tation of or re ence to of the 
Should be used to create an impression in 
mind of the purchaser that preparat 
a remedy reatment or preventive for 
euses for which, in fact, it is not 
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Approval of Labeling 
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“bb ve or 





the iw 
suggest labelings 
names or advertising literature 
are referred to this 
oval of abels. The act 
give 
upon 
has 


there is no authority to 
formulas, trade 
Numerous re- 
lepartment for the 
does net author- 
“upproval, and 
tbe implying 
will be 


quests 
appr 
ize the department to 
4ny printed m 
that this department 
Without warrant 


such 
the 
approved it 
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Supreme Court on Food and Drugs Act 
























+s a statute is plair ind = direct lis 
comprehensive terms ndemr every state- 
ment, design and device which may mis.ead 
or deceive Deception may result from the 
use of statements not technically false or 
which may be literally true The aim of the 
Statute is to provent that resulting from in- 
direction and ambiguity as we us from state- 
ments which are false It is not difficult to 
choose statements, designs, and devices which 
wi not deceive. Those which are ambiguous 
and liable to mislead should be read favorably 
to ccomplishment of the purpose of the 
act rom Opinion of the Supreme ourt 
f United States in United Siates vs 
Barrels, et a No. 559, October Term 23) 
A directory of State officers charged with 
reement of foods, drugs, dairy products 

and feeding stuffs laws has been compiled by 
WwW Ss Frisbie, chemist in h ofthee of 
co-operation, Bureau of Chemistry United 
States Department of Agricultur: The direc- 
contains the titles of the officers to whom 

ers of inquiry may be addressed regarding 
subjects under their respective jurisdiction 


You have heard this splendid report by 


Mr Lilly. We would be glad to have 
some discussion by some of the members. 
Mr. Magus, you read Mr. Lilly's report, 
wouldn't you like to discuss this from 
your standpoint? 

Percy Magnus:—I haven't had much 
opportunity to review it, and I am not 
qualified to discuss it. I will be glad to 
answer any questions I can in my par- 
ticular line if anybody has any special 
reference to make to it. 

Chairman Fox:—Is there any other 


discussion? 


Discussion by Mr. Penick 


S. B. Peniak:—I think 
the committee on quality 


this 
of 


report of 
medicinal 


IN CHEMICALS, DYESTUFFS, 





products is probably a very important 
report. I realize, as perhaps a good many 
of us do, that .t is frequently regarded as 


a rather dry matter. As I heard the 
report read and as I have given some 
thought to it before, I wondered if we 
all realize that it is an opportunity for 
us to keep in touch with what is being 
done, not necessar.ly in wholesale drug 
circles, but in all allied branches of the 
drug industry. This suggestion that was 
made by Professor Newcomb that rather 
than bring in a long and detailed report 
annually, the report be split up in the 


Chairman Fox 


:—Is there any other discussion? I 





DRUGS, PAINTS, OILS, FERTILIZERS 


form of bulletins throughout the year, 
seemg to me to be an excellent plan. 
During the year we have received these 


various bulletins, each dealing with a dif- 
ferent subject. If we have taken the 
trouble to read these bulletins, we have 
been given an idea of what is going on in 
the Bureau of Chemistry, in biological 
products, in botanical drugs and essential 
oils, and so on. It seems to me that we 
should all go with our minds made up to 
study very carefully this report of the 
committee on quality of medicinal 
products. 


think the discussion we have 


had from Mr. Penick is very valuable We will refer this report to the board of 
eontro! as is the usual custom. 
We will now hear from the committee Gn insurance, W. L. Thompson, chairman 
(W. L. Thompson read the report of the committee on insurance as follows. ) 


Report of Committee on Insurance 


The subject of insurance as it should be 





cons.dered and studied by the members 
of the National Wholesale Druggists’ As- 
sociation today is not as confined and re- 
stricted as it was when the association 
was founded over fifty years ago. Then 
the risk and hazard in one’s’ business 
from losses were those that came from 
the elements, fire and storm, but the hand 
of man was not stretched out except with 
a torch or match, or unless controlled by 
a carelessness complex (the term is new) 
to cause loss and destruction which would 














Wipe out the profits of years and to guard 
against which the wholesale drug mer- 
chant paid heavy premiums for his pro- 
tection 

But now we in this business of ours 
have in our vaults many kinds and forms 
of insurance, and constantly are being 
approached by representatives of insur- 
ance companies with insurance icies 
Which will prevent loss or trouble, *k- 
mail or litigation and will enable us to 
rest securely at night without thought as 
to what the result will be if a sign blows 
down in a heavy storm or an icicle falls 
on the head of a passerby or a_ truck 





W. L. Thompson 


Chairman on Insurance 


laden with merchandise for a nearby cus- 
tomer some seventy-five miles away causes 
a property damage or tartaric acid is put 
in an order instead of epsom salt and a 
valuable horse or cow killed An so on 


through the gamut of Liabilities that enter 


the business life of every merchant in 
these years of grace of the nineteen 
twenties and most especially into that of 


the wholesale druggist. 

Your committee in its annual report will 
endeavor therefore to take up some forms 
of insurance though not with full ex- 
planations and descriptions, but rather 
by enumeration and suggestion that you 
all may study the various forms of in- 
surance as they relate to your especial 
need 

In passing, however, may we say that 
the insurance companies do not invent 


policies to abstract premiums from us and 


hence decrease the ratio of expense to 
profits as shown so effectively by the 
Harvard Bureau of Business Research 
but rather to give us protection from 
often iniquitous or at least unfair legisla- 
tion? 


Care and Caution Needed 


General fire insurance today has reached 


a state where it is the kind and not the 
rate that most interests the insured in 
business The wonderful improvement In 
build.ng, the segregation of inflammables, 


the interior water protection and the 
celerity and dispatch with which the 
pumping machines pass from their station 
to the scene of.the conflagration are all 
factors in the reduction of insurance rates 
both on building and on_ stock. Com- 
panies still demand care and caution in 
the conduct of a business; but unless the 


carelessness complex mentioned before 


as 








is tly exaggerated the risks are today 
negligible when you consider the few re- 
ports of even slight damage by fire that 
have been made to your committee or to 
the oftice of the N. W. D. A. since the last 
meeting 

One of our members who had not a 
heavy loss and none to stock of patents 
but to chemicals and drugs made a re- 
port that bears out what we have be- 
fore said coneerning fires and stated that 
the fire department responded promptly, 


that a watchman discovered the fire, that 
he regularly nspects the building, that the 
building had no sprinkler system and as a 
onsequence the approximate loss to build- 
ing Was two-thirds fire and one-third 


Water, that the adjustment of insurance 
Was satisfactory and the cause of fire was 
probably defective electric wiring. He 
further what lessons can drawn 
from the fire and what help may be given 
to reduce the fire hazard Our answer 
briefly weuld be have sprinklers installed 


asks be 


and a thorough inspection made of the 
Wiring system very often. 

Another member reported that _ his 
watchman had discovered a small blaze, 
Which might have been serious, that was 


caused by spontaneous combustion through 





an oil rag thrown into a barrel of pape! 
refuse and sawdust. Fortunately this 
company had a watchman who watched; 
but the fact that there is one always 
there was the great protection 

Some years ago a wholesaler had what 
might have been a serious fire, the cause 
of which was supposed to be the friction 
of two pieces of metal in material being 
put through a baler 

We are mentioning these cases that you 
nay see what great matters little fires 
nay kindle ind that the minutest_ in- 
spections must not be considered = un- 


hecessary 


Carbon Bisulphide Hazard 


At t 


his point let us call your attention 
to an article of the greatest interest and 
importance that was brought out in the 
N. W. D. A. Bulletin No. 126 under date 
of December 31, 1926. It should’ be 
studied with care, copies given to your 
chemists and others handling carbon bi- 


sulphide. An employee poured this danger- 
ous and highly inflammable liquid from a 
can through a funnel into a bottle, an 


explosion occurred, a fire started and a 


bid loss threatened. Fortunately the fire 
was slight and the damage, owing to the 
heat opening the sprinkler heads. was 
only considerable by water. The sufferers 
from this fire immediately studied causes 


and came to the conclusion that the reason 


was ignition, the result of friction or 
static and the maximum safety was to 
put this liquid in tin containers, the filling 
be 


to done in a fireproof vault, the fillers 
also to be of metal. 

In passing may we comment on and 
commend the office for the way news is 





transmitted to the membership? 


Stock or Reciprocal Company ? 


And now to stick to the text of the 
paragraph what kind of insurance should 
we have, stock or reciprocal? Even when 
we ask this question we do not expect 
to answer it; but let you decide for 
yourselves whether you will take a good 
stock company or a good Lecipro ‘al, 
Whatever you do get the for in a 
fire catastrophe the best is none too good. 
Stock companies were the earliest of in- 
surance writers and have grown to be of 
the utmost strength and reliability. Their 
assets are enormous, their insurance risks 
the best, their business conduct the high- 
and their policy of settlement the 
iairest The liability of loss through in- 
ability to meet the obligation is really nil 


best, 





est 


unless there is a holocaust which can 
never be more than local though deeply 
affecting the whole country. 


On the other hand, the reciprocals, why 
are not they as strong? They are capa- 
bly managed, owned and controlled by a 
selected membership who have ample 
assets themselves, and they take only se- 
lected risks and their rates are lower 
than those of stock companies. The 
reciprocals or mutuals are today in every 


form of business activity and are suc- 
ceeding; therefore, where they particu- 
larly affect us if we engage with them in 


their high purpose of protection with sure 


returns at the lowest rate—are we not 
bound to produce a result which is good 
besides being 2 saving? 

There is still a third form of insurance 
which has been adopted by certain mem- 
bers of our association, that of self- 
insurance, or the setting aside each year 


of an amount of capital as a reserve to 





take care of from the same all losses 
from fire, and to charge that account 
with the sum so_ used. A member in- 
formed your committee that this form of 
insurance had proven to be the best for 
him, and that during a long period of 
business life he had gathered together a 
sum that in the event of a loss would 


build him a new building and give a com- 


pletely new stock. We advise our mem- 
bership to consider this last form also, 
especially when they are erecting new 


fireproof structures or making old as good 


as the latest kind that is free from fire 
danger. 

The next kind of insurance that should 
be considered by us as to its importance 
is that of liability insurance as it affects 
our daily and particular business. 

Are we not correct wnen we state no 
business activity is subject to greater 
danger to life and body than the whole- 


sale drug business? Stop to think of the 
hundreds of articles which though effa- 
cious and useful are still a menace to 
health when improperly handled. As was 
once said, anyone can weigh nails, but it 
takes years of education and study to 
make a fair druggist. A wrong liquid in 
a bottlega wrong label on the right pack- 
age, a slopping over of sulphuric acid and 
a man may cease to be, the skin not the 
one you Jove to touch and an eye is gone. 


You have little protection for yourself; 
an unscrupulous, or we might better say 
a clever lawyer comes on the scene and 
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your damage is huge for there is no such 
person as a poor, opposed to rich, drug- 
gist A case occurred last year. A whole- 
saler delivered a load of oil of vitriol on 
a platform. Two weeks later the manu- 
facturer had occasion to use two or three 
carboys and they were taken from said 
platform to a wash room. In lowering 
one of the number something happened, 
the carboy broke, two men were severely 


burned, the wholesaler was sued and paid 
No matter the length of time the carboys 


remained unhandled, apparently as the 
wholesaler had bottled the acid himself 
and put it in a defective container he 


was liable and would have been convicted 
by any jury and this time it was the 
man who paid. There are companies, re- 
liable we believe, who will furnish you 
with insurance that covers all mistakes 
that can come from wrong merchandise, 
wrong labels, both your own and when 
the goods are put up under your name fo1 


sO 


your use. We think this is a very valu- 
able form of insurance and should be con- 
sidered Again, all depends on the re- 
liability of the company insuring 


Automobile Insurance 


We now come to automobile insurance 
of all kinds. The automobile is one of the 
important factors of and adjuncts to a 
successful conduct of our business af- 


fairs. You know without calling attention 
to the fact just what they have done for 
and to us. They are a part of our life 
and like the parts of our bodies can give 
us trouble 

In the first place we must insure the 
automobile itself from fire, accident and 
theft. Then we must insure ourselves 
from the damage to property or life the 
automobile can do. We must have an in- 
surance on goods that go by automobile 
and insure the reliability of the driver 
And in the end what happens to the ma- 
chine was just not covered. We advise 
study on this subject and the best com- 
panies. The above refers entirely to de- 
livery trucks and vehicles. But we have 
now another big element of trouble and 


danger in the salesman’s car 

He was bad enough in the smoking car 
railroad train but worse In an auto- 
either of the drug company or in 
by him. Accidents caused by 
cars were considered of such 
that they were the subjects 
in N. W. D. A. Bulletin 
refer to this able exposi- 
for we come into the 
own the cars or the 
salesmen. What we will do when sales- 
men fiy we do not dare to contemplate 

Employees’ liability is a State 5 age 
ment generally speaking and we have ne 
option but to pay the ever incre — 
tariff that seems inevitable in any So 
ernment enterprise. — Our only ree 
ft to watch legislation and roe 
selves by exerting our influence — 
all measures not in the interest 0 
public. 

There are many 
insurance that we 
check and payroll 
that covers passersby 
snow or oe “, 

“Oo of place 0 
ieee’ alone ° - — ee mat 
ishonesty is and it 1S e ha 8 
pore handling moneys guernee 
Also in these days of unlimited oe oe 
and increasing business an insuran 
accounts is recommended. laid 

The we have omittec re 
cannes ean tell you about, but ——— 
insurance increases your expense ; . 
not be avoided and is vitally necessar) 

» success. , ; 
: Green insurance may or may nee <a 
help to business efficiency oF s oe le 
it depends upon the human eq é , Y 

To sum up put your house in ee 
keep it so that your rates ee tet a 
the places that man has yer vd ed oy 
Choose the best companies eit we — = 
reciprocal but the strongest -_S - 
liable. Protect yourselves fr ae 
errors, carelessness and gg og fee 
who compound, put UP. or la re be 
your automobiles with nemrance 8S ar 
as paint. Do not forget yg age 
in the man who passes. ae ae Bags 
win support from your employ $ = 
group insurance, buy it : 

je aw indebted to 1e Lm! 
Fc of the United meee 
= many valuapie ee Bulletin dur- 
ee - i talere of assistance from 
oe Oe Jena Protection Associa~- 


of a 
mobile 
one owned 
salesmen’'s 
seriousness 
of an article 
No. 119. We 
tion of the matter 
case whether we 





other forms of general 
might consider such as 

insurance, insurance 
injured by brick, 
they gossip In 


ice . 
: business. In- 


your 


Lloyds in 


of 
the 
the 


Chamber 


>. National Fire F ectio ssocia- 
a, American Druggists Fire or 
Co.. Ernest W. Brown & Co., Ss ati 
Best Co.,, and many others. aut ie 
have done a large share in ma eine i 
part of the associations activ : 

account. a0 : 
eas ‘e the members, 100 percent ant 
not a small part, we Nee — 
oy on TE Pods continuously to 
a eels facts to you on insurance 
met the new Committee on ee es 
may perforce work from appoin 


retirement. 


<a. 
Progress in the War on Fire 








. rw 
he fact that the fire loss for ie 
for 1926 was only slightly larger en vs 
a hat the loss for the first six mont e . 
ont < running appreciably ee Ss 
r 2ar icates that a as : 
tel daa ee aan, and the res 
ae effects of fire prevention research, one 
ied y an 1 education, during recent years oe 
being fel The trend of the national losse 
a ate by the actuarial bureau of the 
or stoma Poard of Fire Underwriters has been 

ae $2.90, 000,004) 

SORT ccncces soins Hage 

OI 321 00, OOF 

1920 148,000. 000 

hoes 495,000,000 

507.000, 000 

mee 535,000, 000 

549,000,000 

BEE ren ie re was Sak 559,000, HM) 

oe pee 560), 000, 000 
Although until the last two years the anare-, 
gate amount of the fire loss has been rapidly 


increasing, it has been argued that the relative 





amount of property destroyed annually “ee 
decreasing because property vaiues “— ay 
cI ng at a greater rate even than the fire 
*Pr American Fire Protection Asso 


*Prepared by 
ciation 
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SMITH, KLINE & FRENCH COMPANY 


105-115 N. Fifth Street 
Philadelphia, Pa. 


Wholesale. Druggists and Manufacturing Pharmacists 


Manufacturers of 
Eskay’s Neuro Phosphates 
Eskay’s Suxiphen 


- - Sole Proprietors of Dr. Hand’s Remedies for Children - - 
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loss. It has been difficult to show this in a 
convincing mann iuse figures on. total 
property values which to compare the fire 
loss, apparently cannot ve accurately com- 
puted 

Now with the annua fire practically 
static for two year ind likely to be less than 
ever this vear ul ‘ no ndication tha 
property values have pped ing up it 
seems demonstrate! it fire prevention work 
has been effectiv Fire prevention campaigns 
by trade associations i had an mportant 
part r bringing t reduction out The 
circulatior f informati t I urd 
ing methods of housekee ' he construc 
tion and arrangement ft uilding preven 
the start and spr i i and study of the 
specia fire hazar . f tiie trade ofr i us 
hroug the era ! f member has 
made th result ] 

In these fir ’ i ' 1 
sociatior re ' rn ri ming 1 i 
service u re nef zy them ve ' t 
A substar i f 
once relieve u es is a m f 
waste relieve t r raise th pul & 
power of the people, for a part the of 
ever n ‘ nsurar } nium 
on that omr | posed all the wa from 
raw " ri t ‘ finished produ . 
premium payer therefore enefits direc 
fire preventior For r er thing insurance 
seldon n vel ] } SSE due to ftir 
When ic ry r store irr wriders ¢ t 
be fille« ind us ner ire t r dissatis 
fir Ion ees are t \ yut of work and 
may he ted t mpeting companies 
Valuable re may é estroved And, most 
tragic fa fire kil many people and injures 
twice t r vy as k 3 

Reduct fire s is of particular in 
terest t t issociation because insurance 
rates mu f the trend of the fire losses 
either u r In most cases these rates 
ar y ed experience of a state or sec- 
tion of the so as the total of the losses 

. erritor goes down the nsurance rate 
# sub r roporti ite reduction Wher 
it ughly ' ted tha nsuran 

s a t p I fire loss,"’ ut 

1 } mium from many to iy 

who have fires t w be under- 

at  % ey t in premiums an 
amount equal to the I sse plus nearly 
as mu again t cover t overhead of the 
insuran usiness Whe f osses are less 
the amour lected ir miun in be less 

Phree g t il Fire Protec- 

n wu! la impaign to in- 
ud t r fire problems and 
g € roper reme measures re 
4 sses I engineers of he 
have visited s thty cities 
mmunity the engineer makes a study 
ns to un iny hazards that 
s ind ) nine what positive 
ir neede He then presents 
pr ) citizens committee 
n have formed for the pur} 
tr il mmitte e engineer keeps 
nstar n tou read em] aid when- 
ver ji s 7 i Th N na re Protec- 

m As ' isa ee if which 

, ! reani n ¢ oach because 
8 s no } ! r t wnd has no 
mo I tien fe and 
proper he er t untt s a 
\ | 
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IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 




















Chairman Fox:—Is there any discussion on Mr. Thompson's most complete 
report? 

(The report was disposed of in the usual manner.) 

. 4° 
In Memory of Charles Gibson 

C. S. Martin \s senior member of the senion council, it is my sad duty to 
announce that on last evening our dear end and former president of this organi- 
zation, Charles Gibson, of the Gibson-Snow Company, Albany, N. Y., passed into the 
great beyond We all remember very affectionately Charley Gibson, who attended 
the meetings so constantly and enjoyed the gatherings We appreciate his success 
in business, the outstand.ng position he held in our craft and we deep!y mourn his 
demise May [| suggest, Mr. President, that we send to his family ae telegram ex- 
press ng our sympathy, that we set aside One moment for meditation and prayer, 
and that you may send three members of our organization, if poss.ble, to represent 
this association at h.s funera 

Chairman Fox If there is no objection from the floor, we will leave the matte 
of sending the message and the selection of the three members to be sent to the 
funeral to the senior counce.! 

(The members arose in silent tribute to i es Gibson. ) 

Charman kox I ha innounce the roard of control meeting this morning 
Will be at 10:30 in room 118 I will ask Vice-President Brunswig to take e chait 

(At this point Vice-President Brunswig teok the chair.) 

Chairman bBrunsw The ne repr mn  progr:m is the report of William 
J. Mooney hairman i ‘ min.ttee on delivery and _ traffie 

Mr. Mooney read the report of the mimittee op delivery and traffic as follows.) 


Report of Comn 


uittee on Delivery and Traffic 


Since our last report there have been 
no pronounced or radical changes in rail 
transportation However, it is very ap- 
parent that the truck is drawing tonnage 
away from the rail lines and this is now 
interfering woth the regular running ol 
package and way cars on lines of light 
traffic destiny This has a tendency to 
slow up deliveries on ra lines and your 
committee feels that this matter should be 


William J. Mooney 


Chairman on Delivery 


Legislation 
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Was passed at the last se 
(H. B. 12065). wht 
situation—nam mak 

irrier subject cour 

leving the consignee I 
bills presented after tl 
ivered when the ce 

hippe r 





responsible f 
and she 
iffered 

ee Heat 

} hve ’ ! 
realy ! 


Valuation ot 





1 


T 


reporte 


lready 


i 


d 


out 


= on consolidation of 


1 





and Traffic 


iking 





level 


h 
of 


Railways 


tr 


between 





ted 


Way 


Por hn 


certain 





Ko 


ps 


polhts 








Postmaster-General has stated that 
the United States does not desire to enter 
into 1e business of operating air lines 
for the handing of mail and parcel post, 
put private companies should do it. 

Claims 

The carriers have greatly reduced the 
number of claims for loss and damage 
Court decisions have made elearer the 
dividing line between the shippers’ and 
carriers’ liabilities and this, coupled with 
t System used to develop the facts in 
each case, has made the adjustment of 
claims easier and quicker. Concealed loss 
and damages will always be troublesome 
and all cases should be reported to the 


carrier immediately. 

































In this connection. your committee sug- 
gests that the members take advantage of 
the facilities offered to us by the freight 
and traffic bureaus of the various cham- 
bers of commerce In most cities these 
bureaus have the equipment to render a 
real istance in the matter of adjusting 
difficulties regarding routings and delays 
in shipments and also in assisting in 
adjusting unpaid freight claims More 
use should be made of these bureaus 

Trucks 

The proper place for trucks in freight 
transportation is a most important mat- 
ter and its status as a «¢ er should be 
determined at once. There is no doubt 
but that unrestricted ind unregulated 
competition by trucks will be disastrous 
t r rail ickage and way car schedule 
There are many commodities whi the 
truck ¢ 1 handle and exceedi eare 
s ld ‘csed before gi the 
truch niimited permission to compete 
wit ! rail lines The report of the 
commission will no doubt. be thorough 
and probably be used for legislation to 
Peover! nterstate movement bv trucks. 

At the present time the majority of 

‘hairman Brunswig Mi Hayden, 
there are quite a few of us in the same 

Are there any further remarks 01 
mard of control 

In \ vy of the i that Mr. 1 
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ite highway commiss ons are granting 
road privileges nly to bonded truck 
drive ind each year we find more re- 
sponsible owners and drivers In some 
States the steam and rail lines are run- 
ning truck auxiliary carriers to their 
regular freight service The increased 
use of the truck as a earrier is rapidly 
making changes necessary in the system 
of handling of our orders in the house, 
but the truck is here to stay and we will 
have to change our systems to meet the 
demands cf the trucks 

Chairman Brunswig You have heard 


the 
any 


traffic report 
remarks 


Is there 
made 


iny discussion, 
that report? 


Discussion by Mr. Moor 


tor be on 











J. H. Moore In connection with thie 
report, aS a manufacturer I would like to 
make a suggestion that the wholesalers 
who order merchandise do not always 
specify the routing ie order unles 
is absolutely essential 

We find a great many times in our own 
@ase that an rderv. comes n marked 
“rush,” and the routing is not the quick- 
est way of shipping the order according 
to the information at hand in our traffic 
department Where specific directions 
are given, we have to follow them or else 
write the customer or wire him This 
requ.res some delay I would like to sug- 
gest to the manufacturer that the whole- 
saler simply mark his order for routing 
by the quickest way instead of specifying 
a defsnite route 

Chairman Brunswig We thank Mr. 
Moore for hisvremarks I think some- 
thing could be said in that respect So 
many of the manufacturers are routing 














goods shipped particularly to the coa 
by the consolidation companies and the 
delay is tremendous. If the manufacturers 
would take that into consideration, the 
shipments would be expedited Some- 
mes shipments are delayed as much as 
three weeks in transit by shipping by 
these consolidated companies I don’t 
know if the manufacturers have realized 
it, but sometimes thev lose the sales of 
hundreds dollars’ worth of their goods 
just for small saving in freight We 
as a firm invariably route our goods and 
nsist on the manufacturers keeping those 
routings That is, we require that they 
route the way we specify There is a 
lot to be said on that subject, I think I 
would like some of the other gentlemen 
to make a few remarks if they will 


Discussion by Mr. Hayden 


Frank Havden Another condition 











that presents itself very frequently in 
connection with this is that the ustom- 
ers at some distance from the shipping 
point will su st that the goods go 
freight while weight of the package 
is not sufficient to warrant a freight ship- 
ment It is ymetimes pretty hard work 
to make the customer realize that had we 
sent it by i would ive cost him 
more than if we had sent it by some 
other method 

I think we al ippreciate that I think 

boat on that e s Sstion 

this sulbjec I ort Ww 2 o t 
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he Stamp of Quality / ROCHESTER 


Every package of merchandise made in this factory 
carries a guarantee of quality and uniformity. 


Consistent and strict adherence to our original policy 
of furnishing only high quality merchandise under the 
“MAID OF HONOR” label, has brought us an ever 


increasing number of loyal customers from year to year. 


Jobbers of fountain supplies everywhere recognize this 
fact. They know that one sale of “MAID OF HONOR” 
to a fountain operator means repeat business for them. 


The Richardson 1928 proposition is now ready. It is 
bigger and better than ever. 


RICHARDSON CORPORATION 


Manufacturers ‘‘ MAID OF HONOR” Syrups, Fruits and 
Specialties for the Soda Fountain 


ROCHESTER, NEW YORK 
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National Legislation 


The past eu as been marked 
activit on thie part of this « 
nal << heen t po 2 
clatior wit thre co-operatior 
Washington representative to 
members fully informed throug 
letin erviee of developments of 
interest On this account and 
suke of brevits oul om 
undertake to summarize the ‘ 
veatr moat ntroductor cl 
report but will take 
tant subjects brietlhs t . 
senting 4 Cone t vical ac 
accomy s ments 


months 


Reorganization of Prohibition Service 








Just prior to the adjournme 
ast Congress a bill was «¢ cted 
the Secretat of the Trea 
authority to entores t 
and empowering him to app t 
to be known as a prohibition 
sioner mmediate 
work rtua ide 
of the my ur mporta 
officer, next to the Secretary of St 
most important cabinet flicer 
tion commissione ) 7" » 
change n the position 
Seeretary of the Treasury, wt 
ously exercised supe! ry 
over the prohibition unit \\ 
forcement of the iw 
number of cl ge re t 
tance, the trades ha suffered 
hardshiy ind the Secretary of the 
ury has always take 1 conse! t 
of the subjects in which we are 


and. we believe, can be relied uy 


that justice is done to a interest 
No broader guaranty f fuir 
under all condit-ons could 
given the industries engaged 
dling and consumption of al 
recent appointment of Ww. J \I 
prohibition commissioner t - 
\. Haynes (Mr. Kline is alre 
ferred to that ind I vant to 
every word he has said wit ! 


Dr. Doran's accomplishments and 
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trv.) Dr. Doran is an accomplished 


cere attitude of friendship tow 


ist and an internal revenue officer 
than twenty yvears experience Wh 
recerd shows him to be unswerv 
committed to a policy of strict 


forcement, his broad technical knowledge 


of the alcohol industries is such 


him a most comprehens ve knowledge 
their necessities and of the paramount 
however 


importance that all regulations 


strict. shall be sane and practicable 


Changes Due to Decentralization 


On numerous occasions during 


vear your Washington representative 


been obliged to call the attention 


bers to the fact that under the 
tralization policy instituted by Gen 

drews, which increased the authority 
prohibition administrators, it has 
necessary to supply administrators 
their representatives with certain 
fidential information which previously 
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should be made January 1 
wnother 55 cents on January 1 
first reduction has now been in force 
approximately nine months and while 

has been some slight diminution in 
profits on handling alcohol at whole 
there has been no disjointing of the 
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Members business 





located at a distance from the office of 


administrators should forward to 


all confidential information by reg- 


mail. 


Cut in Alcohol Tax 


White the wholesale druggists of the 
country were not a unit in favoring the 


or reduction of the war tax on 


alcohol, very few of them shared the 
pessimistic view of certain individuals 
predicted that the trade would be 
ously demoralized by any cut in the 


The tax having been increased 100 


percent for war purposes it was inevitable 
the war being over the tax would 
ultimately be reduced and with a large 
imber of consumers and the entire retail 





trade urging tax reduction it was 
| that Congress should yield to the 
i pressure rought to bear by these 
terests To minimize the disorganiza 


at might have followed the repeal 
War tax at one troke, Congress 
provided iat a reduction of 53 
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Poisoned Alcohol Charges 
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aleohol out.) This measure was 
red te the Senate Committee 0 
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made to have hearings held on i 
wugh it was obvious that the measure 
not become a law owing to the ex- 





egislative jam All the alcoh 


trades protested against these pro- 
hearings and Senator Edwards very 
sensibly withdrew his demand for them 


be hoped that tl 





IS movement wil 
renewed in the next Congress The 
- ing industries f the country 








special formulas the withdraw 
one of which would cause serious 
nience ind possibly heavy financial 
one quarter or another 


Reports Required on Denatured 


Alcohol 





mnection with the hange made by 
mn on bureau n certain formulas 
mmiple denatured alcohol it became 
ssary to safeguard the sale of stocks 
hand of discontinued formulas With 
to preventing their diversion dur- 
period that might intervene before 
exhaustion of thes supples. Treasury 
ms 3949 and 3987 were therefore 


re ulring parties owning, Storing 


possessing 20 barrels or drums or more 
‘completely denatured alcohol, formulas 


6 and 7, or any quantity of form- 


compounded prior to January 1 
to report their holdings to their 


idministrators On the other hand, 
administrators were directed upon the re 
of such reports at once to issue to 


Vners, storers or possessors of the 


ti special permit for the sale or 


disposition thereof and no sale or 
disposition of such alcohol in quan- 
tities of one barrel or drum or more might 
after be made by the owner, store 
possesser, except as authorized by the 


pecial permit There was some 


ff uniformity on the part of some 
xdministrators in the execution of these 


tions and a number of nqyuiries 
reached our Washington representative 
reference thereto In all cases, how- 


the bureau promptly issued the nec- 


instructions to bring about uni- 
of action and while some tem- 
inconvenience was caused some of 


largest dealers in completely dena- 


alcohol no erious hardship was 


uffered. 
(This, gentlemen, is an important phase 


outlook for the coming year, It 
s every one of you and it is espe- 


important at this time because of 
movement to raise our bond premium 
progressive It started with some 


larger companies and is spreading.) 


Effort to Increase Premiums 


Almost since the adoption of the de- 
natured alcohol law in 1906 the premiums 
bonds of permit holders using such 


have been written at a minimum 


by the leading surety companies. 
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Modification of Permit Requirements 


important concessions 
year has 
confirmation 
purchase 
Under the terms of Treasury 
requirement 
administra- 


obtained 
modification 
requirement 





Decisions 
requests 
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prohibition 
of permits 
forwarded 
was rescinded 
volved not only a 
labor but an actual expenditure of money 
dollars per 
associa- 
conservative 
expendi- 
operating 
Druggists’ 


registered 
This requirement 
large amount of clerical 
thousand 
members 
is believed 


running 


statement unnecessary 


National Wholesale 


obtaining 
Washington's 


concession 
representative 
secured from Gen. Andrews an order pro- 
physician's 
exceeding 
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small requisitions constitute an amazingly 
number of 
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transactions handled by wholesale drug- 
gists in the dispens.ng of medicinal liquor 
and Gen. Andrews’ action. in the matter 
was hailed with great satisfaction 
throughoud the entire wholesale drug 


trade 


Retailers Relieved of Affidavits 





During the pas vear the prohibition 
bureau issued an order forbidding the 
notarivine of the affidavits on form 1419, 
permits to purchase intoxicating liquors, 
by anvone but the vendee himself, thus 
doing away wit the quite general praec- 
tice o laving sue affidavits executed 


by the vendors actit upon the authoriza- 
tion of vendees \s this regulation im- 
posed additiona labor and expense upon 


the retail drug trade our Washington rep- 





resentative, Mr. Crounse, took the matter 
up with tne officials of the prohibition bu 
reau th a view to obtaining relief. After 
careful consideration t has been decided 
that \ le the ruling requiring vendees 
rather than vendors to execute affidavits 
must be adhered to, the affidavit on the 


t 
form 1410 need not be executed either b 
vendee or vendor in case the vendee holds 
a permit of the non-bond class, that is, a 
permit authorizing the purchase of quan- 
tities of aleohol not in excess of 15 gal- 
lons per quarter In the ease of 1410's 
covering Whisky the administrator's con- 
firmation of a 1410, the affidavit on whieh 
has not been executed, will be the ven- 
dor’s warrant for filling same. Salesmen 
who obtain orders from retail druggists 
for aleohol will be expected to ascertain 
whether vendees are of the non-bond class 
if the affidavit is not executed. Vendors 
who receive from their customers by mail 
1410's the afffdavits on which are not 
executed may assume that the vendees 
are of the non-bond class and responsibli- 
itv for the omission of the affidavit wil 
rest with the vendee. In this connection 
the bureau has made an important Cconl- 
cession to the alcohol-using industries b) 
permitting 1410's covering the require- 
ments of the coming calendar quarter to 
be filed at any time after the tenth da) 
of the last month in the preceding quar- 
ter. This will enable administrators to 
examine and approve permits to purchiass 
and return same to permitees by the first 
day of the quarter against the quota of 
which the permit to purchase is drawn. 
(That prevents congestion in the office of 
the administrator, and it expedites the 
approval of your permits anywhere from 
ten to thirty days.) 


“Dry” States Listed 


Owing to the diversity of State prohibi- 
laws members of our association 
loss to know 





tion 
have sometimes been at a 
whether certain States were regarded by 
the Federal prohibition authorities as 1 
the so-called ‘“wet"™ or ‘dry’? column A 
few months ago our Washington repre- 
sentative solicited from the then Di- 
rector of Prohibition, James E. Jones, 
a statement as to the category of States 
in which it is permissible to prescribe 
intoxicating liquors for medicinal pur- 
poses. His reply was incorporated in 
our bulletin No. 124, but as it is brief it 
is reproduced here for convenient” ret- 
erence by our members as follows (IT will 
not read that list of states, but this re- 
port wil] be in print in the Oil, Paint an 
Drug Reporter this coming week, and | 
suggest that that list be clipped out, if 
you have mislaid your bulletin I say if 
vou have mislaid our bulletin. because the 
correspondence of the Washington burea 
indicates that a great many of our bulle- 





tins are mislaid.) 
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ware West Virginia North Carolina South 
Carolina, Tennessee, Georgia Alabama Mis- 
sissippi Arkansas F la Indiana North 
Dakota Nebraska Kansas, Oklahoma New 
Menic Utah Arizona Idaho Oregon and 
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serrbing of ntoxicating liquors for med nal 
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ency ses. Respectfulls 
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After considerable discussion in house 
and senate ommittees a new Federal 
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legislation. (I want to say that that bill leaders in the price protection movement of th» brief chapter dealing with the sub lerly distribution of identified merchan 

is the Capper-Kelly bill inverted and more hai. tie nvestizat on with deepest Satss- t that you taae it ip with me direct by ) susiness men of, the country; and 

or less paraphrased, but makes no change faction and confidently count upon the correspondence I should be very giad to Whereas, as a result of such interpretations 

in the basic principles upon which the cutcome to expedite Federal legislation on handie t for you and secure an adjust- merchants and manutacturers ave against 

Capper-Kells measure was originally this important subject. To those who are ment with the prohibition commissionec. ‘ ill been drive mn to a stal ol ruthi ei 

framed. ) disposed to feel discouraged because of Chairman Brunsw.2 I am going to aires nomic and pri a enti. 
New features of the bill include a_ the long delay in obtaining the enactment submit this report to Mr. Kline to clos os to es Delain: of as "te e aaa com- 


more specific declaration that contracts of a price maintenance law your commit 


. . . nerce viously enhancing costs of distribu 
between producers of trade -marked or tee can only say that the undertaking has Discussion by Mr. Kline yn nd creating a_ situa 1 not paralleled 


















































otherwise identified merchandise and their been a gigantic one and the opposing n n other civilized country; and 
distributors te maintain resale” prices minority vigilant and energetic, but that C. Mahlon Kline I have a coupe of Whereas, it is our opinion that there should 
shall no longer be considered to be the enormous benefits certain to result Yreselutions IT want to bring up before you ve remedial legislation looking toward he 
“against public policy,” which was the from the desired legislation will fu before doing that i want to publicly corre tion of present condition therefore 
chief ground upon which _ the United compensate for the difficult.es and delays tans. young William Sch effelin for the ee hows het the (n “vaniz artic 
States Supreme Court held — the price” attendant upon its consummation W « he did last year He came to Wash heoneel ah dire oe “ exaciet as facil a noe 
maintenance system involved in the Dr , invion half a dozen or a dozen times to rectful ure on our fational Congress 
Miles case to be unlawful The new ten- Conclusion ) nen the efforts that were being hat con Oa ¢ 1 
tative bill also broadens the scope of the »oved down there and during my apo ossible on to ion giving el 
Capper-Kelly bill by providing not only Throughout the past year our membert senec he came al ) iimself Hie pro the f ! unt t i 
that the producer may require the party ship has been called upon several time tusted v gorcusly and came I thir we 
to whom lhe sells his goods to maintain by our legislative committee for prompt a wwe him a lot of than Poa aa ‘ poche & 
a resale price but may also contract with and energetic co-operation, especially in There is another man I want to thank — Rear Cue s no proau 
the vendee that the latter “will require the matter of appeals to senators and and that is Mr. Whittlesey He has a ete oa ae A. a a 
any dealer to whom he may resell such representatives In all cases the response longer distance to ivel, and he is always fend ’ econ ‘ ‘s nd a r os 
commodity to agree that he will not In has been prompt and vigorous and never there when he is needed nto rceable ite wholesa - 
turn resell except at the price stipulated before hus the value of our well erganized \poarently tron eat ons that Mr ret or votl for the pre tion of 1 i} 
language which makes it clear that the trade association been so signally demon- (+ inmse has been ible to fathom n rices upon |} ow? lentified merchar 
jobber as well as the producer may pro-_ strated We take this occasion to repeat \ashineton and from the general status 4nd 
tect the resale price of a commodity when that the recognition of the high standing gy qt), situation the time has now come Resolved, furthet Chat pies o 
so!d by the ultimate vendor 1 think it of the National Wholesale Druggists’ As iienee- 4 ut little effort behind a lution be transmitted to the Presid 
may be assumed that this tentative bill sociation in Washington has been such “OS™ we can DMl a tlk se taxes. pro- sruted States, to the Presiding Officer e 
with its prestige as having been formu- that our membership roll has at all times = a. Se ie 1 ve « United St eo eo oe Speaker um tne 
lated by the legislative drafting bureau of eonstituted a “white list’’-—a genuine rol \ ls d the ASSOK aon IS 80 ies et ; p Ho Ise of Re prese ntat ve : to the \tto ney- 
the House of Representatives will be pre- of honor We need not say that from parently mos or a trade Se ee ee a ens = oa’ he ae a ae oe the Secretary 
sented in the new Congress as a highly time to time individuals and eoncerns a. ware sg cing i hind a geen on co sve a chia, United St ene gl oe Coen Saat 7 
ucceptable new version of the Capper- not entitled to the privileges enjoyed by ‘'® I, the retore, have a resolut Pa rs ae he Judiciary and on Interstat Calcot 
Kelly bill our membership have sought to gain ad which I would iike to read to you or YOU and to the individual members of the House 
The recent action of the Federal Trade mission to our circle, but we know that t? take such action as you deem desirable. of Representatives Committees on Judiciary 
Commission in launching an investigation those charged with the duty of secruti- " - . i , ind on Interstate and Foreign Commer , 
of the resale price maintenance problem nizing applications for re mbe rship w Corporate Tax Reduction Favored Chairma Rrun I ' . 
will probably have the effect of deferring insist upon the same high standards of a he Treasury Lepartment reports Crounse. this ae Aa ae presume Mr. 
action by Congress until the commission’s Gualification in the future that have given jndicate a surplus of approximately $600,000,000 ittitude 6 th WI Saennen Dy ae of the 
report has been presented How much this organization the high position it now e current fiscal year: and ta tein ee | site : 1 a ruggists on 
time the commission may occupy in its enjoys, not only in the trade but with the Whereas, the wporate income tax inerea Mr A ae a p Ye 
inquiry cannot be foreshadowed, but the government at Washington r mnection with the la revision the C, a 4 y NY on ants e see 7 
Chairman Brunswig: tefore asking for discussion on this splendid address i 7 - ix “e = ca ngly irdensome broval and fore iki ee ened — ap- 
of Mr. Crounse’s, 1 am going to make two announcements ; Rasolve Tha ots National Vi lesale Drug- trol to bring it properly before this body ' 
(The chairman made announcements relative to registration and to the meeting = die wree unon Congress ¢ a (The mot.on was seconded, put to ‘a 
of the nominating committee.) por u f reducing the 1 nt corpora in- vote and carried. ) ; , 








Chairman Brunswig l am going to ask some of you to discuss this splendid ye tax rate from 13% to 10 percent; and be W. J. Schieffelin, Jr Before we pro- 
report of Mr. Crounse’s. I think that the legislation problem is one we all have to urther ceed, I want to say I naturally appre iate 
contend with, and we should like to have a few remarks from some of our members Resolved, That copies of these resolutions be greatly Mr. Kline’s graceful and unex- 
on this splendid report | have been talking on legislation with Henry Frank con- forwarded to the airmen the House Ways pected remarks I fee) they are eguallyv 
siderable Il am going to ask Mr Frank to make a few remarks nd Means and Senate Finance committees and a yplicable to a number cf the other mem- 

Henry Frank:—I don’t believe I can add anything to Mr. Crounse’s report, as » the Secietary of the Treasury. bers of the association and since he men- 
it is so Comprehensive Chairman Brunswig May we have @ tioned some of us going to Washineton 

Chairman Brunsw.g:—Who will start the discussion? Will Mr. Martin start? Motion that this resolution be adopted? I do feel it a duty to urge all of the mem- 

W. L. Crounse :—May I supplement Mr. bers on whom Mr. Kline may eall to re- 


Discussicn by Mr. Martin the very large sale of these poisons by jxjine's statement by a word or two? The spond promptly to any call. IT went to 


irresponsibie parties ; hi tt 
rresponsib partie Ways and means committee has given Washington because I was satisfied each 




































‘ * ae Sener ‘ . ¢ > 0 illet « : “ 7 
( S. Marti I am wholly unequal to on ie eae aes ao A bulle es notice that it w.ll begin a series of hear- time that Mr. Kline did not call need- 
! ies t cer ' ‘ ‘eclate an 8 id r rt made * leg- ' ‘ : } - | lv her | 
— o ue vu certainly appre = etatiee aaaliaa ae _ al ; ings, looking to tax reduction, the latter lessly In other words, there was a real 
the work of our | Slative Ses 0 Ste a uld d ith : ttl a. Ih = part of October and on Necember 2 this necessity for us to be represented. 
mor mportant committee is appo.nted by we ould do withou lem reteVE, IM a ne iy sic will be , for - , : . p 
Sa ebmnteasicn I am rather surprised fact, if our association could accompiish — — ae 7 « 7 b Levene pln ol Pn You can see what a wonderful leader 
to learn that bullet of this committee nothing more for its members than tl Le ee taeT cudane areas si} we have in Mr. Kline, both in the report 
rn la ULetIns us « imi ‘ . : , ae : on at that hearing to present to the commit- and thes or “d- < res i ; 
are not having due attention. It cer- ‘:vlendid work of this committee at Wash- I D ; ona Pe gg mel and in these forward-looking resolutions 
tainly is important that they should be ington. cur association would be well [CS Se Action of your associanon ocr for the future and when the investigation 
y | I an ie ie} pul : on . today That emphasizes the importance of price conditions made and tl . 
not only read. but filed fer reference, Worth while Their work is magnificent © ater ba 44 ; ution ‘cusing Wels nit reece crons 16 made and the new 
The report deals with prohibition on ac- it is constant They are looking after eee ee eee s bill really comes to the mat, it is up to 
1 r he ¢ . : t ft - our .nterests while we ar ep Thes come in order that we may present to the every one of us at the cost of considerable 
coun of the constant vV.olation oO yur : ‘ ‘ : : committ the proposition as the unani- . } . cee ¢ ciate a aici 
prohibition laws. The report is so en- ere deal.ng with questions which we ar : +i P this t ee it necessary, to 
gaged in these cases that they have but not able to deal with singly ollec- nous action of this assoc M re respond to whatever calls Mr. Kline may 
g 1 ases ni i t avi < is ! ! : ir ; is y ne oe : ? 
little time for the onsideration of other tively. They are experts in that part Chairman brun sw Zz Mr Xline, has make upon us and it really is only self- 
iseg So this report very largely ha iar line, and it is most. gratifvinge. it his resolution had the approval of the jshness to do that because though we a 
Case : is Ty t li gel as « ‘ * i ! mie é MS } Y yf ( ol? ° . . . g > 
to do with le rislati m under the proh bi- Seems to me, an old r of this asso one “Reh: sat “Sti it working for the association, the benefits 
ee net Sisk n ' , aattive. ko: hear ta Gaal cobeiiaien ct Mr. WWline As | understand it, the that will acerue to each individual house 
os ' .. ths report. the highest standing in which COUrS¢ this resolution should take is first’ will well repay the expense and time and 
. Fortunately, I consider it, my State is Sie. sainiine rship of th National Wh t is appreved by the membership and effort that we put into it in addit on to 
in the “dry” column, so that we are not) gale p sts Association ands. I wish ‘hen referred to the board of contro the encouragement which Mr. Kline de- 
affected by i great dea f legislation aren: Tan’ ete ae tate cake : o Ww. Io. Greiner I so move serves for his unfailing energy and care 
that is enacted \ little piece of legis pe : ak A zs The motion was seconded and car- of all our interests 
” ) =< sO ” pre : t ine th = 
lati ) our own State may be of interest ~ ! : . ! ) *} 
re} t ttending he enor hi "1° Chairmi > swig ‘re f 
Sa Gind ol eives Becaintclte th mantis Gea na atte i ; shecwnaiin . [he motion is , “hai nan Brunswig Are there any 
Fae ania rks > from that nari of 2° Plain and xo 2} : I h.nt = urthe larks to be made on this report 
a pi iny further words « ; on legislation? 
‘ nti soe andes 
\ las Ssessio , t legislature i ( 1irn B =V \ Di t I M H d 
I in Ss I 
law issed w ibled any dea! ther nea s to be : \ i1t.on iscussion by r. ay en 
21 ner ’ inv kind. to hand ( Ss Mav la . and Frank Hayden There is a bit of in 
carb acid a odine. While It may! ificant. b i Vv I wasn't taught id Leg ony ending leg station which is not referred 
ynfined hematies. L w isk the secre- ; n the report I spoke, if you w 
i Ve 


o Were on Hand for the Official Photograph 
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FOR THE MORNING AFTER THE BANQUET 


“Relieves Acid Indigestion 


A glass of sparkling, effervescent Calsoma, taken 

either in the evening before retiring, or on rising 

in the morning, will quickly neutralize gastric 

Granular Effervescent © acidity without disturbing systemic conditions. 
2 ounces eee ° ° aoe ae * Pa ‘ * 

cia Wa: Saas eee This gastric alkalinization with tri-basic phos- 

phates (Calsoma) is much safer than bicarbonate 

- of soda or other similar products which may cause 

To Control Acid Indigestion, alkalosis and gastric irritation. Ask Your Drug- 

Heartburn, Acid Eructations, eter : : o : D 

gist for Calsoma. A sample will be sent on request. 


Neutralizing gastric acidity 
without producing alkalinity. 


ABBOTT sade Ab66ctt 


WORTH CHICAGO, ILL. U.S.A LABORA THs s S 


NORTH CHICAGO, ILL. 


NEW YORK SAN FRANCISCO SEATTLE LOS ANGELES 
TORONTO BOMBAY 





“Above is a reproduction of advertisement which is now appearing in the t 
leading medical journals of this country. CALSOMA is the latest success P 
of the Abbott Laboratories. Try it yourself and be convinced of its effect- . a 
Iveness. Retailers are stocked. Are you prepared to supply them?” 
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one year ago, that is, in favor of thesystem operating, the druggists of Michi- Some time ago I made a careful computa with any certainty that there would 
licensing bill rather than in favor of the gan, of necessity, will have to be sold tion based upon the assumption that we yg profit’ in it The price at whicn 4 
compulsory testing bill whereby each in- thermometers bearing either the Massa- would undertake to do the impossibl bought was not anything other than thé 
dividual instrument would have to he chusetts licensee’s permit or the Con- namely, to supply every retail druggist i: best. bargain you could make; if some 
tested. necticut licensee’s permit. and we are the United States directly all the bottles (ther buver outbargained you, the cat 
In the meantime, it may be of interest hoping and believing that before many they would require in their business. Fig of bottles purchased by you was a_ los< 
for you to know the State of Michigan more States can enact legislation, each uring the ultimate bill to all the retai rather than a_ profit because the corm- 
has enacted legislation operative early of which is just a bit different from that druggists in the country of that plan in petitor in that event fixed the price at 
in the month of September, but unfor- of the law already enacted, that this dicated clearly that the total bill paid by which you would have to sell the car that 
tunately by legislation operative earlier Federal, licensing bil! w.ll be a part of the retail druggists of the United States you had bought, and what was your 
than they could vet at their work, our law for their bottle service would be substan uation one day became the other fellow’s 
whereby a State law similar to that which C. Mahlon Kline I might say in ref tially greater than it now is In other situation another day l can also say 


is already in effect in the Commonwealth | erence to that bill, we were represented Words, you render a service to the retail and in saying it I draw upon a very cot 
of Massachusetts and the State of Con- in Washington in favor of it and did gists in the matter of bottles by hav siderable personal exper.ence, that dealing 
necticut’ governs the merchandising of everything to help it along, but on ae them where they can be quickly and with wholesale druggists at that time 

















clinical thermometers In the interim of count of its being a little specia we readily obtained without delay when and was far from being saisfactory. They 

their getting machinery set up and their didn't refer to «wt in the report t wanted No machinery that we could made contracts for one, three, five or te 

construct for that purpose would serve it cars, as the case might be, and they took 

Chairman Brunswig Next is the report on Problems by Dr. William J Vell as you now serve it nor at as low them if it was in their interest to do s 

Schieffelin Captain Schieffelin will read Doctor Schieffelins report 1 Cost and if not it required more power that 
Captain Schieffelin I regret Doctor Schieffe vas obliged to leave eat t I hall be my purpose to analyze what I ever knew any bottle manufacture 

morning to attend a meeting in New York and that he can't be here to read ix happened in the distribution of drug be possessed of, to make you take them 
eport in) person bottle in the ist ten years, for the if the market went up you took them 

(Captain Schieffelin read the report on prohibition problen ; follows. ) inde ef icating to vou my ideas of '* went down the bottle manufacture 

here vo ive Measured up to your re could whistle It was a standing under- 


standing among bottle manufacturers 
































































































ae, eae . m siaaee onsibilit n this regard, and where you ; 
Report of Special Committee on Prohibition ave fallen short of doing so. If. in this those days, that contracts made wit! 
wholesale druggists were barely wort! 
> * inalvs 1 should happen to, with what } r +h : writta anor The 
Problems may seem to be unnecessary harshness, the Paper they were written upon 
; system of contracting them, which was 
; touc a sore spot I hope that you wil on 1 tins Jano , ts. was 
Prohibition problems during the past exceedingly active vear, particularly so in re gnize that 1 am only doing so in order S¢@erally tor a year: requirement , Wa 
vear have continued to demand serious opposing proposed legislation which we hat the present situation may be cot very unwise for the wholesale druggists 
thought and attention on the part of our believed to be injurious to our interests tinued and improved upon to the ultimate very  burde nsome oe as very ut . 
entire membership While the sale ot o henefit of all concerned, namely, the pub satisfactory both to them and to the man- 
medicinal liquor is prohibited in half ot { tail drt rist the wholesate “-scoute! oa ; P 
our States. regulations concerning the ay eS ache Sresi wias Catt ie When I state as above, J do so not : 
distribution of industrial alcohol and de g ; ‘ the purpose of criticizing the then whole- 
natured alcohol have caused a c ntinual vin I ¢ I ory Oo vO Rale drug ts, but for the purpose 
‘ ; novat n tl by) iving a little of historic foundation recording an historic fact Nor would | 
wmount of difliculty and annoyance ! t fee today vy more like criticizing then 
re t of our business . . i i 7 nor x ( Ang ! 
a le i 7 ren itter Vill present A Bit of History than I did ther ’ i e they Were col 
a detailed report on these problems. This | t vears ago. about 1917 fronted me ; shat ct e cone nS tha 
I t will! be summary of some f th j { : . s compelled them ado many things i 
eport wil a ; ; exiy ‘ the preset era oft therwise they would 1 \ 1 to do 
mere important changes and facts whict | to 1N17 t vandlit ct this ha een yroven onclusiy 
should be fulls inderstood by our mel of ottle b Wholesale druggist Was not oe the Cawent 1 t té irs I 
2 Bathe the past yea t n ti he aha : ne. SAN A s u se e past ten yeul a new assed 
rin a eee Lf gsc S al e a Wholesale druggi " upon the eliminatior if or 
legislation, has been reorga ccc Pode \ s of t retail sts, Was con onrrent durins : oe 
bition enforcement Is unde! i . t Ie ed to « rey anvwhere from four to ’ established Thi : an 
tarv of the re isury The dire and a en different styles of bottles, and man a " ‘ the ‘hep ; 
diate enftorcemel! ernee : ; ; a different sizes and Kinds of packings ‘ a lI am ceertail equallv” satisfac 
a prohibition CONS ae ace Phere ere *hiladelphia ovals, Wester! tory t the jobbers There re no con 
the Secretary © a, = s shington ovals, Baltimore ovals itments earryin the jobber into the 
eal the t ill and ort blakes, et In addition to iture further t i ¢ ision will enable 
] 3 1 n a = mentioned many hottle manufac n to see ind herefore he is abl 
ree Meare, ee turers catering to the requirements of re regulate his buyin more closely to his 
nnay believe va a : a ¢.% er . ; ; : 
tially vor) t dva ‘ : = iseIsts followed A prac LICe some wn needs and to the needs of his clients 
Our as it t n — nm vogue among automoone manu This has been a marked benefit to t 
est kind © " ‘ . inate la sing out a new mod jobber, and his condition in the scheme 
(yener Al \ t e aoe hg See ther and add vottle distribution as been very much 
relatior \ “ M ! uh : 0 De CArtieu I result was mproved thereby, but it is again to be 
vi t t © clutte S : AS era Sw k mind that you gentlen 
» si d \ “ ive ‘ nat aitter styles of bottles, some of , neg Whatever to do with bring s 
n ow ! t ) aoa me became obsolete and a loss about thi wint | want t iard 
t d ' " and reducing the turnover to about t against ; ipon your part, tl 
tely « reed d i reat’ the most three times pel eal I am displaying an egotism in drawing 
« egitima Bex ns wit Isle a decided change it © forcefully to your attention, the fact of 
1 s ind lals I Ss respect has occurred Now, one bot the part you played in. this | assure 
"e nel d itio t cut e made to meet’ the most exact vou that it is not for the purpose of be 
by resol I ! rements of reta druggists ttling your place in this matter, but is 
sioner 0 hib | er heen vel ereatlv accele! for the purpose of zing something 
ition it } ca ) stea of the two or three times tha i is | iliet develoy 
As this report is being writte re sed ’ i ot former t ow ranged from six to tel b ive conc . 
regulations for the enforcems the Dr. William Jay Schieffelin a9 Mf no other factor entered into the arlier part of this paper I said 
prohibition law known as ht rlatic ee tion t of itself could be regarded = t) ought the jobber earned what- 
2." being a revision of “Internal Regula Chairman on Prohibition Problems \ achievement substantiall i the ever he charged the retailer above the 
tions No. 60." have been completed \d terest f all concerned; the interest of price he paid for bottles I do not like 
Vance galley pl fot Regul: ms 2° is manufacturer because he is now en- to refer to this n fact, do not refer t 
been carefully studied by our Washing is we as the general public« The con ibied to concentrate upon the manufae- it as a profit lL refe to it and prefer to 
ton representat and it is believed that rhritters is also been ilied upon to e.ve ture of one ne rather than to be spread refer to it as a harge for service, and 
they will be fairly satisfactory o Y ! ler on Oo Various regulations is- ne out int the manufacture of mauy a charge that makes the ultimate bottle 
membership The prohibition bur u is ar in this w k it has been par nes It as also been a benefit to the bill of the retail druggists of the countrys 
co-operated heartily with our Wa ne iccessful This committe nanufacturer because it has broug less than it would be f other machinery 
representative in this matter f wl - endorses the work of our legis- tbout a situation where he can with some were employed 
we express our appres ‘ e « vitte ind recommends that measure f exactness figure what bottles It is not only important that the jobber 
Our egisiative committee is ad at thre issoeciation take similar action ile nz carried in jobbers’ warehouses gets an adequate service fee for services 
wtually in course of consumption rendered, but also important that there 
( rman | InSW ! = i ‘ his k it this report This is to m important, because it en be some assurance that he will get this 
should be referred » 1 board i s him to better regulate his manufac service fee or profit, if you wish to so 
WwW. L. The pson has ; ‘ ' on thre ‘ tion with eference to Pres ture By being able to concentrate upor call it Having in mind that if we were 
dent Michaels Mr. Thompso the manufacture of one tvle of b tt e, to expect of the service wholesale drug- 
- the manufacturer has been able to pro- site full service in the a of dis- 
7 a . ade . duce at a cost that wou tt otherwise tribution of bottles to the retail druggists, 
| ribute to President MM 1C haels have been possible d not otherwi that we must give him some form of as- 
as fe 2 s it 7 ee ae ; ; i , surance that he will get this service fee 
WwW. L. 7 psor ’ ef ‘ : tions of the mee ee rte ya Jobber TOY or profit and that it would be adequate 
, oO esterda ’ a an . a os a - 2 bon " we would have to do something to insure 
: . S eet . this We established the system of sug- 
It would take a modern Cice che ‘ nd ve tani *e the cl rm = Ame at o times y stocks to gesting to the retail drug trade at regular 
ng a modern Th \n l to treat ve d s bly ive mere ' 7 demand and reduces the quarterly ntervals, the pr.ce that they 
properly vhat mas been giver Rese t nd pron e eve to maintain nder O ene that e must short “an should pay for our bottles purchased fron 
nodern druggist to say cones the ntegrit ind purpose f the N. W order the service wholesale druggists It may 
vhose friendship Means so t ‘ 1) \ ! ve do offe to our we " It oer elpful to the retail drug interest you to know that this system first 
member of the N. W D> \ We ‘ ved pp ent rie ’ Michaels, our vist because ‘ i} tandardize Nn j suggested itself during the period of the 
to express to our dear frie 1 at est ‘ es ft the nt ance f the ractice rh Olle tvie of bottle know war to protect the retail druggists fron 
dent ow greatly deplore iis a ‘ he 1 t t S re back to him and ng that that tvle will endure from vear some profiteering being indulged in by 
ow deeply we sympathize with wive ; eve sting pledge b workin to year and ecome identified tl is Some wholesale druggists As the systen 
is nes how since \ | is done. of ou business st d of as former frequent developed, we could see where it served 
ention the = spiri f ¢ rier D Y ) ind Iy¥y occurred where he lad to have one the purpose of guaranteeing to the service 
w inest ’ ‘ é ve reat nd ut style of bot of one size and different Whelesa.e druggist his service fees and 
ership Working indefatigabls o 1 know? Per wre las preserved i tvle for another size, or where he could i™suring to the retail druggist a stabilized 
note ‘ leals < : - frienc \ . inminaf a not get the particular stvle that a” 4 market in which to purchase bottles, and 
wave nstinting ly s time ‘ r wl i \ npanion Sisted upor ving a) id to endure the protection to him i nst any tendency 
bility to add inore p ‘ he ‘ ir gentle asso loss of time iwaiting the ar al owt towards overcharging 
tlIY > re ne le ( ve ite ve é n esc Ss pment that ould ( ile S martic . ~ . 
cael ae ° Se eae pee ee S imeeeeiaiees dee style Difference in Conditions 
because he w stricke vhile aking a Mrs. M iels and the assurance she s l of the abe ve represents a decided If we take these three things—rapidity 
leserved and needed est uut the in ndeed greatly missed at this our fifty- mprovement in this matter of better dis- of urnover, the elimination of many 
piration of his example i tbout us all rd annual convention tribution and one that has been very ad- styles and a stabilized market. they rep- 
vVantageous a pront tandpoint to resent in their aggregate the difference 
Cc irman Brunswig Willi somebody make a motion on this Dac eer vets gists Now let me ask between conditions as they are today 
(It was moved nd seconded to adopt the — tien 9) tanding rte The SS aiiterenn mes oo pr ms . aoa tf - ‘ i the’ 4 — a * 
pembers arose polauded, ) Saale ‘wuuouianad than des = at _ who oo mr the fact that the hane ling of 
G. Barret Moxley ve t resolution be telegraphed to Mr. M ¢ thought that it a Pression that they bottles today by wholesale druggists is 
ee se wage at it had been brought about b looked upon with a favor that did not 
(The motie Was SE mider ind carried.) oe ny gas y sine creche cher In Your own formerly exist 
iain Seeadnotn i am apine ti anil « a oF for an address. adv: eis S an Fa — ane be _ It is not in me to indict an entire fra- 
Mr. Morrison duct of vour various icatey oa i ig ternity because of the failure of a few 
(James Morrison, Toledo, Ohio. presented the followin iddress. ) quite ready to agree with you. if anv of (on eee values. IL must keep 
5 . o tt any oO at all times two things in mind—one is 


uu should so t nh < < ith . 2 . 
at cou'd have been emploved and : hink, that this is a situ that all men are not alike, and again that 


Prescription Bottles ot a mea? that could ave been used of tt thet you brought shout The fact some have come into the business in the 


e matter is that it was the bottle last ten years, Who know little or nothing of 























ointly with the vVholesale druggists “ si oni chy 

By James Morrison a MAGA “mete mek fi Sas d due 3. menusacmerer Whe brought lis about, what was the condition prior to that time 
' | a i full a and in this we a played some part I but even allowing for all of this, I doubt 
It is with great pleasure that I accept owance or eV dvantage and disad do not want to make a special point of very much, at times. whether there has 
is opportunity of addressing vou o vantage that yo 1 8 ntlemen, through this only for a purpose that may be de- been on the ‘part of vou uhntaaaee drug- 
vhat | believe to be a subject of larg your” various establishments, constituted veloped a little further on. but I will say gists a full understand ng of “what has 
nutual interest an ideal distributing machinery Our de- at this time that a wrong conception on occurred, what is occurrine and the aitaad 
We have a common interest in the dis ision. therefore, Ww not based upon any the part of any of us as to where thes that it has had upon your business If I 
tribution of druggists’ prescription bottles maudlin adherence to a theory or through things originate may make it difficult for can get vou to see the picture as. I see it 
to the retail drug trade of the country a desire to cater to that which seemed us to see the larger possibilities and get and that in the future conduct of your 
ee eee Seem j " eo fit ‘ a ees a oneiy ue VAlUeR various businesses you will be guided by 
wi ‘ t rties one ne l inal decisio as basec rel gely f - ; * 
ee ee a _ . ae ed ou = oe — “ oe oe oe wety core ee I wish now to take up anothe r phase of sonees oceans I think we will all be 

to the somewhat in laws that aim service Vholesale druggists throughout ; 2 matte! and one that I think has a a 
to restrain acts ht be enainst the United States with respect to the naan coe money value to you and which I fear sometimes that you do not rate 
| public policy. I have no rpose in aval 5? G00 retail druggists which were to be eae a weeotnens to that very sensi- bottles as high ee they should be rated in 
ng myself of this ‘opportunity to address served. It is not any part of my purpose ‘] wre in your business anatomy, the your business, yased upon their profita- 
vou, to even remotely suggest or encour to discuss the economic status of the pocket nerve bility. I fear sometimes that some of 


: } \ t ne the older of you who remember the griefs 
age anything that would in the smallest jobber, but IT w sa that we feel, and 3 . 7 ” ‘fs, 
. way do violence to the principle of fair think the retai ‘uggi should likewis The Matter of Profit ~~ troubles and the trials ig had with 
racti , ; : t t s : vottles prior to ten years ago, have never 
practices and public welfare feel, that w itever Margin vou exact be- Again going back to the period prior anhtna ; shies away from td mental ‘yk e 
We have chosen to select for reasons tween the price you pay us for those to 1917. I tl k I We : ea ut Th < ay Y é 1 
i i ! ) : ‘. INK am not tar from stat pressions made at that time with respect 
that have seemed to us to be good : 








ind ings that we manufacture and sell you, ing a fact that will be enirely accepted 














sufficient—the wholesale druggist as t and the price that the retail druggists pay by you, when I say that at that time the “eo oet has said 

means through which our bottles will you for these things, is well earned by profits accruing to jobbers in the handling yoy “2 p eee ae 8 Sao 
reach the retail druggist In arriving at ou if for no other reason than that you of bottles were very inadeanate and very a ane _ , . ne 
this decision, we canvassed the situatio give to these things, which in this case is unsatisfactory to them Then, when a _ put the scent of the roses will cling ‘round it 
thoroughly and while there were other bottles, the prime element of place value ear of bottles was purchased, it was not sull, . 
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“LYSOL” Disinfectant should 0" 
“LYSOL” Disinfectant is po"? 
be swallowed accidentally, promp'¥ 
tering any of the following ingrede™ 
in equal quantity of water) follow 
of olive oil, melted butter, lard, 


AN. 106A 
» LYSO” 
not mort 
must & 
Disinfectant one eo" 
cleaning “ 
TRACE MARK LYSOL water 
REG.U.6.PAT.OFF. AND IN CANADA gigkT0 
RW.PHENOL COEFF.SS =F” all 
Staduation of this bottle iy "1M 
Solution, one-half gallon ot ear 
“Lysol” is the registered trade @¥* TT 
with products not made by LYSOL, 
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) 3 Face. Ha ds, Skit 
7 FLUID OUNCES ks Se ce tomlin 
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‘vente 
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CONSISTENT 
ADVERTISING 


creates steady 






LEHN & FINK PRODUCTS COMPANY, 194 Bloomfield Ave., Bloomfield, N. J. 


PEBECO, INC. A. S. HINDS Co. LYSOL, INC. 
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ae come that that - the aia Se Another and very important phase 7 ‘ 9 
conditions of ten years ago and. prior, last oo + he " searencmiacls that e nes ay, ‘ eptem er o- , 
a been changed but the impressions has developed in the packing of bottles ; ae 1 . , . 

of that earlier period may stil Lnger an improvement that has reduced break- [Third Session, W ednesday Forenoon 


and you be disposed still to look upon age to a negligible point and has pro- 





























rottles as the ugivy duckling of the tamuly moted cleanliness and convenience to a ig 3 
As a matter of fact, | think that if you maximum This has been made possible (The convention was called to order f« the third session at 9:50 a. m Sep- 
Will check carefully into the matter, you because the manufacturer has been en tember 28, by Harry |. Fox, presiding vice esident. ) 
: : ‘ at i acti > as - : " ‘ : 
will find that bottles rate gh in the couraged through the support given by Chairman Fox The meeting wiil come to order for the third session 
profit column with you rhey e& easy jobber to better things in this respect We will first hear the minutes of the second session read 
to sell because the retailer nust have but if this present system be broken down (Secretary Neweomb read the minut of he second session.) 
them just about in the same way that he by a lack of interest on the part of thost Chairman Fox These minutes wil e referred to the board of cor 
must have twine, wrapping paper and most benefited. namely. the wholesaler, We would now like to have a rep of thi embership committe: 
ohne San ener nese then retrogression will set in with respect Secretary Newcomb lhe followi rey aving been received at a previou 
I ikewise, sometimes fear nd in this to the quality of bottles, with respect to “€SS!0n, and read and pested in the me 2} m for twenty-t« hour Ww DI 
I may possibly be mistaken, that vou do their packing and with respect to their sented for final action 
not have a full ecognition of the very profitableness 
important part that the izeested resale I ; > - . ‘ ; . 
‘ n conclusion, gentlemen, let me again t oo > 3] 
price plays in your bottle distribution and “ rentiem E ne Be eport of Committee on Membership 
e 7 expre to vou my great p.easure ; 
€ ervi e fee that yu pe herefrom opportunity of appearing before vou \ T < bet Lip oO ttec ry etea e 
: ae that en a ——w oe Way Very have attended yvour convention regeul: \ most wreful consideration rr mine ' ' ‘A ; 
= ely ow n a is facto1 ] ‘ou found for the t twelve years i have d 7 elect : se Bees sra 1D \ { . i LE I j : \ 
yee eee + eis te Oo because I find pleasure in meeting 
cle ome boy loosely undling a personally amone your number | 
ee icKage, prt nly Rall c ome of the dearest friends 1 have a Acctive Members 
ore i 5 \ produc \ ii I wish te sure vou that my comit E 
Wa yu pins re egs rs 4 : ‘ u npa \1 | 
Het ere year alte veal ias not been be- ‘ bi 7 
t ‘ ‘ eryv oa kl\ mor thers j Ve { 
: ' \ vy quickiyv cau cause I wis to curry favor with you, ; : : 
i ref snes . ‘ ‘ Ni 
‘ e careful because he migh but because | have found real plea f I 
break something that wou represent a , , ’ ey \s , 
‘ ! i ms in ASSOC neg vith vou and the ’ N \ 
lefinite money oss to o Ther is were 
anasions 9 l eee l. a re j no cause I find e character ¢ vou . ohare ’ K a 9 
a vhat your reaction would — ganization nspiration due, no doubt. ' venue, B ’ 
" vo aw carele ess W 1 regard to the high character of the nen whe 
ny of the products that you handie constitute the bone and sinew of you Associate Members 
© par of any of the warehouse or ndustry ind e she . haracter o ; 
st¢ plovees that migh result in a the ney ind yomen oy atte your > ) 
! in vet vou w play ay conventi« . Ni . 
‘ t ‘ ale ) ‘ vithout \ H y ! =~ = 
— ! be ot nscious a 2 1 are i Chairn I n sur ' iil 
t dat iz a lo ve all t \ Ml n for pler Co ' ‘ 
e indust ‘ rier. Ken Are dia adar neat ore uM : 
el hy al f vou nig t 1 ‘ re ( rY ‘ 
‘ 5" on the ‘ ‘ My D Ginger \ | \ 
t | t i irt ‘ re . ' ; ‘ orp r He | r 
ley oun en | efer > je Colton, Arthu Company, 2 East Jeffe 


enue, Detroit 


_ any more U x par Discussion by Mr. Bogart “Collsia!” Laboratories, 607 Bankers ‘Trus 


Philadelphi 























i ! he o1 
‘ i I I Boga | have a t of them Kress Pocke Book i \ \\ 
; kenedq I could k as long as Mr. Morrison ha s 
\ \ ‘ if I would 1 vself ge I might sa ( rles M omy 
‘ i : . 
‘ ’ | i bre de that it « ereat deal to us, to me ~ om ee 
“aay ‘ ‘ K 
, ‘ hurt &t least I ery significant to have a Laboratori i “5 \ k ; 
‘ t t t t | e | the manufa rer hose business is né k 
re “ ‘ | P wide and international come to us ; ; In os | ‘ E 
V a Iru ‘ re rendet 1 a. paper Mi Morrison has Orange, N. J 
tiarile nad ‘ ? Vhie erves prepared, based upon h experience in an I cud n Ni Eas \ ! s 
the vhole ! “e yn } west endea r to put into effect na- New York 
s ‘ n-wide yx \ = us 1) Chemical Company) Ph ‘ 
lo ‘ ‘ : 2 = H £ hem poration, 3 East I ty- 
thre ‘ e sak crnie hing nm there that has f ri} eet New York 
' et « re ‘ «it ! ? i 1 } . 
j ‘ a a- epalda u ' and | hope that out Sternau. S & , ® Bast Thirt ’ 
, ‘ ' ' : n muafbactiuyr £ riend who are here in ‘ ’ Sty New York i: 8 O Dell 
\ hat ! DuUrpose iat juite as ‘ numbers as th vine Sto] Chocola n ny Stamf ; 
\ . aah dl ial _ he jobbers nn Chairman on Membership 
‘ ‘ ‘ Ion some Whi aiso p ae iis, that a dual policy 
ur} ¢ erw | 4 ar on cote Ww ‘ abide 7 t is = trl ' 
d ‘ ; , ye von 1 a ome "I as (true as it evel Secretary Newcomb :—I meve you r, these be elected as read 
i \ VI Was In al ne ; . is sometl wy ¥ ; : 
should t nk Sat 3 oe ona — _ Chairman Fox You have heard the motion that these be voted on \ t 
> . " tal , > < . «ss ort e oy pias Ie ere © e’Po 1” 
Progress Was Planned ast and loose with any body of people gbbopenetae ag ; 
ind permanentiv get awav with it , ‘ otion was seconded, put to vote and carried.) 
iv 3 pose < ne 5 me 0 grees ee eee iS etarv Neweemb made several announcements. ) 
‘ i t nake ‘ \ it the im- n our side a jobbers, we should al- Chairman Fox Is Mr. Whidden h airman of the ce vt s 
in vs mer t t ‘ 
nah cape ek ta tte =. a4 was remem be that, when a manufac- and routes. in the reom? (No response. ) 
. : turer is honestly trying to build up w 
\ i ! ‘ busin Se : t 
urged that member buy excurslié tick- 


is a method whic is for the wide bene 


vith respect ribution bottles did fit ‘of all concerned, we. should be pre. Report on Rates and Routes! However. eonie tick . hae 









































. 7 : : d ppen mred o Siar ! ’ Vw ’ e 
ct : What - ppence been when someone comes in to us aan " ates and routes endeavored to secure the a ale ae » efular one 
ees : ene I : buted nething te persuade is that f we would only same type of certificate plan which the ie ehaae nt y mr . ’ “std oa ne 
OE eer ee os stem, if permit hin e would show us a way to association used ve which enabled iho vore ee a 
ee oe z as veen a do better than we are doing now We you to buy tickets to this convention at) yi yoy a DERBI 
Be a a BAS Prevaves Ought to kh \ ve think twice. that fare and a half at the time you left home , Se oa wae ne ; = Redbooks ap 
“pa = a ann d ws . = ae aes t is destructiy © break down the very The railroads, howevet refused to ant Sei ca ie = ait oy eee a 
stundpoint sat an ; ag - nibaulint ae that we need if we are to live to- us that p ss ge, but did extend to us the The fad ie od és. /aieauiiael ennbaes 
i I a and { 24 e) srrofit . ‘ ‘ . so-cal latio é 2 
if vou think these thins just happened, Sekie profitably and somewhat unsel- so-called Validation certificate plan who attend these conventions desire t& 
then | fear that you w si ( think : Phe ommittee found on investigation come by one reute and return by another 
ng t rie n benefi on What Mr Vl ison said about the dua] that, from most points, excursion tickets) route, and then again Many nearby come 
wi a auppen o the ' cy ¢ vie « driven ome because n e purehased to Atlantic City for hy automobile ind it is impossible prae- 
and t 1 i ‘ lin one ‘ t had opportunity fare and a half, usually going by one tically for us to secure the required num- 
that omes Pp ci be ‘ \ . Uh : vit nanufacturer whe Wve ite and returnin v a different route ber to. take dvan that wcia 
sel s vith j a por \ hones t their purpose . efore, » Its etter to members, rate 
‘ ’ he < nu ire € nd who have heer ving to find ways 
better ondit al din shed ha ( bu vine nevertheless, have stood 
beet b i i we , and aid \ “uld not find a wav to Chairman Fox Is vice-president Hayes in the room? (No response.) 
operated id the ret dru t : ‘ Dlish a ye ‘vy that was workable ex We have with us this morning secretary F. Kelly of the American Pharmaceu- 
ope ed ane ae a. nl in pots () ourse, to me it only tice Association We would like to have Mr, Kelly speak to us 
turer 4 co-operated, and 4 ; ; ble - a ! ( din't } _— ifficient \ ' 1 l } t t 
to co-operat o «8 ffer \ bat one te ike a policy and stance . A PI A S S k ssociation and we sincerely hope na 
will lose ‘the phe —_ Ra Sa Cea ere ge FO oe d 1. . Secretary Speaks indie sca aaa 
without any ye iting benefi to vill ti ng vhile and get much E. F. Kelly The greetings of our as- The American Vharmaceutical Assovcia- 
se thie place promt out but that one thing alone . on were tendered to you at you tion has also been referred to as a high- 
it seh n ‘ : + h M \I m said was w \ : saad ae : dD brow organization,” I think prin 
ou shall d betwe ‘ ' amt , ce ‘ I ope when e go our good trien because it has consistently held the 
I ha ie , nd atiatt wae a orget that a dual policy ticularly glad to add a ems of commeré al pharmacy in which 
nything different from w . 2 ave ah o message and to extend we ae all particularly interested should 
deavored to plainly write ! my pape Chairman Brunswig Your 1ttention sympathy in the lIness vw solved by the application of scientific 
Vhile we nize ee ete 1 s ealled to the splendid circulars that pe ae: S research to them just as much as to the 
Wh F ‘ vholes : | yen nay i os s t rf ow roblems of professional pharmacy 
sale druggists have rt Pl ed the part the Owens Bottle Company has gotten As many ¢ you kn . « | ‘ i é i 
s they should have. we do believe that ©Ut. telling the retailing druggists of the rmaceutical Association We are particulariy nappy to see youl 
the great majority of them have ecog- benefits derived through the service was established as the result of a move- association is now taking active part in 
nized the facts of the situation and have wholesaler These papers come out nent in which the wholesale druggists that kind of study of commercial ques- 
played their part substantially in builad- Periodically a they are masterpieces I of that date and the importers were par- tions in pharmacy We believe you have 
ng up the admirable service that today Welcome receiving each one myself If ticularly interested, that was the quality Struck upon the note which will aid tre- 
exists, but I would be remiss if I did not Yeu are net getting these circulars. I of drugs and medicines imported into this mendously in the solution of them if 
sound a note of warning No one can #m sure Mr. Morrison will be very glad ountry At that time most of the drugs guided by good, hard commonsense Dusi- 
play long with a dual policy and pros- © Se¢ that. vou do and medicines used in this country were ness principles. Visitors are supposed to 
per; sooner or later one or the other will Are there any further remarks on this imported and it was a fact the percentage enjoy a visit and I want to assure you I 
prevail, either a sound policy will domi- address? Mr. Morrison, would you like Of adulterated drugs in medicines was have ¢ njoyed very much my stay here and 
nate or an unsound one will bring about to close the discussion with a few very high opportunity to see your association In 
collapse Those of vou who believe as words? A meeting was calied to which drug- action It is necessary to attend your 
we do, that the improved condition that James Morrison I don't think there gists of all classes were asked to attend meetings to see the good work your asso- 
has been made in the distribution of bot- is anything that I need add to what I and as a result the standards “were es- ciation is doing in the interest of pubile 
tles in the last ten years, taking all fac- said. I appreciate very much the em- tablished for the suidance of government welfare. To see your work in actual op- 
tors into account, will continue the con- phasis Mr. Bogart placed upon the re- Officials at ports of entry From this eration only emphasizes the good opinion 
structive policy of sufporting those who port I consider that point to be quite Meeting grew the American Pharmaceu- we all have of your members individua ly 
support your ideas Those of you who jmportant I can only say that I know tical Association There has been very and your association as a whole 
do not believe will make temporary there are influences at work in the bot- Close relation between the wholesale drug- I hope you will accept again our very 
liances —_ those who are not attempt- tle business destined or purposed with the #ists and the American Pharmaceutical best wishes for your continued success 
ng to buile up a sound policy of dis- ; orfe o . " ice ] 
tribution, or will permanently aily Menace area ae tage Pe of tthe aici. Chairman Fox We are now to the reports of committees. The first, the 
selves with that group 5 tion. That, Mr Chairman is all : committee on special lines, will be reported for by L. J. Bertoli 
. q (Mr Jertoli read the following report for the conamilttee on special lines.) 
Chairman Brunswig The chair, in behalf of the N. W. D. A.,, is pleased to . : ; i 
. . 
greet Mr. Lyman, of Lymans, Ltd., Montreal, and Mr. Noble We should like to Report of Committee on Special Lines 
hear from these gentlemen if they are present. (No response.) 2 
stretchers consist of box top, full sheet 


Selling Stationery of paper, envelope, and the tie 
Secretary Newcomb :—Our committee on membership submits one new applicauion At one of the recent N. W. D. A. con- \ popular way of selling stationery 
to sell it in assortments If the sales- 
(0 East Twenty-first street, New ventions the chairman of the committee men are offering it in assortments, the 
manufacturer will furnish a_ stretcher 
which contains the entire assortment. 
: oye Your committee recommends that in ad- 
develop its possibilities. rhe first report gition to the stretcher, at least two in- 
assortment should 
indi- 
box 


(Secretary Newcomb made several announcements. ) 


is 


for associate membership, L’inaud, Inc., perfumes, 22 


York It is recommended by the committee that this firm be elected to associate on special lines suggested that the incom- 


membership ing committee select one line and try to 
I move you, Mr. Chairman, that this name be appended to the list earlier sub- : 
mitted in this session of this committee coverea tne essentials dividual boxes of each r 
i of what a stationery line should consist be carried If you are attempting 
of, based on a questionnaire sent to lead- vidual numbers, then the original 
‘he , ie : ing manufacturers should be sampled 
Chairman Brunswig The board of contro] has requested that the report of This report was published in one of the 
recent N. W Db. A. bulletins and is in- Sales Plans 
cluded as a part of this annual report. 


(The motion was seconded by Max Bakst, and put to a vote and carried.) 


the proprietary committee be carried over until tomorrow morning. 
There being no further business. a motion is in order for adjournment Manufacture rs are only — er g Rh 
assist in selling plans. “ach Wholesaler 


Salesman Helps 


' S. Martin:—l move we adjourn until 9 o’clock tomorrow morning can and should plan sales. Consumer 
, Most manufacturers are only tc age! alue should be excellent: an opportunity 

(The motion was ‘ eel et ™ i : : s anutlé i s are nity OO eae value shoulc Me eY en a py 
: econded variously and carried. The session was adjourned tg, supply salesmen with stretchers or in- for volume sales; then a sufficient profit 


at 12°30 o'clowk.) dividual portfolios of P-xed paper. These for the retailer. 
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Something — 


to Think 
About ! 


Every Day 25,000,000 People 


Read the Advertisements of these 
Staple, Sale-Guaranteed Preparations 


ta = iain Hill’s Cascara-Bromide- Wyeth’s Sage and Sulphur 
Quinine for Restoring 
for the = for Corns for Colds Gray Hair 
St. Jacobs Oil Tiz 
for 
for Rheumatism | | Tired , Aching Feet 
Ely’s Cream Balm Rowles Red Pepper Rub Di l 
Head Colds and for Chest Colds, — 
Catarrh Catarrh for the Liver 


Hair Sercom Rowles 
Mentho-Sulphur 


Dressing the Hair the Hair | | for Skin Irritations 





| Orchard White White 
Skin | Skin Whitener | 








Limestone Phosphate Titetetivcted | y Outgro 
| Auto- lai iti WYETH CHEMICAL COMPANY, Ingrowing Toe Nails 
INC. 
Epsonade Salts THE LARNED COMPANY Hamburg Tea 
for Constipation || EDWARD WESLEY & COMPANY for the Blood 

















Sales Signs 


Sales signs are the most helpful part of 
any plan but very few retairets hays 
facilities for making them or having them 


made. Your committee is attaching sal 


signs as used by one house to turthet 
their sale of bulk and box papets, tav.ets, 
and socia! envelopes, and to assist the re- 
tailer in making displays, saies and prof- 


its 


Window Display Suggestion 


No sales plan is compete without win- 





dow suggestions. Hete itl ure repro 
duced two window displays which are 
tie ip With ales sign and papel 


Clerk and Dealer Co-operation 








ie best of merchanuise wit sale 

Plans will be an uttet ii.ulte if the drug 
wist fails t do his part, and that is to 
post his clerks; to make a window displays 
if the merchandise warrants it; to make 
counter display: have sates cards tor both 
window and counter and doing this 1s 
not sufficient to make sate unless Ute 
druggist and his organization will so'icit 
Siles Keven if just a simple form such as 

Mirs. Smit have Vou seen our station 
ery special this week? That is the tie 
u that is necessary with good mercha 
a and selling planus 


Stationery Possibilities 


every retailer had a record of his 
tionery sales tor a vear, he would be 
surprised to learn how small his volume 


is Ss compated to the amount of disp 

s t » iver to Stationers Stationers 
stores, gift shops, department stores con- 
Siager statiohery t vo.ume ten . 

It is reported that in box and pound 
papers with social envelopes sales, at re- 
tu total fifty million dollars per year. 
School tablets and business envelopes aiso 


ercent of the boxed papers are sold dur- 
ng the last two and a half months of 
the ye 

Your committee recommends that the 
re lers place more effort on pound pa- 
pers, tablets and envelopes t carry, at 
all times t sufficient assertment of sta- 
tionery ranging in. price mid quality t 
take care ol e novelty business, gift, 
in resular demand 


Advertising 


It is reported that six and a half mil- 
lion dollars are to be pent during the 
vVear 1927 to advertise stationery and its 


many related ites 


Your committee feels that the whole- 
gist Is not getting inywhere 
near What he should in the way of volume 
and profit Gn stationery and recommends 


sale dru 





s members analyze their possibilities 

Things to be considered when selecting 
stationery lines 

Keputation of manufacturer 

l’rogressiveness 

Financial standing 

Quality of product 

Method of distribution 

Service 

Sales help for wholesaler, salesmen and 
retailers 

I)isccunts 


Make-Up of Good Line 


The following questionnaire was sub- 
mitted to a number of the .eading manu- 
rfacturers 








Wha ites a gon! st mers line 
2 Du you it advisable for a waolesaicr 
te mn fi } ‘orts wu ure 
1 ¢ 
H rea numbers s iil r ‘ 
sis f n hy? 
4 Ca you sugges any i 
t ' Wholesaler an 1 t 
» What percentage of you = 1 
We. reta Value 
foc. retail vulue 
$1 reta ilue 
6 in you offer a broad plain whereb ‘ 
Wholesaler and retailer ca ! Pos lard 
to better ar higher-priced erchan:ise? 


7 What is your opinion of natonal a've 


tising pertaining to papeteries? 


We are reproducing their replies as fol- 


One manufacturer says 


Pound paper, papeteries to retail for 2% 
. 7 ind Sl. including novelcy sto 
keled and rdered ane edges n ine! 
envelopes; mourning pat iveniles 
= N While is advisabe + use 
fferent sources of suppl to benefit ww ft 
lifferent laracteristics of each, it is no ! 
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6. Constant display of th better goals and 


interes’ ing the salespeople in them will even 
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ily raise the standard 























this class of goods would help 

7 Nationa! advertising for-the industry 
a whole iis o. k., but do not think ical 
on any particular line as the styles change 

mnstantly 

Anéther says:— 

1 \ r it complete enoug t nswel 
the demand of the jo < accounts and that 
the be s ed s lonestly ind 
Y le \\ » ne iry Style i yen that s so 

noortan n al lines o mer ndi-x¢ today 
and offe that tl er cul mnsistently bu 

’ iis business cre nz his volum each 

‘ In other rds—numbers that will re 
ea an ove factory 

2 It is much better for any wholesale drug 

onfine t one line f possible jue 
the fact that bv concentrating his efforts ind 
the efforts iis salesmen, on one good line, 
ind it shoul ye good or not uw “id Taking 
for granted that this line is good t is only 
i question‘of time until he builds up a follow- 
ng among his customers ind th druggists 
among their customers, for this ne, which 
gives the retailer and the vholesale repe 
business and a call for their brands’ whi 
becomes more valuable to both the wholesaler 
ani the retailer the lon t 

3 As few numbers as it to carry 
concentrating on i Tew certain 
definite retail prices and “ive each 
of these few numbers a live or This has 


Old English 


: Crnahedt Hond 





Paper per box 1.00 
Envelopes to match 45 
Regular Value 1.45 


Special $1.29 Sale 
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that it is not necessary to go into detail 
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indpoint ne 1 terr ry and 
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vere j iny s plan that would fit in fe ’ 
“0 = T ne iuse eu r ter ter r 















to spread ovt too far in the interes: of keeping 
stocks within reasonable extent. 
3. This is ditficult to answer s 
m one’s sales ability ! houll 
erough to encompass the tbove 
not so large mt it cannot 
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is styl) s change 




























meet certain conditions that arise in that 


erritorys 


5 Our percentages are as follows 
Percent 
0c. retail value au 
i retail value 1 
) retail valve a 








r pay for selling 








This data is educational and may be of 
interest to many of our members 
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llowever, this is an unusual percentage due 
to the fact that we specialize on dollar goods 
and carry the largest and most varied line 
of dollar novelties of any manufacturer in 
America . 

6. This also covers a wide field and it is 
the writer's opinion that the wholesale drug- 
gist would be wise to put his efforts behind 








the gher ind better = ty merchandise for 
sever reasons: firstly well made and quality 
merchandise never gives the jobber or the re- 
tailer any trouble; secondly—it raises the tone 
of the merchant's stock and store; thirdly 

the mndition of the papeterie market today 
n regard to the syndicate stores is in = suct 
mad shape that no Wholesaler can ever hope 
to give his druggists values in the and 
heaper lines that the syndicate stores now 
offer, due to their large purchasing ability and 
their villingness to sell merchandise on a 
very lose margin It is thoroughly impos 
ible or the wholesale druggist to furnisl 
his customer with cheap merchandise that the) 
ean honestl compete with the syndicate 
tores number ind by the retail druggist 
showing apeterie it heap prices which are 
much infe vr in looks vackage and quality 
to What the syndicates are offering at the 
same prices, only weakens his position in the 
eves of lis trade and unless the Wholesale 


druggist carefully lays hi plans and fights to 





build up a ylowing on the better and higher 
type merch lise 1e sure to find that his 
volume n cheap ipeteries will slowly be 


taken away from him by the syndicate stores 
This is just an opinion of the writer, who has 


not only had contact om the manufacturing 
tandpoint, but from a selling standpoint for 
the past twenty-seven vears As to the plar 








Writing Tablets 
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ST. REGIS BLACKSTONE 
High Quality Linen Stock 
Best 10¢ Value 
MORE SHEETS BETTER PAPER 
WALLET SHAPED LINEN ENVELOPES 
10c the Package, that match the Tablets 


2 TABLETS 
1 PKG. ENVELOPES to Match 


30c Value cS 
Specially Priced 
OR 


2 PKGS. ENVELOPES 
1 TABLET 


30c Value Cc 
Specially Priced 
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for the retailer raising his standard, the writer 
thinks the quickest way this could. be done 
would ‘be to educate the j 
thoroughly to the advantages that well-made 
high-grade, dependable merchandise has over 
cheap merchandise This can be done provided 
the jobber is carrying his type of merchandise 
ind his manufacturer will co-operate with him 
to help him in this educational plan 

7. There is no doubt but that national ad- 
vertising pertaining to anything is very pro 
ductive of good results Whereas it is hard 
in the papeterie line to advertise brands to- 
day, the manufacturer can advertise his name 
ind by so loing in 1 high-class dignified 
manner, surround his name and line with an 
atmosphere of refinement and this is about 
Fa that the papeterie manufacturer can hope 
to do in addition to make his advertising of 
such character as to induce more letter 
writing and combat the cheap printed dollar 
Stationery that has gotten into the | 
business so much, and the greeting card 

The above is our policy in its entirety re- 
gurding advertising ind it is what we term 





bbers’ salesmen 





ipeterie 


aivertising that produces good re- 


Social Stationery 


While we are discussing the subject of 


stationery the following ten questions 


ANTEBELLUM 
BOX PAPER 


Plain and Deckle Edged 


SPECIALLY PRICED 


5 he I cents 


MONTAG MEANS BETTER VALUES 
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with answers, have come to our attention 








1 What genera characteristics determine 
qualit stationery rhe texture js uniforn 
ind soil There ire no irregular ‘patches 
vVhere the ink spreads The surface is smooth 
and even, so that the pen slides easily over 
i If colored, the color is pure and reason 
ibly ‘‘fast to light The sheet feels ‘‘crisp’ 
and tough 

= What is the lifference between rag and 
sulphite stationery? The former is made trom 
rag pulp and the latter from wood pulp 4 
satisfactory statione! is formed from a com- 


bination of the two 


3. Which is the better quality? All rag 


paper is the best made Wood pulp is a suhb- 
stitute due to the scarcity of rags 


4 What two kinds of wood pulp are com- 


monly used ? Mechanical pulp formed by 
grinding the wood which makes a Cheaper 
paper than does sulphite pulp, reduced by 4a 
chemical process 


a What gives stationery its clear color 


Opaque texture? Smooth finish? Bleaching 
whitens the pulp 


ue and sometimes red 
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IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


dyes are added to correct a yellow tint. Load- 
ing or filling (China clay, etc.) fills up the 
pores, making it opaque. Sizing (gelatin, 


glue, resin) binds the fibers together and gives 
finish when calendared, 

6. What is “‘loft dried paper? Paper dried 
by natural rather than artificial heat. 


7. What do you understand by ‘‘finish,’’ and 
what are standard finishes? ‘“Finish’’ refers 
to the various degrees of surface. Antique 
and vellum finishes are rough; kid, super-calen- 
dared and plate are smooth. Fabric finishers 
are seen on novelty papers, as madras, or- 
gandie, etc. They imitate these fabrics. 


8. How do you interest customers in novelty 


Stationery? The color and finish attracts and 
interests them or the odd shape. Calling at- 
tention to these often results in an extra sale, 


ROSEMARY 
BOX PAPER 


FINE LINEN LAWN 


49... 


Montag Made 
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9%. How do you meet the customer’s objec- 
tion to the price of delicately colored sta- 
tionery ? It costs more to make. Both pulp 


and dye must be good. 

10. What is the advantage 
Stationery rather than bulk? The profit is 
greater on each box and also the number of 
sales, since more box paper is required. Cus- 
tomers using novelty stationery are more 
likely to change their stationery from time to 
time than are those using bulk quantities. — 

May I add to this report that the in- 
coming committee on special lines take 
one specific line and try to develop its 
possibilities? Thank you! 

Chairman Fox:—We would like to have 
some discussion on this report of Mr. 


Bertoli’s. 


Discussion by Mr. Gardiner 


H. F. Gardiner:—I think a copy of that 
report was mailed to Seattle after I left. 
In listening to Mr. Bertoli, it seems the 
manufacturers are very willing to give 
other display matter, stretchers, and all 
that sort of thing. But does the jobber 
take care of that and does the retailer 
use it? I doubt if he does. I think we 
fall down in the jobbing business in 
wasting so much of the material. I think 
there should be more than one line of 


of selling boxed 


stationery so as not to have overlapping 


territories shoWing the same merchan- 
dise. 

Chairman Fox:—Can’t we have some 
more discussion on this report? Mr. 


Bertoli has prepared a number of reports 
for us before and they have always been 
very valuable. 


Discussion by Mr. Mayer 


A. Kiefer Mayer:—This is the first time 
I heard this report, that is, that the vol- 
ume of sales, the amount of space given, 
call our attention to dealer and clerk co- 
operation. 

There 
old State 
climate but 


is a young retailer in the good 
of Indiana (I'd talk about its 
I see Mr. Groover sitting over 
there) and he decided that, although he 
did most of the buying, he failed to im- 
part the information he obtained in buy- 
ing material to his clerks. He organized 
a merchandising committee composed of 
himself and his clerks. I asked him if 
he bought a particular line from one of 
our salesmen and he said, ‘‘No.”’ I said, 
“Why?” He said, “It didn't pass our 
merchandising committee.” 
I got hold of our salesman 
him. He went back at him again. 
He sold the merchandising board, and 
this retail druggist has functioned suc- 
cessfully on the lire. 

There are a great many stores in the 
United States where information that is 
given to the buyer does not reach those 
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who sell. I therefore advance this thought 
along with Mr. Bertoli’s suggestion that 
it is only through the splendid kind of 
reports we have here, like Mr. Bertoli’s, 
that we are going to learn something 
about the merchandise we sell. I cer- 
tainly want to indorse his work, and as 
a wholesaler I want to thank him for 
giving such a complete report. 


Chairman Fox :—Is there any other discussion? ; ‘ 2 
We will now go to the report of salesmen and selling methods by Frank G. 
Abbott, chairman. As Mr. Abbott is not here, Robert Whittlesey will read this 
report. ‘ — 
Robert Whittlesey :—I think the only good reason I have for reading this is 


because I was standing near Doctor Newcomb at the time they needed someone, so 


I will do my best. 
(Robert Whittlesey 


read the following report on salesmen and selling methods.) 


Report of Committee on Salesmen and Selling 


Methods 


In presenting this report your commit- 


tee quotes from Shakespeare :— 

All things are ready if our minds be so.— 
Henry V. 

There is nothing either good or bad but 


thinking makes it so.—Hamlet 

Constant changes of policy and in sales 
plans, due to the ever-changing picture 
presented in merchandising, make for the 
necessity of changes in selling methods 
with which this committee has to do. 

Now, more than at any time, are con- 
structive sales methods necessary in order 
that profit, rather than loss, may show 
when the yearly balance sheet is made up. 
Therefore, your committee accepted this 
assignment with a consciousness of great 
responsibility. It is a fact most phases 
of sale problems have been analyzed and 
presented in past committee reports, pre- 


sented with sound recommendations; but 
with what result? A few members act 
individually and are benefited commen- 
surately, but for maximum results, con- 
ecerted or mass action is necessary. In 
no two sections of our great field are 
conditions parallel. Therefore. general 
action is hardly to be expected, but by 
sections these recommendations can be 


applied and problems solved through con- 
ecerted effort of local associations. 


Compensation of Salesmen 


This is a well worn subject, one treated 

past committee reports gomprehen- 
and understandingly, but without 
success insofar as the masses are con- 
cerned. By the masses, we refer to the 
majority of our members whose volume, 
as a whole, will not permit the expense in- 


in 
sively 


cident to segregation of their business. 
Neither would compensation of salesmen 
work out satisfactorily, due to the fact 


that volume is a necessity to the success- 
ful operation of the plans heretofore sug- 
gested. This is a problem in which a 
great many of our members are vitally 
interested, and, therefore, your committee 
recommends that the incoming committee 
make a survey of this problem to be pre- 
sented with recommendations at the next 
meeting. 


Prizes for Salesmen 


In Chairman Schiff’s report to the con- 
vention of 1922 this subject was treated 
as follows :— 

We desire to go on record as being opposed 
to manufacturers offering prizes to the sales- 
men of wholesale drug houses for the purpose 
of securing extra interest in or efforts on their 


respective lines This practice, while produc- 
ing some temporary business, brings with it 
many undesirable features. 


No action resulted. 

This is only another means of increas- 
ing the salesmen’s compensation, seem- 
ingly at the expense of manufacturers, 
but in reality at the expense of whole- 
Salers adopt:ng this method, as is sug- 
gested in Chairman Schiff’s report. It 
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Chairman on Salesmen and Selling 
Methods 


is a method fraught with danger unless 
controlled; one more than likely to 
spread; to eventually go beyond control, 
and result in demoralization. Sales- 
men are but human, and it is only natural 


so 


that they should follow the’ first law of 
nature in protecting themselves. 

This apparent lack of interest. asso- 
ciated with frequent reports of manu- 


facturers indicating such propositions are 
generally and favorably acted upon, 
prompted your committee to issue a ques- 


tionnaire, which, with tabulation of re- 
plies, is appended :— 

Two hundred and thirty-four questionnaires 
sent out: 

Do you permit manufacturers to compensate 
salesmen for special effort, either in cash or 
merchandise? or 

Do you permit your salesmen to enter into 
prize contests, inaugurated by manufacturers, 
with cash or merchandise as an incentive for 
special effort? 

One hundred and sixty replies received 

91 answered: Yes, without reservation 

25 answered Yes, under protest or infre- 
quently. 

11 answered: Yes. on controlled merchandise, 

33 answered: No. 

If so, through direct contact with salesmen 
or through your sales department? 

102 answered Through sales department. 

15 answered: Direct. 

10 answered: Either or both. 


The 
to th.s 
prompts 


preponderance of replies favorable 
plan of additional compensation 
your committee to suggest con- 
trol, and we therefore recommend such 
plans be acted on favorably only where 
the distribution of merchandise under 
such a plan— 
Is through service 
On controlled merchandise. 
On lines where sales plans 
ers warrant this action. 
Control to rest entirely with the whole- 
saler through sales department. 


Over-Solicitation 


_ We find under existing price conditions, 
Intens.ve solicitation of business by means 
of salesmen is not justified. This prob- 
lem is best presented through the medium 
of a word picture of two sections of ap- 
proximately equal area and population 
with facilities for coverage about the 
same. 

The first is served regularly by three 
service wholesalers, each represented by 
one salesman who covers the entire field 
once in thirty days. By arrangement these 
salesmen enter the field at ten-day in- 
tervals. This provides for the contacting 
of each dealer every ten days by one of 
the wholesalers. This results in— 

Orders for maximum quintities. 

Maintenance of volume. 
and makes for— 


A saving in operating expense. 

Reduction in sales expense. 

The second is served regularly by four 
service wholesalers, traveling a total of 
seven salesmen. Some of the large towns 
are worked each week by each whole- 
saler, others at two-week intervals. In 
addition the same scetion is worked ir- 
regularly by two other service whole- 
salers and served in part by a concern 
operating on a mutual basis. This re- 
sults in— 


Orders for minimum quantities 
Reduced volume 
and makes for— 


Increased operating expense 

Increased sales expense. 

Concrete information on this subject, 
covering an individual section, was pre- 
sented a local association meeting in St. 
Louis, April, 1925, by W. A. Hoover, Den- 
ver. Having a bearing on this subject 
and as it is of intense interest, it is re- 
produced herewith. 

Questionnaire :— 

oat percentage of your sales are so- 
licited? 


wholesalers. 


for retail- 


Answers of thirteen wholesalers:— 
Rie ade we aed oa 87% BG sing Wohi t Wat re os 80% 
Bice aeceuhextaes Se: Soa wp hun cwies 100% 
Bette saeerenky tt ek eee 55.31% 
Becki huanen a a ee SE 60% 
esadis ka ee eee , 2 eee 90% 
Ri daa sa errr: | ae See 57% 
Oethat tines coke 90% 

Mr. Hoover's comments: 

One of the evil effects resulting from the 


keen competition existing today is a very con- 
siderable increase in selling expense. Whereas 
the general percentage throughout the country 
at large of sales solicited to total volume of 
net sales in 1899 was 53.6 percent and in 1919 
64.1 percent, and for the Middle West the 
same years 58 percent and 61 percent respec- 
tively; keen competition has brought up the 
average of our members to 85.9 percent or an 
increase during the past five years of 25.9 
percent. 

Notwithstanding the very great effort used 
to maintain volume by increasing sales service, 
there was a falling off in the total net sales 
of our members. Two members report solici- 
tations 90 percent; one, 87 percent, and the 
balance ranging from 75 to 85, percent. 

This is a condition that could and should 
be corrected, and should receive the serious 
consideration of our membership. 


Your committee recommends that ter- 
ritorial groups adjust their periods of 
solicitation in a manner that will pre- 


vent useless and unprofitable duplication 
of service which will result in a conserva- 
tion of profits. 


Sales Bureau 


A constructive suggestion was embodied 
in William Ochse’s comments on the re- 
port Chairman Evans presented to the 
convention of 1924, as appended hereto: 

I think that we should have a sales bureau, 
which the sales managers of the organiza- 
can meet and discuss these questions. 
You will notice, if you have gone through 
these charts, that there are sixty-two sales 
managers, and those sales managers do not all 
have the opportunity to attend these meetings. 
And I know how it is when I attend a meeting. 
When I go back, I do not give our sales man- 


in 
tions 


agers those important things I have learned 
at the convention, because it is pretty hard 
to pass it down the line. 

Therefore, I feel that a sales managers’ 
bureau should and could easily be incorporated 
in this work, by which the sales managers 


would be more and better posted on the subject 
of selling. 

It is conceded selling is of paramount 
importance to the success of the whole- 
sale drug business. The opportunity for 
the exchange of selling ideas, for discus- 
sion of the ever-changing phases in dis- 
tribution plans by those with whom the 
burden of responsibility rests in order that 
maximum results may be obtained, Is 
made possible by this suggestion. There- 
fore, your committee recommends favor- 
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able action to the end this bureau be in- 
stituted. 
Selling Methods 
Yesterday there were three essentials 
for the salesman to master: 
First, his own line. 
Second, his competitor’s line. 


Last but not least, his customer. 
Today the fourth and vital essential 
that must be highly developed is:— 
His customer’s market. 


Certainly there is no better way to pre- 
pare the mind of a dealer for the sale of 


any product than to place before him an 
easily grasped analysis of the market 
Which exists within the locality which 
this dealer serves—show how the product 
should be presented to the consumer; rea- 
sons for its superiority and exclusive fea- 
tures; success of other merchants who 
followed merchandising plans, and then 
facts about the advertising if such is a 
part of the plan. 

Most salesmen, through resourcefulness 


and a wide experience in selling, can con- 
vey to their trade the possibilities of their 
market without the aid of anything but 
their own ability to hold the buyer's at- 
tention. 

Ability to present the salient facts re- 
garding source of supply, process of man- 
ufacture, to bring out forcefully the fea- 
tures of superiority in every detail all 
combine in the development and success- 
ful conclusion of any sale. 

A careful review of the catalog issued 
by any of the large mail order concerns 
will show conclusively no sales arguments 
are Overlooked. There is no opportunity 
for doubt in the mind of the prospective 
buyer. The word picture telling what it 
is and what it will do is complete. 

Salesmen must be equipped with am- 
munition of equal or greater effectiveness 
in order that they may place the trade 
they are selling in a position to meet 
whatever competition may develop. 

Planned selling is now featured by many 
manufacturers of merchandise that is na- 
tionally advertised. 

A portfolio, carefully 
manufacturer, presenting the sales and 
the advertising plan, is furnished sales- 
men—but how often is it used to the best 
advantage? Salesmen perhaps show it to 


prepared by the 


a few customers and feel their duty is 
done. 
They fail to realize that here is the 


most valuable means by which they ean 
demonstrate the potential market for any 
good product. This confidence in the sal- 





ability of the merchandise—in the satis- 
faction which it will give the retailer’s 
customers—must first be in the mind of 


the salesman before it can be transferred 
to the mind of the dealer. 

The study of any good portfolio, which 
shows the sales and advertising plan of 
a manufacturer, will disclose points that 
can be used as an entering wedge to get 
his interest centered on the fact that the 
minds of his customers are being fa- 
vorably prepared by the manufacturer so 
that the intelligent suggestions by a mer- 
chant will frequently bring about a sale 
—and a profit for the dealer. 

Even the most unimaginative salesmen 
who thinks only in terms of sizes, styles, 
colors, etc., will find by making a sincere 
effort to show the portfolio to his trade— 
putting some enthusiasm back of it— 
that he will find it an invaluable aid to 
selling that intangible thing—the market 
for any commodity. 

Briefly—the wholesaler’s salesman must 
be merchandising, advertising, display 
and selling counselor to his trade, in or- 


der to gain and hold their confidence, 
which will find return in an increasing 
volume of profitable and _ satisfactory 


business. 


Advertising Multiplies Sales Oppor- 


tunities 
There was a time when salesmen 
looked upon advertising as a competitor 


Some still see it that way. 
competes with sales- 
opportunities for 


for their jobs. 
Advertising never 
men. It increases 
salesmen. 

Advertising never took a good man’s 
job trom him. It makes the good sales- 
man a better salesman; it helps the poor 
salesman to become a better salesman. 
It does this because it multiplies sales 
opportunities. 


Advertising works in advance of the 
salesman. It informs, advises, makes 
known, and educates while the salesman 
does the actual selling. It works in ad- 
vance of the salesman. It prepares the 
market for his extensive cultivation. 

Advertising works all the time. It is 


at work while the salesman is miles away. 


It multiplies his calls, triples his time 
and conserves his energy. Advertising 
visits the prospect regularly and holds 
his good will and preference against 
other claims. 

Advertising works with and for the 
salesman right in his territory. When 
he calls he finds the prospect acquainted 
with his proposition. Advertising pre- 
pares his market for his coming. Thus 
it saves his time. Advertising assists 
the salesman to increase his power and 


his earnings. He has only to profit by 
the work advertising does for him. Ad- 
vertising multiplies sales opportunities; 
makes orders easier to get and shortens 
the time necessary to get them. 


One Price 


Inefficient selling methods enabTe the 
buyer to dominate the seller, inviting the 
submission of several prices in an at- 
tempt to get the order. This is only one 
of the ohsolete methods of merchandis- 
ing in effect. The one-price policy for a 
specific quantity, if adhered to, will do 
much toward stabilization and offers the 
best protection to the buyer, the seller, 
and the consumer. 

There is no better way to emphasize 
this most essential requirement for suc- 
cessful salesmanship than to quote from 
an interview with the late Judge Gary 
which appeared: in the December 18 issue 
of the Saturday Evening Post :— 

The one-price system is an example of what 
I have in mind. It is now taken for granted, 
but members of the older generation may recall 
the struggle that accompanied its introduction, 
little more than half a century ago. Up ta 
that time business “1d been conducted frankly 





October 6, 1927 


OIL, PAINT AND DRUG REPORTER: MARKET AUTHORITY SINCE 1871 

















AN APPRECIATION 


The Ambassador Hotel of Atlantic 
City 1s profoundly grateful to the 
members of the National Wholesale 
Druggists’ Association for ther 
continued patronage and good will, 
and we want you all to know that 
on your future visits you will find 
the latchstring on the outside and 
genuine hospitality on the inside. 


We endeavored on each of your 
visits to deserve your friendship and 
confidence and trust we succeeded. 


With kind regards and every good 
wish to every member of the 
N. W. D. A., we are 


Always sincerely yours, 


THE AMBASSADOR HOTEL 


By: E. T. Lawless, 


Vice President and General Manager 
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under the doctrine of ‘‘caveat emptor.’’ For 
thousands of years, with relatively minor ex- 
ceptions, haggling over price had been regarded 
as the essence of salesmanship. The seller 
asked more than he ever expected to get and 
the buyer offered less than he was really will- 
ing to pay. The one-price system proposed 
that sales should be made on the basis of 
mutual confidence. . Instead of per- 
mitting prices to rise to any heights the traffic 
would bear, some commentators feared at 
the time the one-price system was advocated, 
it has turned out to be a powerful influence 
in the stabilization of prices at their natural 
economic level, and the social onsequences 
have become almost incalcuable. 


as 


Proprietor Co-operation 


Many of our most successful manu- 
facturers recognize in the service whole- 
saler a powerful factor in the distribu- 
tion of merchandise. Favorable selling 
policies prove their confidence in this 
group and the protection afforded has 
piaced their Merchandise in a class justi- 
tying a special sales effort supported by 


salesmen. 
campaigns, 


additional compensation for 
Comprehens.ve advertising 


earrying compelling copy in the’ best 
mediums with a nation-wide circuiation, 
provide for consumer acceptance and 
arouse dealer interest. The duty of the 
service wholesaler is to take advantage 
of the situation by developing dealer ac- 
ceptance and inducing dealer acceptance 
and inducing dealer co-operation, through 


tie-up with advertising. 

In the push lists of service wholesalers 
this merchandise should be featured and 
during deal periods special drives insti- 
tuted to the end broad distribution and 
an increasing volume are provided for. 

Concerted action along these lines will 
result in proving the value of the service 
wholesaler as an economical unit in the 





great chain of distribution and influence 
other manufacturers in joining the ranks 
of those manufacturers who are building 
on the solid rock proved, successful 
and profitable merchandising. 

In order to show the measure of 
ice wholesaler co-operation a 
naire was sent out and the following 
tabulation of replies will prove not only 
of interest to our members and the manu- 
facturers, but will arouse interest to the 
end a broader trail may be blazed dur- 
ing the ensuing year. 

Two hundred and _ thirty-four 
tionnaires were sent out, re 
distributed exclusively 
wholesalers, reading :— 

Do you feature and by ial 
endeavor to develop an increasing 
business for such merchandise? 

and 

158 answered: Yes 

2 answered: No. 


ot 


serv 
question- 


ques- 
merchandise 
through service 
spe sales effort 
volume of 
One hundred 


sixty replies received. 














Do you compensate salesmen on sales of this 
merchandise in addition to regular compensa- 
tion? 

Oo answered: Yes. . 

6) answered: No. 

If so, on what basis? 

Increased compensation............cecee0. 53 
6 
10 
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This wide variation in added compensa- 


tion with those members making specific 
returns suggest the subject be reviewed 


with the object of developing a more uni- 
form basis in which all service whole- 
salers will be interested in providing addi- 
tional compensation for their salesmen in 
order to round out the service rendered 
proprietors in return for their recognition. 


Catalog Pages 


Illustrated, descriptive and 
alog sheets of standard N. W. D. A. size 
are now furnished by many proprietors. 
The standard of size was adopted in order 
that proprietors could reproduce in colors 
items of merchandise economically, thus 
providing distributors with a medium for 
the successful development of business for 
merchandise which otherwise would re- 
quire the use of samples, which cannot in 
all instances be furnished to advantage, 
nor are salesmen in a position to carry 
them regularly. 

The use of such sheets by manufactur- 
ers has multiplied by leaps and bounds, 
in many instances with little regard for 
their ultimate use by wholesalers. 

Your committee requests all members 
urge upon proprietors the necessity of 
conforming to standard N. W. D. A. size; 
of utilizing paper stock of light weight 
(not over 25 pounds), and where deals are 
presented by means of this medium, full 
information with reference to period in 
effect, how free goods are to be handled 
and other details and instructions of im- 
portance. 

That service wholesalers’ salesmen, a'!- 
most without exception, are equipped to 
make use of these sheets is shown by re- 
plies to a questionnaire sent out by your 
committee to 234 members. Of the 160 re- 
plies, 154 members have either N. W. D. 
A. standard-size catalogs or covers in 
which these sheets may be inserted; two 
will have in the near future; only four 
are not in a position to make full use of 
the sheets. It is interesting to note 100 
members use all sheets received; 53 only 
use sheets depicting profitable or service 
wholesaler controlled merchandise; seven 
use sheets depicting sundries only. 


Standardization 


William Ochse commented on Chairman 
Evans's report to the convention of 1924 
as follows:— 

There is one thing that I would like to see 
done in the wholesale drug business, and that 
igs to bring about a standardization of these 
reports, that they may be of comparative value 
in the future. 

We all know what tne Harvard bureau has 
done for the wholesale drug business in teach- 


priced cat- 


ing us the value of comparison, and I think 
that we should, in adopting these reports, 
adopt them with the idea of standardizing 


them, and then have yearly comparisons to see 
what progress we are making in the develop- 
ment of sales and the selling factors that are 
represented in the wholesale drug line. 

The importance of standardization of at 
least certain elements entering into the 
seport of this committee is of paramount 








importance to the successful operation of 
our business on a profitable basis. Fur- 
ther comment is unnecessary, your com- 
mittee therefore recommends favorable 
action. 


Chairman Fox:—You have heard this 
most excellent report of Mr. Abbott's, 
and I think you will agree with me that 


quite often when it is necessary for some- 


body else to make a report of this kind, 
Wwe lose some of the force, but in this in- 
stance I think Mr. Whittlesey has pre- 
sented the report so that the force of it 
has been just as good as if Mr. Abbott 
was here to present it himself. I would 
ike to have some discussion on this. 


Discussion by Mr. Groover 


F. C. Groover:—Selling methods are 
just jike this weather; they make me 
think of home, 

For years in my organization, I was 
credit man, sales manager, and so forth. 
So it makes me feel perfectly at home 
to discuss sales methods. For a number 
of years, I thought there was only one 
method by which we could get business, 
that was to pay a salesman a good salary 
and tell him to go to it. After years of 
working along that line, I came to the 
conclusion that we must find some means 


of making our salesman a partner in the 


sales profits. So about four or five years 
ago, I called in the young men by whom 
[ am surrounded and laid before them 
this matter and asked them to work out 
something that would give us better re- 
sults. Frank Abbott has touched upon 
that in a way. 

We made our salesmen a_ proposition 
that seemed to touch all of them. We 
paid them a straight salary for order- 
taking, then we made it possible for 
them to make something on the profitable 
end of our business. So we divided our 
business on the profitable end of it into 
four classes, and jJater we added another 
class. We laid this matter before our 
salesmen. We told them if they coud 
not make more than the minimum or the 
salary that we placed for order-taking, 
we would not need them. 

We had at that time sixteen salesmen, 
and not a single one fell down. We cut 


their salary from what we had been pay- 





ing them 25 percent and told them that 
they ought to make more than that under 
the plan that we had worked out, and 
that was a graduated commission basis 
on the profitable end of the business. 
Not a single one came under what we 
had been paying him formerly as a 
straight salary. We did not bring into 
this any patent medicines or drugs along 
that line that did not pay a good profit 
to us. 

After we put this in, or told them what 
we wanted them to do, the boys put it up 
to me to say the final word. I told the 
young men, our salesmen, that we had 
worked out something that 1 believed 


would be to their benefit; that they could 
take it and work upon it, and we felt 
sure they would make more money under 
this plan than they had made under the 


old one. I am happy to say that ail of 
the men are with us today, and making 
more money than they made before. I 


notified them, when I put it in order, that 
the sky was the limit. If they got theirs, 
they could rest assured that I would get 
mine, and they got theirs. 

Some of them, instead of making the 25 
percent, made more than 100 percent on 
what we were allowing them, and they 
worked the profitable end of the business. 
Formerly, when they went around ard 
took orders, when they got through tz king 


orders—well, you men know what the 
habits are of salesmen and what they 
would do—but under our system they 
were still working for themselves, and 
when you make it interesting for a man 


to work for himself, he will usually do it. 
So we are getting somewhere when we 
take our salesmen in partnership with us 
and give them a part of the profits. Let’s 
all work along that line, and then work 
out the items that pay us good profits 
and let the others take care of themselves. 
I thank you. 


Chairman Fox:—We shoulr have some 
more discussion on this paper. How about 
the men from down in Texas? Isn't Mr. 


Gibbs over there? Can’t you discuss this 
paper for us, Mr. Gibbs? 


Discussion by Mr. Gibbs 


R. F. Gibbs:—I don’t know whether 
there will be much discussion on this 
paper. There is too much to discuss. 
Frank Abbott, who wrote the paper, has 
been a friend of mine for about twenty 
years. The matter of salesmanship is one 
of the broadest matters in the wholesale 
drug business or in the wholesale busi- 


ness today. I don’t believe there are any 
lines laid down that we all can foilow. 

I traveled myself for twenty years and 
worked hard, saved my money to vo into 
the wholesale drug business. I didn’t in- 
herit it, like the majority of the wholesale 
druggists in the United States. I made 
money in the wholesale drug business. I 
handle salesmen myself. We want them 
to make money. The most satisfied sales- 
men we have are the ones who make 
money and save it. We have some sales- 
men who make money and spend it all 
in the yearly net. They keep me dissatis- 
fied and they are dissatisfied. 

My method of selling goods when we 
have got a line we want to sell is this:— 
We tell our salesmen to sell it, anil we 
make them sell it. If they don’t sell it, 
we go and get somebody who will sell it, 
and there are plenty you can get. We pay 
them well for the service. We want them 
to be satisfied. A salesman who is not 
satisfied is useless to you. 

We have twelve salesmen 
way, one of them is a lady. She only 
works one town. I wish she were here, 
because she is a wonder. She is the best 
salesman I ever saw in my life. All you 
have to do is outline a certain proposition 
you want to put over, and she will put 
it over. 

You 


and, by the 


have got to make your salesmen 
sell the goods. I will tell you of a little 
incident of that. There was a question of 
selling bottles, which is a very profitable 
item to all the wholesale druggists. We 
had a salesman who was a very good 
salesman. I got after him about selling 
bottles, and he said he couldn’t sell them. 
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excuses. I ‘vuld 
and he had to 


He found forty different 
him he could sell botties 
sell them. So I had a case of botties 
weighed, got the exact weight and the 
freight rate to every town, so he could 
figure for his customers exactly what it 
would cost to lay a case of bottles down 
He went out on a two weeks trip and he 


sold 144 cases of bottles. That is more 
than he had sold in twelve months. He 
has been selling bottles ever since. It was 


simply a question of educational work in 
selling bottles. 


We put up a line in our own factory 
We put up the best we can possibly put 
up. We pay our salesmen 5 percent extra 
for selling besides their salary. They all 


in their sales, and they pick 
up $25 to $50 a month. We have a good 
distr.bution on them. I have got them 
sold on the quality of the goods. The line 
is not large, but it is a good, comprehen- 
sive line. I noticed great stress has been 
laid on stationery. Of course, that is an 
item that everybody sells—the wholesale 
druggist, the big department stores, even 
the wholesale grocers. We pick up the 
line we can get, not a very large line, but 
gcod goods. 

I don’t know of: anything else I can 
say in discussion of salesmanship. As I 
said at first, I believe you have to handle 
each man individually and not collec- 
tively. 


Discussion by Mr. Massingham 


S. R. Massingham :—I want to indorse 
Mr. Groover’s plan of compensation of 
salesmen. We adopted that in 1901, at the 
inception of our business. We had a defi- 


take interest 





nite unit for each territory, and then we 
paid a compensation on the increased 
business for each man’s territory, based 


upon the various lines. As an inducement 
for them to save that additional compen- 
sation, we inserted in our contract the 
condition that that cempensation was to 
he paid only at the end of the year, and 
even at the end of the year, if they made 
additional compensation and would like to 
have it in their regular drawing account. 
we tried to point out to them that it was 
hest to keep their present drawing ac- 
count and try to live on that, and have a 
nice fat check coming at the end of the 
year. 

When we entered the field and the pro- 
prietary discount proposition on which we 
gave 8 and 10 percent, we immediately 
withdrew that from the compensation 
plan, and you would be surprised at how 
many of them were interested in seeing 
that their customers didn’t buy the unit 
which entitled them to the 8 percent. 
They were just as keen to have it remain 
in the full list price proposition as we 
were. We found that was very good. 

We gave the man in the country dis- 
trict where we didn’t have telephone 
socilitation a complete result of that ter- 
ritory. Therefore, he was much _ inter- 
ested in keeping the customer satisfied— 


in fact, as much as we were. In a city 
where the man did not do the entire so- 
liciting, we gave him the day on which 


irrespective of 
taken by 

sent in 
will 


territory. 
order was 


he covered that 
whether a telephone 
somebody or the man had 
the order. I hope those little facts 
be of value to the association. 


Discussion by Mr. Frank 


eise 


H. J. Frank:—TI followed Mr. Abbott’s 
report. I was rather pleased to note that 
we are now following out practically a 


good many of the recommendations made, 


Chairman Fox :—Is there any other 
announcement from Chairman Schnell. 

(Harry J. Schnell, chairman of the 
nouncements, outlining the 

Chairman Fox :—Our 
counting. This is a very 
know, he cannot be with us. 





next report 


entertainment 
entertainment 
will 
interesting report, prepared 
Sewall Cutler will read the report. 
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and apparently the report shows the ma- 
jority of the houses’ practice. 

I think there is one particular point 
that he overlooked, and it is rather im- 
portant, and I would like to suggest that 
next year the committee on selling meth- 
ods look into this rather thoroughly; that 
is the matter of solicitation in cities or 
congested areas where the majority of 
the houses now are soliciting by telephone 
for the staple merchandise, and how they 
handle that end of their business. In our 
particular city, our regular city salesman 
telephones in the morning. The salesmen 
call on their trade in the afternoon with 
special lines and endeavor to get through 
the city or over the city once a week. 

I notice Mr. Abbott didn’t touch on that, 
and I think that is rather important be- 
cause of the changing conditions with the 
automobile. I think at least 50 percent 
of the man’s time nowadays, when he so- 
licits the city, is taken up finding park- 
ing space and waiting for his customers 
to talk to him. I would like to suggest 
next year a rather complete survey should 
be made of that particular point. 

Chairman Fox :—I think this is a valu- 
able suggestion, and it will be put in such 
shape that it will get to the committee 
for their consideration next year 


Discussion by Mr. Hayden 


Frank Hayden :—On that 
salesmen’s information is essential, 
of these reports are parallel. Successful 
selling, whether it is on a general line 
or on a specialty, depends very largely on 


where 
both 


point 


the Knowledge that the salesman has of 
that particular commodity. My own 
house, Becton, Dickinson & Co., has 


never been in favor of compensating the 


salesmen of our own customers, but we 
have felt that there is a great deal of 
knowledge necessary td the salesmen if 
they are going to properly present and 
distribute goods of a particular special 
nature such as ours. 


For that reason, and to that end, we 
have prepared and put in the hands of 
the salesmen of the wholesale houses and 
the larger retail houses, a well-gotten-up, 
comprehensive manual. One item, for in- 
stance, we list is that it requires seventy- 
two operations to make a thermometer. 
We don't expect the salesman is going to 
pass that on, but, in reading those opera- 


tions, he does get the gist of the im- 
portance of the manufacture that leads 
to his selling a particular talk on that 
instrument. 
Discussion by Mr. Buck 

J. Mahlon Buck:—In regard to sales- 
men’s compensation, the Smith, Kline & 
French Company has been on the com- 


mission basis for the last five years. 
; I think the great majority of jobbers 
feel, because a line pays 25 percent, their 


men are entitled to, say, 6 percent. If 
the line pays 20 percent, they feel the 
men are entitled to 3 percent. I don’t 
feet that way at all. A salesman is en- 


titled only to an extra compensation when 
he sells a worth-while quantity of those 
goods. 

We used to pay our men 6 percent on 
lines paying us 25 percent. Today we 
pay them 3 percent plus an extra 3 per- 
cent at the end of the month, provided 
they sell their quota. On patent medi- 
cines, on which we give no discount, we 
pay them 2 percent, plus an extra 2 per- 
cent at the end of the month, provided 
they sell their quota. You can increase 
your profit on‘sales that way. 
discussion? If not, we will listen to an 
committee, 
and 


the committee 
by Will 


made several an- 
program other matters.) 
from on uniform ae- 


Gibson, and, as you 


be 


Sewall Cutler:—I just want to say, Mr. Gibson has given a good deal of time 
and thought to this report, and it is too bad he isn’t here to have the privilege of 
reading it and answering questions that may be asked. 


(Mr. 
lows. ) 


Cutler read the report of the 


committee 


on uniform accounting as fol- 


Report of Committee on Uniform Accounting 


Two tasks were assigned to this com- 
mittee at the time of its appointment. 

The first was to make arrangements 
with the Harvard Bureau of Business 
Research to collect figures from the 
wholesale drug trade for the year 1927 
and report on them as soon as possible 
after the close of that year. It was con- 
sidered advisable to make certain changes 
in our previous schedule and after obtain- 
ing advice from many of our members 
your committee authorized the Harvard 
Bureau to make the following changes:— 

1. Office salaries and wages have been set up 
as @ separate classification from executive sal- 
aries. 

2. A question has been placed on the back of 
the schedule calling for the division of ware- 
house labor into the following groups:— 

a. Receiving, shipping and packing labor. 

b. Order pickers. 

ec. Other warehouse labor. 

3. The bureau will undertake to present sep- 
arate figures for (a) commissions and salaries, 
and (b) traveling expense for those firms which 
make this separation. 

This arrangement with the Harvard 
Bureau was accepted hy the board of con- 
trol of the N. W. D. A. on May 17, 1927. 


An outline of this arrangement together 
with the proposed schedule was sent out 
to all of our members in the second bul- 
letin issued by this committee which con- 
tained an earnest appeal to all of our 
members to adopt the bookkeeping set- 
up, and it is your committee’s opinion 
that a large number of them have done 
so. It is hoped that this number will be 
larger than ever before because the only 
way that average figures can be valuable 
is by making sure that they are an aver- 
age of a representative number of those 
to whom they are applied. 

The second task assigned to this com- 
mittee was to carry on an independent 
invesigation of various phases of the 
wholesale drug business in an attempt to 
throw some light on certain operations 
which such a concern as the Harvard Bu- 
reau is unwilling to attempt because of 
lack of definite data. 5 

Your committee first began an investi- 


gation of the method of operating a sun- 
dry department. It was found very soon 
that it would be impossible to obtain 
average figures and that they would be 
valueless if obtained. This for the reason 
that our constituent concerns all differ 
from each other in nomenclature and clas- 
Sification. No one has a very definite 
idea of what a sundry is or what goods 
should be included in that department. 
It was decided, therefore, to establish a 
method for assigning costs to the sundry 
department and let each concern apply 
that formula to its own figures. Such a 
method was accordingly worked out and 
set forth in bulletin No. 1 of this com- 
mittee which we believe has proved valu- 
able to many of our members. We wish 
to caution you again that the figures used 
in it are not to be taken as average fig- 
ures at all but are used only for purposes 
of illustration. Later investigation has 
proved to us the futility of obtaining 
average figures. Sundry costs may vary 
as much as 10 nercent on net sales ac- 
cording as more or less profitable goods 
are included in that department by the 
individual concerns. 


The second task which your committee 
attempted was that of establishing costs 
of a proprietary department together with 
an attempt to discover the difference in 
expense between handling goods in case 
lots and in broken dozens. This task has 
occupied us most of the year and we are 
not at all satisfied that we have added to 
the general knowledge of the subject. 
Your chairman with the able assistance of 
W. A. Bellinger, Rochester, who has done 
most of the detailed work, has obtained 
figures from a considerable number of 
representative concerns bearing on the 
subject of this investigation. Very few 
concerns, however, have their records in 
such condition that they are able to give 
us figures that will be of value to us. 
Many do not classify their sales at all. 
When they do, the classification is based 
sometimes on departments, sometimes on 
avrogs profit or net profit or salesmen’s 
compensation: Many of those that clas- 
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BAIRD & McGUIRE, Inc. 


Manufacturing Chemists 
HOLBROOK, MASS. ST. LOUIS, MO. 


Specializing in 


Liquor Cresolis Compositus, 
U.S. P. 


Commercial 
Cresol Compounds 


Coal Tar. Disinfectants 
Cresol, U.S. P. 
Crude Carbolic Acid 


In bulk for the wholesale trade 


JAYNE & SIDEBOTTOM, Inc., 17 Battery Place, New York City 
New York and Philadelphia Agents 


ATOPHAN 


The foremost Antirheumatic, Antiarthritic Analgesic. 


ANUSOL SUPPOSITORIES 


Prescribed for over thirty years in Hemorrhoids and 
allied Rectal conditions. 


UROTROPIN 


The original Formaldehyde-Liberating Bladder and 
Kidney Antiseptic. 





BLOOMFIELD, NEW JERSEY 


sify their sales do not classify their in- 
ventories and vice versa. 

The results of this investigation are 
embodied in another bulletin of this com- 
mittee which should be in the hands of 
our members before this report is pre- 
wented. The bulletins speak for them- 
selves and if any of our members are per- 
suaded by them to improve their operat- 
ing set-up and so know valuable details 
showing what parts of their business are 
profitable and what parts are not, this 
committee will feel repaid. 

If next year’s committee should carry 
on a similar work it is recommended that 
it be preceded by a campaign to obtain 
improved uniformity of nomenclature in 
classifying sales and inventory so that its 
conclusions May be based on the opera- 
tions of a larger number of concerns. 


(P. A. Hayes, fourth vice-president took 
the chair.) 

Chairman Hayes:—Any discussion on 
this report? 


Discussion by Mr. Mayer 


A. Kiefer Mayer:—I hesitate to rise 
again, but I had the pleasure of visiting 
Mr. Bellinger, and I want to say I think 
every wholesale druggist and manufac- 
turer in the world owes Will Gibson a 
vote of thanks. I don’t know of another 
human being in the world today who 
would work consistently and as loyally 
as he did in trying to obtain data and in- 
formation that were necessary. I know 
something about association work and the 
time you have to spend on it if you are 
going to accomplish anything and I doubt 
very much whether any committee has 
ever spent more time on their important 
problems than Will Gibson. 


When you read this report, this splen- 
did report, and you study these different 
bulletins that have been prepared in re- 
gard to the expense of operation of our 
different departments, there is only one 
little touch of sadness and sorrow con- 
nected with it, and that is, gentlemen, 
that out of the many industries of this 
country, the wholesale drug industry has 
no available facts or figures ready for a 
complete investigation. 

I just want to repeat two or three 
sentences :—“‘The second task assigned to 
this committee was to carry on an inde- 
pendent investigation of the various 
phases of the wholesale drug business in 
an attempt to throw some light on certain 
operations which such a concern as the 
Harvard bureau is unwilling to attempt 
because of the lack of definite data.” 
Right there, gentlemen, is the kernel of 
the nut, and right there is the old Alemite 
machine as to whether we are going for- 
ward in a profitable way or whether we 
are going to hit some ruts. 

I am going to call your attention to 
something else :—“It was found very soon 
it would be impossible to obtain figures, 
and that they would be valueless if ob- 
tained.” Why? Because there were no 
accurate figures available. “This for the 
reason that our constituent concerns are 
all different from each other in nomen- 
elature and classification. This task has 
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occupied most of the year and we are not 
satisfied (etc.).”” One year’s investigation 
and they have to state to you they are 
not satisfied with the figures, because 
they are not available in this country. 

If anybody in the world can prepare a 
plan that is workable, he is wealthier 
than Henry Ford. I have said that be- 
fore. Plans have to be worked. You can 
lay out a plan, but it has to be worked 
by individuals and your accomplishments 
are going to depend upon the time you 
spend in working that plan. 

Mr. Gibson has stated between the 
lines that second task assigned to him. I 
want to submit a motion that this asso- 
ciation authorize our board of control to 
instruct their officers to establish a re- 
search division of the National Wholesale 
Druggists’ Association in our New York 
office in order that this division may de- 
velop plans that will be available for our 
members to obtain some accurate costs 
pertaining to selling, handling, and house 
operation. That is my motion. The mo- 
tion ends there. 

I want to end by saying, every industry 
that is succeeding in this country has done 
it by research, and research has been done 
collectively. It hasn’t been done individu- 
ally, and there isn’t one bit of difference 
between the drug industry and any other 
industry. Just look around for a minute 
at the other large industries in this coun- 
try and see what they have accomplished 
through research in the past few years. 
Then I think you will realize that if this 
association will approve the motion that I 
just submitted before you, you will go 
along stepping forward in demonstrating 
to the entire drug industry what it means 
to distribute merchandise to the consumer 
through the retailer by the wholesaler. 
Thank you! 


Discussion by Mr. Ochse 


William Ochse:—In regard to Kiefer 
Mayer’s motion, I want to emphasize the 
things that he has said. This first bulletin 
on sundry department expenses came to 
me, and I turned it over to our auditor. 
I asked him to set the figures up as they 
were shown in this bulletin against our 
operating figures, because we work by de- 
partments and then break down the de- 
partments by lines. The result was that 
we found that we were working terri- 
tories, doing a large sundry business over 
a large area, and after a final analysis 
of those figures, the resume showed very 
clearly that we were losing Money on our 
sundry business in that territory. We 
immediately discontinued our representa- 
tives covering a wide field, selling only 
sundries and special items, and found that 
at the end of the following year our net 
profits were greater than any previous 
year. I was amazed when I tried to de- 
velop what really constituted sundries. 
We went into that very thoroughly. 

We are fortunate in having as our 
auditor a man of keen analytical mind, 
one who is just cold-blooded enough to 
look at the figures and not the individuals 
or be influenced by any sentiment. 

I recall only a few years ago the prin- 
cipals of my business said to me, “That 
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one department is the best department 
we have. We make more money on the 
holiday department than any other de- 


partment of our business.”” That set me 
to thinking, and again I applied the 
auditor’s mind to that department. And 
I found just the opposite, and we began 
gradually to eliminate the holiday de- 


partment. 


Now there is no doubt in my mind, and 
I am sure in the minds of every man who 
has studied figures and analyzed the drug 
business, that there must be some stand- 
ardization of lines by classes, and I would 
like to see someone define what consti- 
tutes sundries, what constitute proprie- 
tary items. In our lines, we Classified 
them in this way:—All items upon which 
the manufacturer establishes the selling 


schedules, we classify them as proprie- 
tary items.'‘On lines that we establish 
the price 6n “and you know that they 
are now much fewer than they were), 
we classify them as sundries when they 
are kindred to the sundries’ line. : 

There is no question but that this as- 


sociation needs a research department. 
If this association is going to continue 
to develop constructive information, it is 
going to have to have facts upon which 
to work and you cannot consistently con- 
tinue to gropé around in the dark, fool- 
ing yourselves into believing that you are 
making money until you have absolutely 
cold facts to guide you. 

I said several years ago that the value 
of a membership in the National Whole- 
sale Druggists Association was entirely 
too cheap, that it should be increased to 
provide a working capital for the largest 
corporation in the wholesale drug line. 
and I am heartily in accord with anv 
movement that will develop means to the 
end that We are all seeking and that is, 
more definite and concrete information 
regarding our businesses. 


I want to back up everything that my 
good friend, Kiefer Mayer, has said, and 
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I sincerely hope that this motion will 
prevail. I hope that we will unanimously 
give the board of control the sense of 
this meeting that we want this research 
work done, this research work depart- 
ment provided, and the figures compiled 
in such a way so that we can standardize 
our business, simplify our activities, re- 
duce our operating costs, and go a step 
further than that, supply men at the cost 
of the individual concerns to come into 
that house and analyze its activities. I 
would like to see not efficiency engineers 
but practical men who know the whole- 
sale drug business who can go into my 
business and pick out the things that are 
costing us money and establish methods 
that will simplify our operations so that 
we may derive the maximum benefit 
from the minimum effort. I thank you! 

A. Kiefer Mayer:—May I say just one 
other word? Do not confuse in your own 
to with 


minds what we are referring 

the Druggists’ Research Bureau. They 
are two entirely different things. The 
costs of establishing a research or a 


statistical division of our association are 
not great. There are many splendid men 
today in the colleges of the United States 
whose training in the past years makes 
them peculiarly and especially fitted for 
just the type of work we need. One of 
those men can be obtained at a very 
reasonable cost, $4,000 or $5,000 a year 
to start with. 

I know what I am speaking about when 
I refer to this type of man because we 
have one of those men who is a member 
of the directing committee of the Drug- 
gists’ Research Bureau. His work is go- 
ing to be invaluable to us. He thinks 
and has been thinking along that line. 
I would like to add an amendment to 
this motion and that is that the officers 
of this association or the board of con- 
trol be authorized to raise by whatever 
means they deem necessary the neces- 
sary finances to operate this new division 
of the association for the coming year. 

W. S. Ochse.—I accept the amendment. 


Cost Research Bureau Favored 


(The motion was seconded as amended, put to a vote and carried unanimously.) 


i 
board? 


E. Bogart :—Is this a 


recommendation to the board 


or a mandate to the 


oy Secretary Newcomb :—The motion as given is to the effect that the N. W. D. A. 
‘instruct the board of control to establish (etc.).” 

Chairman Hayes :—The chair will now recognize Mr. Moxley. 

_G. Barret Moxley :—This is a very delightful commission that has just been 
assigned to me, that of presenting to you a man whom I hold in high admiration, 
Who I think is universally recognized in the drug trade as one of the most able 


men we have ever developed in our field in recent years. 
He is an honest, straight shooter, who has handled for 


rare gift of common sense. 


a number of years a very difficult job in a superb way. 


He is endowed with that 


At times, as we look upon 


his work, we credit him almost with the constructive statesmanship of a Gladstone, 


coupled with the ideal of service. 


A few years ago he was elected chairman of 


the National Drug Trade Conference at Washington, and as I sat in one of those 
conferences a few yers ago, I remarked to a member of the group that our chairman 
surely must have taken a bath in oil that morning, not for the purpose of being 


slick, gentlemen, 
that day. 


but just to smooth out the wrinkles that were presented to him 


In that work at Washington, he has handled it with the real diplomacy of a 
Disraeli and it is through his masterful handling and the wisdom of that group 
of the National Drug Trade Conference that has sat so close together that we have 
accomplished so much in both defensive and constructive legislation. 

This man knows full well the interdependence that exists between the wholesale 


and retail trade. 


He realizes to the fullest that the prosperity and success of one 


branch of trade is reflected in the profits of the other and he has always been willing 
to work with us and is willing now to work more constantly with us in solving 


the great and difficult problems that are 


gists of America. 


u presented to the independent retail drug- 
Come up here, Sam Henry, we all love you. 


(The members arose and applauded. ) 


Address by S. C. Henry, N. A. R. D. Secretary 


_ Samuel C. Henry :—It would be difficult 
for one far less modest than myself to 
enter immediately upon a talk before this 
convention after such a flowery introduc- 
tion as my friend, Mr. Moxley, hag just 
given me. However, we are fortunate in 
this world in having friends who believe 
in us, who at least think they know us— 
and we hope in this case the friend does— 
to know that our purpose in life is really 
to serve our fellow man in a big and com- 
prehensive way; and if in my connection 
with the drug trade my endeavors have 
been recognized by my friends in the 
wholesale and manufacturing branches of 
the industry as helpful to the industry as 
a whole, I can assure you that I am more 
than repaid for any effort I may have put 
into the work. ° 


I bring to you this morning the greet- 
ings of the National Association of Retail 
Druggists. It has been many years since 
a representative of the N. A. R. D. ap- 
peared before this body, and by the same 
token it has been a good many years 
since the representative of the N. W. D. 
A. officially represented this organization 
at the annual meetings of the N .A. R. D. 


But I am happy to know this year we 
had with us at the N. A. R. D. conven- 
tion, in Kansas City, Henry Faxon, as 
the official spokesman for this body; and 
we also enjoyed the presence and the 
kindly goodwill and counsel of Kiefer 
Mayer, who, associated with Mr. Wood- 
side, brought to us the message of the 
Druggists’ Research Bureau, in which you 
men are so extensively interested and into 
which you have put your thought and 
time and money. 


So I say we are making progress, men; 
and I am particularly happy, therefore, 
to be with you, to bring these greetings 
from the national association, and I want 
to say to you it is a personal pleasure for 
me to be here and mingle with and meet 
so many of the men whom it has been 
my privilege to meet, to know, in the 
years that have gone. I am not going to 
take up much of your time, because I see 
you have a busy session ahead. 

You have noticed I have no manuscript. 
I did not come with any set address for 
you. In fact, I am very much like the 
darky preacher who called upon his white 
brother and found his white brother sit- 
ting at his desk busily writing. He said, 
“T hope I haven’t. interrupted you, par- 
son.” 

The white gentleman said, No; it is all 
right. I am just writing my sermon for 
Sunday.” 

The darky preacher expressed some 
amazement and said, ‘‘You don’t mean to 
tell me you are writing what you are 


going to say on Sunday?” 
He said, “Yes.” 
The darky said, “My good brother, don’t 


you know the devil is looking right over 
your shoulder now, and when you take 
the pulpit Sunday the devil will know all 
of what you are going to say and will 
be prepared to counteract all the good 
work you are doing.?” 

“Well,” the white preacher said, “don’t 
you prepare your sermons in advance?” 

“No, no, parson. When I goes into 
the pulpit Sunday morning, the devil 
doesn’t know any more about what I am 
going to say than I does myself.” 

I am not going to be like the other 
preacher—excuse me for talking about 
preachers so much, but it is because I 
am associated with them very largely, 
not in my work—who was just called to a 
new pastorate. Of course, you men don’t 
know, but ordinarily in church they have 
a short prayer to begin with and then 
after a while they have a long one. After 
the first service, one of the vestrymen met 
the sexton out in the back of the church 
and said, “Well, George, what did you 
think of that sermon this morning?” 

“Oh, my, oh, my, massa, wasn’t that 
a grand sermon—and such prayers! Did 
you hear that long prayer? Say, massa, 
that minister asked the Lord for a lot 
of things I never knew He had.” 


Understanding Is Needed 


So I am not even going to make a long 
talk to you or ask you for a single thing, 
my friends, not a single thing, except a 
continuation of your goodwill and co- 
operation. I am sure that the men of 
this organization realize that the prob- 
lem before the drug trade of the nation 
today, just as it is among the other in- 
dustries, is one of distribution. Things 
have been happening rapidly of late. New 
developments have been coming along. 
They have stirred our minds, and many 
times, my friends, things sprung up in 
the wholesale drug trade and in the re- 
tail branch of the industry that have 
aroused within us a feeling of anger and 
resentment. I submit to you, my friends, 
that the mind clouded with anger and 
resentment is not in a condition to calmly 
‘consider and solve a problem. We must 
get ourselves down to earth. We must 
set ourselves calmly to the task of con- 
sidering the problem that concerns dis- 
tribution at wholesale and retail, so that 
the great industry that we represent may 


go forward. 
In my work, my friends, I have this 
thought always in mind:—If future gen- 


erations are to rise up and call us blessed, 
it will not be because of those demands 
that are made upon us today as the result 
of some new development in which we 
are called upon to serve a particular in- 


terest, but it will be because we—and 
when I say we, I mean this organization 
and the one I have the honor to repre--: 


sent--have looked over and above the 
temporary advantages that may come to 
us as a result of our activities and have 
welded our forces together and brought 
the great drug industry of the nation up 
to a higher and better plane. That, my 
friends, I assure you is my chief purpose 
in life in connection with the work I have 
to do. 

I am sure you will agree too that much 
progress has been made along those lines. 
There are men in this room whom I see 
whom I have known for many years, and 
I know they can look back not many 
years and remember the organization I 
have the honor to represent struggling 
along, fighting singly, and I might say 
largely along narrow lines, with the re- 
sult that after many years of endeavor 
the organization was weak, unable to ac- 
complish even the task to which it set its 
hand. I am happy tv stand here this 
morning and say to you men, the Na- 
tional Association of Retail Druggists is 
today upon a sound, solid financial foun- 
datiom 

It wouldn’t seem much to you men in 
the wholesale drug business, of course, 
but to us retailers, when we look back to 
the days when the executive committee 
was called upon year after year just be- 
fore the close of the year to sign a note 
for sufficient money to tide the organiza- 
tion over until the dues began to come in 
for the next year, when we look now at 
a surplus of more than $200,000 and a 
membership constantly growing, with 
greater interest being shown in the activ- 
ities in which the organization is engaged 
and with the larger sphere of usefulness 
in which the national association has 
found its place, I think you will agree 
with me that we have reason to be proud 
of that growth and development. 


Broadening Brought Progress 


I am frank to say to you that in my 
humble opinion the one chief factor in 
that development lies in the broadening 
of the field of activity, the giving of our- 
selves to an industry rather than to a 
particular branch, never overlooking the 
interest and the welfare of the branch we 
represent, but always keeping in mind and 
an eye open to the industry as a whole. 

I am very sure that in the years to 
come, as I see the picture before me to- 
day, with the National Wholesale Drug- 
gists’ Association inaugurating and then 
co-operating with, or calling into co-oper- 
ation, the other branches of the industry 
in this Druggists’ Research Bureau, as 
you men consider the problems of dis- 
tribution from the wholesale viewpoint 
and as we consider, and must consider 
them from the viewpoint of the retail dis- 
tributor, we are going to sit down and 
consider it not with any idea of advancing 
simply the interests of one particular 
group, but with the firm determination of 
you in your group and we in ours to so 
exert our influence that the entire group 
of wholesale distributors or the entire 
group of retail distributors may be en- 
abled to so function that all may live and 
prosper and thrive and go forward and 
thus build up a more unified, more power- 
ful drug industry in this nation. When 
that day comes, my friends, we won't 
have to go to Congress begging for legis- 
lation such as the Kelly bill, or go to 
Congress on our knees begging the leg- 
islative branch of the Federal government 
to restore to business a principle that is 
imbedded in the Constitution of the 
United States, but which has been taken 
from us by legislative enactment. 


I hear men say, “How can you go to 
Congress and ask Congress to pass a law 
giving to you, the distributors of trade- 
marked and identified merchandise, cer- 
tain rights?” My friends, we are not 
asking for such a thing. We are simply 
saying to the Congress of the United 
States, “By the enactment of the anti- 
trust laws aimed at one specific object in 
a large way, you have taken from the 
independent merchant, the tndependent 
wholesaler, the independent manufacturer, 
the right to protect himself, and all that 
he represents and has built up, and all we 
ask you to do is to correct that mistake 


Nominations 

F. E. Bogart:—Before making the re- 
port of our committee, may I say that 
we greatly appreciated the suggestions 


made to us by members of our body and 
there wasn’t a name brought before the 
committee that we wouldn’t have gladly 
and willingly chosen as our president, 
but where there were many, it was neces- 
sary to make a choice. The committee 
assumed, Mr. President, that you expected 


them in choosing the president to con- 
sider the conditions as they are today 
and as we foresee them for the year 


ahead, and to consider the man who might 
outstandingly do the best for us under 
the conditions that we face. We had men 
on this committee from all parts of the 
country and we knew something of the 
conditions here and there. We thought 
that we must have a man whose experi- 
ence in our organization had given him a 
national view, that we must have a man 
who is looking forward, but whose habit 
was to think his way through, a conserv- 
ative to that degree, but a man who is 
constantly stepping forward in progres- 
sive ways. 

Mr. President, we present to you as our 
nominee for the presidency Sewall Cutler, 
of Boston. 

Chairman Fox:—If Mr. Cutler is not 
here, will somebody please bring him in? 


F. E. Bogart:—Inasmuch as Mr. Cutler 
has taken to the boardwalk, we will name 
the vice-presidents as we submit them 
to you:— 

For first vice-president, A. J. Geer, 


Charleston. 
For second vice-president, Sydney Ly- 
man, Montreal. 
(The motion was seconded variously, 
Chairman Fox :—We will proceed. 
Secretary Newcomb :—Is it the wish 
as one group or individually? 
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enactment of the 
that protection 
nature.” 


Congress made in the 
law and make possible 
that is the first law of 

I say to you that when the wholesale 
druggists of the nation and the retail 
druggists of the nation and the manufac- 
turers in the drug field can get together 
as we are getting together here, when we 
can have confidence in one another, when 
we may know of a certainty that our 
purposes are right and the objects sought 
are proper, then, my friends, we wont 
have to beg Congress for the things we 
are asking them for today, but it will be 
given to us because the legislative branch 
of the Federal government will recognize 
the justice of our position and they will 
recognize the power of a united industry. 

My friends, I am not going to take up 
any more of your time. When I get 
started on these things I am apt to talk 
indefinitely. I want to assure you in clos- 
ing that the National Association of Re- 
most kindly 


tail Druggists has only the 
and friendly feeling for the National 
Wholesale Druggists’ Association. It has 


been in the ten years I have served that 
as its executive officer my 
purpose at all times to work with and for 
you. That shall be my purpose until the 
end. I am sure that every indication of 
the present time points to a unification of 
our forces, a better understanding among 
us that we may both work for the ad- 
vancement of the entire industry. I thank 
you. 

“ (The audience arose and applauded.) ° 

Chairman Fox:—There was one thing 
that particularly struck me. Mr. Henry 
came here and he didn’t ask for co-opera- 
tion. He didn’t offer it because he knew 
he had it and he knew that we knew their 
organization was giving it to our organ- 
ization. I would like to have some word 
of thanks from some of our members to 
Mr. Henry. s 

Charles G. Merrell:—Not as an active 
member, but as an associate member and 
because, as Mr. Henry has so well said, 
we are all interested in the same thing, 
and he has emphasized the universality of 
our interests, I want to express my ap- 
preciation of the address. I am sure that 
from the manner in which it was received 
we all appreciate the words he brought 
to us, and I know that it will have its 
influence in the work of the association 
and in the advancement of the interests 
of the entire industry. 

Roblin H. Davis:—Little can be added 
to what Mr. Henry said. It is twenty- 
one years since a representative of the 
N. A. R. D. has appeared before this 
body. In those twenty-one years there 
has been a lot of trouble. There has 
been a lot of chaos, but it seems to me 
that by virtue of the appearance here 
this morning of our good friend, Mr. 
Henry, we can see the clouds breaking 
and we can be sure that the sun is at 
last on itS way through and that it will 
not be long before the industry is flooded 
with the bright light of common sense, 
of reason and of thoughtfulness for the 
other fellow. 

P. A. Hayes:—That was a wonderful 
message Mr. Henry brought us this morn- 
ing. We want to assure him that we are 
with him. The success of the retail drug- 
gist is our success. In order to do things 
we must have the co-operation of the re- 
tailer and the retailer must have our co- 
operation. In trying to make a talk, I 
feel very much like his colored preacher. 
When I get on my feet, the devil only 
knows what I will say. 

I am reminded of a little story of one 
into a 


of our modern girls who went 

drug store to buy some lip stick. She 
said, “I want a package of green lip 
stick.” 


The clerk said, ‘““‘We don’t have green 
lip stick. Why should you want that? 

She said, “I have a date with a rail- 
road man and he knows his signals. 

We want to assure Mr.-Henry that we 
will turn on the green lights and Keep the 
streets clear. Go to it. 

Chairman Fox:—Is there anyone else 
who would like to make a remark? If 
not, we will hear the report of the nom- 
inating committee. Mr. Bogart 


and Elections 


For third vice-president, W. J. Mont- 
gomery, New Orleans. | 5 ve 
For fourth vice-president, H. W. Wil- 


liams, Fort Worth. 

For fifth vice-president, J. E. Speckel, 
New York. , 

The president instructs me to continue 
the nominations for the board of control. 
There go off the board of control this year 
four able men. 

(The audience arose and applauded as 
Mr. Cutler was escorted into the room 
and to the platform.) 7 

W. E. Greiner:—The next president of 
the N. W. D. A.! 

Sewall Cutler:—I 
say. I don’t know 


don’t know what to 
whether it is a joke 
or what. I am terribly flattered and 
pleased, but I was out in the corridor 
there when they came out and I didn't 
know what they meant. It took the 
wind right out of my sails. I can only 
say that I know I don’t deserve such an 
honor. I want to add, too, that I cer- 
tainly will do everything I can for the 
welfare of the organization and the trade. 
I want to thank you. I am overcome. I 
can’t say any more. : 

F. E. Bogart:—Your committee 
for the board of control :— 

Harry I. Fox, Wichita, Kan. 

H. J. Frank, Portland, Ore. 

J. Cc. O'Dell, Birmingham, Ala 

D. W. Ramsaur, Jacksonville, Fia. 

To fill the unexpired term of Mr. Cutler, 
W. W. Gibson, Albany, N. Y. 

Mr. President, you will recall it is a 
written rule of this organization that the 
nominations be posted for twenty-four 
hours. I move you, sir, that we suspend 
our rules and proceed to an election. 
put to a vote, and carried unanimously.) 


submit 


of the association that these be elected 


Cc. S. Littell:—I move you, sir, the secretary be instructed to cast a ballot for 


the gentlemen nominated. 


(The motion was seconded, put to a vote, and carried.) 


Secretary Newcomb:—I hereby cast 
Wholesale Druggists’ Association for the 
indicated :—President, Sewall Cutler; 


first 
president, Sydney Lyman; third vice-president, W. J. 


unanimous ballot of the National 
following named members for officers as 
vice-president, A. J. Geer; second vice- 
Montgomery, Jr.; fourth vice- 


the 
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president, H. W. 
of contro] tor the full three-year 
Port.and; J. C. O'Dell, Birmingham; D. 


Williams; fifth vice-president, J. 
term :—Harry IL. : 
W. Ramsaur, Jacksonville; tor the unex- 
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E. Speckel; members of the board 
fox, Wichita; H. J. Frank, 


pired term of Sewall Cutler:—W. W. Gibson, Albany. 


Chairman Fox :—The next order of 


on education and research by its chairman, A. 


business is the 


report of the committee 
Kieter Mayer. 


‘A Kiefer Mayer read tue tollowing report of the committee on education and 


research. ) 


Report of Committee on Education and Research 


(Parenthetical interpolations are comments made by Mr. Mayer in the course 


of his reading of the report.) 


In the past year your committee has 
been active in carrying out the instruc- 
tions of the fifty-second reguiar meeting 
of our association that approved the 
recommendations of tne committee on 
education and research. 

The organization of the Druggists’ Re- 
Searcn Bureau was our most important 
task as this particular kind of co-opera- 
tive research, fostered by our association, 
Was new in the annals of the drug in- 
dustry. We desire to submit a brief re- 
port of the bureau's work. 

Soon after the French Lick 
invitations were dispatched with 
of the report of the committee on 
cation and research, to the National As- 
sociation of Retail Druggists, and the 
American Association of Colleges of 
Wvharmacy, inviting these two associations 
to jo.n in organiz.ng and directing a 
Druggists’ Research Bureau. Naturally 
some time elapsed while these invitations 
were receiving consideration, but we 
soon learned that these associations not 
only indorsed the contemplated bureau, 
but each appointed two representatives 
to serve on a directing committee. Presi- 
dent Michaels appointed five members 
from our active and associate member- 
ship to serve as committee men, and Sec- 
retary Newcomb called a meeting of all 
the designated committeemen for Jan- 
uary 15, 51 Maiden lane, New York. 
Every committeeman was present :— 

J. F. Finneran, 
Hunsberger, 
the N. A. 


meeting 
copies 
edu- 





soston ; 
Philadelphia, 
R. D. 
. Olsen, Philadelphia; Alf. Pauley, 
St. Louis, representing the A. A. C. v. ~ 
Harry S. Noel, Indianapolis; = 
Woodside, Chicago; Sidney Holl ider 
Baltimore, representing our associate 
membership. 
George B. 
Indianapolis, 


Ambrose 
representing 











Evans, Albany; A. K. Mayer, 


representing our active 
membership. 
A permanent organization was per- 
fected and the following officers were 


designated to serve the first 


é year of the 
Druggists’ Research 


Bureau :—Chairman, 


A. K. Mayer; vice-chairman, J. F. Fin- 
neran ; secretary, E. L. Newcomb, The 
Title Guarantee & Trust Company was 


named treasurer, 


Start of the Bureau 


_The committee accepted the sugges- 
tions contained in the report of the com- 
mittee on education and research that 
our association had approved for the for- 
mation of a Druggists’ Research Bureau. 
Plans were made for building a member- 
ship from all those interested in distribu- 
ting to the consumer through the indi- 
vidual druggist. A booklet outlining the 
Druggists’ Research Bureau was ordered 
prepared for distribution to every pros- 
pective member. The field representa- 
tives — wholesale and manufacturing 
salesmen—were to enroll the retailers 
and clerks so that a combination mem- 
bership application card and certificate 
of membership were designed to simplify 
their work. The application for mem- 
bership cards contained spaces for re- 
cording the different classifications of 
membership in the bureau. The bureau’s 
membership were to determine by vote 
the rotation of the subjects for investi- 
gation, and 


three fact finding studies 
were selected and printed on the card, 
with a blank line for a further sugges- 
tion. Spaces for the member’s name and 
address, with the signature of the field 
representative making the applicant’s 


recommendation, were at the bottom of 
the card. The certificate of membership 
contained lines for the member’s name 
and address, with the signature of the 
secretary of the bureau, and the appli- 
cant became an official member when 
countersigned by a field representative. 
It was deemed advisable to have sev- 
eral months’ publicity before the actual 
Start of the membership campaign. All 
drug publications were immediately noti- 
fied of the formation, by these three na- 
tional associations, of the Druggists’ Re- 
search Bureau, to act as a national clear- 
ing house in the dissemination of facts 
and figures and other information per- 
taining to the drug industry. Members 
of the National Wholesale Druggists’ As- 
sociation were advised of the successful 
formation of the bureau, and were urged 
to start preparing their salesmen for the 
responsible work of field representatives. 
J. T. Woodside, a member of the di- 
recting committee, prepared a_ stereopti- 
con talk outlining the contemplated work 
of the bureau, and with the approval of 
the bureau’s officers, he and his asso- 
ciates, who are field representatives, have 
siven several hundred talks from coast 
to coast before numerous Meetings, in- 
cluding national associations, state phar- 
maceutical conventions, local meetings 
organized by wholesale and manufactur- 
ing members of the bureau, sales groups, 
colleges of pharmacy, etc. One can hard- 
ly estimate the value of Mr. Woodside’s 
splendid work, as more than 15,000 peo- 
ple have had an opportunity to receive 
first-hand information in regard to the 
bureau. (I would like to say right there, 
gentlemen, this work was done without 
any expense to the Druggists’ Research 
3ureau. Mr. Woodside and his associate 
paid their own expenses, and the other 
committeemen, wholesalers and _ others 
who have been active in this work, have 
assumed the entire expense for the work 
they have done on behalf of the Drug- 
gists’ Research Bureau.) Secretary 
Newcomb has spoken in the interest of 
the bureau before national associations 
and twenty-four State pharmceutical con- 
ventions His talks have been instru- 
mental in having national associations 
and approximately thirty-five State phar- 





maceutical associations indorse and 
pledge their support to the bureau. We 
desire to acknowledge with apprecia- 
tion the effective support of Samuel 
c. Henry, secretary of the National As- 
sociation of Retail] Druggists, whose time- 
ly assistance has helped to promote a 
ciearer understanding as to the bureau’s 
operations. Other committeemen, retail- 
ers, wholesalers, manutacturers and pub- 
lishers have been active in the support 
or the bureau. - 

(I would like to add here, at some of 
our wholesale meetings conducted in the 
city where several of our wholesale mem- 
bers and manuiacturers have joined to- 
gether in promoting these meetings, we 
lave found that it is the first time in their 
history that they ever sat out and had 
a meeting with their retail friends. The 
results from these meetings speak for 
themselves. The wholesalers who have 


A. Kiefer Mayer 


Chairman on Education and Research 


held these meetings were given their re- 
sults.) 

The membership campaign was launched 
the middle of June, when the first of 100,- 
000 Druggists’ Research Bureau booklets, 
with application and membership cards, 
were delivered to the wholesale and manu- 
facturing members of the bureau. Let- 
ters preceded these booklets, with a spe- 
cial bulletin for salesmen—the field rep- 
resentatives—giving complete informa- 
tion in regard to their duties and urging 
co-operation. Due to overlapping terri- 
tories a certain amount of duplication 
would naturally occur but within a few 
weeks approximately 80,000 booklets had 
been distributed. Communications have 
been regularly mailed to all wholesale 
and manufacturing members of the bu- 
reau, reporting the progress of the mem- 
bership campaign and urging their co- 
operation. Other wholesalers and manu- 
facturers, not members of the bureau, 
have also received information. Invita- 
tional letters, with booklets, application 
and membership cards, have been sent to 
the deans of our colleges of pharmacy, 
secretaries of State associations, officers 
of national drug associations, advertising 
agencies publishers and others eligible 
for membership. Every national move- 
ment naturally proceeds slowly but the 
results from our membership campaign 
up to September 1 produced 19,732 mem- 
bers. Applications are continuing to 
reach the New York office, some direct 
from retailers, with letters assuring their 
co-operation. (It is impossible to de- 
temine an accurate membership of the 
bureau unless we just close down on the 
membership cards. The New York office 
of the bureau receives from twenty-five 
and fifty to one hundred or two hundred 
application cards a day. They are being 
compiled by a national organization very 
quickly. ) The percentage of member- 





ship of retail druggists from the dif- 
ferent States varies from 76 percent 


downward. The membership accomplish- 
ments are a credit to the field representa- 
tives of the bureau. (It is my pleasure to 
state that the good old State of Colorado 
ranks first with 76 percent members in 
the Druggists’ Research Bureau. If they 
can get 76 percent, there is no reason 
why other States should not come to 76 
percent. Voluntary applications are be- 
ing received at the New York office from 
retailers. Nearly every retailer in the 
United States and his clerk have heard 
about the Druggists’ Research Bureau. 
Where they haven't had the opportunity 
to sign an application card through a 


field representative, they are mailing 
them to the New York office. We even 
have some coming from Canada.) As 


the work develops the membership will 
grow and the committee recommends 
that our members continue active mem- 
bership co-operation with the bureau 
until every prospect in their territory 
has become enlisted in the work. 
Through the courtesy of the N. A. R. 
D., the Druggists’ Research Bureau main- 


tained a booth at their convention just 
held in Kansas City, where booklets. 
membership and application cards and 


other bureau literature were distributed. 
The chairman of the Druggists’ Research 





Bureau and J. Tt. Woodside had the pleas- 
ure of addressing tnis convention, through 
the courtesy of the.r Officers. ‘this asso- 
ciation heartily indorsed the bureau, 
pledging its continued support. 

A compilation of the first 10,000 mem- 
bership cards revealed a vote better tnan 
two to one favoring as the first national 
fact finding investigation “The sSimpiin- 
cation of Stocks as a Means of Increas- 
ing Turnover and Profit.””. The ‘balance 
ot the vote was about evenly divided be- 
tween “The Actual Sales Value of Win- 
dow Displays” and “Factora Influencing 
Personal Selling,” with a slight prefer- 
ence for the latter. Other subjects chosen 
on the fourth vacant line were :—*Price 
Maintenance,” “New Business,’ “Counter 
Dispiay,’’ “Operations of Soda Fountain,” 
“Retail Advertising Accounting,” “Chain 








Store Competition,” and approximately 
thirty other subjects. (Anyone in the 
United States who doesn’t think the re- 


tailers are alive to the present conditions 
and seeking information that will increase 
their net profits, should take a couple of 
weeks and go to our New York office 
and study the cards that have come in 
there. ) 


Stock Simplification Study 


The trend of this vote seemed to de- 
termine the final results so that a meeting 
of the directing committee of the bureau 
was held inthe New York office August 16, 


where plans were formulated tor a 
“Scientific Investigation of Stock S.m- 
plification in Retail Drug Stores.””. Sim- 


plification of stocks is not new to indus- 
tries who have been engsged in research 
work and the results have not only im- 
proved distribut.on, eliminated waste and 
released capital but have increased turn- 
over, sales, profits and improved service 
to the public. Simplification has offered 
further opportunities in the study of mer- 
chandising, and in retail lines we find 
where the information obtained has helped 
to increase sales. The successes attained 
through simplification studies are too 
numerous to list, but one should remem- 
ber that practically all of this work has 
been by the co-operation of individuals 
and simplification is growing rap.dky in 
all branches of industry in this country. 
The successful methods that have been 
employed by others in simplification work 
will be used, and with real co-operation 
by the bureau’s membership facts should 
be secured that will prove as beneficial to 
the drug industry as the results of others 
engaged in similar collective research 
work. A simplification questionnaire is 
in the process of development, and this 
investigation should start within the near 
future. 

Bulletins Nos. 2 and 3 of the Druggists’ 
Research Bureau are off the press and 
are being distributed. The second bulle- 
tin. prepared by Prof. A. C. Olsen, is a 
recapitulation of the different investiga- 
tions conducted in this country pertaining 
to the costs of operation in a retail drug 
store. (Professor Olson, who is a mem- 
ber of the directing committee, has been 
investigating simplification. He made a 
trip to several cities in the United 
States.) In this excellent bulletin one 
ean find all available figures pertaining 
to this subject. (Let me commend that 
bulletin No. 2 to you. It has all infor- 
mation in it that is available today per- 
taining to the cost of operating, and it 
gives a concrete example of how a retail 
druggist may apply his figures in an- 
alyzing his cost). Bulletin No. 3 out- 
lines the simplification program and is 
preliminary to the bureau’s initial fact 
finding investigation. 

The bureau hopes to operate the first 
year on the funds that were provided by 
our associaticn, approx.mateiy $20,000. 
The cost of the operation will naturally 
increase as the work expands and pro- 
gresse Annual dues for retail and clerk 
members were fixed by the bureau at the 
last meeting to be not less than $1 nor 
more than $2. Your committee recom- 
mends that our members not only con- 
t.nue to give their whole-hearted co- 
operation but pledge their financial sup- 
port to the Druggists’ Research Bureau, 
in order that the drug industry may keep 
step in this new business era of seeking 
facts perta.ning to one’s own business. 








New Competition 


In this country there is developing a 
new form of business co-operation. Busi- 
ness men have steered through the nar- 
row channel of destructive competition 
and have reached the open sea of co- 
operation by the formation of trade asso- 
ciations. We find these associations 
engaged in solving many of the difficult 
problems in the stabilization of American 
industry. They are competing nationally 
for their share of the consumer's dollar. 
It is industry versus industry. In the 
past year fifty-nine associations have en- 
gaged in joint advertising, each of a par- 
ticular business, carrying 1,238 pages and 
twenty-five period.cals. It is stated by 
authorities that this form of business co- 
operation by associations is having its 
effect on the purchasing power of the 
consuming public. Aware of this trend 
in the times, your committee attempted 
to secure co-operation from our members 
for “First Aid Week.” Special full-page 
newspaper copy and mats were prepared 
and furnished to all of our active mem- 
bership. Unfortunately this information 
did not reach many of our members in 
sufficient time for their co-operation, but 
this full-page newspaper copy was run in 
twenty-five different cities in this country. 
The results warranted further work along 
th.s line so that a special newspaper cam- 
paign has been prepared for “National 
Pharmacy Week,” October 9 to 16. News- 
paper copy, mats, stories, uniform win- 
dow strips, suggested window and counter 
displays, radio programs, etc., have been 
prepared pertaining to this week. Com- 
plete information has been mailed to our 
entire membership. This offers an oppor- 
tunity for our association to take its 
place with others in this new era of busi- 
ness co-operation, and we ra@commend 
that every member assume his share of 
the responsibility in the support of this 
‘work. (If you can visualize for just a 
minute what it will mean to the public 
to have 25,000, 30,000, or 40,000 drug 
stores in this country carrying these win- 
dow strips on their windows, it is a na- 
tional movement that may be as far 
reaching as some of the other natiors] 





movements in this country.) We sug- 
gest tnat there be joint co-operation be- 
tween our wholesale and manufacturing 
members residing in the same city. The 
functions which the changing conditions 
place upon business men naturaliy force 
them to look into the future, and we 
recommend the continued investigation of 
this form of national co-operation by the 
drug industry. 





Spe lized industry is a condition of 
progress but it .s incidental to co-opera- 
tion. No specialist can live by himself—he 


must work for and with others. This co- 
operation must be voluntary, for no rela- 
tionship can be satisfactory without it. 
More of our members are to be com- 
mended for their voluntary co-operation 
with our retail friends, and in the past 
year there have been successfully 
launched advertising campaigns reaching 
the consumer, the employment of retail 
merchandising authorities, the further de- 
velopment of special departments that fur- 
nish sales and window display sugges- 
tions, new business letters, collecting ac- 
counts, ete. The various state pharmaceu- 
tical associations have found more _of 
our members in attendance, co-operating 
in the success of the convent.ons. Your 
committee recommends that our member- 
ship continue to engage in this commend- 
able work. 

(1 would like to say that already close 


to 50,000 of these window strips have 
been mailed from the New York office. 
There are many wholesalers who have 


not requested them, and we urge that 
every wholesaler who is not co-operating 
with his retailer to promote national 
pharmacy week, do so immediately by 
wiring the New York Office and asking 
them for window strips, and if you so 
desire, newspaper talks which the news- 
papers are glad to publish free of charge, 
radio program and all other informa- 


tion. ) 
Talks Planned 


A-number of industries are using suc- 
cessfully stereopticon talks pertaining to 
their own business, for the development 
of better distribution selling, store man- 
agement, show case displays, etc. We 
have been in communication with several 
companies who manufacture stereopticon 
machines, in the hopes of developing @ 
series of talks that might be used by our 
membership in the co-operation for better 
distribution and the instruction of sales- 
men. Your committee recommends fur- 
ther investigation along these lines, for 
we believe this method offers improvement 
in illustrating a subject. ‘ 

(After I finish this report, I am going 
to ask for about ten minutes of your 
time to show you the film that has been 
prepared for the Druggists’ Research Bu- 
reau. Here is a case; in that case will 
fit a machine and twenty reels, if you 
want them, and it will work on any cur- 
rent. Here is the machine and there 1s 
the film in the machine. I am_ sorry 
that each and every one of you in the 
room ‘haven't had the opportunity to in- 
vestigate the possibilities of this little 
machine or a similar machine in instruc- 
tion work. There isn’t a manufacturer 
in the United States who doesn't realize 
the difficulty he has had in getting his 
story over to the salesmen. By prepar- 
ing a talk pertaining to his product, he 
ean reach the salesman with that ma- 
chine. He can also have avaliable those 
films that he can send out to the different 
wholesale members or his distributors in 
this country to be used in instructing 
their salesmen. If sufficient numbers of 
our members would purchase those ma- 
chines, the association for a few thousand 
dollars could have prepared six or eight 
films pertaining to merchandise or to 
different subjects. Those films could be 
loaned or rented at a small charge to our 
different members, and they could be used 
in retail work, in illustration of a sub- 
ject. It offers one of the greatest fields 
that this association has ever had pre- 
sented to it. It is amazing to find what 
tremendous interest some of ou? largest 
industries have aroused in the work of 
instruction by stereopticon talks.) 

Business men were gratified to learn 
through the press the latter part of July 
that one of our important government 
commissions contemplates “a broad in- 
vestigation for the benefit of trade and 
industry, with a view to establishing a 
guide for Congress in future legislation 
on price fixing, distribution and kindred 
topics.” 5 

An investigation of this kind calls for 
a thorough understanding of the subject, 
not only by industry but the public at 
large. In the interests of this subject, 
your committee secured permission from 
Samuel C. Henry, secretary of the Na- 
tional Association of Retail Druggists. 
and one of our leading authorities on dis- 
tribution. to reprint his splendid compre- 
hensive article on “Standardized Prices.” 
Over 50,000 reprints have already been 
distributed by our wholesale members, 
and the Owens Bottle Company has re- 
quested 50,000 reprints to include with 
their next national mailing. Your com- 
mittee recommends continued distribution 
of information that may prove helpful to 
promote a better understanding in the 
stabilization of our industry. 

We cannot close this report 
expressing our appreciation and 
tribute to the magnificent and splendid 
eo-operation received from our untiring 
Secretary, E. L. Newcomb, whose vision, 
analytical mind and knowledge of the 
work has made possible our accomplish- 
ments. (I only wish I had completed my 
education, so my vocabulary would be 
complete so that I could actually pay my 
respects to the ability of Doctor New- 
comb. All I have got to say is this: ac- 
cept the chairmanship and get that ‘“‘bird” 
behind you and you will work. I am 
speaking from experience.) The amount 
of time committee chairmen and mem- 
bers can devote to their association re- 
sponsibilities depends upon the time they 
can secure from their own business, and 








without 
paying 


it’s only through intelligent, well-in- 
formed secretarial support that results 
may be achieved. Your committee rec- 


Newcomb continue to 
national associations, 
continued forward thinking 


ommends that Dr. 
address State and 
encouraging 


n regard to marketing in the drug in- 
dustry. 
To overlook the advancement of stand- 
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IN CHEMICALS, DYESTUFFS, 


ards during recent years which has trans- 
formed the ancient feeling of aspiration 
for better things into the modern sp.rit 
of determination to achieve, would be 
overlooking a fundamental fact. If there 
be any difference in regard to the ob- 
jective it is only in the rate of speed of 
accomplishment. We urge our member- 
ship, both active and associate, to recog- 
nize the new responsibilities in business 
by the continued co-operation with the 
undertaking of our association in the im- 
provement of the prevailing standards in 
our industry. 


do you 


discus- 


Mayer, 
before 


Chairman Fox :—Mr. 
wish to show the slides 
sion? 

A. Kiefer Mayer:—I should say you 
can go ahead and hear discussion, and I 
will have this ready and the curtain down 
on you. 

Chairman Fox :—Everybody knew Kie- 
fer Mayer would present a wonderful re- 
port. I know there will be some discus- 
sion. We will be glad to hear it now. 


Discussion by Mr. Hollander 








Sydney Hollander:—I have had _ the 
pleasure of working with Mr. Kiefer 
Mayer on the Druggists’ Research Bu- 


reau. It isn’t necessary to add very much 
to the report itself. It is a tremendous 
document full of good matter and shows 
a profundity of thought and a depth of 


understanding that speaks for itself. 
While the time is too late to go very 
deeply into the report, I would like to 


say a few words about Mr. Mayer. 


Mr. Mayer has been very generous in 
giving praise to others, but I want to say 
that he himself is a regular human 
dynamo, that he is a mountain, a Vesu- 
vius of information. To work with him is 
a real experience. If any of you have 
ever had the opportunity of hanging on 
the tail of a wild bull, you will know 
what it means to be on a committee with 
Mr. Mayer. You are afraid to let go and 
you are afraid to hang on; you don’t 
know just what to do. 

Any organization that has a person like 
Mr. Mayer as one of its members is 
lucky, and it is still luckier if it only has 
one such member in its organization, be- 
cause life is too short to keep pace with 
more than one. Different people respond 
differently to various stimuli, just as one 
man will respond and show his apprecia- 


tion of a pretty girl or one of the mem- 
bers of the National Association of 
Wholesale Druggists will get widely ex- 
cited at one percent additional discount 
somewhere. So, Mr. Mayer gets his hunt- 
ing clothes on if he sees a loose fact 


somewhere around. Heaven help the un- 
wary fact that comes within his purview. 

I am a little in doubt sometimes as 
to just what we are going to do with 
all the facts that Mr. Mayer is uncover- 
ing at these various bureaus of research 
of his I am afraid they are going to 
overwhelm some of us. You can’t always 
tell what research will develop and what 
you are going to do with the facts you 
get. For example, a fellow got a gallon 
of what he thought was’ moonshine 
liquor, and he sent it to his chemist to 
be analyzed so as to be sure it was all 
right. He didn’t label it. He was sur- 
prised a few days later on to get a note 
saying, ‘““‘We are very sorry to tell you 
your horse is suffering from a severe case 
of diabetes.” 


Some of this information that we are 
getting I am afraid is going to give us 
a little bit of concern. There is one 


serious fact that comes to mind and that 
is despite all of the research work that 
is being done, there seems to be some 
difficulty on the part of the members of 
the association in interpreting it prop- 
erly. I have the pleasure—I guess you 
can call it pleasure—of meeting some of 
the wholesale druggists as I get around 


the country, and when we discuss the 
various business matters that are cov- 
ered by their Harvard Bureau of Re- 


search reports and other things, I find the 
widest possible divergence of opinion on 
matters on which I should think they 
would be well informed. For example, 
the question of proprietaries, some of the 
well-known proprietaries that are sold 
with a very small margin of profit to the 
wholesaler and very small discount, and 








very often they have to give most of that 
discount away to their retailers, some of 
the members tell me that they lose money 
on every bottle of such preparations that 


they sell. Other members tell me that 
is the most profitable part of their busi- 
ness, and that they only wish they had 
more such items because if they did, 
they could dispense with some of the rest 
of their business. 

The same way it is with the cost of dis- 





tribution of full packages, as you have 
heard discussed here this morning. Mr. 
Evans, for example, told me_ recently 


that it cost him about six times as much 
to sell a case of merchandise in fractions 
above the lot as it does to sell it as a 
unit. Some of the other members with 
whom I discussed it say it only costs 
one or two percent more to sell cases in 
fractions than in whole lots. I have dis- 
cussed cost of delivery with some of your 
“members. There are representatives of 
the association in the room who have 
assured me it doesn’t cost any more to 
deliver a case of goods every day in a 
fractional dozen than it does in a solid 
unit. 

You have all the information from the 
various bureaus of research, but somehow 
or other they don’t seem to have come 
across. There seems to be a great deal of 
confusion in the minds of some of you 
as to what the various things mean. It 
is like the woman standing on a weighing 
scale with a measuring chart in front of 
her. She couldn’t seem to grasp it and 
turned to a friend and said, ‘‘Mary, tell 
me which is more, pounds or inches.” 


That is the way it seems to me some of 
the matter -that the research committee 
is developing is getting over to the mem- 
bers. I am a firm believer in the research 
work. I think Mr. Mayer is doing a tre- 
mendous task, and I say all power to his 
arm. He y is a wonder and it is a 
privilege and a pleasure ts work with him. 
Sometimes, though, I am afraid if we 
keep on we will have to. appoint a spe- 
cial investigator to investigate the inves- 
tigations of previeus investigators to tell 
us what it all means. 

Chairman Fox:—We will be glad to hear 
other discussion on this report. Some of 
these men are going to use this informa- 
tion. 





Discussion by Mr. Faxon 


H. D. Faxon:—I should like to speak 
because I have been asked to. I don’t 
think much of the addenda to these good 
reports as a general thing. The report 
covers the matter very fully and then we 
get up and add a little blah to it. I would 
like to write into the records my own 
appreciation of the work of Kiefer Mayer. 
He talks about vocabulary. If I had the 
power that he has, I would repeat what 
he said about Doctor Newcomb, because 
we have in Mayer a man who has taken 
a hard subject and done a tremendous 
amount of work and has evidently gotten 
to a point where we can get results. 

I had the pleasure of listening to him 
and to Jack Woodside in Kansas City be- 
fore the N. A. R. D., and you may be in- 
terested to know that the response there 
was very enthusiastic and keen. The in- 
terest was keen. If Mr. Mayer and his 
committee keep on working, research will 
develop the possibilities we have been 
looking for. 

I was asked to speak on another report 
which isn’t nearly as good as Kiefer 
Mayer's, but it has one thing in there 
that is very good. I thought I would read 
that:— 

Happily for ail 
scheme of drug store 
at least one scientific 
under way, the Druggists’ 
This activity as it progresses will be of in- 
estimable value to all interests involved and 
more especially to the independent retail drug- 


involved in the 
merchandise distribution, 
development is already 
Research Bureau 


interests 














gist. It should have the hearty support of 
every member of the association, both morally 
and financially It represents the best efforts 
of a scientific nature that this association has 
ever launched, and in a few short months has 
attracted nation-wide approval from all divi- 
sions of drug store merchandising and is de- 
stined to be the vehicle tending to hold the 
independent retail druggist in his rightful posi- 
tion as a professional necessity to his com- 


munity. 

I don’t think it is necessary to ask for 
the support of Mr. Mayer and his com- 
mittee. If he thinks so, I will ask it, but 
I am sure you all realize the possibilities. 
If he does ask for anything, let us accord 
it to him promptly and heartily. 


Chairman Fox :—If there is no further discussion, I will ask Mr. Mayer to pro- 
ceed after I have made a few announcements. 


The committee on thanks will consist 


of the following :—F. Landon Humphreys, 


chairman; George R. Merrell, Missouri; Henry Faxon, Missouri; R. M. Vliet, Okla- 


homa; W. C. Miller, Virginia. 


Our program has been so full this morning that we are obliged to carry over 


some things until tomorrow morning’s session. 
on 
I know that every wholesale drug member is 
commend -it to the 


to the special address by Fred Ingram 
profits by increasing sales efficiency. 
interested in this, and I also want to 


I want to particularly call attention 


how wholesale druggists are increasing 


associate members. We 


should have a full meeting here and we want to start at 9:30 promptly. 
(A. Kiefer Mayer concluded the report of the committee on education and re- 


search by showing a film.) 


(The session was adjourned at 1:00 o’clock.) 


Thursday, September 29 


Fourth Session, Thursday Forenoon 





(The meeting was called to order for the fourth session by the presiding of- 
ficer, Harry I. Fox, the first vice-president, 10 o’clock, Thursday forenoon.) 
Chairman Fox :—Please come to order. 
We will hear the minutes of yesterday’s session, please. 
(Secretary Newcomb read the minutes of the third session.) 
Secretary Newcomb:—I move the approval of these minutes. 
Chairman Fox:—lIf there is no objection, these minutes will be approved and 
sent to the board of control. 
We will now hear from the committee on time and place. 
Report of Committ 
ommittee on Time and Place 
J. G. Smith:—A warm glow of minded us that to convene in thirty cities 
gratification suffused the sensitive faces Would consume, probably, a year’s ab- 
of your committee when it realized that a ORO, SENe AS Eee 
thirty-odd beautiful cities wanted us to From this number one alluring spot 
hold our convention in their homes. Their beckoned our quivering desires. As we 
proffers were generous; their desires hesitated, the gesture became irresistible. 
keen; their invitations sincere. So at- Our beloved Southland yearned for us, 
tractive were they to us that we decided and we know that when she yearns, she 


to accept all. Then our statistician re- 


yearns. 
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< . 
We have elected to convene during the 


In that land of unbounded hospitality ! 

there is a lovely city with its famed tradi- first week of October, 1928, subject to 
tion of generosity, a notable type of the the approval of this association, in the 
standards of the South. city of Atlanta, Georgia. 

Chairman Fox:—A motion to adopt the report of the committee will now be 
in order. 

W. E. Greiner:—I move it be adopted. 

H. D. Faxon:—I second it. I would like to ask a question. The N. A. R. D. 


folks spoke to me about putting in a little time between their meeting and ours. 


Has that been considered in this? 


Chairman Fox :—There is about a week 


two weeks previous to the meeting as 


The N. is about 


Is that 


A. R. D. 


correct? 


intervening. 


understand it. 


Secretary Newcomb:—This is the first week of October and that leaves one 
week between. 

(The motion was put to a vote and carried unanimously.) 

Chairman Fox :—The secretary will read the report from the auditing com- 
mittee. 


Report of Auditing Committee 


(Secretary Newcomb read the following report 


moved its adoption.) 


for the auditing committee and 


Your committee has checked all vouchers and finds them to be correct. 
(The motion was seconded and carried.) 
Chairman Fox:—The secretary will read some communications received. 


(Secretary Newcomb read the 

I am thinking today of the excellent 
gatherings, the delightful fellowship and 
the many splendid friends in the great 
association and wish I could be present. 
Please accept my congratulations upon 
its great accomplishments and _ sincere 
wish for its continued usefulness. Kind- 
est regards to officers, friends, and en- 
tire membership.—Affectionately, Edgar 
D. Taylor, president, Powers Taylor Drug 
Company. 

I am just in receipt of your telegram 
and would be obliged if you will convey 
to the association the deep appreciation of 
both Mrs. Michaels and myself of the 
F. Mich- 


following 


communications. ) 


gists’ Research Bureau.—A. D. Kunze, 
Rubber Association. 

Ohio Valley Drug Company co-operat- 
ing fullest extent. Personal letter boost- 
ing “Pharmacy Week” sent all druggists 
in territory. Window strips and news- 
paper cut-outs ordered. Our president, 
Mr. Exley, with you at Atlantic City.— 
Ohio Valley Drug Company. 

Your wire received. Will support 
“Pharmacy Week” program to the best 
of our abiltiy. Please convey my re- 
spects to Vice-President Fox. Sorry I 
cannot be with you. Stayed home to 
welcome arrival of granddaughter born 
this morning. My best wishes for a suc- 


kind sentiments expressed.—c. cessful meeting. Kindest regards to all. 
aels. —Sewall D. Andrews. 

Pleased to advise sundries’ manufac- Mr. Gibson’s funeral Friday, 2:30 p. 
turers division of this association heart- m., at Trinity Methodist Church.— 
ily indorses underlying purposes Drug- George B. Evans. 

Chairman Fox:—If there is no objection, these communications will be re- 
ferred to the board ‘of control. 
We will start in on the reports carried over from yesterday, and we would 


like to hear now the report of the committee on credits and collections which was 
prepared by Mr. Harper and will be read by Mr. Tyndall. 


(G. J. Tyndall 
collections. ) 


read the following 


report for 


the committee on credits and 


Report of Committee on Credits and Collections 


This association during the many years 
of its existence has had many very able 
reports from the committee on credits and 
collections. They have not only been able 


but they have been interesting and in- 
structive. 

The committee in the past has fre- 
quently collected and compiled informa- 


tion for the association that has repre- 
sented a great deal of work and that was 
very valuable in the conduct of our busi- 
ness. Such reports are very essential to 
the association at intervals, as they give 
all members a check-up on the function- 
ing of the individual houses where the 
individual house checks up their report. 


There has also been a custom of making 
a general review of credit conditions as 
they prevail over the country. 

We have had reports through the Har- 
vard research bureau on the intimate con- 
duct of the wholesale drug business as a 
whole so recently that we are still able 
to study those reports in our individual 
houses and gain much therefrom. 


A general review of credit conditions 
over the country is given in various ways 
and is accessible to practically every 
member of the N. W. D. A. and gener- 
ally at monthly intervals. 

Chancing criticism and even censure, 
your committee is making a report at this 
time along somewhat different lines. 

It has been suggested frequently in 
previous reports that the committee on 
credits and collections should be a com- 
mittee of the credit managers of associa- 
tion members, so that the more intimate 
problems of the credit departments could 
be more fully worked upon and a better 
organized effort be worked out to promote 
the interests of the credit departments of 
our members. 

Your committee calls attention to this 
again, believing that it is not only ad- 
visable, but it is practical and should be 
given serious consideration. 

The doctors of today are coming around 
fast to the idea of the use of preventive 
medicines as being more helpful than to 
depend upon curative remedies. Annual 
reports covering the entire field have been 
helpful. There, however, is a way now 
where the committee on credits and col- 
lections can be helpful by using the 
monthly bulletin issued by the secretary 
from New York, and inserting in it each 
month an article or articles written by 
members of the committee, or giving lines 
of thought of those interested in credit 
matters, especially along preventative 
lines. Your committee would suggest that 
the incoming committee give considera- 
tion to the use of the monthly bulletin 
issued by the secretary’s office for this 
purpose. 


Scope of Department 


In correspondence with members of the 
committee and also with many who were 
interested, there is brought out generally 
the fact that the credit department of our 
members confines itself largely, if not 
solely, to credit matters in their own in- 
stitutions. In a recent questionnaire sent 
out to members of the committee on some 
of the questions the answers were given 
that these matters came within the prov- 
ince of the sales department and not un- 
der the jurisdiction of the credit depart- 
ment. 

Is there a clear line of demarcation be- 
tween the activities of credit departments 
and the activities of sales departments? 
Should there not be full co-operation be- 
tween these two departments upon whom 
largely depends the success of the busi- 
? Is it not a fact that as a general 
the credit departments of our busi- 
are overshadowed too much by the 
sales departments? 

Can the post-war governmental policies 


ness 
rule 
ness 


be considered in the line of sales policies 
and credit policies? Just after the armis- 
tice there was a slight slump, following 
which sales policies, sales efforts and a 


sales program prevailed. Did not the sell- 


ing end of the organization hold sway 
until the spring of 1920, when the credit 
end of our country commenced to apply 
the brakes and have kept them well in 


hand since they took hold at that time? 
Extreme trouble was averted by the good 
condition of our country, but there has 
been a great deal of financial trouble 
since 1920, although it has been kept well 
in hand. 


If the credit policy of our country had 
maintained a stronger influence during 
that early period would it have been bet- 


ter for the country? Do we not all re- 
member that during those times when 
men were interested in the credit struc- 


tures voiced their disapproval they were 
not looked upon very kindly, nor spoken 
about in a very favorable way, but many 
of the things they said in the protests 
they made have proved to be wise coun- 
seling? 

Was it not a question there of tne credit 
departments being overshadowed by the 
sales departments, until the sales depart- 
ments ran away with themselves, and 
was it not finally necessary. for the credit 
department to take hold of the reins and 
get into the saddle in order to bring order 


out of chaos? 

Is it not necessary for the credit de- 
partment to become a stronger depart- 
ment in our business structures and sales 
policies than it has been in the past? 
This idea will be set out more specificall» 
under some of the topical heads later in 
this report. 

In bringing out this idea, however, and 
before taking up some of the details of 
the report, your committee wishes to re- 
veat here a part of one of the many mes- 
sages sent out by J. H. Tregoe, executive 








manager of the National Association of 
Credit Men. 

Accounts are lost for various reasons. Com- 
petition brings a great many losses, but, in 


my opinion, lack of proper cultivation causes a 


great many more, and here business service 
eteps in and plays its part. 
Business service must not be confused with 


got 
the 
be- 
the 
the 


the practice of saving merchants who have 
into extremities and would fail but for 
life-line thrown them, Business service 
gins when the account is opened; and for 
carrying out of a business service policy 
credit manager is responsible. If he is not 
satisfied with the financial soundness of the 
buyer the credit manager should endeavor to 
ascertain the atmosphere in which the buyer 
operates, the situation of the business, and 
right then and there start a policy of keeping 
the account as long as it is worth keeping or 
is safe to keep. 

If the buyer is of small financial proportions 
but has an underlying capacity, the credit 
manager has a wonderful opportunity to — 
ittle 





out in a pleasant and unobtrusive way 
methods of building up the business. He can 
thus establish a contact that will rivet the 


account to him so that competition cannot dis- 
place it. In carrying out a practical business 
service policy the credit manager must culti- 
vate the understanding and co-operation of the 
sales force, because in many ways the sales- 
man will be the credit manager’s ambassador. 
When the sales department and the credit de- 
partment are working co-operatively on a gen- 
uine and practical line of business service, costs 
will decrease and the turnover in accounts 
will decrease correspondingly. 

Too many of our credit managers do not un- 
derstand the extensive and practical way in 
which they can operate for the success of the 
business they serve beyond performing the 
mere duties of appraising risks and collecting 
accounts: nor do business executives have ade- 
quate vision of what a credit department can 





do to bring success to a business. - 
Business service offers a real field of activity 
for the credit manager. Here he can show 


him of a vital nature, what sparks 
of humanity he possesses, what tactics he can 
indulge in, what strategy he can exert. At a 
time when every little saving helps toward the 
maintenance of a business this idea of reduc- 
ing the turnover of accounts seems to me like 
a mighty good one; and if business executives 
would demand this professional type of work 


what is in 


of their credit department their understanding 
of the relations between credit and profits 
would broaden, 
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Increased Influence Needed 


Should we seriously consider what Mr. 
Tregoe suggests, so as to bring about a 
broadening of the influence of our credit 
departments? 

Does not his urge for an increased in- 
fluence of the credit departments in the 
productivity of our business bring to the 
credit departments certain responsibilities 
as to hand-to-mouth buying, installment 
buying and even merchandising? Your 
committee submits that these phases of 
business be considered seriously and prac- 
tically by the executive and credit de- 
partments of our members, notwithstand- 
ing the fact that they have been in the 
past largely confined to the sales depart- 
ments. 

Does not such consideration seem ad- 
visable at this time and under present 
conditions, with the increased capacity 
for production that we have and the tend- 
ency to force sales in order to take care 
of this production without first bringing 
about the increased consumption which is 
absolutely necessary if the increased pro- 
duction is going to be disposed of? Does 
it not seem as though our credit depart- 
ments are vitally interested in this phase 
of business, and if they are not now in- 
terested would it not be better for them 
to be interested, in that they might, like 
the doctors of today, prescribe preventa- 
tives rather than to let the case run along 
to where heroic treatment might be 
sary? 





neces- 


Mr. Tregoe in his message emphasizes 
the importance of conferences where the 
credit department sits in, for a pre-anal- 
ysis rather than bring the credit depart- 


ment in for the conference at the post 
mortem. 
Hand-to-Mouth Buying 
Members of the committee think that 


this condition is no different from what 
it has been for years past. It seems to be 
particularly applicable to the wholesale 
drug business. Many writers and critics 
see various causes for hand-to-mouth 
buying, and the cause which seems to 
come to our attention mostly is based 
upon the theory that hand-to-mouth buy- 
ing is caused by too many distributors. 
Is it not a fact, however, that instead of 
it being too many distributors, it is too 
many items that are duplicates, used for 
the same. purpose? If that is true, hand- 
to-mouth buying would not be changed by 
a lesser number of distributors. ; 

Some manufacturers are advocating hand- 
to-mouth buying, giving as the reason 
that their manufacturing load, instead of 
going from a low peak to a high peak 
and then back to a low peak, according 
to the big buying season, and by having 
their demand spread continuously through 
the season, while it would reduce their 
activity at the high peak, they would not 
have to go through the expense of the 
low peak, and they are therefore much 
— Satisfied with hand-to-mouth buy- 

What has hand-to-mouth buying to do 
with the credit department? .A creditor 
that is in straitened circumstances and 
is forced by the credit department to buy 
in a limited way, the responsibility for 
hand-to-mouth buying in this case would 
belong to the credit department, but are 
there not other reasons why the credit de- 
partment should be interested in hand-to- 
mouth buying? 

The duplication of items for the same 
usage is a matter in which the credit de- 
partment is interested, in that most re- 
tailers will be found with probably too 
many items that are all for the same 
purpose, and this is particularly true of 
the proprietary toilet articles, a branch 
) e business é é ying 
caer teak that has been growing 

To emphasize this duplication of items 
an analysis was recently made of a list 
of proprietary toilet articles published by 
the Pope Publishing Corporation, who are 
publishers of ‘Toilet Requisites,’’ New 
York, This reference book was their 1926 
edition, and in it there were listed toilet 
preparations for the following purposes 
as shown by the following figures:— ° 
CR aha eet dw seule baa 
Face powders (listed by name; | be 
_Sreatly increased by shades)........... 1,200 
Compacts ov énnees PA eee eS 0 
Talcum powders.......... 5 kee Pee ° 700 
MN eR Bhs 5s'ea06.6s.06 bow ao er oo 
Toilet creams— 
|” Oa 
Bleaching 
Cleansing 
Cold ; 
Cucumber 
Face ° 
Glycerin 
Creaseless 
Hand 
Liquid 

Massage . 

Medicated 

Motoring 
Night 

Peroxide 

Reducing 

Bile i oho 6 

Theatrical 

Tissue ..... 

Vanishing 

Witch 

Wrinkle 

Freckle ....... 

Developing 

Whitening 

Lemon 


2,500 











hazel 





ME sees or ‘ 1,436 
Shaving creams....... ‘ Ti 
Shaving soap. eae bes 24 
Hair dye... 
Hair restorer 
Hair tonic..... 
Shampoos 
Deodorants 
Depilatories 
Dentifrices 








Dental cream. alate ; ca 22 
Dental elixir... re ; 17 
Liquid dentifrices...... ed 'a's-aia 58 
Dental paste... 144 
Dental powder SO 
Dental soap.... Dares 32 


oes ‘ chiauseees 402 


With the advertising that is done and 
the demand that is created for a great 
many of these preparations, then backed 
up with strenuous selling campaigns, our 
members wil] realize that unless the 
dealer assumes what we generally feel is 
a “hard boiled’ attitude, if the credit 
departments have not already interested 
themselves in this subject, under the in- 


Total 





fluence of this driving sales power that 
is seemingiy assuming a more and more 
dominant influence, it will soon be neces- 
sary for the credit departments to take 
an interest in hand to mouth buying. 


Installment Buying 


In reports from various parts of the 
country, installment buying in the lines 
that we handle generally seems to be con- 
fined to fixtures and soda _ fountains. 
Occasional reports come in where gen- 
eral stocks are sold on this basis, but it 
is so occasional that mention of the fact 
need only be made, as that should be 
warning enough. 

The general installment plan of selling 
store fixtures and soda fountains seems 
to be 25 percent down, or 10 percent with 
the order and 15 percent when installed, 
and the balance payable in monthly Iin- 
stallments with interest over a period of 





W. T. Harper 


Chairman on Credits and Collections 


approximately one year. There seems to 
be some occasions when as high as 40 
percent is required to be paid down. 
This is of interest to the credit depart- 
ments, but the installment buying that is 
of more interest to the credit departments 
is the installment buying of the general 
public, principally of luxuries. The con- 
sumer buying these luxuries maintains 
the payments thereon and holds off the 
local merchant. If the local merchant is 
not alert to the situation it soon becomes 
a subject in which our credit departments 
are concerned, and here is where the 
personal touch of the credit departments 
with their customers, either direct or 
through salesmen, can give advice, 
whereas if delayed help will be necessary. 


New Stocks 


In the territory where the new indus- 


trial _centers dominate, there is some 
activity in placing new stocks, but gen- 
erally speaking over the country very 


few new stocks are going in. 


Failures 


_ Reports from members of the committee 
in various sections of the country show 
failures to be running along about as 
usual, which would be in rather a lim- 
ited way. Reports generally seem to be 
that in case of failure the store is sold to 
a new owner and the business goes ahead. 
There seems to be very little inclination 
to wipe out a store once started. 

In respect to new stocks and 
the trade seems to be 
a conservative way, and in this respect 
does it not seem exceptional, when we 
note the new stocks that are being placed 
in other lines of trade? 


failures, 
running along in 


Merchandising 


Should the methods of merchandising 
used by the retailer he subject to the 
scrutiny of the credit department? Most 
of the answers to this inquiry that was 
sent out show that this was up to the 
sales department 

Are not present-day 
chandising a matter in 
departments should 
Is the present intensified selling in the 
metropolitan centers going to spread to 
the smaller communities? If so, are our 
retail customers in such communities, 
that have been free in the past from cut- 
rate prices, going to be thrown into this 
holocaust of profits? What experience 


methods of mer- 
which our credit 
become interested? 


have they had and along what line has 
their education in merchandising been 


to have this condition precipitated in their 
ocalitv? 

In reports from members over the coun- 
try as to the proportion of customers that 
are good merchandisers there is quite a 
varied report. One of our most substan- 
tial members, to whose judgment we all 
defer, states that according to experience 
the retailers that go along in what might 
be called an indifferent way are less than 
» percent of the total Another report 
that the credit department gives favorable 
terms to customers who understand mer- 
chandising, although probably not mors 
than 10 percent of the retail trade could 
be put in this class. Another reports that 
one-third of the dealers are not aggres- 
sive. Another says, ‘‘All too small a per- 
centage of our customers are good mer- 
chandisers, but we feel that the situation 
is steadily improving.”’ Still another 
says, “Not more than one-fourth of the 
retailers may be called good merchan- 
disers. Practically all use ‘baits’ by sell- 
ing goods at less than cost.”’ 

These reports, however, show the need 
of work to stimulate and especially to 





guide the policy to be pursued in bringing 
the retailer to be a better merchandiser. 
The sooner work of this kind is done, the 
sooner our retail customers are going to 
be in a position to forestall encroachments 
of chain stores and their cut-rate meth- 
ods. When we realize how little attention 
is given in business education to mer- 
chandising, we realize that business to a 
great extent has grown just like Tonsy 
grew. There are exceptions and the re- 
ports given above show the wide variance 
in the opinion of good men as to how 
much need there is for education along 
merchandising lines. 

‘ Is it not right here that the credit de- 
partments should sit in? Is it not a fact 





that the foundation of any business must 
be first looked after and the structure 
built upon that foundation will be much 


sounder if the foundation is sound than 


if the foundation is simply thrown to- 
gether in an unsubstantial way, and is 
there any department of our business 


that can have a more substantial influ- 
ence in helping to build that foundation 
than the credit department? 


We now commence to get some very 
substantial literature upon merchandis- 
ing when we find a book recently pub- 


lished that says that there are three kinds 
of merchandising :— 

‘ompetitive merchandising is that 
revolves entirely upon the matter of 
price. There is not an iota of creative or con- 
structive effort put forward. Its motto is ‘‘May 
the best price win—and bankruptcy take the 
hindmost.”’ 

Second—Constructive merchandising is that 
sale is built up, not neces- 
sarily at a higher price, but perhaps with an 
added service, an increased use, an improved 
container, or any one of a number of construc- 
tive features added to a worthy product or 
service 

Third—Co-operative merchandising is con- 
structive merchandising as the work of a group 
of merchandisers, contradistinguished to the ef- 
forts of individuals or separate firms or cor- 
porations 

This idea is, therefore, submitted to the 
credit departments and to the executives 
for their consideration that the credit de- 
partment should sit in on the merchandis- 
ing problems that confront the retail cus- 
tomer. This may come under the super- 
vision of the educational committee of 
the N. W. D. A., and if so we would sug- 
gest their consideration of obtaining the 
support of the credit departments in pro- 
moting the idea of education along mer- 
chand.sing lines among the retailers. 


Credit Associations 


In making inquiry of the members of 
the committee in regard to credit associa- 
tions, there seems to be in practically all 
wholesale centers the local association of 
credit men, including various lines dis- 
tributed from that locality. In some 
parts of the country those associations 
which are organized independent of the 
N. W. D. A. and have their local meet- 
ings, do not seem to have generally pro- 
moted in the same association a getting 
together of the credit men of those same 
houses that were in those local assoc.a- 
tions. 

This would seem to be a field for local 
association work, as where such local as- 
sociations have inaugurated meetings of 
their credit men it has been productive 


First 
which 


process whereby a 


Chairman Fox: 
port will go to the board of control. 


Is there any other discussion? If 


of much good. One of the essentials of 
such organizations must be for each to 
have the full confidence of one another. 
No association can succeed unless the 
members are true to each other, This 
should prevail not only in the local asso- 
ciation, but also in associations of their 
credit men. Mr. Tregoe expresses this in 
one of his messages as follows:— 

What we need most are three human quali- 
ties that will overstep difficulties with joyous 
bounds. They are courage, intelligence and 
honesty—courage to face the problems without 
shrinking and to be confident that they will be 
solved: intelligence to do the right thing at the 
right time and in the right place; honesty that 
spurns short cuts, sharp practices and decep- 
tion. These would mean sound production and 
merchandising ‘Hold fast’’ is my brotherly 


plea. If we do that, things will come out right. 
During the centuries that history un- 
folds to us problems have always come 


up, and there have been men to meet and 
solve those problems. Can our problems 
today—while they seem serious and an- 
noying—be called major problems, as com- 
pared with the problems of history? Even 
those major problems when they came 
up were met and solved by men. To meet 


and solve these problems requires faith, 
courage and honesty. Let us meet our 
problems today with faith, courage and 
honesty, whether the problems be small 


They may not 
they will be 
they will be 


or whether they be large. 
be solved in a minute, but 
solved, and if we so meet 
solved right. 


Chairman Fox:—You have heard this 
report which has been so carefully pre- 
pared by Mr. Harper, and we will be glad 
to have discussion on same 


Discussion by Mr. Waite 


Waite :—Mr. Harper's report 
refers in one place to meetings of the 
credit men. In Ohio two years ago, we 
got up a little organization composed of 
five wholesale drug companies there and 
three of the houses in Indiana. We have 
been holding qieetings twice a year, these 
credit men of the eight houses. We spend 
a day together, all get around the table 
and go right through our list of customers 
in whom we are all mutually interested 
and talk them over. It has proved very 
beneficial in a great many cases and it 


Austin R. 


has probably saved us quite an amount 
of money. I believe that is something 
local associations could look into and I 


believe it is very practical. 


There is another matter in the paner 
referred to in regard to the National 


Credit Men’s Association. During that 
meeting one day is devoted to a drug 
group conference at which subjects of 
interest are discussed. These meetings 
are very beneficial. The only thing is, 
in the past there have not been enough 
of our members represented at these 
meetings. In the last several years, 
there have been somewhere between fif- 
teen and twenty jobbing houses rep- 
resented at each of the meetings. We 
could get a very much larger attendance 
and I believe it would prove mighty ben- 
eficial to all of us to have our credit de- 
partments get together as we do at these 
national conventions. 


there is no objection, the re- 


We will now have the report of the committee on proprietaries, written by Henry 


J. Bowerfind, chairman. It will be 
been unable to come to the meeting. 

(Secretary Newcomb read the report 
follows.) 


Report of Committee 


It scems futile to your chairman of 
the proprietary committee to again pre- 
sent a lengthy review of our troubles and 
problems in the distribution of trade- 
marked proprietariés and specialties, as 
has been done at these conventions in 
former years. 

FE eryone present has a complete knowl- 
edge of the seriousness of the situation. 
and sees in the no distant future a com- 








Henry J. Bowerfind 


Chairman on Proprietary Goods 


plete disintegration of this patent me li- 
cine departmental activity, unless a 
vreater number of manufacturers em- 


brace the newer and more thorough plan 
of seleetive distribution. “‘Every whole- 
responsibility of 


saler should place the 

these demoralized conditions squarely on 
the shoulders of those manufacturers who 
fail to distinguish between the service 
wholesaler and those to whom he allows 
fu compensation for non-wholesaling 
service.”’ 


read 


of the committee on proprietary 


by Dr. Newcomb, as Mr. Bowerfind has 


goods as 


on Proprietary Goods 


A review of our every-day problems in 
the distribution of drug store merchan- 
dise involves the manufacturer, ourselves, 
ind the independent retail druggist, and 
until manufacturers recognize their true 
position in the scheme of distribution, lit- 
tle or no help can come to these vital 
and essential groups of merchants. The 
unsettled conditions, the highly competi- 
tive markets, and the intolerant relation- 
ship as it exists in our group today is a 
perfectly logical reaction of current eco- 
nomic conditions following a hideous 
war with its natural post-war problem. 


Stabilization Necessary 


wholesale druggist is not 
profits or greater dis- 
counts from the manufacturers, but he 
does insist dn stabilized methods of dis- 
tribution, which, coupled with the efficient 
management of today’s progressive serv- 
ice wholesale druggist, will give the man- 
ufacturers the lowest unit cost and the 
lowest percentage cost of distribution 
when compared with other types of whole- 
saling. 

As distributors of drug store merchan- 
dise we have a new and dual responsibil- 
ity presented to us which will make or 
break us in due relation to our acceptance 
of and our ability to function under this 
new environment, Strictest - economies 
tending towards lower operating costs; 
a more rapid turn-over of our merchan- 
dise account, and a keener and more 
sympathetic appreciation of our competi- 
tion, are essential and imperative if we 
are to hold our position in this new era 
of distribution. 

Happily for all interests involved in the 
scheme of drug store merchandise dis- 
tribution, at least one scientific develop- 
ment is already under way, the druggists’ 
research bureau. This activity, as it 
progresses, will be of inestimable value to 
al interests involved, and more especially 


The service 
seeking additional 


to the independent retail druggist It 
should have the unalloyed support of 
e\ery member of this association, both 


morally and financially. It represents the 
best effort of a scientific nature that this 
has ever launched, and ina 
months has attracted nation- 


association 
few short 


wide approval from all divisions of drug 
store merchandising, and is destined to 
he the vehicle tending to hold the inde- 
pendent retail druggist in his rightful 


position as a professional necessity to his 
community 

Dr. Neweomb’s proposal for the scien- 
tific development of a platform of business 
principles must of necessity commend it- 
~-'f to every member here assembled. 
IXvery successful business, or ether type of 


Ww 
it} 
lit 
fu 
he 
wl! 
Ww 


Cx 
le; 


sp 


alr 
he 
Vo 


fa 
be 
t! 
Cii 


St 


ens 
in 
Sai 


me 


She 


cor 


sen 
sta 
pul 
tio: 
an 
in 
me 
eft 
duc 
eco 
cor 


a 
eng 
mo 
act 
me 
the 
fre 
as 
age 
act 
ing 
in 
cel 
less 
bey 
wol 
cel 


Ac 


6 
son 
gat 
cos 
tior 
bro 
cha 
por 
to | 
dis¢ 
atte 
cert 
tion 
in 


A 
doc 
arg’ 

A 
Dis 
We: 
dete 
in 1 

T) 

M 
Con 
Her 

SI 
Jan 
and 

M 

M 

cou 

B: 

Uni 
the 
viol 
18% 
com 
nop 
Stat 
“om 


Tr 
ufac 
‘tre 
fend 
in t 
beec 
mer 
cipa 
sota 
in I 
indi 
men 
Kee 
corp 
own 
duce 
man 
in ii 











must have a definite and 
well-defined platform to guide its activ- 
ities. Therefore, with his proposed out- 
line we can accomplish, step by step, in a 
fundamentally sound way, things which 
have heretofore been impossible, and 
when thoroughly understood and accepted, 
will remove barriers to our success. 


organization, 


Appendix to Report 
Legal Rights of Trade Associations 


Two important United States Supreme 
Court decisions having a bearing on the 
legal rights of trade associations With re- 


spect to activities concerning distribution 
and the maintenance of fair practices 
along sound economic line are reprinted 
herewith These two decisions (one in- 
volving the Maple Flooring Manufacturers’ 
Association, the other the Cement Manu- 


facturers’ Protective Asst should 


ciation) 





be carefully studied by every member of 
the National Wholesale Druggists’ Asso- 
Ciation because the outline what acts of 
trade associations in gathering and dis- 
seminating information are leg: 

There are many things which we may 
legally do to promote sound economic pro- 
cedure, the elimination of unfair trade 
practices and to encourage the adoption 


of more uniform and weneficial practices 














on the part of all of our members. 

Maple Flooring Manufacturers’ sociation, 
W. b. Young & Co., Mitchell Brothers Com- 
pans el Appts., vs United States of 
America 
Purpose of Acts Affecting Interstate 

Commerce 

1. Whether the genera purpose of persons 
and associations in disseminating information 
With respect t prices of commodities passing 
in interstate ommer¢ ' to become law- 
abiding members of the community or law- 
breakers not materi upon the question of 
their liability fer violation of the anti-trust 
act, unless the court can infer from their 
course ot conduct speci lic ind continuing 
purpose, greement, r understanding on their 
part to effect an actual restraint of trade, or 
unless it is stablished that the combination 
entered into, an s ivities as carried on, 
must necessarily resu in such restraint 


Distribution of Knowledge of Business 





Conditions 
2. The natural effect of the acquisition of 
wider and more scientific knowk e of busi- 
ness conditions in the minds of the individuals 
engaged in commerce, and its consequent effect 
in stabilizing production and prices, cannot be 
said to be an unreasonable restraint of com- 


merce, or in any respect unlawful, 


Purpose of Sherman Act 


not the purpose 
trust law to inhibit 
operations. 


of intent of the 
the intelligent 


3. It was 
Sherman anti 
conduct of business 


Validity of Gathering and Disseminat- 


ing Information 
$. Persons who unite in gathering and dis- 
seminating information in trade journals and 


statistical reports on industry, who gather and 


publish statistics as to the amount of produc- 
tion of commodities in interstate commerce, 
and who report market prices, are not engaged 


conspiracy in restraint of trade 
the ultimate results of their 
to stabilize prices or limit pro- 
better understanding of 
more general ability to 


in unlawful 
merely because 
efforts may be 
duction through a 
economic laws and a 
conform to them. 


What Acts Lawful 


trade 
ion of 
the Sherman 





association who are 
particular com- 
anti-trust 
the 


5. Mem 
engaged in the produc 
modity do not violate 


rs ol a 





















act by computing and distributing among 
members of the association information as to 
the averé cos of the product, or as to 
freight rates from a centrally located point, or 
as to trade atistics, such as production and 
aggregate surplus stock and prices received in 
actual course of business, or by holding meet- 
ings at which trade conditions are discussed, 
in the absence of proof of agreement or con- 
certed action actually reached or attempted to 
lessen production or arbitrarily raise prices 
beyond the level of production or prices which 
would prevail if no such agreement or con- 
certed action ensued 


Acts of Association in Gathering and 
Disseminating Information 








6. Trade associations or combinations of per- 
sons or corporations which openly and fairly 
gather and disseminate information as to the 
cost of their product, the volume of produc- 
tion, the actual price which the product hae 
brought in past ransactions, stocks of mer- 
chandise on hand pproximate cost" of trans- 
portation from the principal point of shipment 


to the points of consumption, and who meet to 
discuss such information without reac hing op 
attempting to reac h any agreement or con- 
certed action with respect to prices or produc- 
tion or restraining competition, do not engage 
in unlawful raint of commerce. 


[No. 342.] 


rest 


Restored to 


Argued December 1 and 2, 1924 te 
docket for reargument January 5, 1920. _Re- 
argued March 3, 1925. Decided June 1, 1925. 

Appeal by defendants from a decree of the 
District Court of the United States for the 


Western District of Michigan enjoining acts of 
defendants as constituting unlawful conspiracy 
in restraint of trade. Reversed. — 

The facts are stated in the opinion. 

Messrs. Edward R. Johnston, Jacob Newman, 
Conrad H. Poppenhusen, Henry L. Stern, and 
Henry Jackson Darby for appellants. 

Special Assistants to the Attorney General 
James A. Fowler, and C. Stanley Thompson, 
and Solicitor Genera! Beck for appellee. 

Mr. Herbert Pope as amicus curle. 

Mr. Justice Stone delivered the opinion of the 
court: 

By bill in 





equity filed March 5, 1923, the 
United States asked an injunction restraining 
the defendants, who are appellants here, from 
violating § 1 of the Act of Congress of July 2, 
1890, entitled, ‘‘An act to protect trade and 
commerce against unlawful restraints and mo- 
uopolies’’ (26 Stat. at L. 209, chap. 647, Comp. 
Stat. § 8820, 9 Fed. Stat. Anno, 2d ed. p. 644), 
sommonly known as the Sherman Act. 
Adv. Ops. Oct. Term, 1924. 


The defendants are the Maple Flooring Man- 
ufacturers’ Association, an unincorporated 
‘‘trade association’’; twenty-two corporate de- 
fendants, members of the association, engaged 
in the business of sellng and shipping maple, 
beech and birch flooring in interstate com- 
merce, all but two of them having their prin- 
cipal places of business in Michigan, Minne- 
sota or Wisconsin (one defendant being located 
in Illinois and one in New York); the several 
individual representatives of the corporate 
members of the association; and George W. 





Keehn, secretary of the association. Of the 
corporate defendants, approximately one-half 
own timberlands and sawmills and are pro- 
ducers of the rough lumber from which they 


manufacture finished flooring, sold and shipped 
in interstate commerce. The other defendante 





IN CHEMICALS, DYESTUFFS, 








DRUGS, PAINTS, OILS, FERTILIZERS 





purchase 
market 


rough 


flooring lumber in the open 
and 


manufacture it into finished floor- 





ing, Which is sold and shipped in interstate 
commerce. In li! there were in the States 
of Illinois, Michigan, Minnesota and Wisconsin 


seventeen non-member manufacturers of maple, 
beech and birch flooring, and there were firty- 
eight non-member manufacturers of maple, 
beech and birch flooring in the United States 
who reported to the government. In that year 
thirty-eight non-member manufacturers report- 





ed a manufacturing capacity of 238,610,000 
feet of flooring of the types mentione and 
during the same year the manufacturing ca 
pacity of the defendants was 158,400,00u feet 
Estimates submitted in behalf of the govern- 
ment indicate that in the year 1922 the de- 


fendants produced 70 percent of the total pro- 


























duction of these types of flooring, the percent- 
ige having been gradually diminished during 
the five years preceding, the average for the 
five years being 74.2 percer It is also in 
evidence that aside from non-member manu- 
turers Who reported to the government, there 
are numerous other non-member manufacturers 
ol such flooring in the United States and 
in ‘Phe defendants own only a small 
" yn oof the total stand, in the United 
State maple, beech and birch timber from 
vhich ie Various types of flooring produced 
ind sold by endants are manufactured 

In March 1v22, the corporate defendants 
organized the defendant, the Maple Flooring 
Manufacture Association, but for many years 
prior lo that time, and certainly since 1913, a 
substuntial number of the corporate defend- 
ants have partic ited actively in maintaining 
numerous successive trade associations of the 
same name Which were predecessors of the 
present association The oral testimony and 
documentary evidence have covered a wide 
rang ind have reached a great volume, which 
t will be imposs.ble, within the limits of an 
opinon, to review in detai The defendants 
have engaged in many activities to which no 
exception tuken yy the government, and 
which are admittedly beneficial to the industry 
ind to consumers; such as co-operative adver 
tising and th indardization and improve 
ment of its product The activities, however, 
of the present association, of which the gov- 
ernment, complains, may be summarized as 
follows 

(1) The computation and distribution among 
the members of the association of the averag: 
cost to ussociation members of all dimensions 


and grades of flooring. 
(2) The compilation 
members of a booklet 


and dist 
showing 


ribution 
freight 


among 


rates on 





flooring from Cadillac, Mich., to between five 
and wvix thousand points of shipment in the 
United States. 

(3) The gathering of statistics which, at fre- 
quent intervals, are supplied by each member 
of the association to the secretary of the 


‘ssOciation, giving complete information as to 











the quantity and kind of flooring sold and 
prices received by the supporting members, and 
the amount of stock on hand, which informa- 
tion is Summarized by the secretary and trans- 
mitted to members without, however, revealing 
the ntity of the members in connection with 
any specific information thus transmitted. 

(4) Meetings at which the representatives of 


members congregate and discuss the 
and exchange views as to its problems. 
sefore considering these phases of the activi- 


industry 

















ies of the association, it should be pointed 
out that it is neither alleged nor proved that 
there was any agreement among the members 
of the association either affecting production, 
tixing prices, or for price maintenance Both 
by the articles of association and in actual 
practice, members have been left free to sell 
their product at any price they choose and tu 
conduct their business as they please. Aithough 
the bill alleges that the activities of the de- 
fendants hereinbefore referred to resulted in 
the maintenance of practical uniformity of net 
delivered prices as between the several cor- 
porate defendants, the evidence fails to estab- 
lish such uniformity, and it was not seriously 
urged before this court that any substantial 
uniformity in price had in fact resulted from 
the activities of the association, although it 
was conceded by defendants that the dissemi- 


nation of information as to cost of the product 
and as to production and prices would tend to 


bring about uniformity in prices through the 
operation of economic law. Nor wag there 
any direct proof that the activities of the 
association had affected prices adversely to 


consumers On the contrary, the defendants 
offered a great volume of evidence tending to 
show that the trend of prices of the product of 
the defendants corresponded to the law of sup- 
ply and demand, and that it evidenced no 
abnormality when compared -with the price of 
commodities generally. There is undisputed 





evidence that the prices of members were fair 
and reasonable, and that they were usually 
lower than the prices of non-members, and 
there is no claim that defendants were guilty 
of unfair or arbitrary trade practices. 


The contention of the government is that 











there is a combination among the defendants, 
which is admitted; that the effect of the ac- 
tivities of the defendants, carried on under 
the plan of the association, must necessarily 
be to bring about a concerted effort on the 
part of members of the association to maintain 
prices at levels having a close relation to the 
average cost of flooring 1 rted to members, 
ind that consequently there is a necessary and 
inevitable restraint of interstate commerce, and 
that therefore the plan of t association itself 
is a violation of § 1 of the Sherman act, which 
should be enjoined regardle of its actual oper- 
ation and effect so far as price maintenance is 
concerned. The case must turn, therefore, on 
the effect of the activity of the defendants in 
the gathering and dissemination of -information 
as to the cost of flooring, since without that 
the other activities complained of could have 
no material bearing on price levels in the 
industry, and it was to this phase of the case 


that the oral argument was mainly directed 


Having outlined the substantial issues in the 
case, it will now be convenient to examine 
more in detail the several activities of the 
fendants of which the government complains. 


Computation and Distribution of Cost 
Information 


There are three principal elements which en- 
ter into the computation of the cost of finished 


de- 


flooring. They are the cost of raw material, 
manufacturing cost, and the percentage of 


waste in converting rough lumber into flooring. 
The information as to the cost of rough lum- 
ber was procured by the secretary from reports 
of actual sales of lumber by members in the 
open market. From five to ten ascertained 
sales were taken as standard, and the average 
was taken as the estimated cost of raw mate- 
rial. Manufacturing costs were ascertained by 
questionnaires gent out to members, by which 
members were requested to give information as 
to labor costs, costs of warehousing, insurance 
and taxes, interest at 6 percent on the value 
of the plant, selling expense, including com- 
missions, and cost of advertising and deprecia- 
tion of plant. From the total thus ascertained 
there was deducted the net profit from wood 
and other by-products. The net total cost thus 
ascertained of all members reporting was then 
averaged. 

The percentage of waste in converting the 
rough lumber into flooring was ascertained by 
test runs made by selected members of the 
association under the direction of the secretary 
of the association, in the course of which a 
given amount of rough lumber was converted 
into flooring of different sizes and the actual 
waste in the process ascertained and stated in 
terms of percentage. By combining the three 
elements of cost thus arrived at, the total cost 
per thousand feet of the aggregate of the dif- 
ferent types and grades of flooring produced 





from a given amount of rough lumber was esti- 
mated, To this cost there was at one time 
added an estimated 5 percent for contingencies, 
which practice, however, was discontinued t 
resqlution of the association of July 19, 1923. 
For the element of manufacturing and market 











ing cost, the first of these estimates prepared 
in the manner described was based upon an 
average of such cost for the first half of 1921 





Other successive estimates were prepared on a 


like basis during the first, third and fourth 
quarters of the year 1922, 
In order to determine the cost of a given 


type or grade of flooring it was necessary to 
distribute the total cost of the aggregate of the 


different types and grades of finished flooring 
produced from a given amount of rough lumber 
among the several types and grades thus pro- 


duced. This distribution was made by the 
officials of the association and the estimated 
cost thus determined was tabulated and distrib- 
uted among the members of the association. 
There is no substantial claim made on the 
part of the government that the preparation of 
these estimates of cost were not made with all 
practicable accuracy or that thev were in any 
respect not what they purported to be—an esti- 
mate of the actual cost of commercial grades 
of finished flooring fairly ascertained from the 


actual experience of members of the associa- 
tion, except that the point is made by the 
government that the distribution of cost among 
the several types and grades of finished floor- 
ing produced from a given amount of rough 
umber was necessarily arbitrary, and that it 
might be or become a cover for price fixing 
Suffice it to say that neither the government 
nor the defendants seem to have found it 
necessary to prove upon what principle of cost 
accounting this distribution of cost was made, 
and there are no data from which any infer- 
ence can be drawn as to whether or not it 
conformed to accepted practices of cost ac- 
counting applied to the manufacture of a 
diversified product from a single type of raw 
material 


Compilation and Distribution of Infor- 
mation on Freights 


Through the agency of the secretary of the 
assvciation a booklet was compiled and dis- 
tributed to members of the association showing 
freight rates from Cadillac, Mich., to numer- 
ous points throughout the United States to 
which the finished flooring is shipped by mem- 
bers of the association. It appears from the 
evidence to have been the usual practice in 
the maple flooring trade to quote flooring at a 
delivered price, and that purchasers of flooring 
usually will not buy on any other basis. The 
evidence, however, is undisputed that the de- 
fendants quote and sell on an f.0.b. mill basis 
whenever a purchaser so requests It also 
appears that the mil.s of most of the members 
of the association are located in small towns 
in Michigan and Wisconsin, and that the aver- 
age freight rates from these principal produc- 
ing points in Michigan and Wisconsin, to the 
principal centers of consumption in the United 
States, are approximately the same as the 
treight rates from Cadillac, Mich., to the same 
centers of consumption There is abundant 
evidence that there were delays in securing 
quotations of freight rates from the local 
agents of carriers in towns in which the fac- 
tories of defendants are located, which serious- 
ly interfered with prompt quotations of deliv- 
ered prices to customers; that the actual aggre- 


gate difference between local freight rates for 
most of defendants’ mills and the rate appear- 
ing in defendants’ freight rate-book, based om 
rates at Cadillac, Mich., was so small as to be 
only nominal, and that the freight rate-book 
served a useful and legitimate purpose in en- 


abling members to quote promptly a delivered 
price on their product by adding to their mill 
price a previously calculated freight rate which 
approximated closely to the actual rate from 
their own mill towns. 

The government b criticism of the 
use of the freight rate-book upon the fact that 
antecedent associations maintained by defend- 
ants incorporated in the freight rate-book a 
delivered price which was made up by adding 
the calculated freight rate from Cadillac, 
Mich., to a minimum price under the so-called 
‘minimum price plan’’ of previous associations, 


ises its 





whereby the price was fixed at cost plus 10 
percent of profit. It is conceded that the 
present association does not include a delivered 
price in the freight rate-book, but it is urged 
by the government that the circulation of the 


cost of 


tables of estimated 
with a freight rate-book, 


flooring, together 
enables members of 


the association to fix a delivered price by add- 
ing to the estimated cost circulated among 
members, the calculated freight rate published 


in the freight rate-book, and that the freight 
rate-book used in conjunction with the pub- 
lished material as to estimated cost is merely 
a device whereby the defendants have con- 
tinued the so-called minimum price plan for- 
merly maintained by predecessor associations, 
which was a plan whereby the members 
operated in the maintenance of a fixed mini- 
mum price. Defendants maintain that the 
minimum price plan was never actually car- 
ried out by any predecessor association, and 
that it was formally abandoned in February 
or March, 1920, after the failure to secure the 
approval of the plan by the Federal Trade 
Commission, and was never revived or con- 
tinued. 

It cannot, 


that data 
circulated 
when 
which 
freight 


we think, be 
as to the average cost of 
among the members of the association, 
combined with a calculated freight rate 
is either exactly or approximately the 


questioned 
flooring 





rate from the point of shipment. plus an arbi- 
trary percentage of profit, could be made the 
basis for fixing prices or for an agreement for 
price maintenance which, if found to exist, 
would, under the decisions of this court, con- 
stitute a violation of the Sherman act But, 
as we have alreday said, the record is barren 
of evidence that the published list of costs and 
the freight rate-book have been so used by the 





present association Consequently the question 
which this court must decide is whether the 
use of this material by members of the asso- 


ciation will necessarily have that effect, so as 
to produce that unreasonable restraint of inter- 
state commerce which is condemned by the 
Sherman act. 


Gathering and Distributing of Trade 
Statistics 


It is contended by the 
analysis of the reporting system adopted by 
the defendants shows that there is no infor- 
mation withheld by one member from another, 
and that every member is perfectly familiar 
not only with the summaries which show the 
exact market condition generally, but also with 


government that an 


the exact condition of the business of each of 
his fellow members. An examination of the 
record discloses that this is not an accurate 
statement of the statistical information dis- 
tributed among members of che association 

certainly not within any recent period of the 
history of the successive associations. At the 


time of the filing of the bill, members reported 
weekly to the secretary of the association on 


forms showing dates of sales made by the 
reporting member, the quantity, the thickness 
and face, the grade, the kind of wood, the 
delivery, the prices at which sold, the average 
freight rate to destination, and the rate of 
commission paid, if any. Members also re- 


ported monthly the amount of flooring on hand 
of each dimension and grade, and the amount 
of unfilled orders. Monthly reports were also 
required, showing the amount of production for 
each period and the new orders booked for each 
variety of flooring. The association promptly 
reported back to the members statistics com- 
piled from the reports of members, including 
the identifying numbers of the miils making 
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the re ports, 
grades, 


and 
prices, 


information as to 


1 quantities, 
freight rates, eic., 


vith respect 











to each sale The names of purchasers were 
not reported, and from and after July 1d, 1923, 
the identifying number of the mill making the 
report Was omitted. All reports of sales and 
prices dealt exclusively with past and closed 
transactions The statistics gathered by the 
defendant association are given wide pt blic ity. 


They are published in trade journals which are 
read by from 90 to 95 percent of the persons 
who purchase the products of association mem- 


bers They are sent to the Department of 
Commerce, which publishes a monthly survey 
of current business They are forwarded to 
the Federal Reserve and other banks, and are 
available to anyone at any time desiring to 
use them It is to be noted that the statistics 
gathered and disseminated do not include cur- 
rent price quotations; information as to em- 


ployment conditions 
of shipments; 
bution by <¢ 


geographical distribution 
the names of customers or distri- 





} asses of purchasers; the details 
With respect to new orders booked, such as 
names of customers, geographical origin of 
orders; or details with respect to unfilled or- 
ders, such as names of customers, their 


: gzeo- 
graphical location; the names of members hav- 





ing surplus stocks on hand; the amount of 
rough lumber on hand; or information as to 
cancellation of orders Nor do they differ in 
any essential respect from trade or business 
statistics which are freely gathered and pub- 
licly disseminated in numerous branches of 
industry producing a standardized product such 
as grain, cotton, coal oil, and involving inter- 
state commerce, whose statistics disclose vol- 
ume and material elements affecting costs of 


production, sales price and stock on hand. 


Association Meetings 


The articles of the defendant association pro- 


vide for regular meetings for the transaction 
of business on the third Wedne sday of April, 
July and October of each year, and that spe- 
cial meetings may be called by the president 
or a majority of the board of trustees. Dur- 
ing the year in which the bill of complaint 
was filed meetings appear to have been held 
monthl Minutes of meetings were kept, al- 








though it is not contended that they 
a complete record of the 
conditions generally, as 


constitute 
proceedings Trade 
reflected by the sta- 





tistical information disseminated among mem- 
bers, were discussed; the market price of 
rough maple flooring were also discussed, ag 
were also manufacturing and market condi- 
tions. Those members who did not produce 
rough flooring lumber improved the occasion 
of the monthly meeting to secure purchases of 
this commodity from other members. The 
testimony is explicit and not denied that, fol- 
lowing the decision in United States vs. Ameri- 
can Linseed Oil Co., 262 U. S. 371, 67 L. ed. 
1085, 43 Sup. Ct. Rep. 607 (June, 1923), there 
was no discussion of prices in meetings. There 


was no occasion to discuss past prices, as those 
were fully detaile in the statistical reports, 
and the association was advised by counsel 
that future prices were not a proper subject of 
discussion. It was admitted by several wit- 
nesses, however, that, upon occasion, the trend 
of prices and future prices became the subject 
of discussion outside the meeting. among indi- 
vidual representatives of the defendants at- 
tending the meeting. The government, how- 
ever, does not charge, nor is it contended, that 
there Was any understanding or agreement, 
either express or implied, at the meetings or 
elsewhere, with respect to prices 

Upon this the 
court, from whose decision this appeal was 
taken, held that the plan or system operated 
by the defendants had a direct and necessary 
tendency to destroy competition; that the 
methods employed by them had at all times 
a controlling influence to impeding the eco- 
nomic laws of supply and demand, and tending 
to increase prices, and to stifle competition; 
that the plan of the association was there- 
fore inherently illegal; that, in consequence, 
the actual results flowing from such a plan 








state of record, the district 





and the execution of it are of secondary im- 
portance. The court accordingly decreed the 
dissolution of the defendants, and enjoined 
them from engaging in activities complained 
of by the government. In arriving at this 
result it was admitted that it was impossi- 
ble to measure, either accurately or even ap- 
proximately, the effect of the activities of 
the defendants upon prices, production, and 
competition in the flooring industry, for the 
reason that there could be, in the nature of 
things, no satisfactory standards of compari- 
son. The court found no agreement to fix 
prices, and that in fact lower prices have 
usually been quoted by members than by 
non-members of the association. In reaching 











its conclusion, the court relied principally 
upon the necessary tendency or effect of the 
plan actually in operation, and upon the past 
history of the association and its predecessors 
as indicating a probable purpose on the part 
of the members of the association to use the 
plan as a medium for effecting actual and 
undue restraint on interstate commerce, and 
it is urged here that the history of the suc- 
cessive associations organized by the mem- 
bers of the defendant association, or a ma- 
jority of them, establishes a systematic pur- 
pose on the part of the corporate defendants 
to restrain interstate commerce. 

It is pointed out that the articles of the 
association of January 1, 1913, embodied the 
so-called ‘‘allotmént plan,’’ which provided 
for an allotted percentage of the aggregate 
shipments of all members within a_ given 
period, to each member with a provision for 
payment of a bonus or allowance to each 
member which did not make its full allot- 
ment or percentage of shipments. This plan 
was abandoned in March, 1920... On July 1, 
1916, the articles of association of that date 
adopted a minimum price plan which it is 
claimed continued in effect until about Janu- 
ary 1, 1921. This plan contemplated the 
establishment of a minimum price of maple, 
beech, and birch flooring by members of the 
association, such prices to consist of the 
average cost and expense of manufacturing 
and selling the product, plus an average 
profit of 10 percent The plan provided dras- 
tic penalties for the sale of flooring at less 
than the minimum price so established. It is 
also charged that on January, 1921 the de- 
fendants, by agreement, established a mini- 
mum price basis for the sale of flooring for 
the ensuing year. Under this plan the 
average net profit we reduced from 10 to 5 
percent, and penalties for noncompliance with 


the minimum price scale were abolished. 

It is conceded, however, that each of these 
several plans was abandoned, and that the 
present association, both by the terms of its 


articles of association and in actual practice, 
has confined itself to the activities which 
have already been described in some detail. 

We think it might be urged, on the basis 
of this record, that the defendants, by their 
course of conduct instead of evidencing the 
purpose of persistent violators of law, had 
steadily indicated a purpose to keep within 
the boundaries of legality as rapidly as those 
boundaries were marked out by the decisions 
of courts interpreting the Sherman act. 
Whether, however, their general purpose was 
to become law-abiding members of the com- 
munity or law breakers, it is not, we think, 
very material, unless the court either can 
infer from this course of conduct a specific 
and continuing purpose or agreement or un- 
derstanding on their part to do acts tending 
to effect an actual restraint of commerce 
(United States v. United States Steel Corp. 
231 U. S. 417, 64 L. ed. 348, 8 A. L. R. 1121, 
40 Sup. Ct. Rep. 293), or unless, on the other 
hand, it is established that the combination 
entered into by the defendants in the or- 
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ganization of the defendant assoc iation, and 
its activities as now carried on, must neces- 
sarily result in such restraint. As already 


of evidence 

agree- 
part of 
com- 


is barren 
that there is any 
intention on the 


indicated, the ecord 
tending to establish 
ment or purpose or 
defendants to produce any effect upon 
merce other than that which would neces- 
sarily flow from the activities of the present 
association: and in our view the government 
Stand or fall upon its ability to bring 












must : 
the facts of the present case within the rule 
as laid down in American Column & Lumber 
Co. v. United States, 257 U, 8. & where 
it was said, at p. 400, 66 L. ed. 284, 291, 
21 A. L. R. 1085, 42 Sup. Ct. Rep. 114; ‘‘It 
has been repeatedly held by this court that 


the purpose of the statute is to maintain free 
competition in interstate commerce, and that 
action by any combination of 


any concerted i c 
men or corporations to cause or which in 
fact does cause, direct undue restraint of 
competition in such commerce falls within 
the condemnation of the act and is unlaw- 
ful.’ And within the rule laid down by the 
court in United States v. American Linseed 
Oi Co., 262 U. S. 371, at p. 390, 67 L. ed. 
1035, 1041, 43 Sup. Ct. Rep. 607: “In the 


monopolize or the 
from contract or 
certainly may ex- 
concerted action 
wholly dif- 
when the 
kind 
long 


absence of a purpose to 

compulsion that results 

agreement, the individual 
great freedom; but 
combination presents a 

problem, and is forbidden 
necessary tendency is to destroy the 
of competition to which the public has 
looked for protection.’’ 
It should be noted 





ercise 
through 
ferent 


that the bill of com- 
plaint neither charges, nor does the govern- 
ment urge, that there was any purpose on 
the part of the defendants to monopolize 
commerce in maple, beech, and birch flooring. 
It is not contended that there was the com- 
pulsion of any agreement fixing prices, re- 
straining production or competition, or other- 
wise restraining interstate commerce. In our 
view, therefore, the sole question presented 
by this record for our consideration is 
whether the combination of the defendants 
in their existing association as actually con- 
ducted by them has a necessary tendency to 
cause direct and undue restraint of competi- 
tion in commerce, falling within the con- 
demnation of the act. In urging that such 
is the necessary effect, the government relies 
mainly upon the decisions of this court in 
Eastern States Retail Lumber Dealers’ Asso. 
vy. United States, 234 U. S. 600, 58 L. ed. 
1490, L. R. A. 1915A, 788, 384 Sup. Ct. Rep. 
Lumber Co. Vv. 





951; American Column & c 
United States v. American Linseed Oil Co. 
supra. : 
It should be said at the outset that, in 
application of the rule of 


considering the 2 : 
in those cases to the situation pre- 
this record, it should be remem- 
this court has often announced 
that each case arising under the Sherman 
act must be determined upon the particular 
facts disclosed by the record, and that the 
opinions in those cases must be read in the 
light of their facts and of a clear recognition 
of the essential differences in the facts of 
those cases, and in the facts of any new case 
to which the rule of earlier decisions is to 
e applied. 
hs Zactera States Retail Lumber Dealers’ 
Asso. v. United States, supra. the defendant 
members of the association had entered into 


decision 
sented by 
bered that 


a combination and agreement whereby mem- 
bers were required to report to the associa- 
tion the names of wholesale dealers in 
lumber who sold their product directly 
to consumers. The names of the of- 
fending wholesalers were placed upon @& 
“black list,” which was circulated among 


the members of the association. The name 
of a blacklisted wholesaler could , be removed 
from the list only on application to the secre- 
tary of the association, and on assurance 
that the offending wholesaler would no longer 


sell in competition with retailers. It Was 
conceded by the defendants, and the court 
found, that the circulation of this in- 


below : 
formation would have a natural tendency to 
cause retailers receiving these reports to with- 


hold patronage from listed concerns; that it 
therefore necessarily tended to restrain 
wholesalers from selling to the retail trade, 

itself, was an undue and unrea- 


which, in 
sonable restraint of commerce. Moreover, the 
court said, at p. 612 [58 L. ed. 149, L. R.A. 
1915A, 796, 34 Sup. Ct. Rep. 951]: “This 
record abounds in instances where the of- 
fending dealer was thus reported, the hoped- 
for effect, unless he discontinued the offend- 
ing practice, realized, and his trade directly 
and appreciably impaired.’" There was thus 
presented a case in which the court could 
not only see that the combination would 
necessafily result in a restraint on commerce 
which was unreasonable, but where in fact 
such restraints had actually been effected by 
the concerted action of the defendants. 


In American Column & Lumber Co. v. United 
States, supra, the defendant association was 
engaged in gathering and disseminating among 
its members daily reports of all sales actually 
made: the name and address of the pur- 
chaser; the kind, grade, and quality of com- 
modity; a daily shipping report giving details 
of all shipments made; a monthly production 
report, giving productions of the member dur- 
ing the previous month; a monthly stock report 
showing stock on hand on the first day of 
the month; current price lists, followed by 
prompt information as to new price quota- 
tions as made. Monthly meetings were held 
at which the extensive interchange of reports 
was supplemented by further exchange of in- 
formation as to production, at which active 
and concerted efforts were made to suppress 
competition by the restriction of production. 
The secretary of the association, in com- 
munications to members, actively urged cur- 
tailment of production and increase of prices. 
The record disclosed a systematic effort, par- 
ticipated in by the members of the association 
and led and directed by the secretary of the 
association, to cut down production and in- 
crease prices. The court not only held that 
this concerted effort was in itself unlawful, 
but that it resulted in an actual excessive 
increase of price to which the court found 
the ‘“‘united action of this large and influential 
membership of dealers contributed greatly.’’ 
The opinion of the court in that case rests 
squarely on the ground that there was a com- 
bination on the part of the members to secure 
concerted action in curtailment of production 
and increase of price, which actually resulted 
in a restraint of commerce, producing increase 
of price. 


In United States v. American Linseed Oil 
Co., supra, defendants entered into an agree- 
ment, with provisions for financial forfeitures 
in event of its violation, for the organization 
and maintenance of an exchange or bureau 
whose function it was to gather and distribute 
information among the members as to all price 
lists covering the product of members. Mem- 
bers agreed, under heavy penalties for viola- 
tion, to furnish to the bureau a ‘‘schedule of 
prices and terms and adhere thereto—unless 
more onerous ones were obtained—until pre- 
pared to give immediate notice of departure 
therefrom for relay by the bureau to mem- 
bers.’ Members were required by the agree- 
ment to report by telegraph all variations of 
prices; the names of prospective buyers; the 
point of shipment; the exact prices, terms and 
discounts; whether sales were made to jobber, 
or dealer, or consumer; in what quantity: and 
to report also by telegraph all orders received; 
to report daily all carload sales of product, 
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giving full details; all such information being 
treated as confidential and concealed from the 
buyers. All information received was made 
available to members through the statistical 
surveys of the bureau. It was provided that 
any subscriber who had offered his product 
to a prospective buyer who did not purchase 
should have the right to advise the bureau of 
the unsuccessful offer. and to request the 
bureau to ‘‘bulletin’’ all its subscribers, asking 
information regarding any quotations 
such prospective buyer, and to 
ibers a compilation report of the 


specific 
for sale to 
make to subser 


information secured by such ‘‘bulletin.’’ Mem- 
bers were required to give the desired infor- 
mation. Each subscriber was required to fur- 


information 


upon request, 
product, and 


buyer of the 


bureau, 
any 


nish the 
pertaining to 


might request the bureau to secure like infor- 
mation from all other subscribers ‘‘whenever 
it shall have an order or account with or 
inquiry from the buyer.’’ The plan as organ- 


ized was actively carried out by the defendants 


ind the court held that the plan as operated 
by the defendants was a violation of the 
Sherman act in that “‘its necessary tendency 
was to suppress competition in interstate 


was held that the agreement 
for price maintenance, accompanied by free 
exchange of information between competitors 
as to current prices of the product offered for 
sale, full details as to purchasers, actual and 
prospective, and the exchange of information 
as to buyers and those to whom offerings were 
made by sellers, and of the terms of such 
offerings, could necessarily have only one pur- 
pose and effect—namely, to restrain competition 
among sellers. The court said, at p. 3:9 
(67 L. ed. 1041, 43 Sup. Ct. Rep. @07):— 

‘Tf, looking at the entire contract by which 
they are bound together, in the light of what 
has been done under it, the court can see that 
its necessary tendency is to suppress compe- 
tition in trade between the states, the com- 
bination must be declared unlawful. That 
such is its tendency, we think must be 
affirmed.”’ 


Information 


think, open to 
the dissemination of pertinent information 
concerning any trade or business tends to 
stabilize that trade or business and to produce 
uniformity of price and trade practice. Ex- 
change of price quotations of market com- 
modities tends to produce uniformity of prices 
in the markets of the world. Knowledge of 
the supplies of available merchandise tends to 
prevent overproduction and to avoid the eco- 
nomic disturbance produced by business crises 
resulting from overproduction. But the 
natural effect of the acquisition of wider and 
knowledge of business condi- 


commerce.’’ It 


Is Stabilizer 


It is not, we question that 


more scientific 

tions, on the minds of the individuals engaged 
in commerce, and its consequent effect in 
stabilizing production and price, can hardly 
be deemed a restraint of commerce, or if so, 
it cannot, we think, be said to be an unrea- 


sonable restraint, or in any respect unlawful. 


It is the consensus of opinion of economists 
and of many of the most important agencies 
of government that the public interest is 
served by the gathering and dissemination, in 
the widest possible manner, of information 
with respect to the production and distribu- 
tion, cost and prices in actual sales, of market 
commodities, because the making available of 
such information tends to stabilize trade and 
industry, to produce fairer price levels, and to 
avoid the waste which inevitably attends the 
unintelligent conduct of economic enterprise. 
Free competition means a free and open mar- 
ket among both buyers and sellers for the 
sale and distribution of commodities. Compe- 
tition does not become less free merely because 
the conduct of commercial operations becomes 
more intelligent through the free distribution 
of knowledge of all the essential factors enter- 
ing into the commercial transaction.* General 
knowledge that there is an accumulation of 
surplus of any market commodity would un- 
doubtedly tend to diminish production, but the 
dissemination of that information cannot, in 
itself, be said to be restraint upon commerce 
in any legal sense. The manufacturer is free 
to produce, but prudence and business fore- 
sight based on that knowledge influence free 
choice in favor of more limited production. 
Restraint upon free competition begins when 
improper use is made of that information 
through any concerted action which operates 
to restrain the freedom of action of those who 
buy and sell. 

It was not the purpose or the intent of the 
Sherman anti-trust law to inhibit the intelli- 
gent conduct of business operations, nor do 
we conceive that its purpose was to suppress 
such influences as might affect the operations 
of interstate commerce through the applica- 
tion to them of the individual intelligence of 
those engaged in commerce, enlightened by 
accurate information as to the essential ele- 
ments of the economics ot a trade or business, 
however gathered or disseminated. Persons 
who unite in gathering and disseminating in- 
formation in trade journals and statistical 
reports on industry, who gather and publish 
statistics as to the amount of production of 
commodities in interstate commerce, and who 
report market prices, are not engaged in un- 
lawful conspiracies in restraint of trade merely 
because the ultimate result of their efforts may 
be to stabilize prices or limit production 
through a better understanding of economic 
laws and a more general ability to conform 
to them, for the simple reason that the Sher- 
man law neither repeals economic laws nor 
prohibits the gathering and dissemination of 
information. Sellers of any commodity who 
guide the daily conduct of their business on 
the basis of market reports would hardly 
be deemed to be conspirators engaged in re- 
straint of interstate commerce. They would 
not be any the more so merely because they 
became stockholders in a corporation, or joint 
owners of a trade journal, engaged in the 
business of compiling and publishing such 
reports. 

We do not conceive that the members of 
trade associations become such conspirators 
merely because they gather and disseminate 
information such as is here complained of, 
bearing on the business in which they are 
engaged, and make use of it in the manage- 
ment and control of their individual businesses; 
nor do we think that the proper application 
of the principles of decision of Eastern States 
Retail Lumber Association v. United States, 
or American Column & Lumber Co. v. United 
States, or United States v. American Linseed 
Oil Co., leads to any such result. The court 
held that the defendants in those cases were 
engaged in conspiracies against interstate 
trade and commerce because it was found that 
the character of the information which had 
been gathered and the use which was made 
of it led irresistibly to the conclusion that they 
had resulted, or would necessarily result, in 
a concerted effort of the defendants to curtail 
production or raise prices of commodities 
shipped in interstate commerce. The unlaw- 








* See a suggestive analysis of the competitive 
system by various economists, collected and 
commented on in Marshall's Readings on In- 
dustrial Society, 204, 419, 479, 498, 985. See 


Hobson, ‘“‘The Evolution of Moderr Capital- 
ism,’’ 408, 405; ‘“‘Blementary Principles of 
Economics,”’ Irving Fisher, 427 et seq 


fulness of the combination arose not from the 
fact that the defendants had effected a: com- 
bination to gather and disseminate informa- 
tion, but from the fact that the court inferred 
from the peculiar circumstances of each case 


that concerted action had resulted, or would 
necessarily result, in tending arbitrarily to 
lessen production or increase prices. 


Viewed in this light, can it be said in the 
present case that the character of the informa- 
tion gathered by the defendants, or the use 
which is being made of it, leads to any nec- 
essary inference that the defendants either 
have made or will make any different or other 
use of it than would normally be made if like 
were published in a trade journal, 
or were published by the Department of Com- 
merce, to which all the gathered statistics are 
made available? The cost of production, 
prompt information as to the cost of trans- 
portation, are legitimate subjects of inquiry 
and knowledge in any industry. So. likewise, 
is the production of the commodity in that 
industry, the aggregate surplus stock, and the 
prices at which the commodity has actually 
been sold in the usual course of business. 


Statistics 


Possible Use of Information 


We realize that such information, gathered 
and disseminated among the members of a 
trade or business, may be the basis of agree- 
ment or concerted action to lessen production 
arbitrarily or to raise prices beyond the levels 
of production and price which would prevail 
if no such agreement or concerted action 
ensued, and those engaged in commerce were 
left free to base individual initiative on full 
information of the essential elements of their 
business. Such concerted action constitutes a 
restraint of commerce and is illegal, and may 
be enjoined, as may any other combination or 
activity necessarily resulting in such concerted 
action as was the subject of consideration in 
Americe Column & Lumber Co, v. United 









States. U. S. 377, 66 L. ed. 284, 21 A. L. R 
1098, Sup. Ct. Rep. 114, and United States 
v. American Linseed Oil Co. 262 U. S. 371, 
67 L. ed. 1085, 43 Sup. Ct. Rep. 607. But in 


the absence of proof of such agreement or 
concerted action having actually reached or 
actually attempted, under the present plan of 
operation of defendants. we can find no basis 
in the gathering and dissemination of such 
information by them, or in their activities 
under their present organization, for the infer- 
ence that such concerted action will necessarily 
result within the rule laid down in those cases, 


We decide only that trade associations or 
combinations of persons or corporations which 
openly and fairly gather and disseminate in- 
formation as to the cost of their product, the 
volume of production, the actual price which 
the product has brought in past transactions, 
stocks of merchandise on hand, approximate 
cost of transportation from the principal point 
of shipment to the points of consumption, as 
did these defendants, and who, as they did, 
meet and discuss such information § and 
Statistics without, however, reaching or at- 
tempting to reach any agreement or any con- 
certed action with respect to prices or pro- 
duction or restraining competition, do not 
thereby engage in unlawful restraint of com- 
merce, 

The decree of the district court is reversed. 

For dissenting opinions, see those following 
Cement Manufacturers’ Protective Association 
v. United States, infra. 





Cement Manufacturers’ Protective Associa- 
tion. the Atlas Portland Cement Company, the 
Allentown Portland Cement Company, et al, 
Appts., v. United States of America. 


Dissemination of Information on 
Contracts 


1. No violation of the Sherman anti-trust 
act is effected by manufacturers of cement 
who contract to furnish the cement for specific 
jobs in gathering and disseminating informa- 
tion with respect to such jobs, for the purpose 
of preventing fraud on the part of the con- 
tractors in ordering cement under the job 
contract for use elsewhere, where the persons 
receiving the information are free to act upon 
it or not, as they choose, even though, in the 
ordinary course of business, most sellers would 
act upon the information and refuse to make 
— for which they were not legally 
vounk 


Furnishing Information Affecting 


Price 


2. The gathering and reporting of informa- 
tion by manufacturers of cement with refer- 
ence to production, price of cement in actually 
closed specific-job constracts, and of trans- 
portation costs from chief points of produc- 
tion in the cement trade, and information with 
respect to contracts and stocks on hand, and 
the holding of meetings to consider matters 
of interest to the trade, is not an unlawful 
restraint of commerce, even though such con- 
duct tends to bring about uniformity of price. 


(No. 551) 
Argued March 3 and 5, 1925. Decided June 1, 
1925. 


Appealed by defendants from a judgment of 
the District Court of the United States for the 
Southern District of New York, enjoining the 
alleged violation of the Sherman anti-trust act. 
Reversed. 

See same case below, 294 Fed. 390. 

The facts are stated in the opinion. 

Messrs. John W. Davis, George T. Bucking- 
ham and Archibald Cox for appellants. 

Special assistants to the Attorney General 
James A. Fowler and Roger Shale, and Solici- 
tor General Beck for appellee. 

Mr. Justice Stone delivered the opinion of 
the court :— 

This is an appeal from a final decree of 
the district court for the southern district 
of New York, granting a perpetual injunc~ 
tion in a@ proceeding brought by the United 
States under § 4, chapter 647, of the Act 
of July 2, 1890, 26 Stat, at L. 208, Comp. 
Stat. § 8823, 9 Fed. Stat. Anno. 2d ed. p. 761, 
commonly known as the Sherman act. De- 
fendants are the Cement Manufacturers’ Pro- 
tective Association, an unincorporated asso- 
ciation, four individuals, the officers of the 
association, and nineteen corporations, mem- 
bers of the association, engaged in manufac- 
turing and shipping Portland cement in in- 
terstate commerce, in Pennsylvania, New 
Jersey, New York, Maryland, and Virginia. 
The petition, which was filed on the 30th day 
of June, 1021, alleges restraint of interstate 
commerce, in violation of § 1 of the act. The 
complaint prays that the Cement Manufac- 
turer’s Protective Association be adjudged a 
violator of § 1, and _ enjoined accordingly. 
After final hearing, the district court entered 
its decree enjoining the continuance of the 
Cement Manufacturers’ Protective Association, 
and enjoined it and the several defendants 
from engaging in the activities of which the 
government complains and of which a sum- 
mary account will presently be given. 


Purposes of Association 


The association was organized in January, 
1916. Its purposes, as described by the con- 
stitution, were the ‘‘collection and diesemin- 
ation of such accurate information as may 
serve to protect each manufacturer against 
misrepresentation, deception, and imposition, 
and enable him to conduct his business ex- 
actly as he pleases in every respect, and 
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cement sufficiently complete to enable the 
manufacturer to protect himself against 
spurious contracts and like transactions in- 


duced by misrepresentations; 


“(c) Information concerning freight rates 
on cement; 

“(d) Statistical information as to produc- 
tion, stocks of cement and clinker on hand, 
and shipments.’’ 

The constitution also provides that ‘‘mem- 


bership in the association shall be recognized 
as implying that the member is absolutely 
free to conduct his business exactly as he 
pleases in every respect and particular.”’ 

Cement is a thoroughly standardized 
uct. It is manufactured from limestone 
shale, which are crushed to extreme 
then subjected to high temperatures 
process produces a fused mass, which, when 
cooled, is known as clinker.. The clinker is 
then ground into the finished product, which 
is then ready for transportation and use. 
Clinker is not subject to deterioration, ‘but 
the ground clinker or cement deteriorates 
rapidly on exposure to moisture and cannot 
be kept in storage except for a limited period 
of time. The defendant corporations are man- 
ufacturers of this product, which is shipped 
in interstate commerce principally within the 
areas of the several states in which the sev- 
eral defendants are located, and they are 
competitors in the business of shipping the 
product in interstate commerce. From 60) 
percent to 6 percent of the total product 
of the several corporate defendants is sold 
to the general trade for immediate use. Of 
this 60 percent to 65 percent approximately 
two-thirds is sold to dealers, who are allowed 


prod- 
and 
fineness, 
which 


a differential from the sales price to the 
retail trade. 
The activities of defendants, on which the 


government bases its case for an injunction, 
may summarily be stated as follows: The 
government charges that the defendants, 
through the activities of the association, con- 
trol prices and production of cement within 
the territorial area served by the several de- 
fendants in the following manner: 

(1) By the use of ‘‘specific-job 
for future delivery of cement, 
by a system of reports and 
having as its objective the 
liveries of cement under 


contract’’ 
accompanied 
trade espionage 
restriction of de- 
those contracts; 


(2) By compiling and distributing, among 
the members, freight rate-books which give 
the rate of freight from arbitrary basing 


points to numerous points of delivery within 
the territorial area served by the several de 
fendants; 


(3) By exchange of information concern- 
ing credits; 

(4) By activities of the association at its 
meetings. 


The government asserts that uniformity of 
prices and limitation of production are neces- 
sary results of these activities of the de- 
fendants. It does not, however, charge any 
agreement or understanding between the de- 
fendants, placing limitations on either prices 
or production. The evidence does not establish 
that prices were excessive or unreasonable, 
and the district court found, ‘‘as compared 
with the rise of prices of other basic com- 
modities, it is possible to say that the quo- 
tations of cement advanced less than others.’’ 


The court also found that competition had 
not been destroyed by the association, and 
that, upon many occasions, the defendants 
were active in endeavoring to take business 
from companies associated with them. The 
court, however, held that the activities of 
the defendants in connection with  specific- 
job contracts tended to limit the amount of 
cement distributed to the trade under those 


contracts; that the exchange of information 
complained of generally tendered to limit 
production; that the dissemination of this in- 
formation, especially that contained in the 
freight rate-book, tended to produce uni- 
formity in price; and that there was accord- 
ingly a restraint of commerce within the prin- 
ciples laid down in American Column & Lum- 
ber Co. Co. v. United States, 257 U. S. 393, 
66 iL. Ed. 288, 21 A. L. R. 1098, 42 Sup. Ct. 
Rep. 114; United States v. American Linseed 
Oil Co. 262 U. S. 371, 67 L. Bd. 1085, 43 Sup. 
Ct. Rep. 607. 


Earlier Uniformity in Practices 


It is conceded, and the court below found, 
that before the organization of the present 
association there was substantia] uniformity 
of trade practices in the cement trade, so far 
as is pertinent to the present discussion, in 
the following respects:— 

(1) The sale of cement by specific job con- 
tracts for future delivery; 

(2) The selling of cement f.o.b. delivery; 

(3) Using freight basing points in the quo- 
tation of prices; 

(4) Including in all quotations for sale of 

cement, a freight rate from a basing point to 
the place of delivery; 
_ (5) Charging purchasers of cement for bags 
in which the product is shipped, and allowing 
credit for bags returned to the manufacturers 
in good condition. 

Since there is no exchange of information 
among the defendants with respect to con- 
tracts for the sale of cement for immediate 
delivery, which constitutes more than 60 per- 
cent of the business, the government's conten- 
tion before this court centered upon the use of 
the specific job contract by defendants, and 
their activities in connection with such con- 
tracts, since, without the use of the specific 
job contract, the other activities complained 
of could have no substantial bearing on re- 
straint of competition with respect either to 
prices or production. It will therefore be 
necessary to consider more at length the 
activities of the defendants in connection with 
specific job contracts, and incidentally, their 
other activities as related to sales of cement 
under specific job contracts, and the informa- 
tion exchanged with respect to such contracts. 


Specific-Job Contracts 


The specific-job contract and the practices 
of the trade with respect to making deliveries 
in performance of those contracts were cus- 
tomary in the trade long before any of the 
collective activities complained of in this case. 
We do not understand the government to con- 
tend that the use of specific-job contracts by 
defendants, or that their use generally by the 
trade, is the result of any agreement or under- 
standing, or in itself consttiutes any violation 
of the Sherman law. It is contended that the 
violation arises rather from the co-operation 
among the several defendants in acquiring and 
distributing information with reference to 
specific-job contracts, and the effect of the 
dissemination of that information on the trade, 
to which reference will now be made. 

_ The specific-job contract is a form of contract 
in common use by manufacturers of cement, 
whereby cement is sold for future delivery for 
use in a specific piece of construction which 
is described in the contract. As was stated 
in the opinion of the court below, they are con- 
tracts ‘‘whereby a manufacturer is to deliver 
in the future, cement to be used in a specific 
piece of work, such as a particular building or 
road, and the obligation is that the manufac- 
turer shall furnish, and the contractor shall 
take, only such cement as jis required for or 
used for the specific purpose.’’ These contracts 
have by universal practice been treated by 


cement manufacturers as in effect free options 
customarily made and acted upon on the un- 
derstanding that the purchaser is to pay noth- 





conte 
from 
the } 
rate 
sale 
embi 
matt 
mant 
defer 
rate-' 
publi 
a cor 
accur 
check 
whicl 
select 
as th 
indivi 
ciatio 
are P 
large! 
locali 
actua 
actua! 
tween 
delive 
Man 
pose « 
ness, 
so far 
ufactu 
busine 
In ord 
price, 
ofae 
tation 
tion o 
the ab 
eal pri 
of trar 
of fre 
availat 
juncts 
cement 


The | 
comput 
been t 
the par 
turers 
selectes 
of the 
tain de 
ufactur 
point o 
territor 
factory, 
and se 
compete 
a like f 
price w 
at a pr 
with m 
which i 
the ter! 
freight 





IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


ing until after the delivery of the cement to 
him; that he is not obligated in any event to 
take the cement contracted for unless he 
chooses to; that he is not held to the price 


named in the contract in the event of a decline 
in the market price; whereas the manufacturer 
may be held to the contract price if the market 
advances, and may be held for the delivery of 
the full amount of cement required for th 
completion of the particular piece of construc- 
tion described in the contract. The practical 
effect and operation of the specific-job contract, 
therefore, is to enable contractors who are 
bidding upon construction work to secure a 
eall or option for the cement required for the 
completion of that particular job at a price 
which may not be increased, but may be re- 
duced if the market declines. It enables con- 
tractors to bid for future construction work 
with the assurance that the requisite cement 
will be available at a definitely ascertained 
maximum price. 

In view of the option features of the contract 
referred to, the contractor is involved in no 
business risk if he enter into several specific- 
job contracts with several manufacturers for 
the delivery of cement for a single specific job. 
The manufacturer, however, is under no moral 
or legal obligation to supply cement except 
such as is required for the specific job. If, 
therefore, the contractor takes advantage of 
his position and of the peculiar form of the 
specific-job contract, as modified by the custom 
of the trade, to secure deliveries from each of 
several manufacturers of the full amount of 
cement required for the particular job, he in 


effect secures the future delivery of cement 
not required for the particular job, which he 
is not entitled to receive, which the manufac- 
turer is under no legal or moral obligation to 
deliver, and which presumably he would not 
deliver if he had information that it was not 
to be used in accordance with his contract. 


The activities of the defendants complained of 


are directed toward securing this information 
and communicating it to members, and thus 
placing them in a position to prevent con- 
tractors from securing future deliveries of 
cement which they are not entitled to receive 
under their specific-job contracts, and which 
experience ghows they endeavor to procure, 


especially in a rising market. 

Members are required to make to the secre- 
tary of the association prompt reports of all 
specific-job contracts, describing in detail the 
contract, and giving the name and address of 
the purchaser; the amount of cement required; 
the price and delivery point; also the date of 
expiration of the contract. They are also re- 
quired to make detailed reports of all changes 
the 


in the contract, including increases in 
amount of cement to be delivered and cancel- 
lations. The association also employs ‘‘check- 





ers,’’ whose business it is, by actual inspection 
and inquiry, to ascertain, so far as ssible, 
the amount of cement required for specific jobs 
referred to in _ specific-job contracts, and 
whether cement shipped under specific-job con- 











tracts is actually used or required for use 
under such contracts. Without entering into 
any detailed discussion of this phase of the 


activity of defendants, we accept fully the gov- 
ernment’s contention that the defendants regu- 
larly take all practicable steps to ascertain 
whether cement contracted for under the 
specific-job type of contract was actually being 
used for the job described in the contract, and 
that the fullest information with respect to 
such contracts and the use of cement shipped 
under said contracts is reported to the members 


of the association through the mediation of 
the secretary. 

The government does not contend that the 
activities of the association with respect to 
specific-job contracts diminished the number 
of such contracts or that they diminished in 
any way the obligations of members of the 
association upon such contracts. There is, 


however, abundant evidence to show that there 
were actual cancellations of deliveries on the 
ground that contractors were not entitled, un- 
jer the terms of their contracts, to receive 
such deliveries. In 1920, of 1,392 contracts 
investigated and found to be ‘‘padded’’ to the 
extent of more than 3,500,000 barrels of ce- 
ment, 978 were partially canceled to the extent 
of 2,014,653 barrels. 


Association Freight Rate-Book 





The custom In the cement trade of selling 
cement at a delivered price, which includes 
tne mill price, the price of bags and freight 
charges, was an established trade practice 


before the organization of the defendant asso- 


ciation As required by the by-laws of the 
defendant association, it has distributed to its 
members freight rate-books, listing freight 


rates from established basing points to practi- 
cally every city and town in the northeast sec- 
tion of the United States. The freight rates 
contained in the freight rate-book are compiled 
from the official tariffs and translated from 
the rate per ton of the official tariffs into the 
rate per barrel of 380 pounds, the unit for the 
sale of cement. Similar lists of freight rates 
embracing substantially the same _ subject- 
matter were prepared and used by individual 
manufacturers before the organization of the 
defendant association. The association freight 
rate-book took the place of previous separate 
publications by individual manufacturers, with 
a consequent saving of money and increase of 
accuracy, and a more thorough and continuous 
checking of rates. The basing points from 
which freight rates were calculated were not 
selected by the association, but were the sarfte 
as those appearing in prior books published by 
individuals before the publication of the asso- 
ciation freight rate book. The basing points 
are points of actual shipment from which the 
larger proportion of the cement in a given 
locality in which cement is manufactured is 
actually shipped. The rates published are the 
actual rates, omitting fractions of cents, be- 
tween the basing points and actual points of 
delivery. ; 

Manufacturers customarily, and for the pur- 
pose of the convenient conduct of their busi- 
ness, maintain a uniform base or factory price, 
so far as the customers of the individual man- 
ufacturer are concerned. That is to say, the 
business is conducted on a ‘‘one-price’’ basis. 
In order, however, to determine the delivered 
price, there must be added to the factory price 
of a given manufacturer the cost of transpor- 
tation to the point of delivery. Prompt quota- 
tion of a delivered price, therefore, involves 
the ability to carry out promptly the mechani- 
eal process of adding to the mill price the cost 
of transportation to the point of delivery. Lists 
of freight rates, in convenient and readily 
available form, are therefore necessary ad- 
juncts to the quotation of delivery rates for 
cement. 

The use of basing points for the purpose of 
computing freight rates appears not to have 
been the result of any collective activity on 
the part of the defendants or cement manufac- 
turers generally, nor were they arbitrarily 
selected. Their use is rather the natural result 
of the development of the business within cer- 
tain defined geographical areas. When a man- 
ufacturer establishes his factory at a given 
point of production, and sells his product in a 
territory which is contiguous freightwise to his 
factory, other mills established in the vicinity 
and serving the same territory, in order to 
compete in that territory, must either secure 
a like freight rate, or they must 6ell at a mili 
price which will permit them to deliver cement 
at a price which will enable them to compete 
with mill or mills located at the basing point 
which is the principal point of production in 
the territory which is contiguous in point of 
freight rates to the basing point. If such com- 


peting mills secure the same freight rate 
through the adoption of a blanket freight rate 
by the Interstate Commerce Commission, as 
was done in the Lehigh Valley, the rate from 
the basing point would, in every case, be iden- 


tical with the freight rate for the competing 
mills. If there were no blanket freight rate, 
the competing mills must still use the rate 
from a given basing point in order to compete 
with the mills located in the vicinity of that 
chief point of production. In either case the 


freight rate from the basing point is an essen- 
tial element in making a delivered price, since 


selling by any particular manufacturer at the 
lowest of the delivered prices computed from 
several basing points is a necessary procedure 
in competing in the sale of cement. The 
freight rate book, therefore. not only enables 
the manufacturer to calculate a delivered price 


basis of his own mill price, which he 
to points in the territory nearest in 


on the 
datermines, 


point of freight rate to his own mill, but it 
enables him also to determine at once the 
freight differential which he must offset in his 


mill price in order to compete with other man- 
ufacturers serving any other given territory. 


Exchange of Information on Credits 


Members of the association render monthly 
reports of all accounts of customers two months 
or more overdue, giving the name and address 
of the delinquent debtor; the amount of the 
overdue account in ledger balance; accounts in 
hands of attorneys for collection and any ex- 
planation, for example, when the account 
was treated by the debtors as offset of a bal 
ance due for bags, or was otherwise disputed, 
There are also reports showing the general to- 


as, 


tal of delinquent accounts in comparison with 
those for the last twelve months, and reports 
of payments of accounts placed in the hands 
of attorneys. There was a form, seldom used, 


for answering inquiries as to whether a partic- 


ular name had appeared in the monthly report 
and, if so, where. There were never any com- 
ments concerning names appearing on the list 


of delinquent debtors. The government neither 


charged nor proved that there was any agree- 
ment with respect to the use of this informa- 
tion, or with respect to the persons to whom 


or conditions under which credit should be ex- 
tended. The evidence falls far short of estab- 
lishing any understanding on the basis of which 


credit was to be extended to customers. or that 
any co-operation resulted from the distribution 
of this information, or that there were any 


consequences from it other than such as would 
naturally ensue from the exercise of the indi- 
vidual judgment of manufacturers in determin- 
ing, on the basis of available information, 
whether to extend credit or to require cash or 
security from any given customer. 


Statistical Information 
association, 


The statistical activities of the 
other than those relating to specific job con- 
tracts, which have already been referred to, 


information as to existing supplies 
and the so-called ‘‘bag  report,’’ 
information concerning returned 
are the usual containers in which 
delivered. 


dealt with 
of cement 
which gave 
bags which 
cement is shipped and 

Each member of the association, in addition 
to the reports on specific job contracts already 
referred to, sends to the association a monthly 
statement of its production of clinker and 
ground cement, shipments and stock on hand 
for the past month and for the corresponding 
periods of the previous year. These were com- 
piled and distributed to members without any 
change or comment. In addition, semi-monthly 
statements of shipments were also received and 
likewise distributed. Each member of the asso- 
ciation was thus given full information as to 
the available supply of cement and by whom it 
was held. 

By universal 
which cement is shipped is included 
comes a part of the mill base price. This is 
usually at the rate of 10 cents per bag. The 
bag reports were made quarterly and contained 
two items: the total number uf bags returned 
by each member during the preceding quarter 
and the percentage thereof found unfit for use. 
The reports show that the loss varied from 
about three-fourths of 1 percent by one manu- 
facturer to about 4% percent by another, and 
the diversity continued throughout the period 
covered by the reports. 

In 1918 a questionnaire was sent out inquir- 
ing as to the practice of each company to 
determine whether better results were obtained 
by cleaning before or after counting, showing 
that some counted before cleaning and some 
after cleaning, and some both before and 
after. No information was reported concerning 
the charge and allowance or deposit for bags 
concerning the number received 
the portion 


bags in 
and be- 


practice, the price of 





returned, or 


from any particular customer, or 
found unfit for use. 
Meetings 


The constitution and by-laws of the associa- 
tion provided for monthly meetings. A full and 
accurate stenographic report of all discussions 
at meetings was kept and made available to 
the government, and, as is stated in the gov- 
ernment’s brief, ‘‘the association’s counsel was 
present at every meeting to steer the discus- 
sions away from illegal subjects and to have 
them confine the matters strictly within the 
purview of the by-laws and the constitution of 
the association.”’ During the only period of 
rising markets since the relinquishment of war 
control, the spring and summer of 1920, no 
meetings were held during July and August. 
The later minutes contained complaints at 
smallness of attendance, and the number of 
companies represented at meetings varied from 
eleven to seventeen, with an average attend- 
ance of about two-thirds of the total mem- 
bership of nineteen corporations. There was 
no discussion at these meetings of current 
prices, no comment on conditions or as to 
prospect of market, production or prices. Ex- 
cerpts from the minutes are set Out by the 
government’s brief at great length, indicating 
that from time to time individual representa- 
tives of the companies expressed themselves on 
subjects of minor importance, such as return 
of bags and bag reports, discounts, the use 
of trade acceptances where customers desired 
more than the customary thirty days’ dis 
count. But with reference to these suggestions 
and discussions either no action was taken or 
action was taken adverse to the suggestions 
made. There is no evidence that any agree- 
ment was reached affecting any of the ‘matters 
discussed; nor does the government point spe- 
cifically to any uniformity of trade practice or 
custom followed, which is urged as even in- 
ferentially the result of activities at meetings. 


Legal Consequence of Activities 


From these various activities of the defend- 
ants the government deduces a purpose to con- 
trol the price of cement, which, it is charged, 
was to be accomplished by the control of the 
supply of cement on the market and by inti- 
mate association of the defendants in the ex- 
change of information, and a ready means of 
quoting a delivered price at any point. Cement 
was to be kept from the market by the use of 
the specific job contract, accompanied by the 
systematic gathering and reporting of infor- 
mation with reference to the specific jobs and 
the amount of cement required for their com- 
pletion. The two essential elements in the 
conspiracy to restrain commerce charged, 


reporting 
individual 


therefore, are (a) the gathering and 
of information which would enable 
members of the association to avoid making 
deliveries of cement on specific job contracts 
which, by the terms of the contracts, they are 
not bound to deliver, and (b) the gathering of 
information as to production, price of cement 
sold on specific job contracts, and transporta- 
tlon costs not differing essentially from 
similar information disseminated by the Maple 
Flooring Association, which is the subject of 
the opinion in Maple Flooring Manufacturers 
Association vs, United States, decided today 
S.—, ante, 662, 45 Sup. Ct. Rep.—]. 
That a combination existed for the purpose 
of gathering and distributing these two classes 
of information is not denied. That a conse- 
quence of the gathering and dissemination of 
information with respect to the specific-job con- 








tracts was to afford to manufacturers of ce- 
ment opportunity and grounds for refusing de- 
liveries of cement which the contractors were 
not entitled to call for—an opportunity of 
which manufacturers were prompt to avail 
themselves—is also not open to dispute. We 


do not see, however, in the activity of the de- 
fendants with respect to specific-job contracts, 
any basis for the contention that they consti- 
tute an unlawful restrains of commerce. The 
government does not rely on any agreement or 
understanding among members of the associa- 
tion that members would either make use of 
the specific-job contract, or that they would 
refuse to deliver ‘‘excess’’ cement under spe- 
cific-job contracts Members were left free to 
use this type of contract and to make such 
deliveries or not, as they chose, and the evi- 
dence already referred to shows that in 12 
padded specific-job contracts were cut down 
something less than two-thirds of the total 
amount of the padding as a result of the sys- 
tem of gathering and reporting this informa- 
tion. It may be assumed, however, if manu- 
facturers take the precaution to draw their 
sales contracts in such form that they are 
not to be required to deliver cement not needed 
for the specific jobs described in these contracts 


that they would to a considerable extent de- 
cline to make deliveries upon receiving infor- 
mation showing that the deliveries claimed 
were not called for by the contracts. Unless 
the provisions in the contract are waived by 
the manufacturer, demand for and receipt of 
such deliveries by the contractor would be a 
fraud on the manufacturer, and, in our view, 


the gathering and dissemination of information 
which will enable sellers to prevent the perpe- 
tration of fraud upon them, which information 
they are free to act upon or not, as they 
choose, cannot be held to be an unlawful re- 
straint upon commerce, even though, in the 
ordinary course of business, most sellers would 
act on the information and refuse to make de- 
liveries for which they were not legally bound. 





In Swift & Co. v. United States, 196 U. 
375, 395, 49 L. ed. 518, 25 Sup. Ct. Rep. 276, 
this court approved a decree which provided 


that defendants should not be restrained ‘‘from 
establishing and maintaining rules for the giv- 
ing of credit to dealers where such rules in 
good faith are calculated solely to protect the 


defendants against dishonest or irresponsible 
dealers.’’ Distribution of information as to 
eredit and responsibility of buyers undoubt- 


edly prevents fraud and cuts down to some 
degree commercial transactions which would 
otherwise be induced by fraud. But for rea- 





sons ated more at length in our opinion in 
Maple Flooring Manufacturers’ Association v. 
United States, supra, we cannot regard the 


procuring and dissemination of information 
which tends to prevent the procuring of fraud- 
ulent contracts, or to prevent the fraudulent 
securing of deliveries of merchandise on the 
pretense that the seller is bound to deliver it 
by his contract, as an unlawful restraint of 
trade, even though such information be gath- 
ered and disseminated by those who are en- 
gaged in the trade or business principally con- 
cerned. 

Nor, for the reason stated, can we regard the 
gathering and reporting of information, through 
the co-operation of the defendants in this case, 
with reference to production, price of cement 
in actual closed specific-job contracts, and of 
transportation costs from chief points of pro- 
duction in the cement trade, as an unlawful 
restrains of commerce, even though it be as- 
sumed that the result of the gathering and re- 


porting of such information tends to bring 
about uniformity in price. 
Agreements vr understanding among com- 


petitors for the maintenance of uniform prices 
ive, of course, unlawful and may be enjoined; 
but the government does not rely on any agree- 
ment or understanding for price maintenance. 
It relies rather upon the necessary leveling ef- 
fect upon prices of knowledge disseminated 
among sellers as to some of the important fac- 
tors which enter into price. It is conceded 
that there is a substantial uniformity of price 
of cement. Variation of price by one manu- 
facturer are usually promptly followed by like 
variation throughout the trade. As already in- 
dicated, the larger proportion of the product 


of the defendants is distributed through deal- 
ers, and prices to dealer are not reported to 
or through the association. It is contended 


by the government that the report of prices on 
specific-job contracts in effect informs the 
members of the association of prices to dealers, 
since the differential allowed to dealers is 
well known in the trade. However, this may 
be, the fact is that any change in quotations 
of price to dealers promptly becomes well 
known in the trade through reports of sales- 
men, agents and dealers of various manufac- 
turers. It appears to be undisputed that there 
were frequent changes in price, and uniformity 
has resulted, not from maintaining the price 
at fixed levels, but in the prompt meeting of 
changes in prices by competing sellers. 

It is urged by the defendants that such uni- 
formity of price as existed in the trade was 
due to competition. They offered much evi- 
dence tending to show complete independence 
of judgment and of action of defendants by 
large expenditures in competitive sales efforts 
and by variations in the volume of their pro- 
duction and shipment, earnings and profits. A 
great volume of testimony was also given by 
distinguished economists in support of the the- 
sis, that in the case of a standardized product 


sold wholesale to fully informed professional 
buyers, as were the dealers in cement, uni- 
formity of price will inevitably result from 


active, free and unrestrained competition, and 


the government, in its brief, concedes that 
“undoubtedly the price of cement would ap- 
proach uniformity in a normal market in the 


absence of all combination between the manu- 
facturers.’’ 

We realize also that uniformity of price may 
be the result of agreement or understanding, 
and that an artificial price level, not related 
to the supply and demand of a given commod- 
ity, may be evidence from which such agree- 
ment or understanding, or some concerted ac- 
tion of sellers operating to restrain commerce, 
may be inferred. But here the government 
does not rely upon agreement or understand- 
ing. and this record wholly fails to establish, 
either directly or by inference. any concerted 
action other than that involved in the gather- 
ing and dissemination of pertinent information 
with respect to the sale and distribution of 
cement to which we have referred, and it fails 
to show any effect on price and production ex- 
cept such as would naturally flow from the 
dissemination of that information in the trade 
and its natural influence on individual action. 

For reasons stated in Maple Flooring Manu- 
facturers’ Association v. United States [ — U. 
Ss. —, ante, 662, 45 Sup. Ct. Rep. — ], such 
activities are not in themselves unlawful re- 
straints upon commerce and are not prohibited 
by the Sherman act. 
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The judgment of the district court is re- 
versed, 
Nos. 551 and 342 
Mr. Chief Justice Taft and Mr. Justice 


Sanford dissent from the op.nions of the 


majority of the court in these two cases 
on the ground that, in their judgment, 
the evidence in each case brings it sub- 


within the rules states in the 
Column & Lumber Company 
and American Linseed Oil Company cases, 
the authority of which, as they under- 
stand, is not questioned in the opinions 
of the majority of the court 
The separate opinion of 
McReynolds: 

These 


plans to 


stantially 
American 


Mr. Justice 


disclose 


norma 


carefully developed 
competition in in- 
Long impelled 


causes 
cut down 
terstate trade and commerce 
by this purpose; appellants have adopted vari- 
ous expedients through which they evidently 
hoped to defeat the policy of the law without 
subjecting themselves to punishment. 

They are parties to definite and unusual 
combinations and agreements whereby each is 
obligated to reveal to confederates the inti- 
mate details of his business and is restricted 
in his freedom of action. It seems to me that 
ordinary knowledge of human nature and of 
the impelling force of greed ought to permit 
no serious doubt concerning the ultimate out- 
come of the arrangements We may confi- 
dently expect the destruction of that kind of 
competition long relied upon by the public 
for establishment of fair prices and to pre- 
serve which the anti-trust act was Passed. 
United States v. American Linseed Oil 
252 U. S. 371, 67 L. ed. 1035, 43 Sup. Ct. Rep 
607, states the doctrine which I think should 
be rigorously applied. Pious protestations and 
smug preambles but intensify distrust when 
mer are found busy with schemes to enrich 
themselves through circumventions. And the 
government ought not to be required supinely 
to await the final destruction of competitive 
conditions before demanding relief through the 









courts. The statute supplies means fo1 pre- 
vention. Artful gestures should not hinder 
their application. 
[ think the courts below reached right con- 
clusions and their decrees should be affirmed. 
Chairman Fox:-—-You have heard the 
report on proprietaries. We will be glad 


to have some discussion. 


Discussion by Mr. Faxon 


_H. D. Faxon:—Having undertaken to 
write two or three of these reports, I can 
well understand the problem that con- 
fronted the chairman, the mist and the 
turmoil and the complex situation that 
led him to write the sentence that I am 
not in agreement with. ‘“‘Every one sees 
in the no distant future a complete dis- 
integration of this patent medicine de- 
partmental activity, unless a greater num- 
ber of manufacturers (ete.).” 

We just can’t let it go at that. We 
cant see a complete disintegration of this 
departmental activity. Because the prob- 
lem is complex and cloudy is all the more 
reason we have got to continue depart- 
mental activity. If Henry Faxon and 
Henry Bowerfind don't see the way out, 
we have to get somebody who does, be- 
cause of course there is some way out. 
The thing will not go along in its present 
condition forever. Some right move is 
called for. There must be eventually 
some standardized, well-recognized, well- 
accepted way of distributing proprietary 
medicine to the consumer. We can't at 
the present time see other channels than 
those that we offer. 

I think he puts his finger on one of the 

necessities when he says, ‘“‘Strictest econ- 
omy is tending toward lower operating 
costs, a more rapid turnover of our mer- 
chandising account, and a keener and 
more sensitive appreciation of our com- 
petition,’”” and he might have said, “a 
keener and more sensitive appreciation of 
our customers,” although he did in a 
sentence which has been deleted since he 
wrote it, say, “Scientific efforts carefully 
planned and slowly developed will be our 
only hope of accomplishment and you will 
also observe that our progress toward an 
improvement will always be predicated 
upon thought as to our ability to render 
an improved service toward the manu- 
facturer and the retail druggist alike.” 
_I hope Sewall Cutler will be able to 
find some young man who will put a lot 
of time on this proprietary situation and 
bring us next year some definite and con- 
crete suggestion as to how we may go 
ahead. Thank you! 


Discussion by Mr. Ingram 


Fred Ingram :—One 
“Every manufacturer 


sentence 
should place 


Says, 
the 


blame for these demoralizing conditions 
on those to whom he allows full com- 
pensation for non-wholesaling service.’ 


Perhaps he might well have said there, 
there is a certain serious responsibility 
also up to the wholesaler after the manu- 
facturer has made his selection to see that 
the distribution is still carried on. 
Regarding the Druggists’ Research Bu- 
reau, at last we have a fact-finding in- 
strument in the hands of the industry. 
May heaven give us the power to use it 
to our own advantage in an unselfish way. 
Not enough emphasis has been given to 


Dr. Newcomb’s discussion of business 
principles. Here we need everyone's 
ideas, facts and information. We must 


have them, and the sooner we acquaint 
ourselves with these facts and use them 
the sooner we will all find the way out. 

Chairman Fox:—Any further discus- 
sion? 

Vice-President Brunswig:—The paper 
that just was read brought out very 
clearly a lack that we have in the whole- 
sale drug business. Do you know whether 
there has ever been a list, complete and 
up-to-date, of the manufacturers who 
recognize the wholesaler’s plan of dis- 
tribution? If not, I feel there should be 
one made up. 

C. Mahlon Kline:—If I might answer 
that, a list of that kind would be a very 
dangerous thing. It practically cannot be 
published. There are various lists that 
certain houses have for their own use 
and that alone is dangerous enough. A 
list of that kind simply couldn't be tol- 
erated. 

Vice-President Brunswig:—That is what 
I was afraid of. 

Chairman Fox:—Any other discussion? 


Discussion by Mr. Auerbacher 


H. J. Auerbacher:—After reading the 
remarks of Mr. Hover, made in 1920, one 
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w 
ho 


ealling 
funda- 


for 
are 


committer 
They 


commend the 
them 


must 


our attention to 

mental and the principles enunciated will 
hold good for all time All manufacturers 
are striving for greater net profits and I, 
for one, can attest the fact that net prof- 
its for the manufacturer are not so diffi - 
cult to obta when one uses the service 
jobber as the sole source of distribution. 
The overhead of billing, Warehousing, 





credits is at a minimum. As 
fact, credit scarcely exists. 
says that the unprofit- 


freig! in 
a matter of 





Mr. Hover truls 
able conditions concerning the trade to- 
day are largely the result of the manu- 
facturer failing to recognize the economic 
value f the regular jobber as a dis- 
tributor For the sake of immediate re- 
turns sacrifices or mortgages future 
business by sales to scalpers, mutuals, 
co-operatives, ete which would other- 
wise reach the manufacturer through 
reguiar channe!s 

In marketing any product one must 
set up a sales as well as a distribution 
target and in order to be successful 
should forever aim at the one bull's eye. 
In tl way the best score, or net profits, 
will be constantly made. I believe that 
if the money which many manufacturers 
spend in credits, bookkeeping and other 
costs when selling many accounts, were 


diverted to actual sales promotion to the 
they would be much 





ultim consumer, 
better off in their annual profit and loss 
statements 

I believe that the best future for _the 
drug trade, the public and the manufac- 
turer lies in building up and strengthen- 
ing the service jobber. If he is eliminated, 


would be in a _ sorry 


the manufacturer : 
plight He would have to build up a 
similar organization and much more ex- 
pensive distribution agency. The chain 
store can readily become the Frankenstein 
of the manufacturer. He will devour him 


or make him his unwilling slave if he 
refuses to do his bidding 


to make all 


The situation is one manu- 
facturers reflect and if they could only 
realize how easily they could simplify 
their distribution, by having the courage 
oftheir convictions, they would arrange 
to have the service jobber their source 
of distribution 

I have had most of the chain system 


buvers come to see me and in many cases 
plead and even threaten in their endeav- 


ors to be sold direct. I have told them 
that we are consistent and that, more- 
over, selling them did not cause a baby 


to drink one bottle more of dryco or add 
another baby to the roll of dryco consum- 
ers. For example, say we are selling 100 
units of our product in a given city. A 
Does that 


chain store is opened there. 

increase our sales in that city? It does 
not. If they have the wholesale price 
they will quickly undersell all the other 
druggists. and we shall still be selling 
only the 100 units and perhaps less by 
reason of the natural antagonism of the 
other retail druggists. 

Another angle is that I believe the 
good-will of the service jobber to be a 
valuable asset. As a matter of fact, I 
have found it so on many occasions. I 
have found that they will give the manu- 
facturer who makes an honest effort to 
see that they are compensated for their 
work, good measure in return. 

We are about to market a new prod- 
uct, and the help of the service jobber 
will be half the battle and will make for 


success 

Il recommend to the 
proprietaries a careful study of the situ- 
ation and believe they will find, as I 
have, that the service jobber is the best 
and only valuable avenue in trade dis- 
tribution. 

Before closing, 
suggestion, I believe 
try, manufacturing, 
could with much profit 


manufacturers of 


just one thought and 
that the drug indus- 
wholesale and retail, 
emulate the mov- 
be- 


ing picture and baseball industry. I 
lieve that they could use a Will Hays or 
a Judge Landis to arbitrate differences 
and to guide the industry through more 
harmonious and profitable channels and 
be of greater service to the public. More- 
over, I believe that we have a man in this 
association who by reason of experience, 
personality and training is well qualified 
to fill such an office and that the three 
factors in the industry have every con- 
fidence in his ability and impartial fair- 
ness 

Chairman Fox Is there any other dis- 
cussion n this report? Mr. Moxley, do 
you fee ike discussing this report? 


Discussion by Mr. Moxley 


G. Barret Moxley I feel just a little 
embarrassment in again discussing this 
subject because I have been before you 


times and discussed and pointed 
thought was a wise policy, but 
it hasn't accomplished much. Sometimes 
J ave thought perhaps I was just 
oblivious to my limited capacity and point 


so Many 
to what I 


as 


of view as was a chap who had a guest 
ecard at the New York Whist Club. Some 
time ago, while waiting there in the after- 
noon for his host, Mr. Work and Mr. 
Foster and another expert came in. They 
found that their fourth player was not 
on hand and invited this guest to play. 
Later in the evening his host said, ‘‘John, 
when I came in this afternoon, I saw you 
playing bridge with Work and Foster. I 
didn't know you played bridge.’’ 

“Oh,”’ he said, “I don't, except occas- 


when 
into 


once or twice a year 
for dinner and get 


ionally, just 
I happen to go out 
a game.” 

He said. “‘How did you get on with the 
experts, John?” 


“Why, all right, I guess.”’ 

“What did they say?” 

“They didn’t say anything—oh, yes 
just as I was dealing the last hand, I 


dropped a card and Mr. Work remarked: 
‘That damned fool can’t even deal.’ ” 

You know we think we understand the 
cause of the present chaos in the distribu- 
tion of proprietaries. We think we can 
see very clearly that it is due to the ex- 
tension of jobber compensation for non- 
jobber service. to the indiscriminate se- 
lection of an indefinite number of distrib- 
utors, regardless of their need. 


We are inclined to be rather critical of 
the lack of study of distribution by our 
proprietary friends, because we all know 


that a great multiple of wholesale dis- 


tributors docs not increase 


their distribu- suggestions 
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tion one iota. We look about in other 
lines of business led by men of great 


vision, and we find in those lines of busi- 
ness absolute definite policies of distrib- 
ution. These greatest combinations of 
capital all adopt a stabilized distribution. 

How far would General Motors get to- 
day if they didn’t have a stabilized meth- 
od of distribution? Some say that is a 
big unit sale, but there are a lot of lines 
right in our particular field that have 
been tremendously successful with a 
stabilized distribution. Gentlemen, I don’t 
want you to understand that I am up 
here to lecture any manufacturer or any 
of our proprietary friends, because I am 
sure we are all deeply conscious of the 
fact that they themselves have many and 
dificult problems. Their problem of pro- 


duction, their problem of advertising, 
their problem of maintaining the good- 
will of their trade-mark with the con- 
sumer is so altogether important. Then 


we come to the phase that we think they 
are not thinking enough about, their 
problem of holding the good-will of their 
wholesale and retail distributor which is 
a very serious one and one, it seems to 
me, to which they should direct them- 
selves through a continuous study. We 


talk about stabilization and someone here 
cited a few moments ago that, we must 
not overlook the jobber obligation to those 
manufacturers who adopt a sound method 


of distribution. We can't say too much 
on that. We must absolutely show un- 
failing loyalty to those manufacturers 


who elect to distribute their merchandise 


through us. We must get them a real 
answer through constantly stimulating 
our buyers and our sales Managers, to 
support them in every way and not en- 
courage the sale of any item that in any 
way will encroach upon the business of 
that proprietor who is first in the field 


with a quality product and first to adopt 
stabilized methods of distribution. 

You know we can render a tremendous 
service there. As I figure it, somewhere 
around about $50,000,000 of our capital is 


In just an expression of a thought of 
optimism, our proprietors, several of 
them, it seems to me, have been about as 
‘autious in the adoption of methods that 
they know they eventually are going to 
adopt as was a certain young lady in 
accepting a proposal. Her story was told 
by our distinguished jurist, Judge A. B. 
Anderson, of the Indianapolis decree 
fame, who is not only a great jurist, but 
a delightful humorist. He told of a young 
chap out on the farm who bought a new 
1927 model roadster and drove over on 
Sunday afternoon to take his girl rid- 
ing. After they got in the car and 
started off down the hill, he proposed to 
her. She turned him down. He was most 
disconsolate. They rode on for some 
miles and he proposed to her again. She 
rejected him again. He was in the depths. 
They rode for some miles and just as 
they were returning to the house, his 
courage came back to him. He proposed 
a third time and she accepted. He was 
in ecstasy, of course. After he had gotten 


used to the thought and before he left 
her home, he said, “Mary, you know 
there is just a feature of the feminine 
mental process that I don't understand. 


I proposed to you once and you declined. 
I proposed to you a second time and you 
declined. I never intended to propose 
to you again. Our whole lives might 
have been wrecked. Just why did you 
decline me the first two times?” 

She said, “Bill, I will tell you. I was 
profiting by my mother’s experience 
Years ago my father got a new run- 
about and a_ beautiful young spirited 
black colt and drove over to take my 
mother riding from this same house on 
a beautiful Sunday afternoon. Just after 
they left the house, he proposed to her 
and she accepted him, and in his ecstasy 
and delight, he dropped the reins over the 
dashboard and the horse ran away and 
killed him.’ 

I am an optimist about this proprietary 


used in the extension of credit to the situation. I somehow have the belief 
retailer on proprietary medicines. Fifty that our manufacturing friends are not 
million dollars of our capital is used in going to continue to contribute to a policy 
keeping the proprietor’s individual item that will destroy a service that is abso- 
in that remote neighborhood or small lutely essential to them I think we 
town drug store, keeping that product render an irreplacable service. We have 
available in that location for the possible the machinery for it. I believe that some- 
demand that may be created today and where, soon I hope, our manufacturing 
that might be gone tomorrow without friends who have not yet seen the light, are 
the sale, if that copital had net put that going to get the look into tomorrow and 
package there. Why not direct the par- adopt definite, stabilized policies that all 
ticular use of our salesman. our credit recognize as economically sound, and we 
extension when there is a tin of it and must remember, too, tO advocate no policy 
so forth, to the support of those products” that is not wholly fair and that we would 
that are worthy of our support? not adopt ourselves if we were manu- 

IT could talk on this subject unceas-. facturers Self-interest must never be 
ingly. but I wi'l be brief because T know more than half the picture. I thank you 
you have a full program, Mr. President very much. 

Chairman Fos if there is no furt discussion on this, we will refer this 
commitiee report to the hoard of contre 
We wil! now hear Mr. Davis, chairman of the board of control, 
3oard of Control 
< > J ay 
Report of the Board of Contro 
Roblin H. Davis This is the report of the board of control :— 

(Mr. Davis read the first part of the issue to our members during the coming 
report of the board of control as fol- year, just as far as possible, information 
lows.) along the lines suggested. 

Chairman Fox :—May we have a mo- 
: Se ° 
Report on Miscellaneous tion on this report? 
7 . (It was regularly moved, seconded 
C ommittees and carried that the report of the board 
: of control on the report of the commit- 

Many reports, while conveying to our tee on salesmen and selling methods be 
membership advice and information of accepted.) 
the greatest value, carry no recommenda- (Mr. Davis read the report of the board 
tions and, therefore, do not call for spe- of control on the report of the commit- 
cial action by the board, tee on education and research as fol- 

The following reports have all been ap-  jows.,) 

Report on Education 
and Research 
The board of control wishes to ex- 





Roblin H. Davis 


Chairman of Board of Control 


proved by the board with congratulations 


to the chairmen on their excellence: 
Drug market, trade-marks, local associa- 
tions, quality of medicinal products, de- 
livery and traffic, special lines, me- 
morials of deceased members. 

R. H. Davis:—It is the usual procedure 
to have the reports accepted as they are 
read by the chairman. 


Chairman Fox :—May we have a mo- 
tion from the floor to accept the report of 


the board of control on the various com- 
mittee reports as read? 

A. H. Van Gorder:—I move the ac- 
ceptance of the report. 

(The motion was seconded and car- 
ried.) 

(Mr. Davis read the report of the 
board of control on the report of the 


committee on salesmen and selling meth- 
ods as follows.) 


Report on Salesmen and 


Selling Methods 


the splendid 
on salesmen 


The board commends 
port of the committee 
selling methods. 

We approve the recommendation 
the incoming committee follow out 
submitted in the report 


that 


and 


re- 
and 


the 


press its most hearty commendatjon to 
our committee on education and research 
for its work during the past year 

We commend that our members not 
only continue to give their wholehearted 
co-operation to the Druggists’ Research 
Bureau ganized by the three national 





asso ns, the N. A. R. D., the A. A 
Cc. P. and the N. W. D. A., but also con- 
tinue their financial support. It is im- 
portan that every member co-operate 
with this bureau in order that the drug 
industry may obtain the essential facts, 
figures, and information pertaining to the 
drug industry. 

We recognize the 
country of a new 
operation, and we recommend the whole- 
hearted co-operation of our membership 
in promoting national “Pharmacy Week” 
and the coming Christmas publicity pro- 
gram. We approve the continued dis- 
tribution of information that will prove 
helpful in promoting a better understand- 
ing of our national problems. 








this 


development in 
form of business 


Continued voluntary co-operation by 
members with our retail friends in pro- 
moting their interests is most desirable 
and essential 

Dr. Humphreys:—I move it be ac- 
cepted. 

(The motion was seconded and car- 
ried. ) 


(Mr. Davis read the report of the board 
of control on the report of the commit- 
tee on enployment and welfare as fol- 
lows. ) 


Report on Employment and 


Welfare 


The board of control recommends to the 
association the careful reading of this 
report. 

In addition to 
tions, it dwells 


many helpful sugges- 
largely on the spirit of 
fair play and human_ understanding 
which should exist between executives 
and all employees of any well directed 
organization. . 
It is mainly through mutual respect 
and co-operation that the best of service 
can be maintained. 
Dr. Humphreys :—I 
cepted. 
(The 
ried.) 
(Mr. Davis 
board of 
committee 


move it be ac- 


motion was seconded and car- 


read the 
control on the 
on legislation 


report of the 
report of the 
as follows.) 


Report on Legislation 


In commenting on the report of one of 
the most valuable of your committees, 
the board of control must give the thanks 
of the association to its able chairman 
and its Washington representative. The 
tireless vigilance of these gentlemen is 
one of the strongest safeguards of this 
association. 


The board has adopted the resolutions 
offered in the report and recommends 
their adoption as the official action of the 
association. 

Each house is urged to have its ex- 
ecutive in charge of adherence to gov- 
ernment regulations study the report with 
care, 

Mr. Davis:—The resolutions referred 
to which should be adopted or rejected by 
the meeting, but whith already have been 
presented on the floor, are the resolutions 
relative to resale price legislation (see 


page 33) and the resolution relative to 
the reduction of corporate income taxes 
(see page 33). Unless it is the wish 


of the body that I read those two resolu- 
tions, I will offer them and move you, 
Mr. President, that they be adopted 
along with the adoption of this report. 

(The motion was and 
ried.) 

(Mr. Davis read the 
board of control on the report of the 
committee on prohibition and the resolu- 
tion in connection therewith as _  fol- 
lows.) 


Report on Prohibition Problems 


We approve the recommendation of the 
chairman of the committee on Prohibition 
problems that the work of our legislative 
committee during the past year be strongly 
endorsed 


Support Pledged to Doran 


seconded car- 


report of the 


Resolved :—That the National Whole- 
sale Druggists Association hereby ex- 
tends its congratulations to the adminis- 
tration at Washington for the appoint- 
ment of Dr. J. M. Doran as _ prohibition 
commissioner and pledge to him the con- 
tinued united support of the members of 
this association for the strict enforce- 


ment of the prohibition laws and regula- 


tions thereunder. 

Mr. Davis:—I offer that resolution and 
I move you that the report of the board 
of contro! on the report of the committee 
on prohibition also be accepted. 

(The motion was seconded and car- 
ried.) 

(Mr. Davis read the report of the 
board of control on the report of the 


committee on uniform accounting as 


follows.) 


Report on Uniform Accounting 


The board of control thoroughly ap- 
preciates all the work done this year by 
the committee on uniform accounting. 

While the bulletins which have been is- 
sued to our members and which relate 
to the expense of operating sundry and 
proprietary departments may not rep- 
resent average figures, they should be of 
great value as they present to our mem- 
bers a schedule of set-up whereby they 
ean determine whether certain depart- 
ments are operating at a profit or loss. 


The board of control wholeheartedly 
recommends the establishment in our 
New York office of a statistical analyst 


who will study into the possibilities of a 
further breakdown of our expense and 
merchandising items. It is hoped that 
this analyst may be a statistician fully 
qualified to thoroughly understand the 
investigations that are desired and that 


he be authorized to contact our mem- 
bers by mail, personal visits and es- 
pecially with visits to our local associa- 
tion meetings where he can urge our 
members towards the adoption of uni- 
formity in accounting. 

It is recommended by the board that 
the chairman of the committee on uni- 
form accounting be authorized to raise 
the necessary funds to carry on the 
work. 

From the expression of the ideas of 


our members, the board recommends that 
the affiliation of this association with 
Harvard TUniversity be suspended for the 
time being and that Harvard University 
be fiotified to that effect by our associa- 
tion secretary. 

The board 
of all our 
this committee 
or failure of this new 


urges the full co-operation 
members: in the new work of 
and feels that the success 
movement depends 


entirely upon the extent of co-operation 
with the New York office. 
Mr. Davis:—I should like to point out 


to you the three points which are.recom- 
mended by the board of control. First 
is the establishment and employment of 
a statistical analyst, which is in line with 
the mandatory resolution passed by this 
association the day before yesterday; 
second, that the chairman of the com- 
mittee on uniform accounting be author- 
ized to raise the necessary funds to carry 
on the work; third, that the work con- 
templated to be done by Harvard Uni- 
versity be suspended for the time being. 

IT move you. Mr. President, the ap- 
proval of this report. 

(The motion was seconded.) 

F. E. Bogart:—Would there be value 
in adding to that report the proviso that 
work should be begun and. the man 
should be employed when the ways and 
means have been provided? 

Chairman Fox :—Is that satisfactory to 
your motion, Mr. Davis? 

Mr. Davis :—I believe it 
the president-elect yesterday, Mr. 
that some remaining funds are in 
hands of the association, which can be 
used for this work in view of the fact 
that the investigation wil] not be under- 
taken by Harvard. That provides, in the 
opinion of the board, adequate funds to 
get the work under way with reasonable 
promptness, 

Mr. Bogart :—I 
my point except I 


was stated by 
3ogart, 
the 


don’t desire to 
don’t want to see 


press 
us 


assume a debt we couldn’t reasonably 
take care of. 
Mr. Jacobsohn:—I didn’t quite under- 
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stand. Is the motion covering the sta- 
tistical work being done as to accounting 


only? I understood Mr. Mayer made the 
motion yesterday to cover the research 
work generally of the wholesade 
druggists. 

Mr. Davis.—I think you are confused 
inasmuch as it falls under the purview 
of the committee on uniform accounting. 


It is to be done as you understand it. 
(The motion was put to a vote and 
carried. ) 
(Mr. Davis read the following report of 


the board of control on the report of 
the committee on credits and collections, 
and moved its adoption.) 
Report on Credits and 
Collections 
Such an excellent report gives evidence 
of deep thought and study. <A_ subject 
wich has been so often ably considered 
is here handled in many original phases 
The suggestion that the credit managers 
of our member houses be drafted into 
duty on this committee is well worth 
the consideration of our incoming author- 
ities. Also the use of the monthly bul- 
letin. ‘ 
The big suggestion in this report is 


that of preventive as opposed to 


curative 
measures, 


: The work of the credit depart- 
ment is not only to try and save the 
merchant when in trouble, but to help 
keep him out of trouble. Hence the credit 
department’s work begins with the open- 
ing of the account. 

If a knowledge 
as to installment 
tained without offense, this would be a 
great help to the credit man. Not only 
such purchases as soda fountains, fixtures, 


of the 
buying 


debtor's 
could be ob- 


habits 


ete., but home luxuries, furniture vic- 
trolas, automobiles, ete. Also as to his 
tendencies toward speculation. , 

Activities suggested for the credit man 


that verge upon the sphere of the sales 
department should be carried on by con- 
Stant co-operation with that department, 
and the sales department should promptly 
furnish the credit department , 





; with infor- 
mation asked and vice versa. 

Again the merchandising methods of 
the merchant should be known to the 
credit man, but this through the sales 
department. 

To the three human qualities suggest- 
ed in the quotation from Mr. Tregoe, 
“courage, intelligence and honesty,’ we 
think one more should be added—com- 
mon sense. 


Your 
useful 

(The 
vote and 


committee 
report. 
motion was 
carried.) 

(Mr. Davis read the following report of 
the board of control on the report of the 
committee on insurance and moved its 
adoption. ) 


has rendered a very 


seconded, put to a 


Report on Insurance 


Like all of our valuable reports, the full 
value to the members of this report can 


only be realized by a careful study in 
comparison with the experience of the 
individual] members. 


Reciprocals and mutuals are gaining 





DRUGS, PAINTS, OILS, FERTILIZERS 


insur- 
been. 
also 


Mr. 


our members use 
what the results 
Possibly this information 
come to us through the _ bulletin. 
Thompson's paragraph summing up the 
situation is timely and to the point. We 
recommend the following resolution:— 
Resolved:—That members be urged to keep 
the chairman of the insurance committee in- 
formed details in regard to all fires and 
settlements of loss with the end in view that 
the experience of any member may become a 
useful lesson to all 

The facts obtained from the American 
Fire Protection Association which Mr. 
Thompson has appended to this report Is 
of such importance to deserve care- 
ful study. 

The treatment of old but disabled or 
partly disabled employees deserves careful 


many of 
ance and 


group 
have 
could 


as 


thought and brings to mind the question 
of pensions and of sick allowances. All 
of these and the method of handling 
might properly come under the province 
of this committee in future reports. 

(The motion was seconded, put to a 
vote and carried.) 

(Mr. Davis read the following report of 
the board of control on the report of the 


committee on proprietary goods and 


moved its adoption.) 


Report on Proprietary Goods 


In commenting on the report of the 
proprietary committee, your board of con- 
trol feels that the report, in not making 
any specific recommendations or enumerat- 
ing any startling or radically new develop- 
ments, correctly pictures the _ situation 
in the past year. 

There has been continued, definite, con- 


structive progress in co-operation be- 
tween the wholesale trade and a con- 
siderable number of manufacturers. The 
increasing interest, study, and investiga- 


tion of distribution problems common to 
the trade have resulted in a large meas- 
ure of co-operation between retailers, 


manufacturers, and wholesalers, and as 
the understanding of the specific prob- 


lems affecting each branch of the industry 
becomes greater, it is inevitable that the 
results will be of more benefit to all. 

(The motion was seconded, put 
vote and carried.) 

(Mr. Davis read the following report of 
the board of control on the report of the 
secretary and moved its adoption.) 


to a 


Report on Secretary’s Report 


The report of the secretary of the Na- 
tional Wholesale Druggists’ Association 
gives a concise and gratifying account of 
his first year’s enegetic conduct and ex- 
tension of the activities of this important 
office, 

The 
out last 


secretary has more than carried 
year’s recommendations that he 
visit as many wholesalers and members 
of the association possible. In doing 
so he has spoken before some thirty-five 
local, State and national drug organiza- 
tions to the enhancement of the prestige 
of this association. 

The innovation of having the complete 
printed proceedings in the hands of mem- 
bers within five weeks of the convention 
is of substantial value and to be con- 
tinued. 


as 


is 


ground, and following our chairman’s While no specific recommendations ap- 
suggestion as to the use of the bulletin, pear in the report, the board in approving 
your board would urge that any member it, recommends the continuance of the 
having experience in loss covered by secretary’s activities along the lines 
these agencies, that he give the members started this year and congratulates the 
the benefit of it through the columns of asSsSOCiation on its determined, forceful, 
the bulletin. and constructive representative. 
The committee regrets that no men- (The motion was seconded, put to a 
tion was made of use and occupancy in- vote and carried.) 
surance which has some peculiar kinks Mr. Davis:—That conpletes the report 
in it perhaps not clearly understood by of the board of control. If I might be 
either the insured or insurer. It is ree- allowed one word, I should like to extend 
ommended that the members look care- for the board at this time the board's 
fully into ‘such policies and that the in- thanks to the members, the secretary, the 
coming committee take this up as part presiding officers for the helpfulness 
of their next year’s report. which they have extended to us in our 
Your board does not choose to recom- work. 
mend self-insurance. It has been stated from time to time 
Insurance against damages claimed for that the board of control has been out 
errors made by employees is also an im- of control at times this week, but I wish 
portant consideration. to say that was a base libel and there is 
It would be interesting to know how no truth in that statement at all. 
Chairman Fox :—We would now like the report of the committee on presi- 
dent’s address. Mr. Greiner 
Mr. Greiner read the report as follows.) 
ie . ° ’ 
Report of Committee on President’s Address 
The committee on president's address macy we believe to be sound. The time 
takes great pleasure in presenting its re- has come when the National Wholesale 


port. 

First, we wish to commend in the high- 
est terms the optimistic spirit and tone 
of the address of our president. Op- 
timism presages success. Without it, 
progress is procrastinated. 

1.—Our president recommends 
National Wholesale Druggists’ Associa- 
tion place itself on record to enter ac- 
tively into the development of a platform 
of business principles, consisting of planks 
dealing specifically with what we believe 
constitutes sound economics and fair 
trade practice, which platform may serve 
as a guide to the entire drug industry. 

2.—With respect to the recommenda- 
tion of our president that a special out- 
line on modern scientific selling methods 
be prepared and issued to our members, 
we heartily approve of this recommenda- 
tion and believe that this work should 
be conducted by our committee on educa- 
tion and research. 

3.—We approve of the recommendation 
of our president that the National Whole- 
sale Druggists’ Association pledge and 


that the 


give its full support to the Druggists’ 
Research Bureau in the work it has in 
hand. 

t The recommendation of our presi- 
dent urging our membership to enter 
actively in promoting publicity for phar- 

Chairman Fox:—I would be glad to 


committee on president’s address. 
F. E. Bogart :—I move its acceptance. 
(The motion was seconded, put to a 
Chairman Fox:—Mr. Figgis, 
Association, I understand, is in the 


Greetings from N. P.O. & V. A. 


= we 


room 


Figgis :—This 
tendance at your convention. I did at- 
tend the Detroit convention two years 
ago, but the thing that impresses me par- 


isn’t my first at- 


have a 


president 


Druggists’ Association should take a more 
active part in promoting proper publicity 
for the entire drug industry. We, there- 
fore, recommend that the work of our 
committee on education and _ research 
along these lines during the past year be 
approved and that the continuance of 
such work be endorsed. 
—The recommendation 
president that the work of committees be 
brought to the attention of members 
through the use of interim reports during 
the year we heartily endorse. 





made by the 








6.—We recommend a vote of thanks to 
the drug trade press of this country for 
their continued co-operation with our as- 
sociation in bringing to the attention 
of the drug trade news items concerning 
our activities. 

7.—We approve of the recommendation 
to continue our affiliation with the Na- 
tional Drug Trade Conference. 

8.—Your committee recommends that 
an expression of deep regret be entered 
into our records of the unfortunate cir- 
cumstances which have prevented our 
president from being with us. We are 
delighted to learn that complete recovery 
is now assured, and we recommend that 
the association extend a vote of thanks 
for the services rendered the National 


Wholesale Druggists’ Association -by our 
president during the past year. 


motion accepting the report of the 


vote, and carried.) 
of the National Paint, Oil and Varnish 
We would be glad to hear from him, 


the way you 
your meeting. 

I am reminded of a story I heard the 
other day about a man who changed his 
form of religion, from one church to 
another. When he was asked his reason 


ticularly is 


to stick at 


get your men 
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for this, he said:—‘You see, I am sub- business, but I happen to be president of 
ject to epileptic fits, so I have to attend the association. Your problems are very 
a church where they have four men in similar to ours, and we are both working 
the audience to carry me out.” toward the same —_ As I ee I — 
, see : . © rentt . _ surprised by the number you have in at- 
I have seen some conventions where ‘cmikeane i found from experience that 
that situation was exactly the case. indicates a great deal of substance in 
I want to bring to you the greeting of your business program. 
the National Paint, Oil and Varnish As- Thank you very much for the oppor- 
sociation. I am not in that particular tunity to be with you. 

Chairman Fox:—I am glad to say we are at the point of the routine work where 
we can give special attention to an address especially prepared by Fred Ingram on 
“How Wholesale Druggists Are Increasing Profits by Increasing Sales Efficiency. 
Mr. Ingram. 

(Fred Ingram presented the following paper, which he said was taken verbatim 


from one issued by a house just recently and was not in any way any property of 
the N. W. D. A., the association had nothing to do with it.) 


as 


Increasing Profits Through Sales Efficiency 


A little over two years ago we had on perhaps not in exactly the same arrange- 
our books about 8,000 accounts. We came ment as here presented, but fundamentally 
to tl lusi ‘ ance of ee ie they cover the subject in a similar way. 
0 the conclusion that many of these ac- So much for the groundwork. Ground- 
counts were not earning either the con- work was necessary to clear the air. ; 
fidence or the discounts we had been In many of the successful ee is 

> « , sa chief > is ) e sales 
giving em one man whose chief duty is to live s¢ ’ 
siving them. ‘ think sales, and make sales. He is gen- 

About December 1, 1925, we reduced our erally known as the sales manager. He 
accounts to about 800. Some 500 of these realizes that to wait for a satisfactory 
were key retail accounts in strategic and profitable demand for these goods 
centers; 215 were some of the wholesale would be to wait too long. He must help 


druggists who travel salesmen. 
This policy has been and is profitable. 


create demand in order to create sales. 


Each salesman is supplied with a sheet 


It has been and is successful. Otherwise or a card, such as form B, which shows 
we would not have been asked here to the percentage of distribution in each 
describe our experiences. salesman’s territory on goods of the 
When a manufacturer arbitrarily re- j,anufacturers on the profitable list. 
duces his accounts by 90 percent, he au- ‘Bach salesman is told that the only 
tomatically increases his interest in the yoy the house can make money and the 
remaining 10 percent. Under our new only way he can make money is to make 
plan 75 to 80 percent of our business cajas on profitable goods. The salesmen 
is being done through our distributors. therefore are paid by many wholesalers 
Therefore, we determined to get ac- ;) proportion to the profitable goods they 
quainted with our distributors. We «ell, The percentage of pay is usually in 


wanted to find out how they worked. We proportion to the profit. 


wanted to find out how we could work The salesmen in such houses carry 
together so that both might benefit. So copies of this chart to enable them to 
we visited 120 wholesalers in forty states. -heck up on their own accomplishment. 
Some of them we visited several times. Se ' anager’s office is fre- 
What follows, therefore, is based on our In the sales managet @). This form 
observations and experiences during the duently a chart, ee its of indivi- 
last twenty-two months. This is simply is a total posting of results | B 
a review of what our most successful dual salesmen as shown on gr em ain 
wholesalers are doing. The sales manager prods those sales- 


men who are falling behind. He keeps at 
his men to see that they are doing the 
job he wants them to do. He knows that 


profits come only from profitable sales. 
Such a sales manager regards himself 


We find that the successful wholesalers 
are increasing their profits by increasing 
their sales efficiency on profitable goods. 

To increase sales efficiency it was found 
necessary to organize sales control. It 


became necessary to find out first what as a district sales manager for the manu- 
Form A 
(NAME OF WHOLESALE HOUSE) 
List of manufacturers on whose profitable goods 


we concentrate selling efforts 
After careful investigation we find that the goods of the following manufacturers meet our 
requirements to a degree which justifies us in requesting additional concentration on the 
part of our salesmen in promoting the sale of their merchandise. 


Our requirements are: 


the goods be of highest quality. 

the policy of the manufacturer be satisfactory 

there is a public demand for the goods. 

there be a real opportunity to increase volume. 

the goods pay adequate profit to our retail customers. 

they pay us sufficient profit to properly compensate the house 

our salesmen for selling efforts rendered. 

Sales are important but it is equally important that sales 

profitable to sell for our retailers, for this house and for our 

with this house will not only be judged on your gross volume 

tion will be paid to the results which you secure on the goods 

list. 
MANUFACTURER 


That 
That 
That 
That 
That 
6. That 
and 


to us. 


Lie oho 


goods which are 
salesmen. Your sales record 
of sales, but particular atten- 
of the manufacturers on this 


be made on 





ADDRESS | MERCHANDISE 


size that it ec be carried 


wholesale). 


to be printed standard N. W. D. A 
by salesmen. This form to 


: Form B 


percentage of distribution in each salesman’s 
of manufacturers on profitable list 
(NAME OF WHOLESALE HOUSE) 
Number of N Number % Number % 
| Retail Outlets Stocking Stocking Goods 


{ in Territory Jan. Ist, July Ist, 1928 


catalog page so in 


be supplied by 


(This form 


Chart showing territory on goods 


Numbe 
Stocking G 


Dec. 3lst 


Gel 
rods| | 


i928! | 


MANUFACTURER 
Goods 


1928 


W. D. A 
form to 


Form C 


(NAME OF WHOLESALE HOUSE) 
wholesaler’s territory 
profitable list 

No. of retail Percent 
| outlets Jan. Ist, 
| 1928 


size that it car 
wholesale) 


so 


catalog 
be 


page 
supplied by 


(This form to be printed standard N. 


by salesmen. This 


in of goods of each manufacturer 


on 


Chart showing summary of distribution 


ent 
3ist, 


ws 


Percent 
July Ist, 
1928 


| | 

! ! | 
a ae 
form to 


| Per 
Ly 


Name of Manufacturer Merchandise 


catalog page size so that it can be carried 


be Supplied by wholesale). 


be printed standard N 


by salesmen This 


(This form to 
wants to sell. 
these manufacturers 


goods they wanted to sell; second to find facturers’ lines his house 

the ways to sell those goods. He is supplied by 
Some wholesalers have told us they do with material which enables him to make 

not know what goods they make a profit it easy for his men to their goods. 

on, which goods they break even on, or The material available him irried 

which goods they handle at : a eee on form F, 

wholesalers have said that they do know 

these facts quite accurately. Form F 
This is a fundamental matter WHOLESALE 

it seems to some of us, should OF SELLING 

curately determined by every given by 

Name of Manufacturer 


saler. 
A few 

FOR YEAR, 1928 

July 


sell 


to 


is 


which, 
be ac- 
whole- 


(NAME OF 
DIGEST 


HOUSE) 
HELPS 





wholesalers, however, already 
cost to run certain depart- 
ments. They knew, therefore, how much 
profit the goods handled in each dep rt- 
ment must yield before a profit could be 
made, Gross profit was not in itself a 
factor. It was also ascertained how much 
of this gross profit was kept. Net profit 
was the most important thing. 

These studies by these successful whole- 
salers brought into a favorable showing 
the merchandise of certain manufacturers. 
These profitable lines were studied from 
five viewpoints: 

Merit. 2 

Policy of manufacturer. 
Satisfactory consumer demand. 
Satisfactory profit for retailer. 

5. Satisfactory profit for wholesaler. 
These items were grouped such as you 
them in form A. 

These forms which will be 
connection with this paper 
methods and ideas which are already in 
use by a limited number of wholesalers 
throughout the country. These forms are 


know what it 
Jan 


Feb. Aug 


Mar 


Sept 


Apr. 


Oct. 


May Nov. 


Dec 
GENERAL 
Complete details of advertising, 
window display contests, et« 

to each event. 
(This form to be printed standard N. W. D. A. 
catalog page size and supplied to wholesaler 
by manufacturer.) 


Form D 


SALES BULLETIN 
Meeting 
will be 
5:30 


June 


prize contests, 
fvrnished prior 


Te COIS 





see ; 
shown in 
represents 


held 
Please 


Thursday, 
prompt as 


on 
be 


The next 
September 


meeting 
Sth, at 
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this will be a long and important session. 
Outside speakers will be Mr. Judge (White & 
Wyckoff) and Mr. Wittnerr (Maurice Levy). 
Pharmaceuticals 
The standing at t ha Way mark on our 
present drive is as follows 
Quota Accomplishment 
Dever 27 
Hecht 139 
Jones 191 
Quin: 14 
Jennings SU nsg 
Smith 
MacArthur fine 
Merritt 
Porter nsg 
Schwab 
Stern 
‘Turn lin »S fine 
Doyle 2: nsg 
Some ou a lot of work to 
» ye Better it, so you will be 
‘ le } While on the 
subject ) ! are glad to tell 
ou that t sale of ‘s is increasing 
right along Get every order you can for 
them We are advised that the - Com- 
pany has joined the ranks of those who make 
the selling of pharmaceuticals mighty difficult 
Add them to the list of those you are trying 
to ftorget 
Perfume Line 


Results on the holiday assortment look good 


so far. Keep after it. You ought to get re- 
peat orders trom 75‘, of those who have al- 
ready taken an assortment. If you do we will 


maintain our position as the largest distrib- 


utor in this district. 


Dever 28 Porter 21 
Jones 4 Schwab 27 
Hecht 24 Stern 13 
Quinn 8 Turner 14 
Jennings 26 Doyle 15 
MacArthur 32 House 40 
Smith 58 Coty 34 
Merritt 12 Total 401 
Denatured Alcohol 


We 
gallon 
advantageously 
day is 48c. 


offering C. D. No. 5 at 48e. per 
knockout price as we are 
Distillers schedule to- 


are 
This is a 

placed. 

Prescription bottles 

reduction we have shipped 

amounting to 7% cars. 

Keep the cars coming. 


Since the price 
and booked orders 
This is splendid work. 


Rubber Goods 
We are still receiving occasional contracts. 


Check your list of customers and take another 


crack at those who are not committed. We 
are mighty glad that we were represented at 
Akron in the Travel Contest prize winners. 


John says enjoyed the trip and is going to 
tell us about it at the meeting We feel that 
he earned the trip and deserved it richly. 64 
contracts is might, nice business 


Milk of Magnesia 





Our sales of Milk of Magnesia for 
August amounted to 108 gross And they are 
going to increase if competitive brands pursue 
this grocery store idea Capitalize it 

Tooth Brushes 

You have particulars on the new “‘F"’ As- 
sortment. Please give this a big play as we 
are a trifle behind on our quota with 
this year. Quotas will be assigned at the 


meeting. 

Shaving 
item Four out of four of you 
fellows admitted that a nice sale was being 
built up on — —-s. The deal is the same 
liberal proposition, 2 jars free and 40 samples. 


Cream 
Ditto for this 


Handed out with cigarette purchases they 
build business. This has been proven. It re- 
quires sales of 1 deals to be entered in the 


contest We expect you all to qualify. 


Chemicals 


We hear that So & So Company is increas- 
active in the chemical field. Tackle 





So & So customer with this: ° 
assium lodide o 1b. quantity 3.65 
Bismuth Subnitrate ( ).5 lb. quantity 2.07 
No order will be acc epted for these items 
alone suggest formin cinchophen, | salicy- 
lates, antipyrin—all —_——, : 


Surgical Dressings 





OIL, PAINT AND DRUG REPORTER: MARKET AUTHORITY SINCE 1871 


spent that will most certainly make 


money tor 


way 
you 
Doe, 
Manager 


John 
Sales 


Sales managers of successful whole- 
salers are issuing weekly bulletins (form 
LD) to the salesmen carrying current, sea- 
sonable, profitable offers to the trade. You 





have before you a model sales bulletin. 
It goes without saying that the only 
offers that are carried in such whole- 
saler’s bulletins are those which it is 
profitable for the wholesaler to sell. In 
many cases the retail trade is also sup- 
plied with an outline of these offers. be- 
fore the salesman calls. The ground is in 


a way prepared. 


Form E 


NEWS LETTE 
FRIENDS 





CONFIDENTIAL 





RETAIL 

Controlled buying helps make _ profitable 
sales, This has been s policy fo 
years Fall is here Winter is around the 
corner Prescriptions will pick up. Freshen 
your pharmaceuticals Our — stocks are 

always fresh 
The Holiday assortment offered this year by 
is selling fast. The goods are excel- 
lent. The profit is right By getting yours 
now you'll sell more and make more than if 
you wait. Many of our retail friends have 
already repeated. This line turns and earns. 
Denatured Alcohol: Our price on No. 5 of 
iSc. per gallon can’t be beat. This is the 
price the distillers ask now. Save money and 


get your supply from us. 

Prescription Bottles are now lower. Our cus- 
tomers have bought 7 ears from us since 
the price was reduced. Now is a good time to 











see what ware you'll need for your fall pre- 
scriptions 
Rubbe contracts are still being 





placed. These druggists are glad they got in 
If you’re not in yet—the time is getting short. 
Good value and good profit means ——— 








Milk of Magnesia: —— is not in 
grocery stores. Maybe that’s why our cus- 
tomers bought 108 gross last month Good 
product. Good policy. Good profit 


Tooth Brushes — assortment F is a 


money maker for our friends, it is a_ sales 
making tie-up with their advertising. There 
is a profit in every sale. 

Shaving Cream: ———’s cools and soothes 


and sells. This unique item has taken a great 


hold. The current deal makes it even more 
profitable. Each deal carries samples. These 
samples would sell it for you even if it wasn't 






Well advertised—which it is. 
Special on Chemicals in five pound lots: Po- 
tassium iodide $3.65; bismuth subnitrate 
, $2.07; when ordered with othe; chem- 


icals. Need any formin, cinchophen, salic,- 
lates, antipyrine —_——)? 

— «& - These are mighty good num- 
bers. Extra good profit. — —- is a great 
repeater It's a good one to acquaint your 
customers with ci 

— & — This aggressive chain has just 
opened two new stores. We don’t sell them 


because we'd rather have your account. 
Yours for mutual profit, 


A. B. & C. Drug Company. 


This house takes no chances on the 
salesmen not telling the customer the 
story the house wants them to tell. 

Form E is an adaptation of the sale- 
men’s weekly bulletin for mailing to the 
retail trade. 

Many houses each month mail to each 
customer an illustrated folder of profit- 


able offers. This is a very good one (ex- 
hibits specimen. ) 

The sales bulletins that month 
these offers. The salesmen carry 
folder. They go through it with 
customer _ before the customer goes 
through the want book with them. Rec- 
ords are kept by salesman and by sales 
manager. Pressure is applied. The whole 
th.ng is so synchronized that there is 
little excuse to fail. 

One bulletin to the salesmen is some- 
times not enough. The bulletins are often 
follewed up. Weak spots were pointed 
out. The salesmen are not allowed to 
forget what thty are urged to do. They 


carry 
the 
the 





are often given a quota. In many cases 
oO > g asters wac - 9 : ‘ j . saat 
eee: Seen oe = Oo. Plaster was a great suc- their compensation depends upon these 
far fr oes are picking up, but we are nearness to that quota. This quota is 
ar from satisfied When — ean pick up figured o ossible achieveme sa] 
$0 orders from good customers of oure some, g = mn D ssible ac hic vement. A sales- 
thing is lacking. That happened three times ™@"_has, say fifty, retail druggists’ ac- 
on one man’s territory last week Not so counts. At least thirty-five perhaps can 
good. use the particular offers he has to sell. 
Chain Stores Careful records such as form G enable 
This aggressive chain } i a these sales managers to know where the 
operations by opening > aan rte tas Fe ve sob is well done and where to apply the 
hatiiine as aS e in the eerlessS right tonic where the job is weak. 
ullding and another on Sixth street In ., i 
other cities it has been the - — policy to Form H _is the monthly sales record 
operate neighborhood stores and we expect to of the entire sales force se profitable 
see them doing likewise here. It means brief goods. This is a recapitulation of form G. 
ly that our customers are more than ever This form H enables the sales manager 
going to depend on .ou and on us for mer- [tO keep a chart of quarterly performance 
chandizing ideas Don't pass up an oppor- lnown as chart of salesmen’s standing. 
tunity to get over an idea to a dealer Time This is shown as form J. 
Form G 
uM ; (NAME OF WHOLESALE HOUSE) 
Monthly sales record of individual whole saler’s salesman on goods of manufacturers on 
profitable list 
SIX MONTHS RECORD 
Name of Salesman 
ee DOLLARS OR DOZENS 
MANUFACTURER January February March April May June TOTAL : 
(This form to be printed standard N. W. D A. catalog page size so that it can be carried by 
Salesmen This form to be supplied by wholesaler) F 
Form H 
(NAME OF WHOLESALE HOUSE) 
Monthly summary of sales record of sales of entire sales force on goods of manuf icturers 
on profitable list 
; si DOLLARS OR DOZENS 
MANUFACTURER January yruary | March \pril May June | TOTAL 
(This form to be printed standard N. W. D. a. catalog page size so that it can be carried by 
salesmen This form to be supplied by wholesaler) " 
Form J 
(NAME OF WHOLESALE HOUSE) 
Salesmen’s Standing 
ALL LINES 


Jan.{Peb.}/Mar.|Previous, Pe 
| 3 mos. in 


Salesmman’s Name 


ia 
y | | | 


f | | | 


(This form to be printed standard N. W. D. A. 


PROFITABLE LINES 


srcent Jan.|Feb.|Mar.! Previous Percent 
crease 3 mos Increase 
or decrease or decrease 
j 
| | | } ' 
} } | } 
Pic 4 | | 


catalog page size so that it can be carried by 


’ salesmen This form to be supplied by wholesaler) 
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In order to make it certain that the 
goods which are profitable to a whole- 
saler are also profitable to a_ retailer, 
more and more wholesalers have told us 


that to sell profitable goods to merchants 
who cut them is to stab their customers 
in the back. They tell us that it is better 
business to be sure that the fellow they 
sell helps them sell more, Large sales 
to a few, they say, don't make up for the 
fewer sales to the many. 

Working in this way 


with complete 


facts, these successful wholesale houses 
know what their distribution is on profit- 
able goods in the territories they serve. 
The sales Managers of these wholesale 
houses know that the aims of their manu- 
facturers in their districts are in their 
hands These sales managers know that 
the profits of their house are in their 
hands. Aims of friendly manufacturers 
and profits of the house thus go hand in 
hand. 

The sales managers’ programs are 
Mapped out well in advance. for weekly 


drives on certain groups of 
profitable goods. They know where they 
are going before they start. 

These sales managers tell us that they 
realize that retailer, wholesaler and 
manufacturer all have their parts to 
play. The manufacturers sell the con- 
sumer. The retailer and the wholesaler 
sell the consumer. Each falls down if 
the other fails. 

It has been 
can increase or 


or monthly 


proved that the druggist 
control in his store the 
sale for certain profitable advertised 
goods. He can center it there if he tries. 
These successful wholesalers influence and 








successful wholesale houses 
is also being well organized 
through regular sales meetings. There 
is, however, a great difference in some 
of the sales meetings we have attended. 
In many of them most of the talking is 


In these 
control 


sales 





done by manufacturer's representatives 
The sales manager often doesn’t talk 
enough. The representatives often talk 
too much and say too little In the alert 
houses these talks are short, rarely over 
ten minutes. They cover only necessary 
selling facts. The size of the factory and 
the year of the founding don’t sell goods. 

These forms shown here help to con- 
fine the discussions to facts and ways and 
means to correct weak conditions that 
may exist. 

At these meetings the salesmen who 
have made records on certain drives tell 
their fellows how they did it. A man 


sells eight deals is usually glad 


who only 
sold thirty, par- 


to learn how his partner 


ticularly if he’s apt to increase his in- 
come by knowing how. 

Standings in contests are often dis- 
played at these meetings. It may be em- 


barrassing to the man at the bottom, but 
if he learns how the leader got to the 
top, somebody else might be embarrassed 
next time. 

The forms that have been presented 
here represent merely a summary of what 
we have found many successful whole- 
salers already doing. No doubt some 
wholesale druggist may feel that to make 


use of these various forms would in- 
volve added help and increased operat- 
ing overhead. As a matter of fact we 


have been told often by different whole- 











in many cases control that demand in the salers that such is not the case. Many 
districts they serve. They center it in are now using records which are covered 
their own houses by dove-tailing their by these suggested forms. These whole- 
Form K 
QUARTERLY REPORT OF SALES ON THE GOODS OF 
Name of Manufacturer 
In Dist 
by Pm . 
Name of Wholesale Store 
For 1928 Quarter of Jan., Feb. March 
Merchanilise Total sales|Total sales 
Percent in district {in district Percent 
ist quarter|lst quarter| increase lst quarter|lst quarter increase 
1928 sales | 1927 sales jor decrease 1928 1927 or decrease 
| | 
| 
(This form to be printed standard N. W. D. A. catalog page size and supplied to whole- 


saler by m 


For 


(NAME OF WHOLESALE 
accounts in 


The following 


supplied 


anufacturer) 


mL 
HOUSE) 
your territory are 
direct by 


Name of Manufacturer 


Name of Account Add 


(This form to be printed standard N. W. D. A 


by manu 
efforts with the manufacturers’ efforts. 
They don’t wait for the demand to de- 
velop. They help to develop the demand. 


This form K, supplied by the manufac- 
turer, enables the wholesaler to see how 
successful he is in helping to develop the 
demand in his own district. 

Some wholesalers have told us that the 
manufacturer should create the demand, 
that the wholesaler should merely fill it. 
Others have said that such manutac- 
turers neither allow a_ profitable dis- 
count nor protect the discount that they 
do allow. 

In these high costs of doing 


days of 
wholesalers have 


business more and more 

realized the opportunities of an alert 
selling organization in a compact terri- 
tory. Many wholesalers are finding out 
that to concentrate is to dominate. They 
find that this domination in a concen- 


trated territory leads to a closer co-opera- 
tion between wholesaler and retailer. 

It tends to create a feeling on the 
parts of wholesaler and retailer that they 


are each units in a group all selling 
profitable goods. : ; 
To help create this feeling a few of 


the presidents, sales Managers and credit 
men of these wholesale houses make calls 
upon their retail friends. Their success 
would seem to indicate that this might 
also be considered by those who are not 
doing it now. The retailers realize that 
someone else is interested in their prob- 
lems. Meetings with retailers are held. 
t’roblems are discussed. Ideals and aims 
are told. Harmony begins. 

Most wholesalers realize that the 
direct accounts a manufacturer of 
tionally advertised goods has in 
trading areas are helpful. A few 
salers, however, regard them as a 
of potential These few we are 
told will eventually see its wisdom. This 
form L is an way for wholesaler to 
know what direct accounts each manu- 
facturer has selected in his area and 
upon what terms these accounts are 
ing sold. 

Most wholesalers tell us that a manu- 
facturer ought to have a national policy. 
This national policy, they say, should not 
be subject to exception in isolated 


few 
na- 
their 
whole- 
i088 


business 


easy 





be- 


cases 


Terms 


ress ‘ 


catalog page size and supplied to wholesaler 


facturer) 


that these forms may be 
expenditure of time and 
than was formerly needed when 
the work was not so organized. The 
sales managers of these wholesalers tell 
us that it requires but a few minutes a 
day to summarize the work of each sales- 


tell us 
with 


salers 
kept 
effort 


less 


man on a given line. The use of stand- 
ardized forms for this important work 
of selling is in complete harmony with 
the application of the principles of sim- 
plification which are now being engaged 
in by every great industry. 





Elimination of waste, concentration 


upon essential-profitable-activities is a 
means of increasing profit in making 
sales. 


Through the application of all or most 
of these methods, many wholesalers on 
our books have sold more the first six 
months of this year.than they sold all of 
last year. Many doubled and tripled for 
us in 1926 what they did in 1925. Nat- 
urally their profits have increased as 
well. 

What these wholesalers did for us they 
must have done for other manufacturers 
whose goods they sell at a profit and by 
the same or similar methods. These 
houses have found that the only way to 
make a profit is to sell goods that make 





a profit. In effect they are a part of 
the sales staffs of those manufacturers 
who have confidence in them They are 
doing their bit to solve the problem of 


distribution. 
Today's rewards 
those who sell. Wholesalers know that 
many excellent products well born have 
died untimely deaths, because proper sell- 
ing methods were not used. There are 
few if any such deaths when a good prod- 


in business come to 


uct is backed by an intelligent selling 
campaign. 
The best kind of an intelligent selling 


campaign is the one that brings good 
goods to the consumer, at a reasonable 
price, through retailer, wholesaler and 
manufacturer, at a reasonable profit. 
After all the consumer is the one we 
must serve. The best part of it is that 
manufacturer, wholesaler, retailer and 


consumer all want the same three things: 
-(1) Decent goods, (2) decent profit, (3) 


Most wholesalers have found that with- square deal 

out a few key accounts in a territory When we all work closely together, 
handled direct by a manufacturer their each mindful of these three things which 
own job is more difficult Many whole- each one wants, we'll all get the profit we 
salers have asked us to sell direct cer- want to get by making the sales we want 
tain accounts in their own towns. to make. 

CI airman Fox:—You have heard this very interesting discussion of efficiency in 
profit obtaining 1 have no doubt there might be someone who would like to dis- 
cuss this or ask some questions from Mr. Ingram. Is there any discussion or any 
question you would like to ask? 

We have arrived with our work where we will ask for any unfinished business. 
If there is any new business that anyone would like to bring up? 

The report of the committee on thanks will be made at the banquet 

We are now ready for the installation of the new officers. I will ask Mr. Greiner 
and Mr. Mayer to escort the new president to the chair 

I llati 
~ °°. 
nstallation of Officers 
(Mr. Greiner and Mr. Mayer escorted President Cutler to the platform.) 
W. E. Greiner:—Your present president selected a committee on nominations. 


They acted wisely as all committees in this convention do. In 


Cutler you have selected a man young in 


of Mr. 
will 


the selection 


years but old in experience, and he 


make you a president worthy of this association. 


WwW 
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Chairman Fox Mr. Cutler, I turn over to you the gavel and the authority that tion might take its place with other large ing my pro rata, but representing @ 
was invested in the former president. trade associations in this country. small section of the wholesale drug trade 
(President Cutler took the chair.) This great wholesale drug industry raised in Louisiana, we think that when you 
last year from its active members for consider an increase of dues, it should be 





. x be done at this meeting, but I would like rork is associati less the ‘o-rated according t business done 

r as : ea , the work of this association less than pro-rated according o bus Ss ne. 

: esident S Inaugural to have that offered. : . $30,000. How can we do the things which Some years ago we paid $50, and after 
President Cutler:—Thank you. I just Another point is no one likes to Play must be done and the things you want that we paid $100. Of course, it is im- 


rong ote I do. vr. like to sete voo, I done with a meager sum of that kind? portant to belong to the National Asso- 
am giad to say. ou can’t combine play myerefor . ic , ie ‘ > ink it is essential. We 
. . : » , re : offe ‘ mendment to the ciation and we think it is essential. 
ieer ie ~ gigs in my Bee. In my and work at the same time. I certainly caeepatien’ ae on caeties be es- get the benefit from the local associa- 
Wildest dreams ‘ver imag “ rself . ‘ ‘ . ia os > : l i I , ‘ s SSO : 
é never imagine myse hope that at our next meeting in Atlanta pecially instructed to give consideration tion: We are not affected by conditions 


want to say this is one of the proudest 





standing here in this capacity. Yesterday the entertainme ( ttee i give : ead ; ° ; ” ; ees 
somebody called me . progressive con- proper chemideration the ckks dae — to the possible elimination of Commiitvees that anes ae Wy the per Se 
servative. I don’t know whether it is a and the time for work and that they wii] ®®4 corsideration to the raising of the arger centers. V ee sid “ak 
compliment or not. I always wanted to not conflict. I know L am hitting at a “ues for membership in the association fairly well I want you to consit er that, 
be a progressive. No great movement or Jot of people who like to be out on the golf Will you accept that amendment? too. We are willing to pay our pro- 
cause Was ever won by side-stepping, and courss I like to be there myself, but we Kiefer Mayer:—I will accept any rata, but I don’t think we should be im- 
I think that our activities in the future really come here to work, and we want amendment you want to make posed on too mu h 
will be all met by all of us going shoulder every member here to feel that he is just (Consent of the seconder was given.) President Cutlet Has anybody else 
to shoulder together. We have been pro- as vital a member of this organization, President Cutler:—Any further dis- anything to say on the subject? 
sressives in the last year. If you look just as influentialas anybody else, andwe Cussion on this question? (The motion as amended was put to 
back, you will see in 1927 the research Want everybody in on the ‘discussions, so Albert Estoree I don't object to pay- a vote and carried.) 

bureau was really organized, developed that when a resolution goes out. it is it } j i i 

and put into shape by Kiefer Maye! the form of “we’’ representing us all. President Cutler Yesterday, gentlemen, you elected as first vice-president, 
That certainly is a progressive movement [ thank you A. J. Geer is he in the room? (No response.) 

and although Mr. Mayer has not been The second vice-president is Sydney Lyman. Mr. Whittlesey, will you escort 


asked to continue the work, we all expect’ Revision of By-Laws Favored mr. Lyman to the platform? 
ct ig ch Ags Sakina’ t: (Mr. Whittlesey escorted Mr. Lyman to the platform.) 





I was very glad vesterday to see you Kiefer Maver I hesitate to rise, but 1 
take the step you did on the accounting believe after hearing the words spoken Sydney Lyman: I don’t have very much to say, but I want to convey to you 
committee That committee has always by our new president we really owe an- the thanks of my firm and also the thanks of the wholesalers in Canada for the 
been very close to me. I have been very other vote of thanks to the nominating honor that you have done them in appointing me to this position. If there is 
much interested in it. I think the action committee for choosing the good old state anything that we can do up there to help you down here in the work that you 


decided on yesterday and the resolutions of Massachusetts and one of her worthy are doing. we would only be too happy to do it and I hope you will call upon us. 
passed this morning are going to give US sons to lead us this coming year. He has I regret that I have to leave immediately. I will take this opportunity of saying, 
the information that we all have been already spoken the same words of wisdom not good-bye, but au revoir. 





erying for at this meeting and which we and common sense that are used by that rn a 

don’t really seem to have gotten in the man in the White House who has direct- rhank you 

past year. I certainly hope that every- ed the destinies of this country for the President Cutler :—The third vice-president is W. J. Montgomery, jr. 
body will co-operate with that movement past four years. Every sane American Mr. Robinson, will you escort Mr. Montgomery to the platform? 
and work with the New York office thanks God that Calvin Coolidge has been (H. H. Robinson escorted Mr. Montgomery to the platform. ) 

Our legislative work in Washington, of there for the past four years, and ever) W. J. Montgomery, Jr.:—I am not going to bore you with any speech, but I 
course, s of great value. | os ¢ I one of them regretted to learn that he want to thank the association for the honor conferred upon me, and while I know 
“ ae akat tacos tout ian i Aa chose not to run in 1928. p that the duties and work of the vice-president are not very much, any time I can 
1 ay fr AI: aii rhusetts is Cc : servative You have got a son of Massachusetts shoulder any burden for the executives, I wish they would call on me. 
ae ig ee a sat 1usé S Is const a to lead you. Therefore, I want to move President Cutler:—Your fourth vice-president is H. W. Williams. Is he in the 
tut if I can only keep in mind the idea the president be authorized to name a m? (N ‘eanone 
that Massachusetts has had two men in ee st - ; sida Hani Ghali aaa ae ee ¢ . . — : 
public notice in the last few months, or CO™Mmittee to study our by-laws and sub- The fifth vice-president is Jean E. Speckel. Mr. Thompson, will you escort 
eate. Who have had the courage to go ™* their result to the next meeting of Mr. Speckel to the platform? 
forward according to their own convie- the board of control. (W. L, Thompson escorted Mr. Speckel to the platform.) 
tions and stand for the right, and if I can Frank Hayden :—As a Bay Stater born J. E. Speckel:—I wish to thank you very much for the honor conferred upon 
only do a small part of what they have and bred, although temporarily adopted me. I will do my best to help with this research work. Thank you. 
done in your behalf, I will feel that I by New Jersey, I am very glad to second President Cutler:—We now come to the members of the board of control. We 
have done my job. Mr. Mayer’s motion, have had this last year a presiding officer who thinks he has worked pretty hard. 


We are going to work him harder—Harry Fox. Mr. Kline, will you bring Mr. Fox 
to the platform? 
(C. Mahlon Kline escorted Mr. Fox to the platform.) 


_ AS a progressive, I have noticed that H. Roblin Davis:—I, with the consent 
here at this session there has always been of the proposer of the motion and the 
something to stop it. This organization coeonder, would like to offer an amend- 











has been running a great many years: to ent Harry Fox :—What I have seen of the work of our president makes me believe 
the best of my knowledge, the constitu- 7 ee he is going to require some work from the board of control. I hope to be able to 
tion and by-laws today are about the Kiefer Mayer :—I will consent to any- do my portion satisfactorily to our new president and to the association. I thank 
same as they were originally written I thing. you : 

offer the suggestion and T would like dis- H. Roblin Davis:—Perhaps I may President Cutler:—The second member is H. J. Frank Captain Schieffelin, 
cussion on this as to whether the mem- speak from some intimate knowledge. I will you escort Mr. Frank to the platform? 

bers think it would be wise to rewrite that should like to see incorporated in that (W. J. Schieffelin escorted Mr. Frank to the platform.) 

constitution and by-laws and offer them motion an instruction to this committee H. J. Frank :—I will just say I shall endeavor to do the best to my ability as 
at the next meeting of the board of con- which the president will appoint, to give a member of the board of control. , ; 
trol and executive committee for their consideration to two important changes President Cutler :—J. C. O’Dell is going to be a member of the board for the 
consideration and then have them put in in the constitution. The first change to next year. (Not present.) ; 

the ee et gett oe ee ae which I refer is the possible elimination D. W. Ramsaur. (No response.) 

! - = 5 ° ; of some of the committees. As it is to- The last member, W. W. Gibson, of course, is not here, but I can speak for 


up to date. I refer to the matter of 
funds. You can't be progressive without 
spending money. Every new ‘movement 


that comes up brings up the thought of ; : ; — y 
: , € se ; eS Ss > 2é s , Ss »§ 
where we are going to get the funds. [f f those committees must be read upon finished busine 


vou had served on the board of control the floor of the convention. I think that Ww. Bw. Greiner :—I think we should have a vote of thanks for the presiding 
vou would realize what that means. we have all been aware of the fact that officer, Harry Fox, who as first vice-president acted in the absence of our presi- 
’ This industry represents a lot of money, Some of the reports of the committees dent In all of the resolutions we had, we had nothing said about the good work 
and we certainly are of great value in the while excellent, while carefully thought he has done while in the chair. I would like to have a rising vote of thanks for 
country’s line of business. It seems too OUt, are perhaps not pertinent to the Mr. Fox. : 


day, your constitution reads in a very him that you won't have a better or harder worker than he is. He will give his 
direct manner that there shall be certain heart and soul to the work of this association 
committees appointed and that the reports Has anybody else any question to bring up before the association? Any un- 


° 















































bad that we should be handicapped that duestions which appear before us today. (The audience arose and applauded.) 
way and that we don’t put a little higher For that reason, I would like to see the President Cutler:—Is there any other further business? 
price on our own value. I understand we committee definitely instructed to give W. E. Greiner :—Another one, I would like to offer a vote of thanks to is the 
are about the lowest priced concern that some attention to the possible elimination old es - — for the work they have done. I should like to have a vote 
I know of. The N. A. R. D., of course. of committees ot thanks rom the floor. I should like to get a seconder. ; 
has a tremendous treasury. We are not The second point is that I should like (The motion was seconded variously and carried unanimously by a rising 
looking for that. We just want the money to see the committee definitely instructed vote.) : y é sing 
to carry on as you gentlemen yourselves to give the fullest a to the a oe (Cutler :—If there is no further business, we stand adjourned. 
want the work carried on. Nothing can raising of the dues so that this associa- he convention was adjourned at 12:40 o’clock.) 
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Bea gehii ; y sees ci oer Busch, Henry Paul joemaker & Busch: yoy tk Oo. trewer Col. Buc. Wovdestes: a 
ee _ S Mile Medical Compan Philadelphia _c . Mass Frailey, Carson P., American Drug Manufac- 
"Dt pre a oe ‘. npany, Buttrick, W. M., Celluloid Corporation, New j)naldson, Thomas, N. B. Danforth, Inc., turers’ Association, Washingtor 
B mame "G \ Merck & C Inc aoe I X yr] Wilmington, Del Frank, H. J., Blumauer-Frank Drug Company 
aE é , i . » stercer ¢ Ki. I > 7 I, ( » Orle i ilng 1 1 : : 
Rahway. N. J . Bynum, A. J., Eli Lilly 4 2 —— Darling, Dr. L. R Burroughs-Welcome & Co., _Portland, Ore 
Bedsole J s Bedsole-Calvin Drug Company ine New York Frank, Lauis, Pennsylvania Wholesale Drug 
“Mobile ; : rae ; eo DeCesare. J. €C Heaith Products Corporation, Company, Wilkes Barre, Pa ; 
Beitler Lewis E Kimble Glass Compan) G Newark, N. J Freeman, A I... Chapman Drug ympany 
Vineland, N. J ) Camp, G. L., Dow Chemical Company, Mid- DeMoss, E. H., Peter-Neat-Richardson Com- | Knoxville, Tean. | | sa springs Hotel 
3ellinger, W. A., Gibson-Snow Company, In¢ land. Mich pany, Louisville “ } P . Company “Brench I in Ind ee ae 
Rochester, N. Y. Campbell, James C., Texas Drug Company DeNoyelles, Marshal N., Chas. fizer & Co., a 7% oe —, ; cme ieee 
Zelsterling, John F., Aschenbach & Mille Dallas Inc New York I I a. Louis J.. American Can Company; 
3 *hiladelphi:z . arto Toods A eli Lilly & C ndina- DeWoody, <. J., J. W. Crowders Drug Com- Chicago. : : F 
ane Li . on , mal er-Morrison Company, C1! , ae = 3 — pany, Dallas Fries, .. +, Davol Rubber Compan Provi- 
cas ; a : ; ie 10% gt > > tterle teorge ‘oders rg ets ‘om- dene 2 
cago Carey, James, James Baily & Son. Baltimore Dieterle, George A., Federal Product Com de nee, Hh. . cemue - Pritts ee 
Best, W. G., VanVleet-Mansfield Drug Com- ae Cc. Scott Behrens Drug Company, pany, Cincinnat Fritts, Ww i liam F “ W —— I Fritt Drug 
ny, Memphis Waco, Tex Dodds, W. H., Michigan Drug Company, De- | Company, Chattanooga, Tenn Tulle, Inc 
Retts, Walter M., Allaire, Woodward & €o., Carnahan, J. H Morris Morton Drug Com- troit : ; Fuile. mer es A., Truslow & Fulle, Inc., 
Peoria, I]! pany, Fort Smith, Ark. Doerr. George V., Minneapolis rug Com- : sroo ly a 8: - asia > be 
s3iebinger, O. L., Mallinckrodt Chemical Works Casey, T. W Fauitless Rubber Company, pany, Minneapolis Fulle. Charles A., jr., Truslow & Fable, Inc., 
St. Louis. Ashland, Ohio Dohme, A. R. L., Sharp & Dohme, Baltimore Brooklyn. 
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Company, 
Company, 
Crandon-Hunter 
Kalamazoo, vy ; Spence American Perfumer, New 

Levy, Louis Spencer, 4 ° | i a 





Mallinckrodt Corporation, 


Lynchburg, 
Philadelphia. 7 s Barksdale, 
Company, ndianapolis. 


Drug Company, 


Lockwood, 
*hiladelphisz Gloucester, 
es Industrial 





Corporation, 
Hessig-Ellis Company, 


Gibson-Snow Company, 


Seabury & Johnson, New 


Rex Spray Company, 





Continental 


Powers-Taylor 





Indianapo- 
Robinson-Pettet 
Graham, William, Wm. Graham & Co., 
Greenberg, 


Greiner-Kelly 


Company, Kalamazoo, 


Glass Corpora- McCawley, Peter-Neat-Richardson Com- 
Louisville, 
MacCallum, 


Rochester, 


Company, 
i Groover-Stewart 
Jacksonville, 


Henry W., 


Richardson, Richardson Corporation, 
Richardson, 
Philadelphia. 


Gibson-Snow McDonough, 


McGaughey, 
Baltimore. 





McGibbon, 
Francisco. 
MeGiveran, 


Philadelphia. 


McIlvaine, Melivaine 
Philadelphia. 


McKinney, 


Rutherford, 
Drug Company, wae. 
: Baltimore 
Company, Robinson, 
Henderson, , 
Hendrickson, Roellinger, 
Philadelphia 
Spurlock-Neal 
Drug Company, Hungerford 
Rochester, E 
Massingham, 
Pittsburgh. 


4 ; Shoemaker Shipley-Massingham 
Philadelphia. ee 


Company, Corporation, 


Manufacturing Com- ion Henry B. 


Springfield, Baltimore, 


Matthiessen, Houbigant, 


See ee ‘Pharmaceuti- Kiefer-Stewart 
Baltimore. i in : : 
General Repre- Indianapolis Company, 


Horlicks Malted 


7 Company, 
Company, 
Columbus, Philadelphia. 


Schlosser, Ex-Lax Manufacturing 


Company, 


Pepsin Syrup Company, Schieffelin Schieffelin 
Horlick’s Malted Milk Com- Schieffelin Schieffelin 
Company, &t. Cincinnati. 


The Druggists Circular and 


Publishing Company, Cincinnati. 
Aschenbach Schuh Drug 
i ; Philadelphia. 
Ashland, Ohio. 


Spray Company Scott, Walter, Scott Drug Company, Charlotte, 


Drug Company, 


Huisking, Manufacturing 


~ Richmond. 
Frank M., Glover Company, ae 
Humphreys, 

Medicine Company, 
Humphreys, 


” International Proprietaries 
Humphrey's Milwaukee € 4 1 
. Milwaukee Shoninge 
Humphrey's Photoproducts, siteay ai Armstrong 
Binghamton, Philadelphia 
Montgomery, Parker-Blake 


ee Mooney-Mueller- Charles Hubbard 
‘ Indianapolis > 

Company, . . 
. Malinckrodt 
grunswick, N ; 
» Aschenbach 
Philadelphia. 
Prophylactic 





Hungerford Smith Com- 
Rochester, F 


W.. Richardson Corporation, If 
Jacobsohn, , 


Company, Bal 
jaltimore. 
te Schuylkill Company, 
Philadelphia 

Manufacturing 


Philadelphia 


Coca-Cola Kiefer-Stewart 


Company, 


Company, Philadelphia. 


Solomons, 


Gibson-Snow Baltimore. 


Pharmaceutical 


Company, 


Boyd Manufacturing Company, cs 
Birmingham, Burroughs- Wellcome 


Laboratories, Newcomb, 
Niederhofer, O 
Newburgh, Cincinnati 
Philadelphia. fs 
Doster-Northington, 





Birmingham 


Kronkosky, Photoproducts 


Thompson, 
Binghamton, } 


Philadelphia 
Hasslacher 


Leland, John Thompson 
Northington, . ; 

Birmingham, 
Company, Columbus, 


O'Shaugnessy, 


Coca-Cola Company, 


Painpatch, Corporation, 
Lassere, Edward, Coleman & Co.'s 

Corporation, 
Lawrence, 


Wincarnis 


Company, 
Hungerford 
Lawrence, Lawrence-Williams Rochester, N Fs 
Cleveland. 
Parker-Blake 


Advertising saboratories, 


V 


Vance, J. W., Hoffman-La Roche Chemical 
Works, New York. 

Van Gorder, A. H., Hall-Van Gorder Com- 
pany, Cleveland. 

Veeneman, William, Kentucky Holding Corpo- 
ration, Louisville. 

Vliet. R. M., Fox-Vliet Drug Company, Okla- 
homa. City ; 
Vogeler, Karl A., Alfred Vogeler Drug Com- 


pany, Cincinnati. 


Waite, Austin, Walding, Kennan & Marvin 
Company, Toledo, Ohio. 

Wallace, Mark A., Eli Lilly & Co., Indianapo- 
lis. 

Walters, W. J., Johnson & Johnson, New 
Brunswick, N. J. 

Ware, Walter F., Walter F. Ware Company, 
Philadelphia. 

Wassercheid, A. A., Mallinckrodt Chemical 
Works, New York 

Waterbury, C. H., Lehn & Fink, New York. 
Waterbury, H. L., John L. Thompson Sons & 
Ce. Trey, NM. X- 

Webber, Calvin R., Packer Manufacturing 
Company, Inc., New York 

Weber, F. E., Seabury & Johnson, Chicago. 
Whidden, R. A., Bauer & Black, Chicago. 
White, I. S., Hartz & Bahnsen Company, Rock 
Island, Il 

White, J. Warren, Sisson Drug “ompany, Hart- 
ford, Conn 

Whittlesey, Charles W., Chas. W. Whittlesey 
Company, New Haven, Contr 

Whittlesey, Robert B., Chas. W Whittlesey 
Company, New Haven, Conn 

Whyte, H. H., H. K. Mulford Company, Phil- 
adelphia 

Wilkinson, J. D., Topics Publishing Company, 
New York. 

Williams, H. W., H. W. Williams & Co.,, Fort 
Worth, Texas 

Wilmarth, H. C., Grand Rapids Store Equip- 
ment Corporation, Grand Rapids, Mich. 
Wilson, George R., William Demuth & Co., 
New York 

Wiltsee, Lee, Wm. S. Merrell Company, Cin- 
cinnati. 

Wiseman, Bill, Armand Company, Des Moines, 
Iowa. 

Wiolman, A., H. Halper, Inc., New York. 
Woodruff, H. G., Coffin-Redington Company, 
San Francisco. 

Woodward, W. F., Keasby-Mattison Company, 
New York. 

Woede, F. H., P. Hellers Son Company, Inc., 


New York. 
Y 


Yates, H. B., Vick Chemical Company, Greens- 


boro, N. © 
Z 


Zimmer, B. F., Fritzche Brothers, Inc., Chi- 
cago 

Zink, Edward, Eli Lilly & Co., New York. 

Zwald, Fred J., Bastian-Blessing Company, 
Chicago. 





The Ladies 
A 


Adams, Mrs. N. Vincent, Racine, Wis. 
Albers, Mrs. Edward S., Knoxville, Tenn 
Alkon, Mrs. H., Jamaica, N. Y. 
Appleton, Mrs. Thomas H., St. Louis. 
Armor, Mrs. George M., Baltimore 
Arrington, Mrs. H. H., Rome, Ga 
Auerbacher, Mrs. L. J., New York. 


B 


tadgley, Mrs. C. M., New York 








sgeardsiey, Miss Olive, Elkhart, Ind 
Seardsiey, Mrs. A. H., Elkhart, Ind 
sedsole, Mrs. J. L Mobile 

sedsole, Mrs. M. P., Mobile 
sellinger, Mrs. W. A., Rochester, 
selsteriing, Mrs. John Philadel 
Bertoli, Mrs. L. J., Chicago. 
Biebinger, Mrs. O. L., St. Louis. 
Bishop, Mrs. F. H., New York 
Bobst, Mrs. Elmer, New York. 
Britton, Mrs. John S., Brdgeport, Conn. 
Buck, Mrs. J. Mahlon, Phi adelphia 
Busch, Mrs. Henry Paul, Philadelphia. 


C 


Caperton, Mrs. Woods A., Indianapolis. 
Cathcart, Mrs. John, Newburgh, N. Y 
Churchill, Mrs. W. N., Burlington, Iowa. 
Cleveland, Mrs. A. E., Cambridge, Mass. 
Coatsworth, Mrs. William M., Newark, N. J 
Connor, Mrs. A. P., hiladelphia 

Conover, Mrs. S. H New York 

Crounse, Mrs. W. J., Washington 


D 


De Cesare, Mrs. J. C., Newark, N. J 

De Moss, Mrs. E. H., Louisville 

De Noyelles, Mrs. Marshall N., New York 
De Woody, Miss Francis, Dallas, Texas. 
Doerr, Mrs. George V. Minneap 
Dohme, Mrs. A. R., Baltimore 
Donaldson, Mrs. Thomas, Wilmington, Del. 
Dorland, Mrs. Ralph, New York 


E, 


Ellis, Mrs. H. C., Chicago 
Evans, Mrs. George B., Albany, N. Y 


F 


Fitzgerald, Mrs. E. S., San Francisco. 
Folsom, Mrs. H. M., San Diego, Cal. 
Foreman, Mrs. F. W., Toledo, Ohio 
“ox, Mrs. H. 1., Wichita, Kan 

“ox, Miss Florence, Wichita, Kan 
‘railey, Mrs. Carson P., Washington. 
“rank, Mrs. H. J., Portland, Ore 
“rank, Mrs. Louis, Wilkes-Barre, Pa. 
*‘reeman, Mrs. A. L., Knoxville, Tenn. 
freundt, Mrs. Louis J., Chicago 

‘ulle, Mrs. Charles A., jr., Br 
“ulle, Mrs. Charles A., Brooklyn 


G 


Galant, Mrs. F., New York 

Gerndt, Mrs. Andrew H., New York 
Geib, Miss Margaret E., Philadelphia 
Gibson, Mrs. William W., Albany, N. Y 
Graham, Miss Edith, Baltimore. 
Graham, Mrs. William, Baltimore 
Gray, Mrs. ©. L., Meridian, Miss 
Gray, Mrs. Charles M., Norfolk, Va 
Greenberg, Mrs. Ben, New York. 
Gritzan, Mrs. H. H., jr., New York 
Groover, Mrs. F. C., Jacksonville, Fla. 


H 


Hahn, Mrs. Louis, Syracuse, N. Y. 
Hannerty, Miss Dorothy, Chicago. 
Hayes, Mrs. P. A 


I 
I 
I 
I 
I 
I 
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Greensboro, N. C. 
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IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 














Hayden, Mrs. Frank, Rutherford, N. J 

Hilles, Mrs. Albert G., jr., Philadelphia 

Hodge, Mrs. E. J., Natchez, Miss 

Hoeflich, Mrs. J. G., Springfield Ohio. 

Hoffman, Mrs. Edmund, New York 

Hott, M John P., Monticello, I 

Huble, Mrs. ¢ Ashlar Ohio 

Huckins. Mrs. F. O., ” do, Ohio 

Hughe Mrs. Frank M., New York. 

Jacol n, Mr Klizabeth, New York 

Kearns Miss Pauline, Chicago 

Kelsne Mr \., Buffalo, N. Y 

Kirby \ \ 

Kir go 
KK line 

Knigl } 

Koch, Miss Anne, Oil, Paint and Drug Re- 
porter, New York 

Kuhn, Mr l.., Philadelphia 

Kutz, Mr Milton, New York. 
Larmou Mrs. James J., East Orange, N. J 
Lawrence Mrs. Paul, Cleveland 
Leich, Mrs. Clarence, Evansville, Ind 
Littall, Mrs. <. S.. New York 
Lockwood, Mrs. Felix, Philadelphia. 
Love, Mrs. W. k., Memphis. 

Luly, Mrs. A. C., Alton, Ill. 

Lyman, Mrs. D. C., Ambler, Pa. 
Lyman, Mrs. Sydney, Montreal 

Lyon, Mrs. H. Guy, Louisville. 

Lynn, Mrs. Charles J., Indianapolis. 


M 





McCawley, Mrs. H. L., Louisvill 
MeCully, Mrs. Edwin H St. Louis 
McDonough, Mrs. Francis, Brooklyn 
Mathers, Mrs Daniel, Woodbury, N. J 
Mathison Mrs Howard, Chicago 
Matthiesser Mrs. FE. P., New York 
Meginnis Mrs William, Philadelphia. 
Melman Mrs. D., New York 

Melman, Mrs. I., New York 

Merrell, Mrs. Charles G., Cincinnati 
Merrel, Mrs. George R., St. Louis 
Merrell, Mrs rhurston, Cincinnati 
Meyer Mrs. William Philadelphia, 
Minor, Mrs. N. Y Richmond 

Moore, Mrs. Edward B Philadelphia 
Morrison, Mrs. E. A Meridian, Miss 
Morrison, Mrs. James, Toledo, Ohio 
Murray Mrs. W J jr Columbia, § 
Muth, Mr Charles, Baltimore 

Muth, Miss Isabel, Baltimore 
Newcomb, Mrs E. L., New York 
Neil. Mrs. James W New York 
Niederhoter Mre. O. J Cincinnati 
Noble, Mrs. W. G., Toronto 

Noonan, Mrs. L. M., St Lauis 
Northington, Mrs, M. P., Birmingham, Ala. 
Panopulo, Mrs. George, New York 
Patten, Mrs. E. B., Newark, N. J. 
Penick, Mrs. S. B., New York. 
Pfeifer, Mrs. Leon, New Orleans 


The Entertainment 


heard on all sides for the 
provided by the committee 
on arrangements and entertainment. 
which was headed by Harry J. Schnell, 
of The Oil, Paint and Drug Reporter, New 


Praise was 
entertainment 








York, as general chairman. Associated 
with him on the committee were Louis J. 
Auerbacher, Dry Mil Company, New 
York; Max Bakst, Bakst Brothers, New 
York; Franklin Black, Charles Pfizer & 
Co., New York; E. H. Bobst, Hoffmann- 
La Roche Chemical Works, New York; 
R. R. Brown, U. S. Industrial Alcohol 


Company, New York; Aglar Cook, Topics 
Publishing Company, New York; F. D. 
Coster, McKesson & Robbins. Inc., New 
York; Raymond Foster, Bayer Company, 
New York; Charles A. Fulle, Truslow & 
Fulle, Brooklyn; Charles L. Huisking, 
Chas. L. Huisking, Inc., New York; Dr. F. 
Langdon Humphreys, Humphreys Home- 
opathic Medicine Company, New York; 
J. H. Jacobsohn, Bronx Drug Company, 
New York; F. R. Jones, Johnson & John- 
son, New Brunswick, N. J.: William O. 
Kuebler, Roeber & Kuebler Company, 
Newark: Milton Kutz, Roessler & Hass- 
lacher Chemical Company, New York; 
Charles A. Loring, North American Dye 
Corporation, Mount Vernon, N. Y.; Dr. 
Henry ©. Lovis, Seabury & Johnson, New 





York Percy CC. Magnus, Magnus, Mabee 
& Reynard, New York; George W. Merck, 
Merck & Co., In Rahway, N. J.; 8S. B. 
Penick. S. B. Penick & Co., New York; 
Henry Pfeiffer, William R. Warner & Co., 
Inc.. New York; H. H. Robinson, Henry 
B. Gilpin Company, Baltimore John €¢ 
Robinson, Merck & Co. Ine., Dallas, 
Texas: William Jay Schieffelin, It. 
Schieffelin & Co., New York; Walter V. 
Smith, Valentine H. Smith & Co., Phila- 
delphia; Jean E. Speckel, C. S. Littell & 





Co., Inc., New York; Harry A. Stebbins, 
Merck & Co., Inc., New York; Montaigu 
M. Sterling, E. Fougera & Co., Inc., New 
York Evans, E. A. Stone, Stanco Dis- 
tributors, Inc., New York; A. A. Wasser- 
schied, Mallinckrodt Chemical Works, 
New York: C H. Waterbury, Lehn & 
Fink, Inc., New York; F. E. Watermeyer, 
Fritzsche Brothers, Inc., New York ; 
Christian B. Zabriskie, Pacific Coast 
Borax Company, New York: Edward 
Zink Eli Lilly & Co., New York. 

The ladies’ committee was made up as 
follows :—Mrs. T. H. Appleton, Mrs. L. J. 
Auerbacher, Mrs. Allen L. Carter, Mrs.” 
Raymond Foster, Mrs. Charles A. Fulle, 
Mrs. Edmund Hoffmann, Mrs. F. E. Holli- 
day, Mrs. Milton Kutz, Mrs. Charles S. 
Littell, Mrs. Charles A. Loring, Mrs. 
James Morrison, Mrs. G. Barret Moxley, 
Mrs. E. L. Newcomb, Miss Mazie Robin- 


son, Mrs. W. J. Schieffelin, jr., Miss Jean 
Elizabeth Schnell, Mrs. A. Homer Smith, 
Mrs. Walter V. Smith, Mrs. Jean Speckel, 
Mrs. Evans E. A. Stone, Mrs. W. J. 
Walters, Mrs. A. A. Wasserscheid, Mrs. 
Charles H. Waterbury, Mrs. F. E. Water- 
meyer, Miss Ruth C. Whitney. 
Sunday afternoon, September 25, 
members of the ladies’ committee 
entertained at tea by the general 


the 
were 
chair- 


man. Monday at eight o'clock the mem- 
bers of the men’s committee attended a 
breakfast meeting. At these two gather- 
ings Mr. Schnell] outlined the details of 


the activities for the week and appointed 
various subcommittees which functioned 
during the week. 

These committees were made up as fol- 
lows :— 

Chairman’s 
Charles A. Loring, 
Edward Zink. 

Banquet Seating Committee.—Walter V. 
Smith, Charles A. Loring, Miss Margaret 
Geib. 

Automobile Committee 
tournament).—Louis J. Auerbacher, E., 
H. Bobst, Milton Kutz. (For ladies’ lunch- 
eon at Seaview) Charles A. Fulle, Charles 
A. Loring, Percy C. Magnus, S. B. Penick. 

Taking Banquet Tickets.—Charles lL. 
Huisking, Henry C. Lovis, M. D., H. H. 
Robinson. 

Concert Committee (Wednesday night ).— 
Milton Kutz, Charles A. Fulle, Charles L. 
Huiskineg. 


Advisory Committee, — 
Charles L. Huisking, 


(for men’s golf 


Committees for All Dances.—R. R. 
Brown, Percy C. Magnus, Montaigu Sterl- 
ing. Edward Zink. E. H. Bobst. 


Golf Committee.—Algar Cook, Robert 
H. de Greeff, Lee Bristol, G. Stewart King, 
H. lL. Brooks, P. A. Rising. 

Registration Committee.—John C. Rob- 





inson, Miss Mollie Finnen (Oil, Paint & 
Drug Reporter), Miss Margaret Geib 
(Valentine H. Smith & Co.). 


Roller Chair Ride Committee.—S. RB. 
‘Penick, Jean E, Speckel, Dr. F, Langdon 
Humphreys, A. A. Wuasserscheid 


Water Carnival Committee Charles L. 


Loring, H. H. Robinson, Edward Zink. 

Ladies Bridge at Seaview.—Sirs. Charles 
S. Littell, Mrs. Allen L. Carter. Mrs. 
Charles A. Fulle, Miss Mazie Robinson, 
Mrs. W. J. Schieffelin, jr.. Miss Jean E. 
Schnell, Miss Ruth C. Whitney. 

Ladies Bridge at Ambassador.—Mrs. 
Milton Kutz, Miss Jean E. Schnell, Mrs. A. 


Homer Smith, Mrs. Walter V. Smith, Mrs. 
Charles A. Fulle. 
Ladies’ “Get Together” Gathering.— 


Mrs. T. N Mrs. Charles §S 


Appleton, 


Harry J. Schnell, General Chairman on 
Arrangements and Entertainment, 
and his daughter, who was one 

of the hostesses 
James Morrison, Miss Mazie 


Littell, Mrs 


Robinson, Mrs. A. A. Wasserscheid, Miss 
Jean E. Schnell. 
Opening Musicale 
The entertainment program got under 


way Sunday evening with a concert in the 
Ambassador given by 


main lobby of the 

the Ambassador Hotel orchestra and the 

Lyric Male Quartet. 

The following was the program :— 

1. Pomp and Circumstance...... ...-Elgar 
(ORCHESTRA) 

2. Soldiers Chorus (Faust......ccccrces Gounod 
(QUARTETTE) 

3. Vesta da la Guibba.... Leoncavalla 


(TENOR SOLO) 


4. Operatic Selections... Tee . Faust 
(ORCHESTRA) 
+. When Big Profundo Sings Low C.....Solman 
(BASS SOLO and ORCHESTRA) 
CG, Grpee Ble ccds oc 05.00.02 css sacisese Sarasate 
(VIOLIN SOLO) 

AM Wg, Se gull Fiorato 
(b) Kentucky Babe.... Sek eae Bimbo 
(QUARTETTE) 

BS. BeoteR Al. sccccesesvvsceseces ..-Middleton 
(ORCHESTRA) 

A most acceptable feature of the con- 
vention was the publication of a daily 
four-page paper which gave the names 
and room numbers of those registered 
at the convention as well as the conven- 


tion happenings. 


Souvenirs Were Plentiful 


Another outstanding feature was the 
generosity of manufacturers in the dis- 
tribution of souvenirs. Indeed, so many 
souvenirs were distributed at the con- 
vention that many were heard to say 
they would have to buv extra trunks to 


carry away what they got. 
The convention souvenir provided by the 


entertainment committee for the ladies 
was a DeVilbiss perfumizer and dropper 
nd a two-pound decorated tin box of 





Pfeifer, Miss Anna, New Orleans. 

Pope, Mrs. K. M., Toledo, Ohio 

Post, Miss A. M New York 

Powers, Mrs. J. J., New York 
Richardson Mrs. Durbir Rocheste N Y 
Richardson, Mrs. L Philadelphia 
Ringel, Mrs. George L New York 
Ringgold, Mrs. R. C., Baltimore 

Ritche Mrs. W. P., Brooklyn 
Robinson, Miss Mazie, jaltimore 

Roth, Mrs. W Cedar Rapids, Iowa. 
Rowe, Mrs. A. H., New York 

Sage Mrs. Henry J New Yorl 

Sandahl, Mrs T'. Beuy Ge Moines, lowa 
Schieffelin, Mrs. W. J ir New York 
Schiel, Mrs Herbert, New York 
Schlosser Mrs William, Brooklyn 
Schnell, Miss Jean, South Orange, N. J. 
Schuh, Mrs. J P., Cairo, Ill 

Scott, Mrs Walter, Charlotte a > 
Sheehan, Mrs. T. C Jersey City 

Silvey Mrs. ¢ H Pittsburgh 


mrs. FF. ds, 
Mre. A. M., 


jr., Syracuse, N. Y. 
Newark, N. J. 


“imons, 
Slaght, 





Smith, Mrs. A. Homer, Baltimore 
Smith, Mrs. Howard E., Philadelphia, 
Smith, Mrs. J. G., Savannah. 

Smith, Mary E., Baltimore. 

Smith, Mrs. Walter V., Philadelphia. 
Solon, Mrs. F. J., Toledo, Ohio. 
Speckel, Mrs. J c New York 

Starr, Mrs. Frank C saltimore. 
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T Mrs. R. J \tlanta 
rt Mr Benjan s Philadelpt 
Ti Mrs. Charles W Montrea 
7 i Mrs. J M St Louis 
r Mrs. I ( ( iZ 
V 

Vance, Mr We 2 y 
Van Gorder, Mr A. H ley 

neman Mr William Lou 
Vogeler Mi Kleanot ‘ i 

W 

Waite Mr Austin Tol 
Walte Mrs. W. J., New Bruns cg, ts 2 
Vassercheid Mrs \ A., New Y« 
Waterbur Mi ( H., New York 
Waterbur Mrs. H. I Troy, N. ¥ 
Weber, Mrs. F. E., Chicag 
Whidden, Mr R A... Chicage 
White, Mrs. I. 8S., Rock Islane Il 
White, Mrs J Warren Harttord Contr 
White, Miss Margaret FE Ro« Island, Ill 
Whittlesey, Mrs Robert is Ne Haven, 
Conn 
Whyte, Mrs. H. H., Philadelphi 
Wolman, Mrs. A., New Yor) 
Wiede, Mrs. F. H., New Yorl 
Zimmer, Mrs. B. F., Chicage 
Wright, Miss Katherine, Cincinnati 


Side of the Meeting 


“Nut Shell” candy, the former being given 


at the time of registration and the latter 
at the banquet At the ladies’ bridge at 
Seaview, each of the ladies was presented 
with a gold-plated compact through the 
courtesy of Richard Hudnut and a bottle 


“Karess” perfume through the gener- 
Woodworth, Inc At the ladies’ 
the Ambassador, each lady re- 
jar of Pinaud’s cold cream and 

Armand's face powder. 

The Owens Bottle Company distributed 
jars of bath salts; E. Fougera & Co., com- 
pacts; the Coca-Cola Company, portfolios 
for the ladies and pen desk for the 
men; the B. F. Goodrich Rubber Com- 
pany, water bottles and bathing caps for 
the ladies and combination ash trays and 
a desk pen for the men; the Faultless 
Rubber Company, hot water bottles; the 
Mennen Company, face powder in solid 


of 
osity ot 

bridge at 
ceived a 
a box of 





sets 


form; the Feen-A-Mint Company, its own 
product; the Wm. S. Merrell Company, 
its new tooth paste; Pluto Water Com- 


pany, “Pluto’’ water; the Dry Milk Com- 
pany, boxes of its new confectionery made 
with sugar and milk. Many other manu- 
facturers distributed samples of their 
preparations. 


he 


attended 
of the association, 
Following the 
they retired to 
tea room where 
renewed and new 


opening busi- 
Monday 
addresses of 
gather in the 
old acquaint- 
ones formed. 


the 


ladies 
ness session 
forenoon. 
welcome 
Japanese 
ances were 


Hugh Walters, a well-known artist, 
sketched individual portraits, and while 
the ladies were waiting to have their 
portraits made, Martini, a celebrated 
palmist, in the privacy of a Moorish tent, 
read their palms. These features were 
so popular that both Mr. Walters and 
Martini returned in the afternoon the 


following day to continue their work. 


Annual Golf Tournament 


After the adjournment of the morning 
session automobiles provided by the com- 
mittee took golfers to the Seaview Golf 
Club where the annual golf tournament 
was held The result of the tournament 
follows :— 









Winners of General Prizes 
grand prize (‘‘Drug Topics’ cup) for 
net score, H. J. Frank, 91-26-65 
for lowest gross (golf bag), Durbin 





Richardson, 74 
Winners in First Flight 
Low gross, first prize (kit bag), C. D. 
Smith, 7% 
Low gross, runner-up prize (flask case), Har- 


old Simpkins, 82 


Low net, first prize (humidor), G. C. Wilson, 
S$2-12-70 

Low net, runner-up prize (cigarette lighter), 
E. H. Bobst, 85-15-70 

Winners in Second Flight 

Low gross (traveling clock), E. H. Mc- 
Cully, 91 

Low net, first prize (kit bag), J. Howe, 
91-19-72 

Low net, runner-up prize (sweater), R. E. 


94-22-72 


Winners in Third Flight 


Dorland, 


Low gross, first prize (cigarette case), H. S. 
Valentine, 6. 

Low gross, runner-up prize (wallet), William 
Ochse, 101. 

Low net, first prize (malacca cane), R. R. 
Patch, 99-26-73. 

Low net, runner-up prize (tie pin and clasp), 
(*. J. De Woody, 101-26-75. 


Winner of Wholesalers’ Match 
for wholesale druggists only 
Smith 


prize, 
G. 


Low net 
(smokador), J. 


Water Carnival 


At 2:30 in the afternoon the ladies were 


taken for a roller-chair ride, following 
which there was a water carnival in the 
pool of the Ambassador. There were 


many entries and much fun. The prizes 
consisted of jewelry, wallets, and a clock. 
The events for the ladies, with the 
winner of each, follow :— 
20-yard race, Mrs. Charles A. Fulle, jr. 


Balloon race, Miss Jean Elizabeth 
Schnell. 

Candle race, Miss Jean Elizabeth 
Schnell. : 

Blindfold race, Miss Jean Elizabeth 
Schnell. 

Tub race, Mrs. F. O. Huckins. 

Candle race, Miss Ethel Greenburg. 

Blindfold race, Mrs. H. W. Folsom, 

Miss Schnell refused to accept more 
than one prize whereupon the commit- 
tee in charge of the water rnival 


awarded two of the prizes she had won 


to the following contestants who had 
come in second :— 

In the events for men the following 
were winners :- 

40-yard race, Charles A. Fulle, jr. 

Potato and spoon race, H. W. Rey- 
nolds. 

Blindfold race, H W. Reynolds and 
Charles A. Fulle, jr., tied for first place. 
On the flip of a coin Mr. Fulle was de- 
clared the winner. 

Monday evening there was a reception 
in honor of President and Mrs. CC. F 


Michaels on the Brighton avenue porch 


of the Ambassador, followed by a cotil- 
lon and buffet supper. Those who re- 
ceived were Mr. and Mrs. Harry I. Fox, 
who represented Mr. and Mrs. Michaels; 
Roblin H. Davis and Mrs. Mahlon N. 
Kline, Captain and Mrs William Jay 
Schieffelin, jr., Dr. and Mrs. E. L. New- 


comb, John ©. Robinson, Chairman Harry 
J. Schnell and Miss Schnell. The cotillon 
was under the direction of H. T. Me- 
Connell, Chicago. The grand march was 
led by Mr. Schnell and his daughter. 


Bridge at Seaview 


At 12:30, Tuesday, automobiles took 
the ladies to the Seaview Golf Club 
where luncheon was _ served, following 
which bridge was played. The ladies 
winning the prizes which were awarded 
on a basis of the highest scores follow 
in the order of their —Mrs. Paul 
Lawrence, Mrs. C. H. Waterbury, Mrs. I. 
S. White, Mrs, S. H. Conover, Mrs. J. W. 
Vance, Mrs. George Doerr, Mrs. J. L. 


scores: 





Bedsole, Mrs. Thurston Merrell, Mrs. H. 
J. Sage, Mrs. P. M. Cope, Mrs. F. C. 
Groover, Mrs. A. H. Rowe. 


At 9:30 Wednesday evening, there was 
a dance at the Ambassador, during which 


Miss Marya Koslow, a celebrated toe 
dancer, gave a delightful program. 
Bridge at the Ambassador 
Wednesday afternoon there was a 
bridge and tea for the ladies at the Am- 
bassador The following were prize- 
winners, in the order of their scores :— 
Mrs. G. L. Ringle, Mrs. J. G. Hoeflich, 
Mrs. M. N. Kline, Mrs. M. P. Bedsole, 
Mrs. C. N. Badgley, Mrs. C. G. Merrell, 
Mrs. E. B. Patten, Mrs. Ralph Dorland, 


Mrs. E. P. Mathiessen, Mrs. S. B. Penick. 


Evening Concert 


Wednesday evening Miss Mary Lewis, 
soprano, of the Metropolitan Opera Com- 


pany, and Salvatore de Stefano, harpist, 
gave a concert in the Renaissance room 
of the Ambassador. Their program fol- 
lows :— 


S. Cok Sele Dinmaneihe, és én ckaasear Paisiello 





©. Lae Biles de Cadiz. .....cccccsce ...-Delibes 
‘ Staendchen na 606bepe S6sdeeuee Strauss 
Mary Lewis 

II 
SE i OP oe Ce ere ....Handel 
b. Ball tne @beteee Coes SRS RESED Hasselmans 
c Impromptu ... Tt TT:hLUUtt~—“CsN 
Fee WOON. nic 605.6 05.6445:03600 Zabel 

Salvatore de Stefano. 
Ill 


Romeo et Juliette... 
Mary Lewis. 


Aria: Waltz from Gounod 


zV. 
a. Spanish Dance.......... Zuera-DeStefano 
ewer .....Hasselmans 
c. Swanee River Foster-DeStefano 
GO; Ta GRA 6 6s. 6 b04 a deed ob seaeeee Posse 
Salvatore de Stefano. 
Vv. 
&:; Beet Diet eehs occ ccckakecces caus J. L. Malloy 
b. The House That Jack Built...Sidney Homer 
Ge. Bahn nS0:0 60 tubewens seeeces Pearl Curran 
d. Tarantelle Napleatana........cceceece Rossini 
Mary Lewis. 
VI. 
a. The Waters of Minnetonka....... Lieurance 
eee eo ere ee een Besly 
ec. Ouvre tes yeux bleus -.++...Massenet 
Mary Lewis and Salvatore de Stefano. 
After the concert there was a dance, 
followed by a buffet supper. 
Thursday afternoon there was a roller 


chair ride for the ladies, and in the eve- 


ning the annual banquet was served in 
the tenaissance room. Following the 
banquet there was a dance in the Pom- 
peian room of the Ambassador, which 
brought the convention activities to a 
close. It was 2:30 Friday morning when 
“Home, Sweet Home” and “Auld Lang 
Syne” were played. 
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OIL, PAINT AND DRUG REPORTER: MARKET AUTHORITY SINCE 1871 


The Annual Banquet 


Roblin H. Davis, Denver, was toast- 
master at the annual banquet in the 
Renaissance room of the Ambassador 
Thursday evening The guest speakers 
were Governor A. Harry Moore, of New 
Jersey, and Brig.-Gen. Herbert M. Lord, 
Director of the United States Bureau of 
the Budget. Others seated at the head 
table were Mrs. H. M. Lord, Harry I. 
Fox, the retiring first vice-president, who 
had been chairman of the convention; 
Mrs. Fox, Sewall Cutler, the president- 
elect: William J. Schieffelin, jr., and Mrs. 


Frank C Groover, former 
Mrs. Mahlon N. Kline, Frank 
E. Bogart, former president; E. L. New- 
comb, secretary; Mrs. Newcomb; Dudley 
W. Figgis, president of the National 
Paint, Oil and Varnish Association; and 
the Rev. Thomas J. Cross. 

The room was beautifully arranged 
and decorated, the tables being set for 
ten In the center of the room there was 
a large table in the form of a_ horse- 
shoe in the opening of which a_ fountain 
was set This was designated as the 
young people’s table, and was occupied 
by forty-five of the younger members 
of the convention party, under the 
chaperonage of Mrs. T. H. Appleton. 

During the dinner the Lyric Male 
Quartet composed of Paul Haas, first 
tenor: Clyde Little, second tenor; Lewis 
Hund. first bass; Ross Calkins, second 
bass: L. Powell Evans, director, sang 
numerous popular melodies. 

The menu was 


MENU 
raspberry flavor 

almonds Queen 
amontillado 

excelsior 
lamb a 


beans, 


Schieffelin, 
president ; 


following served :— 


of fruits, 
Deviled 
green turtle, 
lobster 

spring 
ima 


Supreme A 
Celery olives 
Clear 
Baby 
Boneless saddle of 
New string beans and 
Dauphine potato 
Heart of Romaine, Rhodesia 
Fresh peach glace Armenonville 
Mignardises 
Demi 
Cigarettes 


l’ Anglaise 
Fines herbes 


tasse 
Cigars Apollinaris 


After coffee and cigars had been served 





the toastmaster called the assembly to 
order in the following words :— 
’s Introd 
Toastmaster’s Introductory 
Toastmaster Davis:—We are here at 
the end of our business session at the 


fifty-third banquet of the National Whole- 


sale Druggists Association. With busi- 
ness out of the way, we come here to 
make merry, to listen to distinguished 


guests and to say goodbye. 

The function of the toastmaster at any 
occasion is, of course, to be as funny as 
he can without being ridiculous, to make 
the speech of each speaker as he intro- 
duces him so that speaker will have 
nothing new to say, to take all the blame 
for anything which the speakers may say 
which you like, to take all the blame for 
anything they may say which you do not 
like, and in a general way to be the—I 
think I may say—‘goat” of the occasion. 

Brevity is the soul of wit, and I hope 
when I am through, I may merit by my 
brevity the statement that I am as witty 
a person as you ever heard speak. 

First, it is my pleasure to read to you 
a telegram received about an hour ago 
from the Commissioner of Prohibition of 
the United States. J. M. Doran. This 
morning at our session we passed a reso- 
lution congratulating the administration 
on the appointment of Mr. Doran. Mr. 
Doran wires the association as follows :— 


Please convey to the association my sincere 
thanks and appreciation for the expression of 
confidence which they have set forth in formal 
resolution. I assure you and the association 
that I will endeavor to bring about and 
maintain cordial relations between the Bureau 


of Prohibition and the National Wholesale 
Druggists’ Association, and expect to protect 
them in all their legitimate interests. I am 
delighted to Know that you are in personal 
attendance (referring to Mr. rounse), and I 
give you my personal thanks for the message. 

Thanks to this wonderful place, At- 


lantic City, we have all had a pleasurable 


had conventions before 
The last time I re- 
from one of our con- 
‘asion to go into the 
State, and there I met 
an old gray-haired, bewhiskered individ- 
ual and I said to him, “Bill, I have just 
come back from Atlantie City.” 

He said, “Is that so? Well, I 
Atlantic City some years ago.” 

I said, “That is interesting. Atlantic 
City has changed a good deal, I am sure, 


time. We have 
in Atlantic City. 
turned to Colorado 
ventions, I had occ 
backwoods of that 





was in 





since you were there.” 

He said, “I suppose so. Who is run- 
ning the hotel now, do you know?” 

We have been very unfortunate in one 
way, in not having with us our president, 
Fred Michaels. I am sure that he has 
regretted it fully as much as we have. 
We have missed him. We have been very 
sorry he wasn't present. The able chair- 
man of the committee on arrangements 
had hopes that tonight Mr. Michaels 
might speak to you here at the banquet 


by a long-distance telephone, but the diffi- 


culties proved to be insurmountable, and 
for that reason you do not hear our 
president’s voice. I want to ask you all 
now to arise and drink the health of 
Fred and Mrs. Michaels 

(The audience arose and drank to the 
health of Mr. and Mrs. Michaels.) 


Toastmaster Davis:—Mr. Michaels has 
sent to Mr. Schnell a telegram which it 
gives me a great deal of pleasure to read. 
This is dated today at San Francisco:— 
like to again express my great regret 
at not being able to be present at the conven- 
tion and to contribute so much as I might 
have been able to success I am greatly 
pleased, however, at the reports 1 have 
ceived of the very successful meetings and to 
learn that substantial progress has been made 

As I look back over the years that I have 
been in business there has never been a year 
when there was not something either locally 
or nationally that apparently was about to 
seriously affect us but always means have been 
found to meet the new conditions, and we have 
gone on, generally with a greater volume than 
before Present conditions are, I think, largely 
history repeating itself, although in a different 
form, and I am very optimistic as to the out- 
come, as I am a firm believer in the necessity 
for the service wholesaler, both to the retailer 
and the manufacturer. It behooves us, how- 
ever, to put our houses in order and to be 
sure that we are service wholesalers in fact as 
well as in name Some of our members are 
giving this their constant attention, with re- 
sults that well repay them, but I am afraid 
candor compels me to say there are others who 
are content to get by under cover of the work 
done by their fellow wholesalers. Unless these 
slackers change their methods I venture to 
predict that in the course of a short time they 
will not with us. ? 

At French Lick a year 
hope that at the next meeting, when I would 
be passed on to the senior council—‘‘that 
bourne from whence no traveler returns’’—that 
there would be someone who would say a few 
kind words over the departed, but I did not, 
in my most sanguine moments, expect that I 
would receive anything like the very compli- 
mentary telegram that was sent on Tuesday. 
I cannot but feel that you have overestimated 
what I have been able to accomplish. 

I wish to make acknowledgment of the 
assistance I have at all times received from 
the members, and particularly the board of 
control, the committee chairman, our Washing- 
ton representative and our very efficient secre- 
tary, as well the others of the New York 
office, without whose help little could have 
been done 

To our new president I extend my heartiest 
good wishes for a very successful year and 
assure him of the hearty support of the entire 
membership.—C. F. Michaels, President. 

Not being a preacher, it is impossible 
for me to say those few kind words over 
the departed, which Mr. Michaels has 
asked for. I think far better than any 
further comment will be the report to 
Mr. and Mrs. Michaels of the hearty way 
in which we acknowledged our regret a 
moment ago that they were not present. 

As long as we don’t have Fred Michaels 


I would 


re- 





ago I expressed the 


great 


as 


to preside over us, we had the next best 
man, the first vice-president. I know 
we enjoyed very much his presiding over 
our sessions. I know we appreciated the 


care and the patience which he extended 
under some trying circumstances. Our 
vice-president, Mr. Fox, comes from Kan- 
sas, It was in Kansas years ago that 
the little boy went to a drug store, I 
think in Mr. Fox’s home town of Wichita, 
and said to the retail druggist, ‘I want a 
package of dye.” 


“Well,” said the druggist, “son, what 
color do you want?” 

He said, “I don’t know, I just want 
dye.” 


The druggist said, “I can’t fill the order 


unless I know the color. You must know 
that.” 

“No, I just want a package of dye, 
that is all.” 

“What do you want it for?” asked the 


druggist. 


“Well,” said the lad, “my mother sent 
for it. She has been having a great deal 
of stomach trouble and the doctor told 
her to diet.” 

It gives me a great deal of pleasure, 
ladies and gentlemen, to present to you 
our presiding officer at this convention 
and the. retiring first vice-president, 


Harry 


Fox. 
Harry 


Fox :—When it was impossible 
for Mr. Michaels to come, it was neces- 
sary for me to take up his official duties 
I do not feel that I can speak for Mr. 
Michaels, but I want you to know that 
it has been a pleasure for me to serve 
him and the association here. I want 
to thank all of those who have been so 
kind to me in the duties which I had to 
perform. I thank you. 

Toastmaster Davis:—It is always a 


case, ladies and gentlemen, of “the king 
is dead; long live the king.”” The new 
king comes from that rock-ribbed State 


of Massachusetts, that producer of Presi- 
dents, that home of the Pilgrims.. I 
know not what I might say in introducing 
have a 


to you our new president, but I 

little information which I think I should 
give you. It appears that some time 
today after the announcement of the 
election of the new president, a darky 
preacher got up to address his congre- 
gation. His sermon went somewhat after 
this fashion:—‘Sisters and Brothers—It 
has done been a miracle performed in 
these here parts. Last night as I was 


coming down through the all black holler, 
where the road twists around, where the 
pine’s all gnarled and bent, I seen in 
front of me a great white light on the 
ground. My knees hit against the old 
white horse and, brothers and sisters, I 
was skeered. This white light spoke and 
said to me, ‘Oh, brothers, I’se de Lord, 
and I’se come to ask you a favor.’ 
“I said, ‘Lord, I’se glad to see 
want to do you a favor. What is 
“Then, sisters and brothers, I 
to think, and I thought yar might 
devil in disguise and I better put 
the test. I said, ‘Lord, if you 
Lord, show me a sign, give me a token.’ 
“The Lord said, ‘Brother, I’se disap- 
pointed, but I will give you one token.’ 
“I said, ‘Oh, Lord, if you am de Lord, 
make this old pine tree straight,’ and the 


you I 
et 

stopped 
be the 
him to 
am the 


Lord wove his hand and the pine tree 
went straight as an arrer. 

“Then the white light said, ‘Brother. 
are you satisfied?’ 

“IT said, ‘Yes, Lord. What’s de favor?’ 
Then I thought, sisters and _ brothers, 
this may be the devil, I had better go 
slow. I said, ‘Lord, will you give me one 
more sign?’ 

“The Lord said, ‘I’se sorry, but I will 
give you one more sign.’ 

“I said, ‘Lord. if you am de Lord, 


straighten out this yer old road,’ and the 






Lord wove his hand and the road came 
straight as the pine tree. Then I said, 
‘Oh, Lord, I believes on You. What am 
the favor?’ 

“The Lord said—and I thought again, 
sisters and brothers, this may be the 
devil in disguise, so I said, ‘Oh, Lord, I 
think you’se the Lord, but I would like 
to ask you for one more sign.’ 

“The Lord said, ‘Brother, I’'se mighty 


disappointed, but 1 will give you one more 
tocken, one only.’ 


“IT said, ‘Oh, Lord, if you am de Lord. 


The 1927 N. W. D. A. Banquet 


tell me what will be the policies of Sewall 
Cutler.’ 





“That was too much for the Lord. He 
flopped his wings and flew away.” 

I take the greatest pleasure in intro- 
ducing to you the new president of our 


association, Sewall Cutler of Boston. 
(The audience arose and applauded.) 


President Cutler Speaks 


Sewall Cutler:—The _ toast- 
the evening said he was 


President 
master earlier in 





going to take the joy out of the life of 
every speaker. He has pretty nearly 
done it. It happens that next Monday 


morning at nine o’clock I have been sum- 


moned to report for jury duty, which I 
am not looking forward to with a great 
deal of pleasure. I have been thinking 
of the sensations of sitting on a jury, 


judging our fellowmen, rendering verdicts. 
The events here in the last two days have 
given me a different point of view. 

A year from tonight we will be sit- 
ting at a banquet at Atlanta. I hope 
all of us will be there. Then, gentlemen, 
my sentence will be completed. You as 
the jury will be rendering the verdict. 
I don’t hope for an honorable discharge. 
I am hoping that at least you can say, 
“He wasn't so bad, he did his best.” 1 
thank you. 

Toastmaster 
Commonwealth 


Davis :—The fact that the 
of Massachusetts has had 
to draft our president for jury duty 
shows that we made no mistake. 

I tried to put something over sitting 
up here during dinner. I tried to tell his 
excellency, the governor, something about 
Colorado. The governor has just come 
from Trenton where they are holding the 


New Jersey State Fair. I said to him, I 
think politely, “I suppose there are very 
few live stock or agricultural exhibits at 
the New Jersey State Fair,’ whereupon 
he loosed on me the greatest mass of 
Statistics covering the agricultural and 
live stock industries practiced in New 
Jersey that you can possibly imagine. I 
had to back up. I couldn't make good 
what I started out to do. 

Governor Moore is a native of New 
Jersey. He knows her people, he knows 
her problems; he is constructive. he is 
far-seeing, he has common sense More 
than that, a thing which will please you 
here is the fact that he has a keen real- 
ization of the position which the busi- 
ness man occupies in the life of America. 
As he said to me, he doesn’t think that 
because a business man is successful, he 
has horns and a forked tail. The gov- 
ernor, of course, is a busy man. He is 
busier than half a brick at an Irish riot. 
It is a great deal of pleasure for us to 
have him here and we appreciate it. 
There are lots of things I could say to 
you about him, but I shall forebear. I 
introduce to you with the greatest pleas- 


ure, Governor A. Harry Moore. 
(The audience arose and applauded.) 


Address by Governor Moore 


Hon. A. Harry Moore:—It is a very 
distinct pleasure for me to have this op- 
portunity of welcoming you to New Jer- 
sey. I am sure you have had a good 
time in this beautiful resort of ours. I 
appreciate too the kindly introduction of 
your chairman. 

Sometimes, you 
not so graciously 


know, the governor is 
presented. For the 
past fifteen years it has been my pleas- 
ure to go to the local cemetery in my 
home city and there speak for the Grand 
Army on Memorial Day. You know 
there are very few of those distinguished 


soldiers left. I have been going there 
year after year because I believe Me- 
morial Day is a holy day, not a holiday. 
Last Memorial Day a year ago, I went 
there to speak to the Grand Army. As 
they stood about the graves of their de- 
parted comrades, the old commander 


arose to present me and said, ‘Comrades, 
the speaker of the daY will be Governor 
Moore, and when he gets through speak- 
ing, the squad will fire a volley over the 
dead.” 


So I am sure there aren't any dead 
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IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


ones in the National Wholesale Drug- 
gists’ Association. In fact, you remind 
me more in these competitive times of the 


story of the fellow who had a litle red- 
headed boy working for him. He sent 
him out to an apartment house one day 
to deliver a _ package. I don’t know 
whether he was a druggist or not. 

The boy hadn’t been gone very long 
when the superintendent of the apart- 
ment house called up his employer and 
said, ‘‘Have you got a red-headed boy 
working for you?” 

He said, ‘‘Yes.” 

He said, “Well, he came here with a 
package and he tried to get in the front 
entrance and I told him he would have 
to go around to the rear, and we had 


quite an argument. The argument waxed 


hot and do you know I had to draw my 
gun on him.” 

The employer said, ‘“My goodness, you 
didn't shoot him, did you?” 

He said, “No, but I want my gun 
back.” 

So in these competitive days we have 
got to get what we go after. I am sure 
your organization does that. 

I am delighted to see so many ladies 
here. It is fine to bring the ladies along. 
I think of that story of the farmer who 
was so mean he would never spend any 
money unless he had to. One night he 
saw his farm hand going out with a 
lighted lantern. He didn’t like to see 
him burning up the kerosene. He said to 
him, “Where are you going with that 
lighted lantern?” 

He said, “I am going to see my girl.” 

“Well,” said the mean farmer, “I 


never took a lantern when I went court- 
ing.” 

“No,” said the farm hand, ‘‘and look 
at what you got.” 


It is a fine thing now and then to bring 
your wives to show the public what you 


got. We like to see the ladies here to- 
night. I think of that toast to the 
ladies. This is th» end of your conven- 
tion and we can afford to have a little 
levity, it seems to me. I think of the 
toast in connection with the ladies that 
runs like this :— 

Here’s to the young girls,.the good young 


girls: not too good, because the good die young 
and who wants a dead one? 
Then it goes on:— 
Here’s to the old girls; not too old, because 
the old die, too—and who wants a dyed one? 
I thought you would get that after 
a while. 
I have just come, as the chairman says, 


from our State fair, where I talked to 
the farmers. Of course. I could rattle 
off statistics to them, because that was 
part of my speech today. I was just 


primed for it I found that wherever a 
governor goes in this State, he is sup- 
posed to say something. It is the easiest 
thing in the world to make a speech, Mr. 
Chairman, but it is difficult at times to 
say something. We all realize that, I 
think, in connection with the Irishman 
whose one great ambition in life was to 
get a bird that could talk. One morning 
on his way to work, he_ stopped at 
Claney’s, the bird fancier’s, and _ said, 
“Clancy, I want to get a bird that can 
talk.” 

Clancy said, “Here is a foine bird that 


ean talk nine languages.” 

He said, “Send him to the house and 
I will listen.”’ 

That night when he got home, he said, 
“Mray, how's the bird?” 

She said, “I don’t know, he ain't done 
yet.” 

He said, “You don’t mean to tell me 
you cooked that bird! That bird could 
speak nine languages.” 

She said, “If he could, why the divil 
didn’t he say something?” 

It seems to me as the governor goes 


about he is supposed to say something. 
It is difficult for an ordinary governor to 


talk to you about your business, and I 
am sure you don’t expect me to. The 
only druggist story I know is one about 
a fellow who had one of these systems 
of mnemonics. He always associated 
ideas so he could remember names He 
had been out rather late, and it was in 
the B. V. D. days—that is, before Vol- 
stead days. He went into a drug store 


in the morning and said to the druggist. 
“What have you got?” 

The druggist said, “We 
things here.”’ 

He said, “Name 
you hit the right 
what it is I want.” 

He said, ““That would be rather a 


have got lots of 


when 
you 


and 
tell 


them over 
one, I will 


task 








We have a thousand different articles or 
more here, and I might start on the 
wrong end and we would be all day talk- 
ing and wouldn't arrive at what you 
want.” 

He said, “That is fair enough. I tell 
you, can you name the great lakes?” 

“Yes,” the druggist said, “I think I 
can. There is Lake Superior, Lake 
Erie” 

“Erie, that is the one. Who was the 
fellow who sent word, ‘I have met the 
enemy and they are ours 

“Oh,” he said, “you mean Perry?” 

“Perry, that is it. Give me ten cents’ 


paregoric.” 

systems of associating 
work out. I heard of another fellow who 
had the same idea. He could never re- 
member the name of his boarding mis- 
tress, and he was telling a friend about 
it. He said, “You know I can't remember 


worth of 


These ideas do 


her name. It is a peculiar thing.”’ 
His friend said, “Let’s see, her name is 
Hummick, isn't it? Isn't she old Captain 


daughter?” 
“That is 


Hummick’s 


He said right, her name is 


Hummick.” 

His friend said, “Think of Hummick, 
stomach; Mrs. Hummick feeds my stom- 
ach. Think of those two names.” 

He said, “That is great, I get it now.” 

He went home. and as he went in the 
house he said, “Mrs. Hummick feeds my 
stomach ; Mrs. Hummick feeds my 


stomach.” 


He went to bed and the next morning 
came down and when the landlady came 
into the breakfast room, he said, “Good 
morning, Mrs. Kelly.” 

He had the right idea, but he got a 
little off his switch. 

I am supposed to talk to you about 
current topics. I am not going to talk 
about current topics. I have changed 
my mind. Somebody said I should keep 
on telling stories. I didn’t come here to 


tell you stories, either. 


I have been so happy after talking to 
my constituents this afternoon, 20,000 
of them at the fair, that I feel in rather 
a happy mood; from no other reason I 
can assure you. 

Sometimes a topic is assigned to a 
person and no one knows what he is talk- 
ing about and oftentimes the orator 
doesn’t know what it is all about himself. 
I am sure, however, that when I get down 
to my speech, you will appreciate what 
it is all about. You won’t be like the 
story of the fellow who was lecturing on 


prohibition and said, “I am going to il- 
lustrate the difference between life and 
death.” He took a couple of glasses; in 


one glass he had water and the other was 
filled with whisky. Out of his pocket he 
took an envelope and out of the envelope 
took some live worms and dropped them 
in the water and they swam gaily about. 
He said, “You see, ladies and gentlemen, 
there is life for worms in water.” 

Then he scooped them out of the water 
and dropped them in the whisky and im- 
mediately they sank to the bottom dead. 
He said, “You see there is death for 
worms in whisky. There is life for worms 
in water, death for worms in whisky.” 

An Irishman in the back said, “Excuse 
me, but what kind of whisky is that?” 


He said, ‘Why do you want to know 
that?” 
He said, “I am troubled with them 


things myself.” 


IL am sure your convention has been a 
delightful one and a very helpful one. 
You have had your conferences, and I 


am sure that you have had all the heavy 
stuff of your business during this con- 
vention and don’t expect me to talk about 
your business. It would only be bring- 
ing coals to Newcastle, and I don’t know 
anything about your business to start 
with. So I can’t talk about it. 

At such a convention at this, men get 
together and know each other better, get 
each other's viewpoint. It is a wonder- 
ful thing for that alone. I think it is 
Thompson, the poet, who says :— 


By the red blood in an 
$y the blue blood in a vein, 
Or by the brute strength of a muscle, 
Or by the grey cells in a brain 
We are apt to sit in judgment 
On the passing caravan 
That denominates some portal 
In the coterie—a man 
But there’s a higher standard 
Taught by Him who preached of old 
It can't be bought with money 
And it’s finer far than gold, 
For it binds poor humans closer 
In its sympathetic strain 
Than the red blood of an artery 
Or the blue blood of a vein. 


artery, 


That something is fellowship—fellow- 
ship that makes men realize that men are 
men and that there is but one cordon, 
that all men are brothers; that fellow- 
ship that broadens our viewpoint. Out of 
a convention such as this we get that 
fellowship which make us better men, 
better friends, better citizens as we go 


back to our towns to carry on our work. 
Out of it comes the spirit of co-operation. 
We ‘have to co-operate in this world if we 
are going to get anywhere. This is a 
competitive age. We have got to co- 
operate. So big business gets together 
and exchanges views, things that men 
didn’t do years ago. In illustrating co- 
operation, I think of that story you may 
have heard of the farmer who had an 
ox and an ass. He hooked them up to 
a plow in plowing season and sent them 
= to work, and all day long they pulled 
ne 


plow. One hight when they came 
home, the ox said to the ass. “I am not 
wong out tomorrow. I am going to play 
sick.” . 


He played sick. The ass went out all 
alone and did the plowing. He came back 
that night and the ox said to him, “Well, 


what did the master say?” 

The ass said, “Oh, he didn’t say any- 
thing.” ; 7 

“Well,” said the ox, “that is fine, I 
will lay off tomorrow.” 

The next day he laid off and the ass 
went out and bore the heat and burden 


of the day and came back at night and 
the ox said, ‘‘What did the master say?” 

The ass said, “He didn’t say anything, 
but I saw him talking to the butcher 
about an hour.” 

Unless we have co-operation, somebody 
g0es to the butcher or to the cleaners as 
they say in the vernacular. 

Aside from the fellowship of a con- 
vention, if we don't get some inspira- 
tion, some information for our own busi- 
ness, it doesn’t mean very much, but 
when we get the inspiration of a con- 
vention (and that is what I want to talk 
to you about for a few minutes) we go 
back and we are better business men, we 
are better in our line than we were be- 
fore. The philosopher, Pliny, has said 
there is no crime so great in society as 


daring to excel. Yet, unless we dare to 
excel, we don't get very far in business 
or any other ramification or in life. Un- 


less we take our opportunities which are 


many, and exhaust them, exhaust the 
possibilities of our opportunities (and 
that is another thing I want to talk to 
you about) we don’t get as far as we 
could get That is a truism, it is a trite 
saving. Unless we exhaust the _ possi- 
bilities of our opportunities, once in a 


far 
clergyman 


while, we don't get very 


Once in a while a exhausts 


the possibilities of his opportunity and 
we call him St. Francis.of Asissi. or we 
call him Russell Conwell or DeWitt Tal- 
mage. Once in a while a general has 
exhausted the possibilities and we call 
him Napoleon or Washington. Once ina 


and his fame is 
history of invention. 


inventor does it 
high in the 


while an 
written 


Then there comes a spirit 

I stood not long ago in Philadelphia, or 
rather at Valley Forge in Pennsylvania, 
representing the great State of New 
Jersey. They were re-enacting the 
evacuation of Valley Forge. As I stood 
there, I was thrilled as I never hope to 
be thrilled again, for down the biil came 
George Washington and fol'swing him 
came the troops of the thirceen colonies, 
and among them were ‘the troops of my 
own State. As i «woked upon them, I 
said, “What splendid Continentals, not 
splendid because of their military bear- 
ing, because <hey hadn't any; not splen- 
did because of the brilliancy of their 
uniforms, because very few had_uni- 


because 
yet they 


forms; but splendid 
half starved and 
splendid because 


they were 
followed ; 
they were half 
frozen and yet they followed; splen- 
did because they hadn’t been paid in 
months, and yet they followed, and out of 
the agony of their bodies and out of the 
travail of their souls came our nation, 
our flag and something else. There 
came the American spirit, that American 
spirit that is indomitable, that overcomes 
all obstacles, that nothing can stand in 
the way of, that American spirit that 
exhausts the possibilities of the oppor- 
tunities which are ours, that American 
spirit that sent the first steam vessel 
across the Atlantic, that placed the first 
steam engine upon the rails, that gave 
us the electric light bulb and that gave 
us the aeroplane, that American spirit 
that is going to send us back from this 
convention to do greater things in our 
business.” 

Let me just illustrate that for a mo- 
ment. America was born to lead, not to 
follow. So when we get that American 
spirit that brings us on to lead, we lead. 
Not long ago we caught that American 
spirit epitomized in this way:—I was 
talking to a friend of mine who was a 
newspaper correspondent They were 
over on Long Island waiting for Cham- 
berlin in the big plane to take off for 
France. As the reporters were gathered 
there, they waited day after day. you re- 
member. This reporter told me that sud- 
denly one day there came in a mono- 
plane, a smaller plane. He had nothing 
else to do, so he wandered over. A young 
man got out—Lindbergh. He said to him 


as he got out of the plane, ‘‘Where can 
I get some gasoline?” 
The correspondent said, “Over there.” 


going?” 


pointing to it. “Where are you 
He said, “I am going to France. 
The correspondent looked at him and 
laughed. and he went back and told the 
others and said, “There is a kid going to 
France.” 


They all laughed. They knew so much 


more about it than he did. 
He went and got his gasoline, and he 
went to France, because, don’t you see, 


he epitomized that spirit, that spirit that 
nothing can stand in the way of, whether 
it is in business or whether it is in a 
flight across the Atlantic. It was the 
American spirit. 

I was up at Thomas A. 
the other day. He was celebrating the 
fiftieth anniversary of the phonograph, 
the invention of the principle of recording 
the human voice and other’ sounds. 
Thomas A. Edison wouldn’t talk about 
the phonograph. He talked about just 
one thing; that was rubber. Edison, 
eighty-one years of age, just think of 
that! Just think of the spirit of that 
man who, when other men are going 
around on crutches and talking about 
their rheumatism, is talking about rub- 
ber! He said. “Don’t you know, Gov- 
ernor, America hasn't a supply of rubber. 
In case of war it would only last a few 
months. We have to have rubber. I 
am going to give my country rubber. 
There are 20,000 plants in the United 
States, and I am investigating one of 
those plants,” or weeds, as he ‘termed 
them. He took me by the coat and ran 
down the steps—eighty-one years of age 
and he ran and pulled me along to his 
garden and showed me these plants. He 
said, “One of them is going to have 
rubber. and I am going to give my coun- 
try rubber.”’ 

Just think of that spirit! Not the 
fame, not the money that was going to 
come to him, but it was for his country, 
that spirit that knows no obstacle. There 
is the spirit. 

I met Henry Ford there. I thought to 
myself, “I am going to try out his 
spirit... Mr. Ford is worth $2,000.000,000 
they say. I said to Mr. Ford, “I have the 
pleasure of driving one of your cars. It 
is a wonderful car.” 

He smiled all over and 
glad of that, Governor.”’ 

I said, “It has always struck me as 
strange that a company like yours should 


Edison’s house 





said, “I am 


spend millions cf dollars in advertising 
this car, yet the service is so rotten.” I 
said that quickly. 

He looked at me a minute and said, 
“Has that been your experience?” 

: oo ae 

He said, “We only make forty-five of 
those cars a day. We could make sixty 
Lincoln cars, but we want to put out the 


best car.” 

I said, “It is a wonderful car, but the 
service is very poor.” 

That is all we _ said. That was on 
Saturday. On Monday morning when I 
got up to go to Trenton, walking up and 
down in front of my house was the man 


I came down 
didn’t know 


who sold me the car. When 
he said to me, “Governor, I 
you knew Henry Ford.” 

I said, “Yes, he and I are old pals.” 


He said, “You know I got an order 
Sunday to go over to New York to the 
main office with all my books, with 
everything about your car in it. In- 
cidentally, that last bill you got there 
had a mistake of $100 on it which the 
bookkeeper made. We charged you too 
much.” 

I went to Trenton, the capital, and 


there was Mr 
tative. It was 
said, “Governor, I 
about your car.” 

It isn’t the service I 
out. It was this point, there is a man 
worth $2,000,000,000, and that is why he 
is worth it There are 500,000 employees 


Ford's personal represen- 
Monday morning. He 
want to know all 


wanted to bring 


between him and my car and yet he 
could step right over to my ear. He 
didn’t put up his head and say, “Oh, I 
don't take care of that end of it, go and 
see Mr. So-and-so.” He didn’t say that. 
He didn’t say, “I will give you a letter 
*‘o So-and-so, he will fix you up.” No, 
he stepped right over them, right down 
to my car. He has exhausted the possi- 
bilities of the opportunities of his busi- 
ness. 


Over a hundred wears ago a man came 
to Jersey City, my home town. On his 
back was a red bandanna handkerchief 
and in that all his belongings. There he 
set up a plant on the banks of the canal 
in Jersey City over one hundred years 
ago. Today they call it Colgates, for he 
was the first Colgate. Today there is 
that mammoth factory, one of the largest 
in the world because of the first Colgate 


October 6, 1927 59 


who saw his opportunity and those who 
came behind are exhausting the possi- 
bilities of that opportunity that was his. 


That is the spirit that you ought to go 
back with. I am sure that you will go 
back with it—that spirit that nothing 
can stand in your way. 


When we speak of other countries and 
the ability of other chemists, I think of 


this incident. We are opening a_ ve- 
hicular tunnel between New York and 
New Jersey next month. I wish you 
could see that tunnel before you return. 
It is a wonderful tunnel, beautifully 
tiled. I said to the engineer when I 
looked at the tile, “That is beautiful.” 

He said, “Yes, it is beautiful, but 
there is only one place we could get it. 
That was in Germany. The tile-makers 
of America couldn’t make the tile that 
would stand up. We subject it to a 
freezing test and then immediately to a 
high degree of heat test. It must 


stand up. 


“T shouldn't say it is all German, be- 
cause some of it is American. A fellow 
out West who has a little bit of a fac- 
tory came in and gave us some of his 
tile. The title didn’t size up and we told 
him about it. He said, ‘If they can make 
it in Germany, I can make _ it in 


America,’ and he did. He went back and 


experimented and today we are using 
American tile from that little factory out 
West, but he can’t supply enough of it.” 

Don't you see the spirit? If they 
could do it in Germany, why couldn't 
America do it? He did it because he 


caught that spirit It sent him out, back 
to his factory in Ohio to make that tile 
and to see that it was used here. 

Oh, yes, we get that spirit when we 
apply it to business. When a German 
grocer in my town, who had a little bit 


exhausted the possi- 
bilities of his opportunity, it became the 
National Grocery Company, and his in- 
come is a million dollars a year. He was 
just a German grocery boy in my home 
town ; because he saw possibilities at that 
business, exhausted the opportunity that 


of a grocery store, 





was his, no obstacle could stand in his 
way. That is the spirit. 
It is not long since I was down at 


Princeton when they were giving a dinner 
to the Crown Prince and Crown Princess 
of Sweden. They were wonderful young 
people. As I gazed on them, I said to 
myself, “That man is going to be a king. 
Isn’t it wonderful to have royal blood in 
your veins?” I don’t know that it is any 
redder than our blood, but I just thought 
that. Then I felt ashamed of myself and 
said, “But isn’t it far better just to be a 
citizen of the United States of America 
where a boy born in a tenement or born 
on the avenue can aspire to the seats of 
the mighty, all depending upon his am- 
bition and his capacity and his charac- 
ter?” 

We get that spirit and apply it to busi- 


ness. When we get that spirit and ap- 
ply it in the ramifications of life, we are 
bound to get to the place that we are 


headed for. A man is not great because 
of his education nor yet because of his 
money nor yet because of his fame. There 
is something in a man, that spirit, that 
is what it is, that impels him to accom- 
plish things. I think of it in connection 
with a story that illustrates it. Over in 
Jersey City there was a fellow who want- 
ed a job and somebody sent him to No. 
1 school. They said they needed a jani- 
tor there. He went over and applied for 
the job. The superintendent said, “Yes, 
you may have the job. Write your name 
and address.” 

He said, “Do I 
janitor of No. 1 schoo 

He said, “Yes.” 

He said, “I am afraid I 
job because I can’t write.” 

So he went back and told 
“IT can’t be janitor of No. 1 
cause I can’t write.” 

His friend was sorry and 
these cigars out and see if 
them.” 

He took out the cigars and sold them 
and came back and got more boxes of 
cigars and sold them. Years went by and 
he built up quite a business. Many years 


have to write to be 


ie 


can't take the 





his friend, 
school, be- 


“Take 
sell 


said, 
you can 


went by and one day he came into the 
bank and said, “I want to borrow $40,- 
000."" 

The cashier said, “You don't have to 
borrow it, you have it in the bank.” 


“Have I? 
said, “I 
Draw a 


Give it to me.” 
can’t give it to 
check.”’ 


He said, 
The cashier 
you that way. 


He said, “Do I have to write to get 
$40,000?" 

The cashier said, “Yes.” 

He said, “I am afraid I can’t get it, 
because I can’t write.” 

The cashier said, ““‘What! You have 
$40,000 in this bank and can’t write! 
What would you be if you could write?” 

He said, “I would be janitor of No. 1 


school.” 

So don't you see it doesn’t matter what 
business we are in, if we have that spirit 
that overcomes obstacles and that sees 
success and has the vision and goes after 
that vision. nothing in all the world can 
stop us. That is the fine thing about 
our country. ‘ 

I was down at Rutgers commencement 
a year ago and they were conferring a 
degree upon Michael Pupin I don’t know 


if you know Michael Pupin or not. If 
you don't you should get acquainted 
with him. He has written a book ‘‘Immi- 
grant to Inventor.” Get it for your son 
and let him read it. Every time you 
twirl the dial on the radio, the tuner, 
just remember Michael Pupin invented 
the tuner. When you think of the great 


Atlantic cables, remember they are called 
Pupin cables. Pupin made wireless 
phony possible. He is a professor in 
Columbia University, and yet he is a 
very rich man. When Serbia went to 
war, thev borrowed their money from 
Michael Pupin without interest, and paid 
him back incidentally. 

Michael Pupin was being made a doc- 
tor of science. After they had conferred 
the degree upon him, he said in a speech, 
an@ briefly this is what he said—I want 
you to remember it, take it home to your 
children :— 

Ladies and Gentlemen: I am greatly honored 
today I passed this college fifty years ago 
Yes. I was walking along the railroad track 
down there fifty years ago I passed by these 
beautiful buildings I was walking to New 
York. It was twenty-five miles from that 


tele- 
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bureaus. and although they were all parts 
of the same great business drew their 
money from the same treasury, served 
under the same business head, the Presi- 
dent of the United States, they actually 
had no active co-operation with each other 
and apparently had little or no interest 
in what the others were doing. Without 
harmonious team work there could be 
neither economy nor efficiency. 

So. the first great effort of the budget 
organization was to revolutionize the 
mental attitude of people in the service, 
to compel them to think and act in terms 
of the United States rather than in terms 
of departments and establishments. To 
effect this we created in the Federal gov- 
ernment a great co-ordinating service, at 
its head a Chief Co-ordinator appointed by 


the President to act under the Bureau 
of the Budget. At the end of the war 
we had billions of dollars worth of war 


munitions and supplies. It was little short 
of crime to go into the market and buy 
supplies of the kind we had on hand, and 
in some cases spoiling in rented storage. 
And yet that is what we were doing. 

We co-ordinated chaos, and conducted 
the greatest selling effort in history. This 
effort effected actual savings to the gov- 
ernment of $142,360,671.36. We _ spent 
$200,000,000 a year for transportation of 
persons and things. We organized this 
service and effected an annual retrench- 
ment in excess of $1,000,000. The cost 
of Federal printing was scandalous. We 
revolutionized that activity and in three 
years saved $9,455,542.17. The government 
rental bill was appalling. We made com- 
plete inventory of government-owned and 
goverfiment-controlled property and com- 
pelled many government agencies occupy- 
ing rented space to move in under gov- 
ernment roofs at an.annual saving of 
hundreds of thousands of dollars. In one 
city we canceled leases costing more than 
$200.000 annually. In this way we are 
covering all the major Federal activities, 
and with “teamwork” as the watchword 
we are saving millions. 

While the speaker was visiting a gov- 
ernment agency in a distant city the offi- 
cial in charge was asked by the local 
postmaster for loan of government trucks 
to meet an emergency and obviate the 
expense of hiring transportation. FOV- 
ernment trucks were idle, and were 
promptly made available. A prominent 
loca) business man was greatly impressed 
by this evidence of real co-operation. 
When informed that the loaning of Gov- 
ernment transportation to postmasters dur- 
ing the congested Christmas season alone 
had saved $465,000 he said it was wonder- 
ful. And yet he didn’t know and couldn't 
understand that the wonderful thing about 
the transaction was the initiative of one 
Federal official in applying to another 
Federal official for help, and that the 
ready compliance of this other official 
in granting the aid requested was an- 
other and greater wonder. 

A colored preacher who revealed in 
polysyllabic words was asked by one of 
his flock the meaning of the word “phe- 
nomenon,” which the pastor was using 
with great frequency and evident relish. 
Said the preacher, “I take pleasure in 
elucidating the meanin’ of that useful 
word. If you sees growin’ in the outskirts 
of our fair village a thistle bush laden 
with interestin’ if not invitin’ thistles, 
that’s no phenomenon. You sees thistle 
bushes and thistles almost too frequent. 
If you hears a mockin' bird floodin’ the 
air with sweet song, that’s no phenomenon. 
Mockin’ birds is not uncommon. If while 
listenin’ to the mockin’ bird you sees a 
kangaroo hoppin’ effectively if not grace- 
ful along the roadside, that does not nec- 

‘ essarily or consequentially constitute a 
phenomenon. There may be a circus in 
town with a menagerie attached thereto. 
But, my hearers, if you sees that kanga- 
roo settin’ on that thistle bush, singing’ 
like a mockin‘ bird, that’s a phenomenon. 

The confident call for help from one 
government agency, and the ready re- 
sponse from another government agency, 
is the Federal rule today—a practice un- 
precedented and unknown in pre-budget 
days. This, my hearers, is the phe- 
nomenon. 

In our effort to lighten the tax load of 
the people we encounter a most discour- 


aging condition. The budget director, 
under the immediate command of the 
President, stands with his back to the 
wall trying in the interest of tax reduc- 
tion to hold back the surging flood of 
national expenditure. Under the inspir- 
ing lead of the President he has de- 
voted every moment of his time, has 


jeopardized his friendships, has given the 


last ounce of his physique, has contri- 
buted the last shred of his courage, men- 
tality patience, persistence, and _ perse- 


verance to this task. 


Savings Versus Expenditures 


It is 


a glorious crusade to help reduce 


the tax burdens of a great people and to 
bring something more of comfort and 
hope and happiness into their lives. Then 
after al] this honest endeavor, after this 
cutting down of funds in some cases 
perilously close to the margin of safety, 
we find our efforts apparently nullified 
by increases in expenditures and conse- 
quent increases in taxes by other gov- 
erning agencies. In 1921 the total cost 
of government in this country, Federal 
and other, was approximately nine and 
one-half billion dollars, while in 1925 it 
had increased to $11,124, 000,000. These 
figures show that, notwithstanding a re- 
duction in Federal expenditures of more 
than two billion dollars in that period 
(from 1921 to 1925) there has been a net 
increase in the cost of government of 
something in excess of one and one-half 


billion dollars, and consequent increase in 
taxes 

We are these 
spirit, 


not making 
in any vainglorious 
about our two-billion-dollar 
Federal spending. Like the 
found the egg, our only intent is to 
be helpful. This rooster was a bird with 
a vision. In his wanderings he discovered 
an ostrich egg. He had visions of glori- 
ous omelets, generous fries, and unlimited 
scrambles. With infinite labor he rolled 
his find back to the home pen. Calling his 
faithful flock together and pointing to the 
big egg he said: “This is not intended 
as any reflection upon you. It is merely 


comparisons 
or bragging 
reduction in 


rooster who 
vig 
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to show what can be done.” In pointing 
to what the Federal government has ac- 
complished in the way of retrenchment 
we intend no reflection upon the cities 
and states of this country. We do, how- 
ever, wish to show what united effort 
in a common patriotic purpose can ac- 
complish under the leadership of a cour- 
ageous ch.ef executive. 

Announcements that Federal expendi- 
tures have been reduced by billions and 
that a policy of constructive economy has 
made rich contribution thereto are fol- 
lowed inevitably by statements that we 
are making no reduction in Federal spend- 
ing and that Federal economy is a myth. 
The record shows that in 1920 we spent 
$6.482,090,191.21, while in 1921 the ex- 
penditure was $5,538,209,189.30. In 1925 
we only spent $3.529,643,446.09, a_re- 
duction of $3,000,000,000 lacking $47,000,- 


000 below 1920, and a cut of $2,008,565,- 
743.21 below 1921. In 1927, the last com- 
plete fiscal year, we spent $3,493,584,- 
519.40, the smallest annual expenditure 
since 1917. These figures can easily be 


verified from the treasury records. 

While there will be no slackening in 
the effort for economy there is, of course, 
an irreducible minimum. of expenditure 
below which we cannot go. We may pos- 
sibly have reached that terminal. The 
country grows and develops, glory be. The 
bigger the country the bigger the op- 
erating costs. But as long as there is 
a Federal employee not fully committed 
to the doctrine of honest service, as long 
as there is an article of Federal supply 
wasted or not completely utilized, as 
long as there is a taxpayer’s dollar nou 
profitably employed, the drive for con- 
structive economy will go on. If we can- 
not reduce expenditure or check its 
growth we can see to it that every in- 
crease is amply justified, and if we are 
obliged to spend more we will see that 
that more is spent wisely. 

The budget bureau is the object of a 
great deal of criticism at times, not only 
from people within the service, but from 
people and organizations outside. I sup- 
pose this is to be expected. When the 
present budget director took over the job, 
he stated publicly that when he became 


popular he should be immediately fired. 
The amount of criticism is rather the 


gauge of his success. These criticiems as 
a rule are of an impersonal character, and 
the director is seldom attacked by name. 
It is easy, however, to read between the 
lines. 

In a_ Booker Washington story a 
colored brother agreed to procure a tur- 
key for a patron. ‘When the bird was 
delivered the customer complained, said 
he wanted a tame turkey and that the 
bird furnished was ful] of shot. Said the 
colored man :—“Dat’s a tame turkey, all 
right. Dem shots was meant for me.” 
Criticism will not hurt the budget bureau 
or its director. We are not infallible, 
we know our limitations better than any 
one else, and possibly deserve criticism. 
I am sure, however, the budget system 
has justified itself, and that the thinking, 
well-informed people of the country real- 
ize they are better off with it than they 
would be without it. 

Two Irishmen were watching an air- 
plane flying overhead. Said one :—“I 
wouldn’t like to be way up there wid 
that machine.” Said the other:—*“I 
_— like to be way up there widout 
it. 

I hope this story may typify the atti- 
tude of the people of this country toward 
their budget system. 


One Against Hundreds 


There are hundreds of live, active or- 
ganizations created for the sole purpose 
of getting money out of the Federal treas- 
ury. There is only one organization, the 
Bureau of the Budget, engaged actively 
and continually in defence of the treas- 
ury. The Director of the Bureau of the 
Budget, in his effort to conserve the tax- 


payer’s money, faces always powerful 
and organized opposition. At times he 
is almost overwhelmed by the flood of 
telegrams, letters and appeals, yes, de- 
mands for funds for projects and pur- 
poses which he, with his knowledge of 
the entire field of Federal operation, 


knows should not be approved. Fighting 
against this tremendous pressure he looks 
to the people for help—the people whose 
fight he is making—and he looks in vain. 
Organizations and associations that should 
be allied on the side of the budget 
found in the ranks of those who are en- 
deavoring to override its recommenda- 
tions and nullify its constructive policies. 
If as a result of the efforts of its enemies 
—and their name is legion—the budget 
System is discredited and set aside, please 
recall the story of the colored laborer 
in a Southern cotton field, who, on a 
blistering August day pointing an accus- 
ing finger at the sun blazing in scorching 


are 


splendor overhead, plaintively asked: 
Where was you last January when I 
needed you so bad?” 


The budget director is independent, he 
must be. He knows 


n x no master in the 
Federal service but the President of the 
United States, whose policies he tries 
earnestly and honestly to carry out. 
Emerson in one of his essays said :—‘The 
only interest for the consideration of the 
State is persons.” Later President Cool- 
idge said:—‘“I do not favor the policy of 
economy because I wish to save money, 
but because I wish to save people.” To 
save people has been the saving inspira- 


tion of our great economy crusade. Strug- 
gling against odds. misinterpreted and 
misunderstood, discouraged at apparent 


lack of progress, tired of the ceaseless 
conflict criticized by many, commended 
by few, the budget director has felt like 
laying down the burden and abandoning 


what seemed a 
he hears the call to service, to 
ple, and with renewed courage and high 
hope he carries on in the endeavor to 
do something to make this country a bet- 
ter country and this people a_ happier 
people. 

In conclusion may I ask how much you 
do to help run the government? That you 
hold no official position does not relieve 
you from obligation for service. May I 
repeat the question:—Just how much do 
you do, as citizens, to help run the Gov- 
can hear you you make 

your contribution to the 


thankless task. And then 


save peo- 


ernment? I 
inventory of 


as 


country’s welfare. In the first place you 
pay your taxes. And second—and then 
you cudgel your brain to find if there be 
a second. And with a burst of enlighten- 
ment and patriotic enthusiasm you re- 
eall that last Fourth of July you bought 


your little girl a bunch of firecrackers. 
Encouraged by this inspiring discovery 
you hunt for other acts of patriotic ser- 
vice, and to your chagrin you find you 
have exhausted the record. 

I have tried to give something of in- 
terest about the operations of your gov- 


ernment, hoping to inspire you with the 
desire and purpose of taking greater part 
in its activities and of assuming the full 
responsibility of American ciaizenship, 
with all it entails 


Who loves his country will not rest 
Content with vow and pledge alone, 
But flies her banner in his breast 
And counts her destiny his own 
Not only when the bugle plays 
Stands forth to give his life for 
But on the field of common days 
Is strong to live his life for her. 
He is not satisfied to claim 
As heritage her power and fame, 
But striving, gains the right to wear 
The shining honor of her name. 


Nancy Byrd Turner. 

Toastmaster Davis:—We pledge you, 
General Lord, that we shall go away 
from here not only enlightened by the 


information you have given us, but more 
determined to do other things towards 
the running of our government than to 
be content with the mere payment of 
taxes. I think some of us will go back 
home perhaps to ask our respective state 
officials why the budget system does not 


obtain in our commonwealths. 
We have two orders ot business before 
adjournment. One order of business 


which always comes before the banquet is 
the report of the committee on thanks. 
Dr. Humphreys, who will present the re- 
port, as I learned last night, speaks sev- 
eral Indian languages, Navajo, Sioux, Ute 
and Cheyenne, and while I, coming from 
the home of Indians, might understand 
him, I hope that he will speak in good, 
straightforward English to you here in 
presenting his report. Dr. Humphreys. 


Proffer of Thanks 


Dr. F. L. Humphreys:—I felt  per- 
fectly inadequate to assume this duty 
when I was named by the convention. 
Since I have heard the last speaker, I 
have realized how absolutely inadequate 
I was. I never felt so small in my life as 
after hearing of these billions and hun- 
dreds of millions, yes, down to the last 
cent It makes one feel exceedingly 
small. 


A short time ago a friend of mine was 
telling me about the rings of Saturn and 
said they were composed of water. He 
told of the bMlions of gallons of water 
and what would happen to the earth if 
somehow or other all this water might 
fall on the earth. I went to bed with an 
umbrella. 

It is fortunate, I think, that we have 
met in this good old State of New Jersey, 
New Jersey that ,burned no_ witches, 
hanged no Quakers, but offered a refuge 
to all, to General Washington and his 
army over and over again, as it was the 
battlefield of the Revolution. It has of- 
fered us a kindly refuge this year. I 
think we owe an emphatic vote of thanks 
to his excellency, who, after a hard and 
tedious day at the State fair at Trenton, 
came here to speak to us. He has spoken 
of those kine with long pedigrees among 
the cattle at the show at Trenton, for- 
getting perhaps that we have long pedi- 
grees ourselves, having descended from 
the pithecanthropus erectus some fifty 
millions of years ago in the Eocene age. 

We owe a vote of thanks to the city 
and its mayor who gave to our president 
the key of the city with a hint that it 
might be used to open the jail in case any 
of our members became overenthusiastic. 
We are fortunate that none of them 
needed the use of this key. 


We owe a debt of thanks to this hotel 
under the efficient management of Mr. 
Lawless. 

We owe a vote of thanks to “Uncle 
John" Robinson for his painstaking labor. 

We owe a vote of thanks to Walter 


Smith, who arranged the endless detail of 
the banquet seating. 

We owe a vote of thanks to rev- 
erend clergy who opened the meet.ng 
with an invocation and asked the blessing 
of Almighty God on our friendly breaking 


the 


of bread here tonight 

We owe a vote of thanks to those 
manufacturers who have burdened us 
with all kinds of souvenirs. We don't 


know how we are going to be able to take 
them home. 

We owe a vote of 
hostesses, the women, 
our solace and our joy! 

We owe a vote of thanks to Miss Tay- 


thanks to the lady 
God bless them, 


lor for her literary effort in the cause 
of publicity. 

We owe a vote of thanks to the Sea- 
view club and the other clubs’ who 
opened their doors so hospitably. 

Finally, and as the old Bidding 
Prayer says in England, more especially 
we thank Thee, Oh God, that we have 
such an efficient chairman on the com- 
mittee of arrangements, Harry J. 
Schnell, a journalist—publisher of trade 


journa!s—model citizen—president of the 
Drug and Chemical Club of New York 
—officer of the church—to all of us a 
genial companion and beloved friend! 

I have tried to make it, Mr. Presi- 
dent, you tald me, as brief as possi- 
ble. 

Toastmaster Davis :—One 
mony before we adjourn. 
have wondered whether this was a 
ing for business or a meeting for golf. 
It is now my -pleasure to present the 
“Drug Topics’ cup, the first grand prize 
for the lowest net score, to the winner, 
H. J. Frank, whose score was 91, with 
a handicap of 26, and a net of 65. 

I know nothing about golf, I don’t play 
it myself, but I do know this about Mr. 
Frank, that last summer he took a trip 
to Scotland. There he played on one of 





as 


more 
Some 


cere- 
people 
meet- 


the best known links in that home of 
golf. As you know, over there, at least 
as I am told, the caddies are old men, 
as a general rule better golfers than the 
men for whom they caddy. There is also 
an established fee which you pay the 





saddy, that fee being one shilling. Mr. 
Frank played around the course with one 
of these characteristic old Scotch caddies 
and in a burst of generosity, he fed 
him two shillings instead of the cus- 
tomary one. The old caddy said to him,. 
“Mr. Frank, will you be diggin’ here 
again tomorrow?” Mr. Frank, I present 
you with this “Drug Topics” cup. 

Mr. Frank :—I can assure the golf com- 
mittee that I will take very good care 
of this cup. I am very proud to take it 
home and return it safely next year. I 
want to say also that I am not really a 
golfer, that I shot above my usual form 
and was very liberally allowed a very 
generous handicap. ; 

Toastmaster Davis :—In adjourning the 
annual banquet here in Atlantic City, I 
think nothing can be more appropriate 
than to ask one of our visitors to lead 
us in singing “Auld Lang Syne.” This 
visitor is the president of a national as- 
sociation somewhat allied to ours. Dud- 
ley W. Figgis, president of the National 
Paint, Oil and Varnish Association. Mr. 
Figgis, will you lead us in the singing 
of “Auld Lang Syne?” 

(The audience arose and sang “Auld 
Lang Syne,” led by Mr. Figgis.) 

(The banquet session was adjourned 
at 11:30 o'clock.) 
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